





























Here’s what it means to You 





Suppose you received a good-sized order for carbon paper and typewriter ribbons 
from China. You'd probably wonder how they knew about your company. We 
wondered, too, when we received such an order at Webster's. Investigation 
showed that it was a result of our advertising in The Saturday Evening Post. 
What does that mean to you? 
Just this: If Webster’s American advertising can influence sales in far-off China* 
think of the selling job it is doing right at your own doorstep! Dealer after 
dealer reports that this campaign is being read by his customers and that it’s 
selling merchandise. Reason? It’s a steady, hard-hitting campaign that has been 


running without interruption for more than 35 years! 


To get the most out of this effective promotion, make sure your customers know 


that you sell Webster's Carbon Papers and Typewriter Ribbons. Take advantage 


ot Webster's merchandising aids, and watch the sales roll in! 
Yes, those Chinese characters at the top of the page mean just one thing: Profits. 


*This campaign has also brought us orders from India, South Africa, Switzerland, Costa 
Rica, various parts of South America in fact from all over the world. 
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qOFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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ceived before the fifteenth 
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delivery of next issue at 
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{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
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or directly related products 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee | 
They do. however, offer their services in resolving any disagreements which result from relations 


through the journal. 
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Fair Furniture Co. 171 
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Harter Corp. 105 
Hedges Mfg. Co. 239 
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Int’l] Office Appliances, Inc. 236 


Invincible Metal Furniture Co...156 


Jasper Chair Co. 224 
Jasper Desk Co., The 154 
Jasper Office Furniture Co. 160 
Justifier Sales Co. 146 
K L 
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Kol Sales Div. 236 
Leopold Co. 211 
Leshore Corp. 236 
Levi, Lewis R. 174 
Lightning Adding Mach. Co. 214 
Lion Steel Equipment Corp. 256 
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THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy,-furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 

turers. 


S. A. lines, and in many 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
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All-Steel Equipment, Inc 77 D. & G. Mfg. Company 212 see, S oy eas iid G 351 Victor Safe & Equipment Co.....109 
Anderson-Hickey (Co. 177 Dependable Mfg. Co 244 Seng usen = Se , pnmst . +44 
Art Metal Construction Co 117 Dixie Chrome Products 191 = ah ——— Dis .~ ra ee ee 193 
Art Steel Sales Corp...121, 2, 3, 4 Domore Chair Co 199 Soew Sloe Ue eapeotees , ; ‘ a? 
Browne-Morse Co. 207 General Fireproofing Co 63 Weis Mfg. Co......... 67, 68, 69, ; ry Equipment, Ine.............. a 
Cardinal Sales, Inc 177 Guniseke. WH. Chair Co 99 Wells Office Furniture Co. 82, 83 Art Metal Construction Co. nat 
Cole Steel Equipment Co 138. 139 Harter Corp 105 Yawman and Erbe Mfg. Co 175 Art Ses Sales Corp....121, 2, 8, 4 
Columbia Steel Equipment Co 115 High Point Bending & Chair Co...219 Desk Work Distributors Berger Mfg. Div. Republic............152 
Corry-Jamestown Mfg. Corp 167 Jasper Chair Co 224 Advanco Products Div 193 Business Efficiency Aids vevveneBO 1 
General Fireproofing Co 63 Kol Sales Div 236 Art Steel Sales Corp 121, 2, 3, 4 Cole Steel Equipment Co.....138, 139 
Globe-Wernicke Co., The 54, 55 Lombard Industries 158 Fox, George E., & Co 246 Columbia Steel Equipment Co.... 115 
Invincible Metal Furn. Co 156 Metal Office Furniture Co. 129 Globe-Wernicke Co., The 54, 55 Corry-Jamestown Mfg. Corp. vo BT 
Peerless Steel Equipment Co 254 Michigan Desk Co 216 Victor Safe & Equipment Co 109 General Fireproofing Co. rensceee 63 
Pronto File Corp 95 MiLo Leather Chair Co 166 Wilson Jones Co {7 —— oo ee -— an at, 
Shaw-Walker Co 19 Murphy-Miller Co 161 Desks nvincible Metal Furn. Co..............1f 
Yawman and Erbe Mfg. Co 175 New Indiana Chair Co 142 hina) Duk. Co 165 eerees ee Sees CO....200 +f 

Bond Boxes (See Cash Boxes) Shaw. Walker co = “49 oF Se Competes _ A Parker Steel Products, Ine............. 251 

She f 0 ¢ sa Ca 207 : ’ heepelonh 

Book Cases Sikes Co., Ine 53 Corry-Jamestown Mfg. Corp 167 Peerless Steel Equipment Co.........254 
All-Steel Equipment, Inc 77 Sturgis Posture Chair Co 65 Farber, Louis H 168 Remington Rand INe...,.........00« wwe 91 
Art Metal Construction Co 117 Wells Office Furniture Co 82, 83 General Fireproofing Co 63 Rockwell-Barnes Co. ... aS 
Browne- Morse Co. , roi Chairs, Posture pia Globe- Wernicke Co 54, 3 ove! ~ ye, WE er .. 
orry-Jamestown Mfg. Corp 67 Bright Chair Co Gunn urniture Co 4§ omen + > 
General Fireproofing Co. 63 Cramer Posture Chair Co 155 Imperial Desk (Co 101 Western Mfg. Company sinsinaahian 198 
Globe-Wernicke Co., The 54, 55 Domore Chair Co 199 Indiana Desk Co 112 Yawman and Erbe Mfg. Co...........175 
Gunn Furniture Co 143 General Fireproofing Co : 63 Invincible Metal Furn. Co 156 Filing Cabinets, Wood 
Michigan bs Co 216 Gunlocke, W. H., Chair Co 99 Jasper Desk Co 154 Browne-Morse Co. ..207 
Nemes, S 228 Harter Corp 105 Jasper Office Furniture Co 160 Weis Mfg. Co. 87, 68, 69, 70 
8 vgs So Co . High —, pending & Chair Co = + ae gy ne : rt Yawman and Erbe Mfg. Co.... 175 
av alker Co { Jasper Chair Co 22 eta ce urniture Co 2% 

Weis Mfg. Co. 67, 68, 69, 70 Metal Office Furniture Co 129 Michigan Desk Co 216 oon aw ars ' 114 
Yawman and Erbe Mfg. Co 175 Metalstand Company 106 Myrtle Desk Co 108 om Produ ae bi 193 

Bookkeeping Machines Michigan Desk Co 216 National Desk Co 44 Ai mer, * tyes ‘Co x 178 
Underwood Corp Back Cover New Indiana Chair Co 142 Nemes, S. L 228 Aigner, os, - se 

» ~ , a . 989 > ; on Amberg File & Index Co. .. $9 

Box Letter Files Royal Metal Mfg. Co 262 Peerless Steel Equipment Co 254 4 

a . : She Talke ‘¢ ¢ od ~ 989 Art Metal Construction Co.............117 

Amberg File & Index Co 89 Shaw-Walker ( = Royal Metal Mfg. Co 262 Barkley, C. I Co. 189 
J s Sales € i ee Sikes Co., Inc 5S Shaw-Walker Co 49 ‘ley, Any nites 
ft, ee sees, Sel, 8, St Wells Office Furniture Co. 82, 83 Victor Safe & Equipment Co 109 no ope ey + Ala “mess x 

Ste Equipment Co 38, 139 és . 4 . » Co a9 92 Cooke & Cobb Co 230 

Globe-Wernicke Co., The 4, 55 Chairs, Tablet Arm Wells Office Furniture 2, 83 2 : 

J , ve 4, f , te toe pe “thysa ll \ re 175 Corry-Jamestown Mfg. Corp 167 

Hedges Mfg. Co 239 Jasper Chair Co - 224 Towmes and Exe Mts ; Daco Card & Index Co. 247 
Rockwell-Barnes CO enn 144 PR —s _ Co 142 Diarles (See Memo Books Globe-Wernicke Co., The.....84, 55 
Weis Mfg. Co. 57, 68, 69, i “4 1_Welte ee exe Dictating Machines Guide System & Supply Co..........196 

Brief & Zipper Cases — ron a citer - Standard Business Machs. Co 244 Imperial Methods Co... 227 
Doppelt, Chas. & Co 256 Checks, Stamped Metal : Dietating Machines, Used Metal Office Furniture Co. "129 
Master-Craft Corp 131 Dayton Stencil Works 249 Shi Ward Mfc. oxo Northern States Envelope Co 130 
National Brief Case Mfg. Co 253 Meyer & Wenthe. Inc 213 pman- War g 0 2 Oxford Filing Supply Co. “903 
Stationers Loose Leaf Co 252 Clipboards Drafting Instruments & Equipment Pronto File Corp "95 
Stein Bros. Mfg. Co. 195 (See Arch & Clipboard Files C-Thru Ruler Co 149 Quality Park Envelope Co 132 

Bulletin Boards Coat and Hat Racks Cardinell Corp 243 Rockwell-Barnes Co. 144 
— > Board Corp aoe Vogel-Peterson Company 238 Duplicating eames Parts Shaw-Walker Co. cue 49 
owles, E. A., Co 36 Coin Bags, Trays & Wrappers Rapid Roller Co 235 Smead Mfg. Co 103, 104 

Caleulating Devices Art Steel Sales Corp....121, 2, 3, 4 Duplicating Machines & Supplies Victor Safe & Equipment Co.........109 
Lightning Adding Machine Co 21 Downey, C. L., & Co 243 Ames Supply Co 255 Warshaw Mfg. Co. o . 221 
Meilicke Systems, Ine 246 Copyholders Bainbridge, Kimpton & Haupt 185 Weis Mfg. Co.. 67, 68, 69, 70 
Shipman-Ward Mfg. Co 259 Acco Products, Inc 114 Beck Duplicator Corp., The 242 Yawman and Erbe Mfg. Co. AT! 
Victor Safe & Equipment Co 109 Bankers Box Co 183 Columbia Rib. & Carb. Mfg. Co... 45 (Continued on page 6) 


OFFICE APPLIANCES, May, 1947 5 
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Finger Pads 

Speed Products Co 
Folders (See Filing Supplies) 
Fountain Pens 

Esterbrook Pen Co.. 
Eversharp, Inc 

Faber, Eberhard . 

Parker Pen Co. 

Sheaffer, W. A., Pen Co 
Stratford Pen Co. ; 
Waterman, L. E., Co 
Gummed Cloth Rings 

Graff, George B., Co 
Reyburn Mfg. Co., Ine 
Warshaw Mfg. Co 


Gummed Tape & Sealing Machines 


Metal Specialties Mfg. Co 

Reyburn Mfg. Co., Inc 
Honor Rolls 

Acme Bulletin Board 
index Card Signals 

Cook, H. C., Co 

Graff, George B., Co 


Corp 


Victor Safe & Equipment Co 109 
Index Tabs 
Aigner, G. J., Co 178 
Amberg File & Index Co . 89 
Barkley, C. L., & Co 189 
Cel-U-Dex Corp 241 
Globe-Wernicke Co., The 4, 55 
Guide System & Supply Co. 196 
Markilo Co. 248 
Master-Craft Corp 131 
Reyburn Mfg. Co., In 110 
Shaw-Walker Co 49 
Sheppard, C. E., Co 201 
Speed Products Co., Inc 215 
Victor Safe & Equipment Co 109 


Inks, Adhesives, etc. 
Harriman-Welts, Ince. 
Higgins Ink Co., Ine 
Parker Pen Co 
Waterman, L. E., Co 

Inkstands 





Cushman & Denison Mfg. Co. 120 
Sengbusch Self Cl. Inkstd. Co. 260 
Key Filing Systems & Cabinets 

lund Equipment Co. 234 
Labels 

Eureka Specialty Prtg. Co 194 
Imperial Methods Co. 227 
Oxford Filing Supply Co 203 
Reyburn Mfg. Co., In 110 
Warshaw Mfg. Co 221 
Weis Mfg. Co. 67, 68, 69, 70 
Ladders, Library, Store & Vault 
Cotterman, I. D 248 
Leads for Mechanical Pencils 

Autopoint Co 93 
Dixon, Jos., Crucible Co 133, 134 
Eversharp, Inc 51 
Rite-Rite Mfg. Co 188 
Sheaffer, W. A.. Pen Co 71 
Waterman, L. E Co 81 


Leather Goods 

Canvas Products Corp 
Doppelt, Charles & Co 
National Brief Case Mfg. (« 
Stein Bros. Mfg. Co 
Leather Upholstered Furniture 
Bright Chair Co 

D & G Mfg. Co 


Gunlocke, W. H. Chair Co 








261 
212 


Imperial Leather Furniture Co 172 
Jasper Chair Co. 224 
MiLo Leather Chair Co 166 
National Furniture Mfg. Co 180 
New Indiana Chair Co 142 
Office Industries of Amer 259 
Letter Trays (See Desk Trays) 
Library 
All-Steel Equipment, Ine 77 
Art Metal Construction Co 117 
Art Steel Sales Corp 121, 32, 3, 4 
General Fireproofing Co 63 
Globe-Wernicke Co. 54, 55 
Peerless Steel Equipment Co 254 
Shaw-Walker Co 19 
Yawman and Erbe Mfg. Co 175 
Lockers & Storage Cabinets 
All-Steel Equipment, Inc 77 
Anderson-Hickey Co 177 
Art Metal Construction Co 117 
Art Steel Sales Corp 121, 2, 3, 4 
Berger Mfg. Div. Republic 152 
Browne-Morse Co 207 
Cardinal Sales, Inc 177 
Corry-Jamestown Mfg. Corp 167 
Globe-Wernicke Co., The 54, 55 
Invincible Metal Furn. Co 156 
Keystone Steel Equipment Co 218 
Lion Steel Equipment Corp 256 
Parker Steel Products, Ine. 251 
Shaw-Walker Co 49 
Yawman and Erbe Mfg. Co 75 
Locks, Drawer, Showcase, etc. 
Wonder Lock 249 
Loose Leaf Binder Bars 
Staunch Sales Co 248 
Loose Leaf Books & Systems 
Amberg File & Index Co 89 
Boorum & Pease Co 75 
Feldco Loose Leaf Corp 135 
Master-Craft Corp 131 
National Blank Book Co 147 
Sheppard, C. E Co 201 
Stationers Loose Leaf Co. 252 
Wilson Jones Co 47 
Loose Leaf Sheet Covers, Celluloid 
Aigner, G. J., Co 8 
Markilo Co 248 
Lubricators, Office Lock 
Panef Mfg. Co 248 
Mail Bags. Canvas or Leather 
Canvas Products Corp 247 
Mail Distributors 
Advanco Products Div 9 
Globe-Wernicke Co., The 54, 55 
Victor Safe & Equipment Co 109 
Map Tacks 
Graff, Geo Co 240 
Co 247 





Maps, Globes, ete. 
Acme Visible Records, Inc 
Amer. Map Company 
Matched Office Suites 
Art Metal Construction Co 
General Fireproofing Co 
Globe-Wernicke Co 54, 
Leopold Co 
Royal Metal Mfg. Co 
Shaw-Walker Co 
Memorandum Books 
Boorum & Pease Co 
Master-Craft Corp 
National Blank Book Co 
Rockwell-Barnes Co 
Wilson Jones Co 
Memorandum Devices 
Acme Visible Records, Inc 
Autopoint Co 
Bates Mfg. Co. 
Mending Tape 
Reyburn Mfg. Co., Inc 
Warshaw Mfg. Co 
Metal Badges, Checks, Tokens 
Dayton Stencil Works 
Meyer & Wenthe, Inc 
Moisteners 
Metal Specialties Mfg. Co 
Rivet-O Mfg. Co 
Sengbusch Self Cl 
Numbering Machines 
Bates Mfg. Co 
Roberts Number. Machine Co 
Stewart, R. A., & Co 
Office Partitions & Railings 
Globe-Wernicke Co., The 54, 
Office Printing Outfits 
Fulton Specialty Co 
Pads, Figuring 
Boorum & Pease Co 
National Blank Book Co 
Rockwell-Barnes Co 


Inkstd. Co 


Wilsen Jones Co 
Paper 
Eaton Paper Corp 


Rockwell-Barnes Co 

Wansco Paper Products Co 
Paper Clamps 

Acco Products, Inc 

Cook, The H. C., Co 

Cushman & Denison Mfg. Co 

Esterbrook Pen Co 

Graff, George B., Co 

Hunt, C. Howard, Pen Co 

Vail Mfg. Co 

Paper Clips 

Cushman & Denison Mfg. Co 

Oakville Co., Div Seovill 

Vail Mfg. Co 
Paper Fasteners and Washers 

Oakville Co., Div. Seovill 
Paper Fastening Machines 

Ace Fastener Corp 

Acme Staple Company 

Bates Mfg. Co. 

Markwell Mfg. Co 

Neva-Clog Products, Inc 
Speed Products Co 

Victor Safe & Equipment Co 
Paper Fastening Stickers 

Feldco Loose Leaf Corp 
Parcel Post & Postal Scales 
B-T Company 
Paste (See Inks, 
Pencil Sharpeners 

Hunt, C. Howard, Pen Co 
Pencils, Mechanical 

Autopoint Co 

Parker Pen Co. 

Rite-Rite Mfg. Co 

Sheaffer, W. A., Pen Co 
Waterman, L. E., Co 
Pencils, Paper Wound 


Adhesives, etc.) 


Blaisdell Pencil Co 

Pencils, Wood Cased Lead 
Blaisdell Pencil Co 
Dixon, Jos., Crucible Co 133, 
Faber, Eberhard 
General Pencil Co 


Staedtler, J. S., Inc 
Swan Pencil Company 
Penholders 
Dixon, Jos., 
Pens, Steel 
Esterbrook Pen Co 

Hunt, C. Howard, Pen Co 
Sengbusch Self Cl. Inkstd. Co 
Photo Copying Equipment 
Fairchild Aerial Surveys 
Pins and Pin Containers 
Oakville Co., Div. Scovill 
Vail Mfg. Co 


Crucible Co 133, 


Platens, Typewriter, etc. 
Ames Supply Co 


Shipman-Ward Mfg. Co 
Presentation Covers 

Amberg File & Index C 

Barkley, C. L., & Co 
Price & Sign Markers 


Kureka Specialty Prtg. Co 

Fulton Specialty Co 

Stewart, R. A., & Co 
Punches 

Acco Products, Inc 


Bates Mfg. Co 
Boorum & Pease Co 
Globe-Wernicke Co The 54, 
Metal Specialties Mfg. Co 
Mutual Stationers Supply Corp 
National Blank Book Co 
New England Paper Punch Co 
Wilson Jones Co 
Push Pins 
Moore Push Pin 
Ribbons & Carbons 
Allen & Co 


Amer. Carb. Paper Mfg. Co 


Ames Supply Co. 

Beck Duplicator Corp 

Buckeye Ribbon & Carbon Co. 
Codo Mfg. Corp 


Columbia Rib. & Carb. Mfg. Co. 
Little, P Ir 

Manifold Supplies Co 

Mittag & Volger In 


_ 


Old Town Ribbon & Carbon Co 
Peerless-Imperial Co., Ine.. 
Phillips Process Co. 
Regal Typewriter Co 
Remington Rand, Inc 
Royal Typewriter Co 
Shallcross Company 
Shipman-Ward Mfg. Co 
Storms, H. M., Co. 
Underwood Corp 
Waters & Waters Branch 
Webster, F. S Co 
Write, Ine. . 
Rubber Bands 
Plymouth Rubber Co 
Spencer Rubber Products Co 
Rubber Stamps 
Meyer & Wenthe Inc 
Stewart, R. A., & Co 
Rubber Type 
Fulton Specialty Co 
Stewart, R. A., & Co 
Rulers, Transparent 
C-Thru Ruler Co 
Safes, Office 
Art Metal Construction Co 
General Fireproofing Co 
Globe-Wernicke Co 
Herring-Hall-Marvin Safe Co 
Invincible Metal Furn. Co 
Meilink Steel Safe Co 
Remington Rand Inc 
Shaw-Walker Co 
Victor Safe & Equipment Co 


Scrapbooks 

Consolidated Loose Leaf, Ine. 
Globe-Wernicke Co 

Weis Mfg. Co 67, 68, 
Wilson Jones Co 


Seals, Gummed 
Eureka Specialty Prtg. Co. 
Shelving 
All-Steel Equipment, Inc 
Art Metal Construction Co. 
Berger Mfg. Div. Republic 
Brown-Morse Co. 
Corry-Jamestown Mfg 
General Fireproofing Co 
Globe-Wernicke Co 
Shaw-Walker Co 
Shows, Office Equipment 
National Business Show Co. 
Signs, Changeable Letter 
Acme Bulletin Board Corp 
Rowles, E. W. A Co. 
Slide Rules 
C-Thru Ruler Co 
Smoking Stands, Office 
Century Leather Furniture Co 
Levi, Lewis R 


Corp 


Wells Office Furniture Co. 
Stamp Pads 

Bates Mfg. Co. 

Fulton Specialty Co 


Meyer & Wenthe, Inc 
Phillips Process Co 
Rivet-O Mfg. Co 
Stewart, R A & Co 
Stamps, Duplicating 
Multistamp Co., Inc 
Stands for Office Machines 
Ames Supply Co 
Art Steel Sales Corp 121, 
Century Leather Furniture Co 
Fair Furniture Co 


Farber, Louis H 
General Fireproofing Co 
Harter Corp 

Karl Mfg. Co 


Kol Sales Div 

Maso Steel Products 
Metalstand Company 
Midwest Metal Mfg. Co 
Shipman-Ward Mfg. Co 
Sturgis Posture Chair Co. 
Toledo Guild Products, Inc 
Wells Office Furniture Co 
Staple Extractors 

ce Fastener Corp 

Metal Specialties Mfg. Co 
Schollhorn, William, Co 
Staples & Stapling Machines 
Ace Fastener Corp 

Acme Staple Co 

Bates Mfg. Co 
Consolidated Wire Prod. Co 
Markwell Mfg. Co 
Neva-Clog Products, Inc 
Precision Staple Corp 
Vail Mfg. Co 


Stationery 

National Engraving Co 
Stenographers’ Notebooks 
National Blank Book Co 
Rockwell-Barnes Co 
Stools 

Dependable Mfg. Co 
Harter Corp 


Storage & Transfer Cases 
All-Steel Equipment, Inc 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 121 
Bankers Box Co 
Barkley, C. L & Co 
Berger Mfg. Div. Republic 
Browne-Morse Co 
Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 
Guide System & Supply Co 
Imperial Methods Co. 
Invincible Metal Furn. Co 


Metal Office Furn. Co 
Office Industries of Amer 
Parker Steel Products, Ine 


Peerless Steel Equipment Co 
Pronto File Corp 
Rockwell-Barnes Co 
Shaw-Walker Co 

Weis Mfg. Co 67, 48, 
Yawman and Erbe Mfg. Co 
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107 


57 


8 
Back Cover 
257 


249 
55 


70 








Store Fixtures & Equipment 


All-Steel Equipment, Ine....... 77 
Strong Boxes, Fire Protected 

Bison Distributing Co............... 237 

Herring-Hall-Marvin Safe Co... = 





Meilink Steel Safe Co. ‘ 45 
Protectall Mfg. Corp..................-. 232 
Victor Safe & Equipment Co.........109 
Western Wholesale Stationers..........250 
Tables 
Art Metal Construction Co. 117 
Browne-Morse Co. Satinedeepetanameleioe 207 
Corry-Jamestown Mfg. Corp. --+1 67 
General Fireproofing Co................... 63 
Globe-Wernicke Co. ....................54, 55 
Maso Steel Products nies 
Morton, R. P., Co. adnan 
Peerless Steel Equipment Co. 254 
Shaw-Walker Co. .. eS 
Victor Safe & Equipment Co... 109 
Wells Office Furniture Co.. 82, 83 
Tablets & Pads 
Hyman, L., & Sons aseal 225 
Tabulating & Statistic Machines 


Burroughs Adding Machine Co. 127 
Remington Rand Ine 91 
Tags 

Reyburn Mfg. Co., Inc. 110 
Telephone Accessories 

Bates Mfg. Co. 61 
Hush-A-Phone Corp. 249 
Leshore Corporation 236 
Victor Safe & Equipment Co 109 
Telephone Stands 

Art Metal Construction Co. 117 
General Fireproofing Co. 63 
Peerless Steel Equipment Co. 254 
Shaw-Walker Co. 49 
Yawman and Erbe Mfg. Co. 175 
Thumb Tacks 

Graff, George B., Co 240) 
Oakville Company, Div. Scovill 87 
Ticket Holders i 
Aigner, G. J., Co 178 
Trimming Boards 

Ideal School Supply Co 92 
Photo Materials Co 233 
Type, Typewriter ‘ 
Ames Supply Co. 255 
Shipman-Ward Mfg. Co 259 


Typewriter Cleaning Material 
Ames Supply Co. 255 
Bainbridge, Kimpton & Haupt. 185 
Cardinell Corp. 243 
Clarotype Co. .. 217 


Harriman-Welts, Inc 225 
Martens Type Cleaner Co........... 249 
Mittag & Volger, Inc 111 
Norta Distributing Co 214 
Regal Typewriter Co 250 
Rivet-O Mfg. Co 5 88 
Shipman-Ward Mfg. Co 259 
Webster, F. S., Co 2 
Typewriter Covers 
Budlew Products Co. = 236 
Typewriter Cushion Keys 
Ames Supply Co. 255 
Peerless-Imperial Co., Inc. wcovese_ O 
Shipman-Ward Mfg. Co 259 
Speed Key Corp 247 
Speed Products Co 215 
Typewriter Cushion Bases & Knobs 
Amer. Hair & Felt Co. 170 
Peerless-Imperial Co., Inc. ee 
Shipman-Ward Mfg. Co. 259 
Wick & Rouillot 237 
Typewriter Margin Liners 
Justifier Sales Co. ------ 1 46 
Typewriter Parts & Tools 
Ames Supply Co 255 
Shipman-Ward Mfg. Co 259 
Typewriter Tables 
(See Stands for Office Machines) 
Typewriters, Mfrs. of 
Remington Rand, Inc 91 
Royal Typewriter Co 59 
Smith, L. C., & Corona Tws 43 
Underwood Corp.. Back Cover 
Woodstock Typewriter Co. 176 
Typewriters, Rebuilt & Used 
Regal Typewriter Co. woseeed00 
Shipman-Ward Mfg. Co 259 


Visible Systems Equipment 


Acme Visible Records, Inc. 223 
Aigner, G. J., Co. 178 
Art Metal Construction Co 117 
Boorum & Pease Co. 75 
Business Efficiency Aids 261 
Globe-Wernicke Co. 54, 55 
Master-Craft Corp. 131 
National Blank Book Co. veeeed 47 
Remington Rand Inc 91 
Ross-Gould Co. 246 
Shaw-Walker Co. 49 
Sheppard, C. E., Co. 201 
Stationers Loose Leaf Corp 252 
Victor Safe & Equipment Co. 109 
Wilson Jones Co. 47 
Yawman.and Erbe Mfg. Co. 175 
Wardrobe Racks 
Vogel-Peterson Co. . 238 


Waste Baskets 
Art Steel Sales Corp.....121, 2, 3, 4 
Bainbridge, Kimpton & Haupt 185 
Century Leather Furniture Co.......184 


Cole Steel Equipment Co.....138, 139 
Corry-Jamestown Mfg. Corp 167 


Fox, George E., & Co 
General Fireproofing Co 
Globe-Wernicke Co. 
Ohio Distributing Co 
Shaw-Walker Co. . ‘ 
Wells Office Furniture Co 
Wholesale Stationery 
Bainbridge, Kimpton & 
Carpenter Paper Co...... 
Mutual Stationers Supply Corp 141 


Haupt 185 
231 
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WANTS AND +OR SALE | 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 











SITUATIONS WANTED 





OFFICE MACHINE MECHANIC located in Virginia seeks new connection 
in any part of the United States or in U. S. Possessions. Experience 
includes typewriters and accounting machines. Address E-86, care Office 
Appliances, Chicago 6. 





STATIONER 12 YEARS EXPERIENCE. Age 30; single; travel anywhere. 
Top notch executive; thorough knowledge all phases—buying (close 
contact N. Y. sources), management, sales promotion, mail order and 
newspaper advertising, printing production. Desire change progressive 
organization, good future. Box E-87, care Office Appliances, 100 East 
42nd Street, New York 17, N. Y. 


EXECUTIVES WANTED 


SALES MANAGER—Background systems selling and organization, prefer- 
ably loose leaf equipment, visible records, form printing. Promote dealer 
and consumer sales national basis from New York through sales force 
and by direct mail. Good salary, excellent opportunity, old established 
company. Address Box 8-225, care Office Appliances, Chicago 6. 








ADVERTISING MANAGER—Promote mail order sales, consumers, dealers, 
national list from New York. Systems background essential, preferable 
loose leaf equipment, visible records. Good salary, excellent opportunity 
with old established company. Address Box 8-229, care Office Appliances, 
Chicago 6. 








MECHANICS AND REPAIRMEN WANTED 








SALESMEN WANTED 





MR. SALESMAN: Interested in selling an item that brings repeat orders? 
Our patented BUCK-L-BINDER for storing loose-leaf records, once 
adopted, becomes part of the user’s filing system, insuring repeat busi- 
ness. Exclusive territory alloted to desirable representatives. Write: 
The Reb-Wal Hunt Co., Box 208, Royal Oak, Michigan. 





WELL KNOWN MANUFACTURER of visible record equipment requires 
the services of man with definite knowledge of systems to contact 
dealers in eastern or southern territory. Man not over 40 preferred. 
Splendid opportunity for one who can qualify. Give complete details in 
first letter. Address S-217, care Office Appliances, Chicago 6. 


MANUFACTURERS REPRESENTATIVES WANTED: We have several 
key territories now open throughout United States—old line manufac- 
turers of high quality and distinctive line Office, Hotel and Institutional 
furniture. Now accepting applications for protected territories. We pay 
on commission basis tenth each month—furnish photographs—all neces- 
sary sales data—Only men with selling background in this business who 
can produce will be considered—In your reply state age, furnish refer- 
ences, items you are now selling. Box 2462, Hickory, N. C. 








OUTSIDE SALESMAN WANTED by leading commercial stationer in 
New Mexico to sell full line of office supplies, steel equipment, type- 
writers and duplicators. Salary and liberal mileage allowance for use 
of car. Excellent opportunity for person properly qualified. State ex- 
perience and references. Address S-218, care Office Appliances, Chicago 6. 





MFR. OF UNIQUE DEVICE for office and home or shop. Nationally 
known and accepted, has certain exclusive territories open for high type 
men experienced in calling on retailers, jobbers and dept. stores. Fast 
popular priced repeat seller. High commission with extra cash bonus. 
A proven profit building sideline. For details write S-219, care Office 
Appliances, Chicago 





SALESMEN WANTED—Smart line of modern chrome smokers, table and 
floor lamps; seat cushions. Also new imported line of Swedish modern 
desks. List experience and territory. Box §S-220, care Office Appliances, 
100 East 42nd Street, New York 17, N. Y. 





DEALER SALESMAN—Experienced, loose leaf equipment, visible records, 
from printing. Excellent opportunity. Old established company, selling 
national basis from New York City. Good salary and commission for 
qualified man. Address Box S-221, care Office Appliances, Chicago 6. 





SALESMAN part time or side line, to sell nationally advertised photo 
copying equipment (together with your other lines) to offices, banks, and 
all other industries. Commission only. General Photo Products Co., 
Chatham, New Jersey. 





ONE OF THE WORLD’S OLDEST and best known calculating machines, 
manufactured in Sweden, is again being imported to this country. Sales- 
men of office equipment, who sell directly to offices, will find it an in- 
teresting and profitable side line. Write Room 802, 210 Fifth Avenue, 
New York 10, N. Y¥ 





SALESMEN: FAST SELLING, steady repeat item. KWIKY—the better 


envelope moistener. Retails 15c. Men calling on wholesalers and large 
retailers—several good territories still available. Commission. W. 
Weber, 192 Lexington Ave., New York 16, N. Y. 


WANTED—EXPERIENCED Bank, County and Commercial Printing and 
Office Supply Salesman. Well-established, Pacific Northwest firm. Draw- 
ing account $4,800 a year against sales. Address 8-236 care Office Appli- 
ances, Chicago 6. 





HIGH CLASS OFFICE MACHINE MECHANIC WITH SALES ABILITY. 
MARRIED PREFERRED. BIG INCOME PAYING JOB. Address 8-226, 
care Office Appliances, Chicago 6. 
Help Wanted—Typewriter sales and repairman. 
Lange’s—East Anchorage, Alaska 








SOUTHERN CALIFORNIA DEALER needs experienced typewriter re- 
pairman; if qualified, to manage service department. Write giving full 
qualifications, age and experience. Acme Office Machine Service, 4028 
E! Cajon Boulevard, San Diego 5, California. 





BOOKKEEPING MACHINE SERVICE MAN: Must be experienced on 
Burroughs Bookkeeping Machines and Moon Hopkins. Permanent posi- 
tion, good pay. All applications strictly confidential. Write 8-227, care 
Office Appliances, Chicago 6. 





WANTED ELLIOTT FISHER MECHANIC with knowledge of adding 
machines. Apply W. J. Crowley Co., 908 N. Water St., Milwaukee 2, 
Wisconsin. 





EXPERIENCED TYPEWRITER and machine mechanic, good pay. Mac- 
Taggart-Hoffman Company, Port Huron, Michigan. 








WANTED TO BUY--RETAIL BUSINESS 


WANTED TO BUY—ESTABLISHED RETAIL office furniture and equip- 
ment business including filing equipment etc., either with or without 
stationery and printing plant. Former executive of large national office 
equipment concern with 25 years’ experience, will either purchase out- 
right or will purchase an interest now with option of purchasing re- 
maining interest within a period of 5 years. Now located in middle west 
and will consider middle west and south. Good opportunity for elderly 
owner of business to get younger man in business who will eventually 
take over. Please furnish full information. Address Box S8-228, care 
Office Appliances, Chicago 6. 











RETAIL BUSINESS FOR SALE 


FOR SALE OFFICE furniture store, better grade; mostly new stock, 
some used; 10 years same spot; large store and basement; very desir- 
able location in the heart of New York City. Owner engaged in manu- 
facturing. Box S-230, care Office Appliances, 100 East 42nd Street, New 
¥ork 17, N. Y 








FOR SALE, COMMERCIAL STATIONERY BUSINESS well situated on 
West Coast. Doing annual volume of approximately $350,000. Substantial 
net profit. Inventory approximately $100,000. Buyer can make up pur- 
chase price from three years’ operation. An unusual opportunity for 
someone with knowledge of business and fair amount of capital to 
acquire a going business well regarded in its community. Owner plans 
to retire. Address S-231, care Office Appliances, Chicago 6. 





FOR SALE: In healthful Western City of 100.000 population, office equip- 
ment business. Several good franchises. Full price $10,000.00. This is 
an opportunity for a man who knows the business to grow with one 
of the fastest expanding, stable young communities in the west. Box 
8-232, care Office Appliances, Chicago 6. 





WILL SELL SUCCESSFUL stationery and office equipment business in 
town of 15,000 for about $8,000. Consider partner. Haven for asthmatics. 
Address Box S-233, care Office Appliances, Chicago 6. 





OFFICE MACHINES AND OFFICE FURNITURE Store, some office sup- 
plies. Located in California; doing excellent business. Good franchise; 
priced to sell quickly at $4500. Address S-237 care Office Appliances, 
Chicago 6. 





EXECUTIVES AVAILABLE 


REPRESENTATIVES WANTED 





SEASONED GENERAL SALES MANAGER. Experience covers direction 
of sales large office machine manufacturer both dealers and branch 
offices, training, advertising and sales promotion, budgets, profit minded. 
Shortly be available—negotiations strictly confidential. Address S-222, 
care Office Appliances, Chicago 6. 





EXECUTIVE—SUCCESSFUL FORMER BRANCH MANAGER of one of 
the largest National Office Equipment Concerns interested in securing 
a connection with a progressive Retail Furniture and Office Supply 
concern in the Middle West or South. 25 years’ experience in selling 
Safes, Filing Equipment, Filing Systems, Supplies, Visible Systems, Loose- 
leaf, Furniture and printing. Well trained in accounting, stock control 
and purchasing procedure. Able to assume responsibilities and to super- 
vise and delegate. Will consider proposition either with or without 
investment in the business. Well fixed financially, married and under 
50 years of age. Address Box S-223, care Office Appliances, Chicago 6. 


MANUFACTURER OF COMPLETE desk lamp line catering to Office, 
Stationers, Equipment stores and Jobbers. Have a few choice terri- 
tories open on straight commission basis. No objections to non com- 
petitive side lines. Give business and territories covered in first letter. 
All replies treated in strict confidence. Box 8-234, care Office Appliances, 
100 East 42nd Street, New York 17, N. Y. 





WANTED. MANUFACTURER'S REPRESENTATIVE: Have open terri- 
tories in several Eastern, Middle West and Pacific Coast states on a 
fast selling typewriter stand. Contact Ace Typewriter Supply Company, 
456 E. Milwaukee, Detroit, Michigan. 





NATIONALLY KNOWN MANUFACTURER of popular office device seeks 
experienced salesmen in a number of territories to sell direct to users. 
Generous commissions, full or part time. S-235, care Office Appliances, 
Chicago 6. 





EXECUTIVE AVAILABLE. Top flight visible and vertical man age 42 
with national dealer acquaintance desires position with manufacturer 
where initiative, ability, experience and creative ability are desired. 
Now employed in executive capacity with nationally known manufac- 
turer, but desire change where earnings are not limited. Best refer- 
ences, will relocate, exceptional experience and background. Some travel- 
ing desired to prove ability. Address S-224, care Office Appliances, Chi- 
cago 6. 
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REPRESENTATIVES AVAILABLE 


COMMERCIAL STATIONERY LINES suitable for larger Industrial. con- 

cerns, which we cater to exclusively. Constant everyday use repeating 

items, as binders, filing supplies, manifold papers, hecto master sets, 

stencils and like. State of Michigan. Display room and warehousing 

facilities available. Address E-88, care Office Appliances, Chicago 6. 
WANTS AND FOR SALE, Continued page 8 
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WANTS AND FOR SALE, Continued from page 7 





CANADIAN MANUFACTURERS AGENT representing well known English 
Company wishes to obtain one or two stationery or gift lines for ex- 
clusive distribution to Canadian trade. Has an especially good con- 
nection with stationers, both Wholesale and Retail. Will concentrate 
efforts on any lines represented Address E-89, care Office Appliances, 
Chicago 6 





averaging over 16 years 
offers aggressive repre- 
Phillips, Inc., P. O. Box 


ORGANIZED SALES GROUP each 
appliance selling experience 
Middle West. Jay 


NEWLY 
methods and office 
sentation as distributor in 
148, Naperville, Illinois. 





SALESMAN TRAVELING MICHIGAN, Ohio, and Indiana for one manu- 
facturer, is in a position to handle an additional line to be sold to 
dealers in the same area. Headquarters in Detroit. Will be glad to con- 
sider any line of merit. Good references. Address E-90, care Office Appli- 
ances, Chicago 6. 





RATED organization with 20 years successful 


ESTABLISHED, HIGHLY 





selling experience to the trade in New York and adjoining area, seeks 
connection with OFFICE FURNITURE MANUFACTURER, WOOD or 
STEEL. Box E-91, care Office Appliances, 100 East 42nd Street, New 
Yoru. 17, HN. Y. 

MANUFACTURERS’ REPRESENTATIVE with a background of many 


years’ experience in Mid West territory selling nationally known line of 
office equipment is open for lines sold thru office equipment dealers. 
Thoroughly versed in steel filing equipment, visible systems, and com- 
plete system engineering. Address E-92, care Office Appliances, Chicago 6. 





Competent sales organization 
Will warehouse if necessary. 


Southwest Stationers; Inc., 


TEXAS DISTRIBUTORSHIP WANTED 
covering Texas can handle additional lines. 
Write us your proposition and send catalogs. 
Post Office Box 938, Houston, Texas. 





WANTED—A manufacturer's line to sell to jobbers, retail stationers, de- 
partment stores and etc., on a commission basis, or plan as may be 
decided for California and the west coast. Address Box E-93, care Office 
Appliances, Chicago 6. 











FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating 
Machines, Comptometers, Electromatic Typewriters, and fanfold machines, 





bought and sold. Chicago Office Appliance Co., 1930 West 2lst St., 
Chicago 8. 
BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 


Machines, and everything in the office machinery line. State model, serial 
number and we will quote highest cash prices. International Office Ap- 
pliances, Inc., 326 Broadway, New York 7, N. Y 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 


sold. Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. 


ELLIOTT-FISHER machines, calculating 
office equipment, bought and sold. W. J. 








Machines, adding machines—all 
Crowley Company, 906-908 N. 





Water St., Milwaukee 2, Wis. 
BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 
93 S. 11th, Minneapolis, Minn. 





sookkeeping Machines, Comp- 


BURROUGHS, MOON HOPKINS Billing and 
Dearborn Equipment Com- 


tometers, Calculators, etc. Bought and sold. 
pany, 605 So. Dearborn, Chicago 5, IIl 
BURROUGHS PRODUCTS our specialty, get our higher cash prices for 
calculators, bookkeepers, billers, comptometers. . L. Steen, 60 West 
Harrison, Chicago 5, Illinois. 

BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. 
rebuild. Comprehensive service for dealers. Adding and 
Machine Service Co., 1307 Grand, Kansas City 6, Missouri. 
ELLIOTT FISHER CAX6 AE, CAX4 AE above 165000, registers, all makes 
adding machines, calculators, typewriters. Mercury Business Machines 
Co., Inc. 119 Lafayette St., New York 13, N. Y. 








We buy, sell, repair, 
Bookkeeping 








WANTED TO BUY: Late model Elliott-Fisher bookkeeping and billing 
machines. Must be over 190,000 serial number. Accounting Machine 


Service Co., 605 W. Washington St., Chicago 6. 





FOR COLUMBUS AND CENTRAL OHIO—Would like lines for direct sell- 


ing to some 1000 customers in Office System Equipment, Safes, Files, 
Office Furniture, etc. Can give excellent coverage with three salesmen. 


Address E-94, care Office Appliances, Chicago 6 








REPRESENTATIVES AVAILABLE ABROAD 





MANUFACTURERS AND SOLE EXPORTERS—Well established Importer 
requires exclusive distributorship. General stationery lines, office equip- 
ment and electrical appliances. A-1 references. Howah & Company, Ltd., 
Post Office Box 707, Hongkong. 








EXPORT REPRESENTATIVES AVAILABLE 





EXPORT TO SWEDEN—Desire representations for specialized office equip- 
ment of merit, particularly new ideas and developments. Representative 
located Stockholm. Write Room 802, 210 Fifth Ave., New York 10, N. Y. 








WAR SURPLUS ITEMS FOR SALE 





A few items just acquired; 35,000 A to Z 
6 ledger, imitation leather tabs gold stamped, 
8-hole punched. 27,000 A to Z indexes 3x5, 28 lb. buff ledger, imitation 
leather tabs gold stamped, 3-hole punched (tops, not sides) would re- 
punch. 7,000,000 3x5 and 4x6 index cards packaged 100 to package, white 
and blue, not ruled. 4 carload carbon paper, Ault & Wiborg packaged 
100 sheets to package, not boxed, size 8x10%, 7 Ib. weight, standard 
quality black record. 14,000 razor blades, Pal, double edge for single 
edge razor. 4 cases Ritepoint mechanical pencils. 4% carload Ditto and 
Hectograph ink and typewriter ribbons, all colors, several makes, all sizes. 
Several cases Higgins (1 pt. size) permanent black. 1 carload 9 Ib. pink 
manifold 8x1014, packaged by ream. 60 Line-A-Times Remington Rand, 
75 Flexaline books and supplies therefor. 


SAVE ON WAR SURPLUS! 
indexes, 11x8\% 28 Ib. buff 


500,000 2-0z. black Bakelite cups, 
boxes 22x18x13x1 


knobby design, inside thread. 50 carloads ammunition 
with hinged top. 6,500 ring binders, canvas covered, 3 ring 11x8%—rings 
ic, backing piece is wood; otherwise a real good, substantial 


are plastic, 
(school type) binder. 5,000 quires Mimeograph 
of wiring, No. 12, 2/edr stranded extra heavy, 
Several warehouses of electrical exclusively. Ask for 
other war surplus. Surplus Supplies & Equipment Co 1839 
Cherry 3885, Denver 2, Colo, 


stencils 24x18. 1 carload 
rubber covered, 600 volt. 
prices. Ask about 
Champa, 








FOUNTAIN PEN REPAIRING 





WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, 
etc. Repaired at standard prices—time now averages 3 to 21 days, and 
improving. We especially feature “CONKLIN,” SWAN, WATERMAN, 
WAHL, PARKER, WELTY, SHEAFFER, MOORE, etc., but can repair all 
other makes. We feature Gold Pen Points and Repairing. Mail all makes 
to ONE place for better service. ASK ABOUT NEW WELTY PENS, $1.50 
to $10.00 LIST. Welty Pen and Repair Co., (Est. 1904), 38 So. State 
St., Chicago 








ADDING MACHINE PARTS, TYPE, ETC. 





Machine Parts 
request I A. 


and Calculating 
parts upor 


LARGE STOCKS of new and used Adding 
available Quotations furnished specific 
Dehn, Jr., 1643 10ist Ave., Oakland, Calif 


Also buy, sell and rebuild all types office 


BURROUGHS SPECIALISTS. 
Nelson Adding Machine Service, 


machines. Comprehensive dealer service. 
537 S. Dearborn, Chicago 5, Illinois. 





QUANTITY of Monroe and Marchant Calculators, hand or electric, rough, 
complete. Inquires solicited on all types of other machines. American 
Business Machines, 135 Grand St., New York 13, N. Y. 
DICTAPHONES-EDIPHONES—Foremost specialists in rebuilding, sales and 
purchases of dictating equipment. Write for catalog. American Dictating 
Machine Co., 235 Fifth Ave., New York 3, N. Y. 

EDIPHONES—for 20 years, 
Chicago Dictating 








headquarters for machines, 


DICTAPHONES, 
Machine Co., 


supplies, Supertone cylinders, wholesale. 
28 South Wells St., Chicago 6. 
WANTED—Calculating and adding machines all makes . Typewriters good 
rough. Burroughs Bookkeeping and billing machines. Get our quotation 
vefore selling Also sell office machines of all kinds. National Office 
Machine Co. Phone HAR. 5861, 547 South Dearborn St., Chicago 5. 
WANTED TO BUY: Calculators, Elliott Fisher bookkeeping machines, 
typewriters Mercury Business Machines Co., Ine. 119 Lafayette St., 
New York 13, N. < 


TYPEWRITERS, Adding Machines, calculators, from dealers 
Typewriter Parts Company, 407 East Travis St., San Antonio 











WANTED 
or jobbers. 
5, Texas. 
WANTED TO BUY 
pany, 6140 S. Wentworth 
ADDING MACHINES AND CALCULATORS wanted. Also, machines that 
can be used for repair parts. Ford Adding Machine Service, 132 Nassau 
St., New York 7, N. Y 

WANTED TO BUY Surplus equipment of all types. 
bia Trading Corp., 7 Waverly Place, New York 3, N 
WANTED—CASH REGISTERS, also fire damaged Registers for parts. All 
Office Machines bought. Cash Register Sales Co., Minneapolis, Minn. 
WANTED TO BUY-—Sundstrand bookkeeping machines, Models A, C, and 
D, and 8142P. Give complete model number, serial, size carriage and 
whether front feed or back feed. International Office Appliances Inc. 328 
Broadway, New York City. 

WANTED—AIl makes calculators and adding machines. State make, model, 
serial number and adding capacity. International Office Appliances Ine. 
York City. 

KARDEX, other visible systems, attractively 
service, moderately 
Universal Office 





1,000 Address-O-Graph B Trays. Weinshank & Com- 


Avenue, Chicago 21. 








Ready buyer. Colum- 
ef 











28 Broadway, New 





GUARANTEED REBUILTS, 
refinished, thoroughly rebuilt for years of additional 
priced. Used equipment also bought and exchanged. 
Equipment Co., 7-9 Waverly Place, New York 3, N. Y. 
KARDEX, ACME, all makes used visible filing equipment. Thousands of 
reconditioned cabinets, panels, books, always on hand. Special service and 
prices to dealers for purehase or sale. Get our quotations. Chas. 8. 
Nathan, Inc., 548 Broadway, New York 12, N. Y. 

ACME (Insite) 8x5 - 14- and 23-drawer units; 
Quantity of MecCasky Production Panels. Commercial Card 
135 Grand St., New York 138, N. Y 








also 6x4 and 5x3 size. 
System Co., 





KARDEX, ACME, POSTINDEX, ete. visible filing equipment of all types 
bought and sold. We specialize in this field and offer full cooperation to 
dealers. Commercial Card System, 135 Grand St., New York 13, N. Y 





WANTED 
WANTED—INTERNATIONAL Visible Factograph cabinets, in 6- and 
12-drawer 8x5 size, complete with card holders. We are also interested in 
extra 8” International card holders in any quantity. Advise what you 


have available. E. H. Heineman, Box 552, St. Louis 1, Mo. 











ADDING MACHINE PARTS FOR EXPORT | 





BURROUGHS ADDING AND BOOKKEEPING MACHINE PARTS ex- 
Dp born Eqipment Cé 605 S. Dearborn 


ported Foreign inquires mvit 
St., Chicago 5 


VISIBLE EQIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and Internatonal Visible Factograph cabinets, as 
well as other makes. Write and tell us what Visible Equipment you need 
or have for sale. Special prices to dealers. E. H. Heineman, 4 North 
Eighth St., St. Louis 1, Mo. 
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we Copies of patents shown here can be obtained ° 
ai from the Commissioner of Patents, Washington, 
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“3 2,418,474. Variable Letter-Spacing Device for Type- | he 0) Bg oh 
nd writers. Matthew H. Loughridge, Bogota, N. J.; Wil | it) tt ion | K FAS | 
liam R. Lockridge administrator of said Matthew H | —— — xs HI a 
_— Loughridge, deceased. Original application May 15 | 2418.47 es 
all 1940, Serial No, 335,391, now Patent No. 2,283,680 2,418,543 2.418.585 
’ dated May 19, 1942. Divided and this application May | 
20, 1942, Serial No. 435,594 Granted April 8, 1947 
Re. 2,418,543. Magnetic Recording or Reproducing De- 
8, vice. Marvin Camras, Chicago Ill., assignor to 
el, Armour Research Foundation, Chicago, Ill., a corpora 
tion of Tllinois Application March 29, 1944, Serial fm - 
D- No. 528,529. Granted April 8, 1947 Som: 
n- 2,418,585. Ink Bottle. Samuel W. Jaeger, San 4 
Francisco, Calif. Application January 31, 1945, Serial 
= No. 575,413. Granted April 8, 1947 
or 2,418,589. Combined Brief and Overnight Case. 
st Samuel H. Lifton, New York, N. Y. Application April 
9, 1946, Serial No. 660,660. Granted April 8, 1947 2, ye me 
rot 2,418,670. Copyholder. Alvin E. Schubert and John 332 basa “35 ive 
Tr, C. Haelen, Rochester, N. Y., assignors to Eastman i] © 
ig Kodak Company, Rochester, N. Y., a corporation of bs t 4 
New Jersey. Application February 3, 1944, Serial i “it~ 2 24" 
i No, 520,892. Granted April 8, 1947 ’ P 
a8 2,418,698. Noiseless Platen for Typewriter Ma- 2.418.589 2.418.670 2,418,698 
chines. Frederick U. Conard, West Hartford, Conn 
— assignor to Underwood Corporation, a corporation of 
ig Delaware. Application May 22, 1944 Serial No 
1e 536,829. Granted April 8, 1947. 
2,418,785. Folding Typewriter Construction. George 
a I. Mills, Springfield, Mo. Application April 9, 1945 * 
se Serial No. 587,288. Granted April 8, 1947 | . 
e, 2,418,796. Drafting Pen. Andrew Szerenyi, Toronto 
Ontario, Canada. Application November 8, 1944, Serial i|? i 
= No. 562,413. Granted April 8, 1947 ¢ HM ‘ 
n 2,418,854. Magazine Pencil. Blanchard D. Smith c r 
Atlanta, Ga., assignor to Scripto, Inc., a corporation a 
— of Georgia Application January 19, 1944, Serial “ths ae 2 ele - 
id No. 518,863. Granted April 15, 1947 x «i = 
ig 2,418,860. Drafting Instrument. Gail C. Abruzzi j Pree vd _ ait 
and Marie T. Abruzzi, Chicago lil Application 444 2eung OS 
oa og 5, 1945,, Serial No. 580,976. Granted April 15 2.418.785 2.418.796 2,418,854 2,418,860 
+9 2,418,945. Key Case. Bernard H. Kaminer, Brook 
lyn, N. Y. Application December 3, 1945, Serial 
d No. 632,511. Granted April 15, 1947 
n 2,419,013. Cylinder Lock. Roger H. Ducey, Bel F 
e mont, Mass. Application August 38, 1945, Serial No “2 
608,659. Granted April 15, 1947 = = 
= 2,419,078. Drafting Device for Drawing Projec- ye 
S, tions. Jesse T. Ivy, Seattle, Wash. Application June LELTs 
16, 1944, Serial No. 540,582. Granted April 15, 1947 i Cs 
2,419,092. Loose Leaf-Retaining Clip for Billfold i 
_ Assemblies. Rene Maurice Schupbach Providence se 
'S R. I., and Sol H. Kohen, Los Angeles, Calif.; said Fe | 
0 Schupbach assignor to said Kohen Application April { 
4, 1944, Serial No. 529,467. Granted April 15, 1947 By i 
a 2,419,195. Apparatus and Method for Magnetic Re- ; 
cording. Semi Joseph Begun, Cleveland Heights, Ohio > 
& assignor to The Brush Development Company, Cleve — wipes 2.419.078 2,419,092 
t land, Ohio, a corporation of Ohio. Application June 
ul 16, 1944, Serial No. 540,667. Granted April 22, 1947 
2,419,215. Automatic Retriever Appliance for Op- 
= erating Utensils Such as Erasers, Pens, Pencils, and 
\- the Like. Otto Hoppman, Oak Park, Ill. Application 
August 14, 1943, Serial No. 498,710 Granted April 
22, 1947. 
: 2,419,285. Inkstand and Pen Rack. Lynn A oe 
. Rhodes, Camden, Ark. Application October 16, 1945 | » 
d Serial No. 622,577. Granted April 22, 1947 ¥ ay 1 . 
d 2,419,288. Tape Feeding and Cutting Apparatus for ayaa” ~ 
g Mail Treating Machines. (Not shown.) Commodore D 
Ryan and Edward P. Drake, Los Angeles, Calif - 
~ assignors to Commercial Controls Corporation. a cor 
poration of Delaware, Original application December 
11, 1940. Serial No. 369,570, now Patent No. 2,380 > 
331, dated July 10, 1945. Divided and this application 
April 17, 1944, Serial No. 521,346. Granted April — Rate 215 2.419.288 2ai9.s09 
22, 1947. 
2,419,369. Ribbon Feed Mechanism for Manifolding 


Machines. Robert W. Ritzert, Dayton, Ohio, assignor 

to The Egry Register Co., Dayton, Ohio, a corpora 

tion of Ohio. Application April 28, 1943, Serial No 
i 484,813. Granted April 22, 1947. 

2,419,483. Fountain Pen. George Douglas Cloutie: 

Chicago, Ill., assignors to Eversharp, Inc., Chicago 


Ill., a corporation of Delaware. Original application , Toe? 
January 20, 1944, Serial No. 518,931 Divided and 
this application June 8, 1945, Serial No. 598,218 | 


Granted April 22, 1947 


DESIGN PATENTS 


) 
- 
146,656. Design for an Inkwell. Rufus W. Hamil h. | 
ton, Jr., and James L. King, Wilmington, Calif. Ap iF 
lication May 7, 1946, Serial No. 129,404. Granted 
| April 22, 1947 Bs 
146,667. Design for an Envelope Moistener. Aaror e@: Sond 
* uJ 


H. Lippman, Jamestown, N Y., assignor to Jay-Lip 
Corporation, Jamestown, N. Y., a corporation of New “aes 146,656 
York. Application May 31, 1946, Serial No. 130,275 
Granted April 22, 1947. 

146,675. Design for a Magnetic Recorder or Similar 
Article. Wendfrey C. Nichols. Chicago, Il.. assignor 
to Armour Research Foundation, Chicago i, & 
corporation of Illinois. Application December 8, 1945 
Serial No. 124,509. Granted April 22, 1947 
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“Well, Johnny, how did you get along in school today? 

"O.K., Mother, but that new teacher is always asking us 
some fool question. Today she asked everybody where they 
were born.’ 

“Well, you certainly knew the answer to that one—the 
Woman's Hospital.’ 


"Betcha life | knew! But | didn't want the whole class to 
think | was a sissy. So | said the Yankee Stadiu 
N-C Inspirations 


Cannibal Cook: “Shall | boil the missionary, chief?" 

Chief: Don't be silly. That's not a missionary, that's a 
friar.” 

—The Gilcrafter 

A Chinese gentleman was trying to catch a train at the 
Union Station and a porter was trying to locate his luggage. 
The Chinaman got very upset. Finally, as the train was about 
to depart, he hammered on the counter and exploded, ''Pretty 
damn seldom where my bag go. She no fly. You no more 
fit to run station than Godsake. That's all | hope. 

—Maine Central R. R. Magazine 

A hillbilly, watching his ma cooking sowbelly and corn 
pone, drawled, "Better move over a mite, Ma. You be stand- 
ing on a hot coal. 

“That so, son," came the answer, ‘which foot?” 

"Your Honor,’ said the lawyer, “! submit that my client 
did not break into the house at all. He found the parlor 
window open, inserted his right arm and removed a few 
trifling articles. Now, my client's right arm is not himself, 
and | fail to see how you can punish him for an offense 
committed by only one of his limbs.” 

“Your argument,” answered the judge, “is very well put. 
Following it logically, | sentence the prisoner's arm to one 
years imprisonment. He can accompany it or not, just as he 
chooses.” 

Whereupon the defendant calmly removed his cork arm 
and walked out. 

A salesman was given to raising his voice when talking over 
the long-distance lines. One morning he was in unusually 
good voice, and his bellowing billowed about the building 
until the windows rattled. 

"Who's that shouting?" demanded the manager. 

“Oh, that's Mr. Jones, the salesman, talking to Los Angeles,” 
responded his secretary. 

“Well, for Heaven's sake, tell him to use the telephone,’ 
was the gruff retort. 

—Factory Chairman 

The weather so far this spring makes us quite sure the old 
adage about Chicago is right—that the city has but two 
seasons, winter and August. 








| wasn't kidding when | told the wife om ritiecs 
were trying to figure their way out of a tough spot. 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 


Belgian Ex-soldier Interested in Agency for Office Machines.—Alain 
Dewez, Chaussee de Vieurgat, 114 Brussels, Belgium, a Belgian veteran 
and former prisoner of war, is interested in obtaining an exclusive 
agency for a well-known line of American office machines (not duplicators 
or dictating machines). Prior to the war he was a subagent for the 
Mercedes, a well-known German make. He has a wide knowledge of the 
Belgian market, and necessary capital to handle consignments. His 
financial references include the American consul in Brussels and the 
Caisse de Reports of the same city. 

Brussels Agent Wants New or Rebuilt Office Machines.—Louis Facon, 
58, Boulevard de Waterloo, Brussels, Belgium, is desirous of securing the 
following office machines, preferably with French keyboards: Underwood 

4,000,000 to 5,000,000; Royal KHM, KMM; Remington 17; Burroughs 
portable 10-column; Sundstrand 10-column; Marchant 10D, 10M; Monroe 
L, Al, AAl, 213; Mathematon full automatic; Comptometer H, J, K, and 
M; Burroughs Moon Hopkins, 7206, six registers of ten; Elliott Fisher, 
direct subtraction. series over 185,000, registers DS, 8, 9, 10 and 11. 

Swiss Agent Wants Line of Staplers and Accessories...Mr. Helmut 
Fischer, Gerechtigkeitsgasse 16, Zurich, Switzerland, is interested in 
obtaining an agency for a line of stapling machines and accessories in 
that country. He already is handling the A. W.° Faber line of pencils, 
erasers and rubber bands. Manufacturers interested in extending their 
stapler line representation in Switzerland should communicate direct with 
Mr. Fischer. 

Greek Firm Wants Lines of Office Machines and Equipment.—Firm 
Const. Panayotopoulos, 6 Char. Tricoupi St., Athens, Greece, established 
since 1929 in office equipment import and distribution, is interested in 
new business connections with American manufacturers of typewriters, 
calculators and other office equipment. 

Portuguese Agent Seeks Exclusive Representation.._A. F. Camillo, 
Apartado 76-N, Lisboa-Norte, Portugal, is willing to accept exclusive 
representation on writing articles and novelty lines. Both bank and 
commercial references can be given manufacturers interested in representa- 
tion in this area. 

Firm in Belgrade Seeks Merchandise Contacts—Branko Vasiljkovic & 
Company, 4 Lole Ribara St., Belgrade, Yugoslavia, an established firm 
for more than ten years, seeks sources of supply in the United States 
for office machines, especially typewriters and accounting machines. 





Wanted at Home 


Office and Industrial Equipment and Supply Lines Sought for Pacific 
Coast.—C. W. Hunt and Son, 725 Second St., San Francisco 7, Calif., 
manufacturers’ representatives calling on dealers in the Pacific Coast and 
Rocky Mountain states, are interested in additional lines of furniture, 
machines, devices and supplies. A special desire was indicated for sys- 
tems merchandise. With a staff of four men and warehousing facilities 
with a railroad siding, the firm is in an excellent position to serve 
producers of new items for office or factory use. C. W. Hunt established 
his business 28 years ago and, with his son, Schuyler, has had contacts 
with leading dealers for a long period. 

Lines Wanted for Middle West—George S. Long and Sons, 3100 Losanti- 
ville Road, Cincinnati 13, Ohio, representing a manufacturer of steel 
filing equipment and one of posture chairs, desires to add an office 
equipment or supply line. The firm is qualified to handle practically 
any product sold by commercial stationers. Territory extends from Ohio 
and West Virginia to the Mississippi River. A line for all or part of 
that area will be considered by this flexible organization which will 
expand the staff if the additional line warrants. 

New Firm in Bartlesville, Okla., Wants Catalogs, Dealerships—Reming- 
ton Rand Agency, L. E. Seott, owner, 102 E. Second St., Bartlesville, 
Okla., is a new business operating under an exclusive Remington Rand, 
Inc., franchise and handling non-competitive office equipment or supply 
lines. The proprietor would welcome trade catalogs from manufacturers 
and is open for dealerships on additional equipment. 

Expanding Nebraska Firm Secks Sources of Supply—-Berry’s Business 
Machines, 1704%2 Broadway, Scottsbluff, Nebr., planning on new and 
larger quarters within the next 60 days, will offer a complete line of ma- 
chines, furniture and supplies for the office. The firm desires to hear 
from sources of supply for these items and is especially interested in 
steel equipment. 

Oak Park Stationer Desires Franchise for Files and Metal Specialties. 
Springer Stationery Co., 148 N. Oak Park Ave., Oak Park, IIl., is anxious 
to complete a franchise with an outstanding manufacturer of filing 
cabinets and metal specialties. Manufacturers should communicate im- 
mediately with Mr. Harry J. Springer, president of the firm. 

Buffalo Dealer Wants Lines of Steel — Equipment.—United Office 
Machines, 112 Franklin St., Buffalo 2, Y., desires to obtain a 
dealership for steel office equipment, desks tad chairs. Interested manu- 
facturers should communicate direct with Mr. H. C. Wallenhorst. 








CORPORATION REPORTS AND 
FINANCIAL NOTES 


International Corporation, New York, N. Y.—Net 
profit of the International Business Machines Corporation and subsidiary 
companies for the three months ended March 31, as reported April 22 
by President Thomas J. Watson, was $8,751,148 before provision for 
U. S. Federal and Canadian income taxes. This compares with net 
profit of $6,886,910 for the corresponding 1946 period, an increase in net 
profit of $1,864,288 before taxes. After providing for estimated U. S. 
Federal and Canadian income taxes, the net profit for the first three 
months of 1947 was $5,303,148, an increase of $1,229,838 over the net 
profit of $4,073,310 for the first three months of the previous year. 
Net profit after taxes for the three months ended March 31, 1947, was 
equivalent to $3.70 a share on 1,432,407 shares outstanding at the 
end of the period and compares with $2.84 a share earned in the 
corresponding 1946 period, on the same capitalization. 

Underwood Corporation, New York, N. Y.—The corporation and domestic 
subsidiaries for the March quarter reports: Consolidated net income, 
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after $820,140 tax provision, was $822,720, equal to $1.12 each on 734,300 
shares. This compared with $263,620 or 36 cents a share for the first 
quarter of 1946 when $262,440 was provided for taxes. (New York Times, 
April 11. 

Saeke dense Company, Chicago, Ill.—The loose leaf equipment manu- 
facturers reported net profit of $391,318, equal to $1.48 a share, for the 
six months ended February 28. This compared with a net of $110,014, 
or 42 cents a share, in the like period a year ago. Net sales of $4,905,126, 
compared with $2,933,328, including those of the Standard Diary Com- 
pany, acquired last June. (Chicago Daily News, March 31.) 








NEW TRADE LITERATURE 


Master-Craft Corporation, Kalamazoo 52 F, Mich., has just issued its 
new catalog and price list, No. 478. The thought that has been kept 
uppermost in mind in the new catalog, according to the Master-Craft 
organization, is to make the job of selling Master-Craft products easy 
for the dealer. Emphasized are selling techniques, photographic presenta- 
tions of the company’s products, dramatization in color and scope, and 
the use of colored form illustrations to aid in the sale of Sight Saver 
forms. Copies may be obtained by writing the company at the above 
address. 

L. E. Waterman Company, New York, N. Y., has just issued an at- 
tractive, four-color catalog sheet showing the complete line of Water- 
man’s pens, both standard and Taperite models. The catalog is now 
available to dealers. Information includes stock order number, list 
prices, outstanding features and colors in which pens are available. 
4 color chart showing the range of colors covered by Waterman's 
special correspondence inks occupies a panel at the bottom of the 
publication. 

Uarce, Inc., Chicago, I1l., has just published a brochure, displaying the 
various uses of continuous forms with tabulating machine equipment, 
particularly for invoice combinations, inventory control, payroll appli- 
cations, sales records, production control, cost control, purchasing con- 
trol and personnel records. Those wishing a free copy of the brochure 
may write to the Systems Department, Uarco, Inc., 5000 S. California 
Ave., Chicago 32, IIl., and request, ‘‘For Faster Better Tabulator 
Operations.” 

Ever Ready Label Corporation, New York, N. Y., has just issued its 
first full-size label catalog since pre-war days. A wide range of label 
designs for shipping, packaging, advertising and other uses may be 
found in this ‘“‘labelog,’”’ copies of which may be secured by addressing 
the corporation at 141 E. 25th St., New York 10, N. Y. 

Redi-Record Products Company, 251 Fifth Ave., New York 16, N. Y., has 
just issued a new Redi-Record catalog containing descriptive material 
and price information on desk pads, photo albums, scrap books, work 
classifiers, and Ind-X-Card Visible. 

Eberhard Faber Pencil Company, 37 Greenpoint Ave., Brooklyn 22, N. Y., 
has just issued a price revision supplement to the 1945 school catalog. 
New prices are given for certain pencils, compasses and erasers. Items 
temporarily withdrawn from stock are also listed. 





EDUCATION IN THE MAIL 

A slow but very definite improvement has been taking place in the 
“house organs” and advertising improvement has been taking place in the 
office supply field. No longer are they made up of a few old jokes, and 
columns of praise for the product or line being featured. The new trend 
is toward the most valuable help that printed matter could possibly give 
the dealer—modern methods in merchandising. 

Although almost every mail has thus become an additional bit of 
business education, not all office supply and equipment dealers have dis- 
covered the change. But this aid to profits needs some attention to 
secure the full benefits, along the line of these practical suggestions: 

1. Do not try to digest such material while opening the mail. Glance 
over it if you wish (where jokes are still used, we'll admit they seem 
to be getting funnier), but hold it for further study when you have 
time for it. 

2. Follow each issue regularly. The supplier has something new to tell 
you each time; indeed, it’s not at all unusual for the booklets and leaflets 
to be printed on irregular schedule, waiting until the manufacturer has 
a message he feels will be worth your while. So to keep in touch with 
the whole story and with all new developments, you must study each 
piece thoroughly. 

File Suggestions That May Be Applied By You 

3. Mark and preserve the parts that fit in with your own office supply 
and equipment store’s procedures. Never again will you be without good 
solid ideas on which to base your sales meetings. These printed helps will 
uncover dozens of excellent merchandising hints that you might never 
have found for yourself. The manufacturer has the advantage of con- 
centrating his selling skill on a relatively few products or lines. Your 
salesmen can put quite a few of these ideas to immediate use, and see 
the gain soon—often the very same week that they first start using 
such plans. 

4. If you have a tested idea of your own, send it to the company 
publishing the house organ or advertising periodical. Just as important, 
write about your problems so the supplier knows what kind of material 
would be most profitable for you and other office supply dealers. 

5. Hold on to this material. When you decide to feature a particular 
product or line, the printed book'ets will answer all questions, point out 
the most successful methods, show you where to look for prospects, and 
build up the enthusiasm necessary for big-volume salesmanship. 


Ask for Extra Copies Only If Needed 

6. You may have reasons of your own why two copies of each issue 
would be required for your organization. Write to the supplier, outline 
the conditions, and be assured of his co-operation. Do not, however, 
ask for more than you must have, for it’s the discussion within your 
own group that brings out the profit points. Even if each salesman 
had his own copy, but took part in no discussion with the others, 
results would be far less satisfactory. 

7. Spend some time taking the ideas printed in these little periodicals 
and applying them to your own setup. No supplier can hand you a 
plan worked out in the tiniest details, for circumstances vary from 
store to store. Yet he can come so close to the mark that only a bit 
of polishing and adjusting remains to be done before his merchandising 
helps begin to add to your profits. 

8. Remember that no matter how much you enjoy and appreciate 
such education in the imail, each supplier naturally sticks closely to 
his own products. For the wider viewpoint in managament of the office 
supply store, and for introduction to new items as they appear on the 
market, you still need the general trade magazines in your field. The 
two sources of information when used side by side will prove your 
greatest opportunity in earning most from the products you stock—and 
those you should!—GMD ¥ 
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IN MAY OF 1877, WHEN: 


Brower Brothers, New York City, introduced a lap tablet con- 
sisting of a writing pad with heavy blotting paper and leather- 
covered spring clip. . . . A. T. Cross, Providence, R. I., patented 
a fountain pen. . . . Henry Bainbridge & Company, New York, 
N. Y., enlarged their store by taking another floor. . . . Patentee 
of the Sprague fountain pen claimed he could write from 50 to 
75 words without taking more ink. . . . Eberhard Faber moved 
his offices from 133 William St. to 718-720 Broadway, New York, 
N. Y.... (From files of the American Stationer). 


IN MAY OF 1887, WHEN: 


A trade observer wrote, ‘The school slate of our fathers ‘and 
the soul-piercing shriek of the slate pencil is gone, and the noise- 
less tablet or paper pad has entirely taken its place. (Editor's 
note—we used a slate and it was long after 1887). . . . The 
Autocopyist was advertised as a simple and cheap system of 
lithography. . . . The Governor fountain pen had a pencil in the 
other end to complete a handy combination. . . . (From files of 
the American Stationer). 


IN MAY OF 1897, WHEN: 


Railroad men were good customers for the Blaisdell self-sharp- 
ening paper pencils. . . . William F. Murphy's Sons Company at 
Philadelphia, Pa., was having a special sale of tablets by the 
pound. ... A. A. Weeks, New York City, manufactured the 
Diamond Stand pen rack. Some German doctors assailed 
writing ink as being dangerous, “the home of disease-breeding 
bacteria.” . Pencil manufacturers included Blaisdell Paper 
Pencil Company, Joseph Dixon Crucible Company, A. W. Faber, 
Eberhard Faber, and Favor, Ruhl] & Company. . The ball- 
bearing inkstand was introduced. . . . (From files of the Amer- 
ican Stationer). 


IN MAY OF 1907, WHEN: 


Louis C. Badeau and Isaac F. Badeau of Mohapec, N. Y., in- 
vented a typewriter to write musical compositions. . . . ]. Draper 
Bishop of Newark, N. ]., introduced a machine to count paper 
money rapidly and accurately. . . . Austrians Anton Foder and 
Aurel Bucky claimed to have perfected a machine which would 
register mail and valuable packages mechanically. . . . Charles 
Spiro reported good demand for his Columbia Barlock typewriter. 
. .. Walter H. Fox, veteran typewriter man, opened his own firm 
at 93 La Salle St., Chicago. . . . (From files of Office Appliances). 


IN MAY OF 1917, WHEN: 


Companies producing mechanical posting machines were the 
Burroughs Adding Machine Company, Elliott-Fisher Company, 
Moon-Hopkins Company, Ellis Adding Typewriter Company, 
Underwood Typewriter Company, and the Wales Adding Machine 
Company. ... L. E. Waterman Company moved to a new “Pen 
Corner” at 191 Broadway, New York City. . . . George L. Maurer 
was named general auditor of the Royal Typewriter Company, 
Inc. . . . (From files of Office Appliances). 
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MEMPHIS 


Tennessee's largest city—population 162,351 in 1940. 


A center of traffic—by rail, water, highway and air 
—for the South. 


A Mississippi River city, but built on the Chickasaw 
bluffs 50 feet above the river's flood stage. 


Had 675 distributing houses and 576 widely diversi- 
fied manufacturing establishments in 1940 with an out- 
put valued at $201,000,000. 


The largest inland cotton market and the largest 
hardwood lumber market in the nation. 


Famed for public parks covering 1,422 acres. 


A city of education, with 100 schools and colleges, 
including the colleges of medicine and dentistry of the 
University of Tennessee, the Memphis State College 
and Southwestern. 


Water and rail transportation facilities are co-ordi- 
nated by two municipal terminals, completed in 1913 
at a cost of more than $2,000,000. 


Served by the Frisco, Illinois Central, Louisville and 
Nashville, Chattanooga and St. Louis, Rock Island, St. 
Louis Southwestern, Southern and Union railways. 
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“Office Appliances” Surveys Memphis 





EMPHIS IS A GOOD PLACE in which to be in the 

office supply and equipment business because its 
business life is growing faster than that of any other 
southern city and its business men are ideal, consid- 
erate customers, declared one veteran of the industry 
to whom we talked while visiting in this mid-southern 
metropolis of 376,035 population. 

“Competition here is as sharp as the dickens and 
that makes life interesting. We have to be on our 
toes, too; I’ve gone to sleep a number of times and had 
to pay for it because my competitors caught me nap- 
ping. Now I’m layin’ for ’em for sure!” 

Business is good in Memphis for more reasons than 
one. Last year over 80 new manufacturing firms lo- 
cated in the Memphis trade area—almost a national 
record. Business failures have been almost non- 
existent since the war’s end and local business firms 
are in the midst of individual expansion in keeping 
with that of the area. 

All of this has meant a good business year for the 
office supply and office equipment men. All of the in- 
dustry leaders with whom we talked predicted that 
1947 would be the best year they had ever known; that 
1948 would also hold up to record heights if supplies 
and equipment came in as expected. The demand for 
every kind of item is strong and the stability of 
Memphis business for the immediate future seems 
assured. 


Office Supply Volume Remains High 


Our survey of the firms and the industry in the 
Memphis office supply and equipment field leads to an 
estimate of a $10,000,000 annual business for the city 
and the trade area which the firms in Memphis serve. 
This is an improvement of about 35 per cent over the 
last good pre-war business year when consideration is 
made for increased costs. Every firm which was in 
business prior to the war is making more money, sell- 
ing more merchandise and has a bigger backlog of 
orders than ever before. 

The trade is divided into two definite and distinct 
branches, for practically all office supply firms handle 
only office supplies, fixtures and equipment and do not 
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First of a Series of Journeys to 
Metropolitan Centers for the 
Purpose of Obtaining Firsthand 
Information on the Retail 
Division of the Office Equipment 
and Supply Industry 


By ERNEST W. FAIR 


sell or service typewriters, adding machines and sim- 
ilar appliances. In turn, the firms handling appliances 
carry almost no merchandise stocks. There are a good 
many factory branches of manufacturers in the Mem- 
phis area and their establishment in the late 20’s and 
early 30’s instituted the demarcation between the two 
branches of the business. This contrasts with most 
other southern and southwestern cities where all types 
of appliances and merchandise are handled by a single 
firm. 


Whether or not this cleavage will continue cannot 
be ascertained; most of the present firms prefer to 
leave the situation as it is. 


“It would be just bad business for us to start mer- 
chandising appliances now even if we could get them,” 
declared one supply dealer, “the factories came in here 
and with their own branches took all of the bulk and 
volume sales, the cream of the business, and left us 
with singles. You can’t buck a factory branch even if 
you can get a dealership.” 


We asked one of the factory branch store managers 
about it. 

“It’s better this way,” he declared, “Memphis is big 
enough to support both types of institutions. The way 
it is set up now there’s no division of sales effort or 
service—everything receives the full promotional at- 
tention it deserves. 

“We know the supply houses would love to cash in 
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GENERAL VIEW OF INTERIOR OF S. C. TOOF & CO., MEMPHIS, TENN. 


on the big current demand for office machines of all 
kinds, but they showed no great interest when we were 
working our fingers to the bone trying to sell them a 
few years back.” 


Incoming Merchandise Goes Direct to Customer 


Most large office units, i.e., typewriters, desks, filing 
cabinets and office furniture, have begun to come into 
Memphis in fairly good volume, dealers told us, but 
very little of it is going on display or in storerooms. 


“It’s merely coming in on an inspection basis now,” 
said S. Toof Brown, president of S. C. Toof & Com- 
pany, “The quality is improving somewhat but is still 
far from where it should be. Everything that comes 
in to us is uncrated, checked and then shipped out to 
the customer immediately if it’s okeh. We used to have 
quite a few rejects but they’re dropping off to a trickle 
now.” 


Nearly all Memphis office supply and equipment 
firms are still well behind on typewriters, adding ma- 
chines, cash registers, steel furniture of all kinds and 
some better units of duplicating equipment. This is 
in contrast to other southern and midwestern cities 
where backlog lists are growing smaller and smaller. 
The establishment of some 80 new industries in the 
Memphis area, expansion of home-town industries, 
conversion of all war plants to peacetime production 
and generally good trade conditions have all helped to 
boom business for the office supply firms in the area. 

Most local dealers in furniture, office machines and 
supplies believe the Memphis area backlogs will be 
wiped off the books early in 1948 if present delivery 
pace continues. No items in stocks are hard to Sell 
there today. 

There has also been noted a slight reaction to prices 
by Memphis businessmen customers. These complaints 
are based not on actual dollar-and-cents figures, but 
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on the value being received for current prices. Most 
dealers readily agreed that while the quality of mer- 
chandise (and they mentioned furniture particularly) 
had been improving in the last six months, it was not 
up to par. 


Leather goods and all wood office furniture are being 
pushed in Memphis today with particular zeal. On 
leather goods nearly all stores are overstocked. On 
wood office furniture most dealers feel that the wise 
supply firm will not find itself caught with large stocks 
when the new modern steel units begin flowing to 
dealers in large quantities and become readily avail- 
able at better prices. 


Good office equipment salesmen are extremely hard 
to find in the Memphis area; a man with a good record 
for ability can land a position with almost any firm 
there today. However, Memphis firms in our industry 
are very choosey about the men they add to their sales 
staff; on the average past records are fully investi- 
gated and elaborate test programs are employed. The 
standard among salesmen in the area is very high. 
Sales meetings and educational programs are an im- 
portant part of every dealer’s selling program. 


Wages paid by office supply and equipment firms are 
on a par with those in other cities below the Mason- 
Dixon line. There is no unionization or any threat of 
it. The average store salesman is paid $50 a week and 
commissions in Memphis office supply firms. Outside 
salesmen, working on various salary and commission 
bases, are now earning between $3,000 and $10,000 a 
year, depending on the firm and individual salesman. 
Office employees are paid an average $35 a week and 
porters $20 a week. The latter are all colored help. 
Pre-war salaries in Memphis were about 25 per cent 
under these figures. 

Advertising at present is being done chiefly through 
radio and newspaper media, with spot announcements 
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on radio and small display ads in newspapers being 
designed solely to keep the firms name and its main 
lines before the public. There is some promotional 
effort on individual items being done by direct mail, 
but nothing out of the ordinary. 


“ The average office supply firm is spending about 
three per cent of its gross sales for advertising in 
Memphis today. Nearly all have plans to increase this 
figure during the current year and one dealer pointed 
out that the average firm would increase its adver- 
tising if it didn’t want to “get into the red.” 

Free delivery service on all items is standard service 
for all firms in the area although delivery of small 
items on store purchases is discouraged by salespeople. 
Most deliveries are made on load accumulations rather 
than spotted orders, unless specifically requested by a 
very good customer. 


Trade-in allowances on office furniture and filing 
equipment are not as yet being made in Memphis. 
Most dealers believe they will have to start this during 
the coming fall months or perhaps in late summer. 
Such trade-in allowances will be based on resale value 
less reconditioning costs and an effort will be made to 
make a profit on both transactions, although most 
dealers were skeptical of their ability to profit except 
on the original transaction. 


Some trade-in allowances are being made on office 
machines and appliances but these are being kept 





TWO VIEWS OF THE E. H. CLARK & BROS. STORE IN 

MEMPHIS.—Above, Co-owner Ben H. Vanderford inspects 

a desk pad display unit. Below, Lucy Gault, manager of 

the profitable art supply department, shows new merchandise 
to a customer in the firm’s reconverted basement. 
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very low and are made “according to the book.” There 
Still is not a great deal of trade-in business being done, 
for customers find they can sell old machines them- 
selves for more than dealers can give them as a trade- 
in allowance. Memphis dealers say this condition is 
practically at its end there today. Recent spurts of 
production of office machines have been encouraging, 
they say, and as long as they can sell all of the new 
machines they can get they see no reason for stock- 
ing and selling used machines until they must do so. 
Most of this business is being handled by smaller firms 
specializing in typewriter repair and rental service and 
one or two new general supply stores. 


The Competitive Situation in Memphis 


There is considerable competitive effort in the sale 
of office supplies by firms outside the field. All of the 
variety stores stock large departments complete with 
office supplies; the same is true of the department 
stores, Sears, Roebuck & Company and some of the 
drug stores. It is virtually impossible to arrive at an 
accurate distribution of how this business is split but 
most estimates stated the chief sources of sales of 
these firms were small business firms, persons who 
used office machines and supplies in their own homes 
or in very small enterprises, and school children. The 
above named firms have about 75 per cent of the non- 
business office supply business in the Memphis area 
but do no more than eight to ten per cent of the busi- 
ness needs sales in the area. Their threat is in siphon- 
ing off innumerable small individual purchases which 
could be a good source of revenue to the dealers. 


There is also some activity along these lines in the 
sale of portable typewriters but most office equipment 
firms which we visited seemed to think that for the 
present the industry was better off with these sales 
being made by Sears and the department stores. 


“It takes you longer to sell a portable than a stand- 
ard machine, the individual.customer is more finicky 
and you have more headaches,” one salesman told us, 
“As long as we have backlogs of orders on standard 
machines most of us would just as soon see this ‘ama- 
teur’ portable business going elsewhere. We may 
change our tune when things get tougher; time will 
tell!” 

The major office supply firms in the Memphis area 
include L. B. Buchanan Company, 904 Union Planters 
Building, Julien L. Cox and Company at 260 Madison 
Ave., Marvin Ellis Company at 106 North Main, The 
Memphis Office Supply Company at 195 Monroe, Office 
Equipment Service Company at 203 Madison Ave., 
Standard Printing and Supply Company at 307 Madi- 
son Ave., Kenyon Taylor Company at 60 Madison Ave., 
S. C. Toof & Company at 195 Madison Ave., Diebold, 
Inc., The Le Febure Corp., the Washburn Company, 
E. H. Clarke & Brother at 19 South Second St., Cooper 
Office Furniture Company at 97 South Second, the 
Adams Printing and Stationery Company at 347 Madi- 
son Ave., and the John R. Kinnie Company, 20 South 
Second St. 


Many Large Manufacturers Represented 


Office appliances manufacturers and distributor 
agencies in Memphis include the Art Metal Construc- 
tion Company, 1759 Glenway Ave., Monroe Calculating 
Machine Company, Inc. at 38 N. Third St., Friden Cal- 
culating Machine Company agency in the Empire 
Building, the Comptometer Company in the Colum- 
bian Mutual Tower building, the Burroughs Adding 
Machine Company at 231 Monroe, the National Cash 
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Register Company at 148 East Court Ave., L. C. Smith 


and Corona Typewriters, Inc., at 151 Monroe Ave., 
the Dictaphone Corporation in the Dermon build- 
ing, the International Business Machines Corporation 
at 254 Madison Ave., the Marchant Calculating Ma- 
chine Company at 252 Madison Ave., Remington Rand, 
Inc. at 207 Madison Ave., the Underwood Corporation 
at 150 Monroe St., the Addressograph sales agency at 
194 Union Ave., and the Elliott Addressing Machine 
Company in the Falls Building. 

Typewriter sales and repair firms include the Calvert 
Typewriter Company at 1790 Madison Ave., the Cooper 
Typewriter Company at 97 South Second St., R. A. 
Currie at 1110 Decatur, the Doyle Typewriter Com- 
pany at 197 Monroe St., Kenyon Taylor Company at 60 
Madison Ave., the Office Machines Company at 26 
South Third St., and the Tri-State Typewriter Com- 
pany at 1473 Mississippi Blvd. 

Cooper Typewriter Company (Royal), operated by 
Harry Cooper, is the biggest rental typewriter dealer 
and has a major portion of this business in the area 
under its wing. Three firms make an aggressive bid 
for typewriter and machine repair work. These are 
Calvert, Cooper and Office Machines, Inc., previously 
listed. 

There is a great deal of printing and stationery, as 
well as duplicating, business done by the larger office 
supply firms who have found these profitable depart- 
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TYPICAL ACTIVITIES AT THE A. R. TAYLOR & CO. STORE 
IN MEMPHIS.—Above, Mrs. Katherina Borneman, assistant 
store manager, shows a pen and pencil set at the new 
fountain pen bar. Below, Manager J. Ralph Peel demon- 
strates a new plastic upholstery piece of office furniture. 
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ments. The ease with which this printing can be sold 
by city salesmen making their regular rounds is the 
chief reason why such business is handled by the office 
supply firms plus the fact that by thus obtaining rea- 
sonable volume with little special effort they can read- 
ily profit from this type of business. 


Toof Is Oldest Office Supply Firm 

The major office supply firm in Memphis is S. C. 
Toof and Company, 195-203 Madison Ave., and the firm 
has this position without dispute by other dealers. The 
grandsons of the founders, who established the busi- 
ness 83 years ago, are today operating this five-story, 
two-building enterprise which is one of the most com- 
plete office supply firms in the country specializing in 
such things as Bibles, as shown in the accompanying 
window display devoted to them when we were in Mem- 
phis during March. S. Toof Brown, who is also presi- 
dent of the Memphis Chamber of Commerce, is presi- 
dent of the firm. R. Bates Brown is executive vice- 
president; C. Bel Hughes is vice-president; St. Elmo 
Newton, Jr., vice-president; George Lee Newton, vice- 
president; W. E. Wilson, treasurer and J. O. Bratton, 
secretary. The extent of the firm’s operations is re- 
vealed in the fact that it operates nine trunk lines 
and is truly a “businessman’s department store.” 

The company has 295 employees, 18 of whom have 
been in service for 25 years or more, eight who have 
been with the firm 50 years and three who have been 
with it for 60 years or more. Impartial observers in- 
formed us that the Toof firm does one-third of the 
office supply business in Memphis. 

A. R. Taylor and Company, 18-20 South Second St., 
headed by Starnest T. Taylor as president and A. R. 
Taylor, Jr., as secretary-treasurer, is another large 
Memphis concern, whose J. Ralph Peel, sales manager, 
told us that price buying is beginning to appear in the 
Memphis area again. 

“People here are beginning to be more price-con- 
scious,” he stated, “businessmen are becoming a lot 
more particular about what they buy. ‘How much’ is 
not so much the question as ‘what am I getting’ for 
the money I spend.” 

Taylor’s operate a book department handling all 
types of books, including best sellers, a stationery de- 
partment, printing and engraving and all types of 
office supplies. 

E. H. Clarke and Brother, Inc., 19 South Second St., 
is celebrating its fiftieth year in business in Memphis 
and is headed by Wray Williams as president and Ben 
H. Vanderford, a war veteran, as vice-president and 
general manager. J. F. Rainier is secretary and treas- 
urer. This firm has approximately 40 employees and 
operates a profitable art and greeting card depart- 
ment. 

“Maintenance of inventory at about one turnover is 
the biggest problem supply men have to face today,” 
Rainier told us. “This is a most dangerous period for 
office supply firms who do not keep an eagle-eye atten- 
tiveness on inventory all of the time.” 

This firm has found its art department, which caters 
to art and engineering needs, to be one of the most 
profitable ideas ever installed. They point to such a 
department as having great repeat business advan- 
tages once a complete stock is secured and maintained 
for artists and engineers of the area. 


Other Outstanding Establishments 


The Cooper Office Furniture Company, 95 South Sec- 
ond, headed by Harry Cooper, is one of the newer 
Memphis firms and is doing most of the local adver- 
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tising at the present time in the area. Furniture, safes, 
and cabinets are being promoted in this advertising 
by Cooper. 

This firm is one of the few in Memphis handling 
both office supplies and machines. The office supply 
business has grown out of their Royal typewriter fac- 
tory dealership which they have operated for a number 
of years. They also operate a large rental and rebuilt 
typewriter business and have been in Memphis over 
34 years. 

The Doyle Typewriter & Supply Company at 197 
Monroe St. is another firm handling both supplies and 
machines, but their major emphasis is on Corona add- 
ing machines and cash registers, Remington Rand 
units, L. C. Smith and Corona typewriters, and the 
Fridén calculator. The firm also operates a cash reg- 
ister service department. 

Diebold, Inc., in the Dermon Building, handles Car- 
dineer rotary filing equipment, visible book equipment, 
Safe-T-stak steel storage files, machine posting trays 
and fire-resistive safes and cabinets as their main 
lines. The Marvin Ellis Company at 106 North Main 


features furniture, safes, files and supplies and also 
operates a profitable business of printing sales books, 
cotton tags, gin tickets and continuous forms. 

The Le Febure Corporation in the Falls Building, 
locally managed by C. L. Yancey, handles visible index 
systems and custom-built office equipment. L. B. 
Buchanan & Company in the Union Planters National 
Bank Building is the Shaw-Walker dealer. Julien L. 
Cox & Company, 260 Madison Ave., carries a complete 
line of office furniture, both new and used and in steel 
and wood, and does most of its promotional effort to- 
ward sales of these lines. 

Factory agencies or representatives of the Memphis 
area include R. G. Wansley at 305 Trigg Ave. for the 
American Carbon Paper Manufacturing Co.; H. W. 
Emick, Burroughs Adding Machine Company, 231 
Monroe; Charles M. Weems for L. C. Smith & Corona 
Typewriters, Inc., at 151 Monroe Ave.; D. A. Sparks for 
Underwood Corporation at 150 Monroe Ave., and John 
Vookles for United Autograph Register Company in the 
Goodwyn Institute Building. 

(Next month—OFrFricE APPLIANCES Visits Atlanta, Ga.) 










VETERANS WILL BENEFIT— 
The silver anniversary sale 
of Buddy Poppies will be con- 
ducted nationally, as usual, 
during the week prior to 
Memorial Day. Chosen for the 
1947 national Buddy Poppy 
girl is Margaret O’Brien, pic- 
tured here. All of the Buddy 
Poppies are made by disabled 


VETERANS OF 
FOREIGN WARS 
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war veterans in Government 
hospitals and the entire pro- 
ceeds from their sale are de- 
voted to welfare and relief 
work among needy veterans 
and their families. A portion 
of the proceeds is allotted each 
: e . - year to the V.F.W. National 
m : ; Home for Widows and Or- 
phans of Ex-Service Men lo- 
cated at Eaton Rapids, Mich. 
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SCHOOL EQUIPMENT 


AND SUPPLIES 


(Ninth Annual Feature ) 


School Business Potentials are Great 





HE AMERICAN PUBLIC believes in education. The 

next few years will see a greater number of our 
people attending schools of one type or another than 
at any other time in our history. The increased popu- 
lation will greatly affect the school population during 
the next three years. The stress that was placed on 
education by the armed forces has again driven home 
to the people the importance and necessity of an edu- 
cation if an individual is to compete with his fellow 
citizens for a place in our business or professional 
world. 

All of this is going to have a very definite effect on 
all commerce and industry, and it especially affects 
the dealer in school supplies and equipment. A sta- 
tionery dealer who has developed a school department 
within his business has no doubt now learned that it 
practically involved building a new business within a 
business. Although there are a great many items used 
in a school field that are classified as stationery items, 
these items are a very small portion of the volume 
which may be expected if a complete school supply 
service is to be maintained. 

There was a day when each individual pupil was ex- 
pected to supply all the items needed, including their 
own textbooks. This situation has changed a great 
deal and the school administrator, superintendent, 
clerk or business manager has become a purchasing 
agent whose responsibility it is to see that each school 
is properly equipped and that pupils are supplied with 
the essential materials. 

Our records indicate that a majority of schools order 
a sufficient quantity of staple items to be delivered 
before the opening of the year to carry them through, 
with comparatively few fill-ins. 


Inventory Built Up During Summer 


This means, naturally, that you have a peak inven- 
tory during the months of June, July, and August. 
This is especially true under present conditions when 
delivery on merchandise is uncertain and orders must 
be placed far in advance. It is likewise necessary to 
maintain a larger stock of merchandise throughout 
the entire year, due to the uncertainty of delivery. In 
our business we have two salesmen who devote prac- 
tically their entire time to calling on schools and edu- 
cational institutions. In addition we have two men 
who carry our general stationery and printing line as 
well as the school line. It is our opinion that having 
salesmen specialize in school supplies and equipment 
in the more heavily populated areas produces more 
business per pupil than having the salesmen carry the 
entire line. 

To do a really efficient job of servicing schools, it is 
now imperative that a dealer carry, in addition to the 
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By O. CLIFFORD HALVERSON 


Vice-president, 
Midwest Beach Company, 
Sioux Falls, 8. Dak. 


regular school lines, a complete line of janitor and 
building maintenance supplies, an audio-visual line of 
supplies and equipment (including films, film strips 
and slides), athletic goods, art supplies, certain kinds 
of workbooks, duplicators and a great many other 
items. 

Carrying these additional items increases the poten- 
tial sales by a very large percentage and levels off 
the volume of sales during the slower season. 


Volume Relatively Small 


Our retail trade in our school supplies section is a 
very small portion of our business. There is a con- 
tinuous drop-in trade, but dollar volume on these items 
is comparatively small. The opening of school, of 
course, brings a big spurt lasting about two to four 
weeks. This is especially true in the city where the 
colleges, as well as the public schools, are located. The 
last two weeks of August and the first two weeks in 
September feature school items in window displays. 
In addition, we prepare special windows during such 
times as basketball tournaments, state teachers’ meet- 
ings, and other special educational events. We also 
carry on a special program of advertising in our edu- 
cational magazines and various other school publica- 
tions. This, together with the general seasonal adver- 
tising, constitutes the greatest portion of advertising 
for this department of our business. 

Special selling campaigns are very effective. There 
are very definite seasons when large classes of mer- 
chandise and supplies are salable. We conduct special 
selling campaigns at the proper season for the various 
types of merchandise. 

Catalogs are very important. A well-organized school 
catalog is effective, and should be complete and well- 
departmentalized. In addition to this, it is often ad- 
visable to publish smaller catalogs featuring certain 
classes.of merchandise. This is especially true where 
various department heads of larger institutions are 
concerned only with materials needed by their depart- 
ment. This is frequently more economical than supply- 
ing a general catalog to all the people who might be 
interested only in one small division. 

In maintaining an efficient and effective school sup- 
ply department, the ever-changing methods of teach- 
ing play a very important part. The alert dealer must 
be conscious of these changes and adapt his methods 
of operation accordingly. 
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Some Suggestions from Experience on . 


Getting the School Trade 





HE STUDENT BODY is an excellent market for 

typewriters, both new and rebuilt, and a special 
appeal should be made to high school and college grad- 
uates and their parents. Since new machines are com- 
ing back very slowly, emphasis should still be placed on 
reconditioned typewriters and on the servicing of those 
machines already in use. 

“We start our typewriter campaign several weeks 
before the opening of school,” said T. L. Sloat, man- 
ager of the typewriter department of the Underwood 
Corporation, Los Angeles, and during this period all of 
our windows shout ‘Typewriters for Students!’ Last 
season the largest window had a background of canary 
yellow, a color both striking in appearance and offer- 
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ing a distinctive setting for our black machines. On 
the wall was a big slate on which was chalked ‘Back 
to School.’ Five machines of different types were 
shown. Tall blue pillars added a decided note of color 
to the setting. A small window, with a similar back- 
ground had the cutout of a girl in blue holding in her 
lap an actual typewriter. Three Underwoods, with 
cases, were displayed, and beside the girl was a card 
‘Take my advice—Get an Underwood Portable to get 
ahead faster.’ A third window had the card ‘I’ve got 
the write way to success—Come in and try the new 
Underwood Portable.’” In October they linked up 
with Nationa! Parenthood Week, showing the poster 
‘This Is Parenthood Week.’ Your first thought should 
be of your children. One of our typewriters will he'p 
your child in all his school work.” 


Cash In On Combination Offer 


The Schwabacher-Frey Stationery Company, San 
Francisco, displayed in their window a stout wooden 
desk, a rebuilt typewriter, 100 sheets of paper, type- 
writer eraser, erasing shield, and an abridged diction- 
ary, the entire combination being offered at an at- 
tractive price. Royal and Underwood models, with 
Carrying cases, were specified. The combination—es- 
pecially the desk—induced many who had been con- 
sidering the purchase of a machine to buy during the 
sale. 
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By W. B. STODDARD 


Meier & Frank, Portland, Ore., boosted their school 
supplies with a large display in a corner window, in a 
setting of red, white and blue. On the wall was a tall 
red panel, to which was attached a big slate on which 
was chalked “It pays to buy school supplies at Meier 
& Frank’s.” Attached to the border of the panel were 
pennants of all the high schools of Portland. The 
floor was covered with pens, pencils, erasers, tablets, 
and drawing and drafting materials, and on a mound 
in the center were several typewriters, together with a 
card showing that they could be purchased on easy 
budget terms. 

Everyone familiar with the typewriter is acquainted 
with the practice line, “Now is the time for all good 
men to come to the aid of the party.” The Eastern- 
Columbia, Los Angeles, used a variation of this to good 
advantage. Their double-column ad, with an abund- 
ance of white space, so that the illustration stood out 
distinctly, was headed with a simulated typewritten 
sheet saying “Now is the time for all good fathers and 
mothers to come to the aid of their studious offspring 
with a guaranteed rebuilt typewriter.” Two machines 
were illustrated, described and priced. They backed it 
up with a big window, showing typewriters of several 
makes, with a background of white bristol board, on 
which was printed in big black letters, “New and Used 
Typewriters for Students.” A strip at the bottom ad- 


ADDING 


EASTERN-COLUMBIA, LOS ANGELES, CALIF. 


vised, “Typewriters and adding machines sold, rented 
and repaired.” “We favor the budget plan of purchase 
for students,” said the manager of the office supplies 
department, “as it brings them to the store regularly 
each month. Students are constantly in need of school 
supplies, and practically always purchase some when 
they.come in to make their regular monthly pay- 
ments.” 

“Service is always appreciated,” said the manager of 
Dahlstrom’s, Los Angeles, “so we have a separate sec- 
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tion devoted to the reconditioning of pens. This is 
given special prominence just prior to the opening of 
school, when thousands of students are in need of 
good pens. A window display arranged last season 
resulted in countless orders for reconditioning of pens, 
and most of those who came for service departed with 
some school supplies in addition to their revitalized 
pens. A slanting board had a box in the center filled 
with old pens, and laid on the board were a number of 
pens, attached to blotting paper, the condition of the 
paper showing just what ailed the pen. Ribbons ran 
from each pen to a card on the wall telling the fault 
of the pen—‘“my pen leaks,” “my pen skips,” “my pen 
never worked,” “my pen won’t fill,” “my pen blots,” 
and so on. A large circular card in the center advised 
“Bring Your Fountain Pen to Dahlstrom’s. Repairs for 
All Makes.” Another card on the wall showed that a 
complete checkup and reconditioning of pens was 
given for 50c. They did not neglect the sale of new 
pens, however, and numerous pens and pencils, at a 





wide range in prices were shown down front, with the 
card, “Pens Sold Here Serviced Free for One Year.” 
“Most dealers in school supplies close their com- 
paigns too early,” said the manager of the Office Sta- 
tionery and Supply Company, Medford, Ore. “Although 
most schools open early in September, there are always 
scores of pupils who, for some reason or other, are 
unable to start at the beginning of the term. Then 
there are the rural schools, the majority of which open 
several weeks later than the city ones. For that reason 
we begin displaying school items late in August, ad- 
vertising them in the papers at the same time, and 
the window displays, as well as the special store lay- 
outs, are continued during the entire month of Sep- 
tember. In addition to school supplies for students we 
handle schoolroom decorations, including pictures, 
globes and maps. These are featured in the window. 
together with drawing materials and a full set of books 
and supplies for students in the bookkeeping classes.” 

















E. S. HOWARD 


WELCOME SIGN OUT— 
School children get a 
hearty welcome in this sec- 
tion at E. S. Howard Co. 


Your Customers of Tomorrow 





HAT THE SCHOOL CHILD, purchasing small 

necessities in school supplies in a stationery store 
is a potential “customer of tomorrow” is a truism 
which should be ingrained in the mind of every sta- 
tioner and merchant of such supplies. 

Children are sensitive creatures and when one re- 
ceives short or careless treatment or service in your 
establishment, it may have far-reaching effects. In- 
stances are not infrequent where a busy or careless 
clerk, or even the proprietor himself, has been short 
or brusque with a young visitor to the store and has 
earned the undying enmity of that child which has 
often endured far into adult life. In fact, it may never 
be completely forgotten. Children like to be treated 
as grownups and to have their stature and consequence 
as a customer fully recognized. 

It is surprising how “big oaks from little acorns 
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By E. S. HOWARD 


E. S. Howard Company, 
Oswego, N.Y. 


grow.” This growth can take many forms. The child 
coming into your store for a pencil or a notebook may 
have a spare time hobby which deals with items you 
sell, or he may have friends with such a hobby whom 
he will divert to your establishment. But most impor- 
tant of all is the implanting in the minds of your 
youthful customers the strong conviction that from 
you and your salespeople they will receive the courte- 
ous and considerate treatment to which they feel they 
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are entitled when they come into the store. Such im- 
pressions linger for years and our humble experience is 
that insistance on every child being accorded such 
preferred treatment when he or she visits you will pay 
dividends far in excess of the special care used in cul- 
tivating this embryonic office equipment and stationery 
buyer of future years. 

There are times when it surely seems that such a 
policy is time and effort wasted. There are also num- 
erous instances of ungrateful children who will pay 
you for your kindness and courtesy by making general 
nuisances of themselves and an occasional case where 
some misguided kid will steal a pencil or some small 


item from your stock. But, by and large, consideration 
will be repaid in kind. 5s 

We have, for years, invited school children to come 
into our store for advertising blotters and they céme in 
droves. These carry our imprint as well as an adver- 
tisement on some popular school item. Many of these 
youthful friends have become loyal adult customers 
and quite a few have risen to influential positions in 
industry where they are in position to influence plac- 
ing of orders in our line for sizeable amounts. 

Cultivate and make a friend of the most lowly and 
humble kid who comes into your store. He is truly 
“Your Customer of Tomorrow.” 


Who Sells Your High School Trade? 





ECAUSE IT HASN’T been so many years since they 

left high school themselves, a lot of young vet- 
erans Starting in the office supply and equipment field 
are going to give today’s high school students real 
service. And seeing them prosper on this trade, scores 
of older men will be saying, “I cannot understand how 
I overlooked such a fertile source of customers all 
these years.” 

Frankly, we don’t think the opportunity has been 
present “all these years,” although it has been around 
long enough to deserve more thought than it has 
received thus far. Several factors have contributed to 
the rapid development of such trade which, inciden- 
tally, has been absorbed to great extent by the syndi- 
cate and small variety stores. High school boys and 
girls have more chance to earn money for themselves. 
Allowances are more frequent and liberal these days. 
Schools encourage better “tools” for the classrooms, 
and industry works overtime to meet the demand. 
And the merchandising of suitable supplies has be- 
come a fine art, perhaps most notably in the way of 
counter and display cards. 

You don’t need to search for new groups of cus- 
tomers to boost volume in your office supply and equip- 
ment store. Just try getting them at an earlier age— 
preferably from the start of high school. If you do 
this job well, you won’t require the help of the “class 
prophet” to tell you where they will turn for the larger 
purchases when they go into business for themselves, 
or when their employers hand over the task of pur- 
chasing office supplies. 


There’s Profit on School Purchases 


How should the dealer know where his field properly 
begins? For the most part, he has little desire to 
bother with the small-volume and time-consuming 
trade of the grade school pupils. But he may go on 
making the mistake of thinking their purchases are 
unprofitable (or beneath his dignity) when they have 
grown to sizable proportions. This trade can be made 
decidedly worth while in itself. And it will be the best 
advertising you have done in your whole business 
Career when it comes to winning orders from the 
future leaders of your town. Or do you still believe 


By GEORGE M. DODSON 


you can treat those boys and girls indifferently, and 
then make everything right by buying a half-page 
advertisement in their high school year book? 

Set yourself a quota on high school trade. Decide 
to improve your sales to this group by 20 per cent 
over your estimates of what you have done in the past. 
With more stock to sell and heavy high school enroll- 
ments, this should not be difficult. Within three months 
you ought to be reaching for a higher goal. 

Spend some time studying their needs. Stock what 
they want and learn to sell in a manner appealing 
to them. A live-wire right from the high school can 
show you a lot about getting along with these young 
buyers—if you are willing to learn. 


Give High Schoolers Courteous Treatment 


Give the high school students the same courteous 
attention you will have to give them in a few years. 
There are dozens of stores only too eager to take their 
money and then hand them the “brush-off.” Even 
among the dealers who read this some will see only 
an opportunity for quick volume; we can tell them in 
advance that they will be disappointed. And down the 
street another office supply store will make a success 
of it just by being friendly and helpful to the high 


* school trade. 


All signs point to 1947 as a big year in this field. 
The years following may be expected to show further 
gains. Present outlets will be only too glad to expand 
sufficiently to handle the increased volume in those 
areas where office supply dealers stick to the old 
theory that their interest in young men and women 
does not start until their schooling ends. No one is 
coming to ask the dealers, “Please take on this extra 
business with its nice profits.” But the progressive 
ones, including numerous veterans entering this busi- 
ness, will go out to meet the high school trade more 
than half way. 





END OF SCHOOL EQUIPMENT AND SUPPLIES FEATURE 
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Dealers’ Angle on Writing 


Instruments 


(Address Before Meeting of National 
Stationers Association District No. 8, 


Kansas City, March 29) 





N THE MANY YEARS we have diagnosed pen 
troubles, we have found between 50 to 75 per cent 
of the pen ailments are due to the faulty care given 
the pens by the customers. However, the customer is 
not always to blame. It is partially the fault of the 
dealer, because he has not instructed his customers to 
give their pens proper care and attention which will 
help them, in many ways, to make their pen a perfect 
writing instrument. 

Our standard manufacturers have patented features 
on their products which eliminate the majority of pen 
headaches—for instance, double-action pressure bars, 
new capillary action feeds, solid inner caps, tubular 
points, shell-covered points and other worth-while im- 
provements. However, I must admonish you that all 
these features, if not correctly used, lose their value. 
In your sales talk take advantage of these features 
the maker’s research department has given you. 

Our three largest complaints are leaking, flooding 
and drying of the ink flow. Double-action pressure 
bars and the new vacuum filler units will eliminate 
flooding if filled as per instructions. Solid inner caps, 
capillary and expansion-type feeds will do away with 
leaking, if instructions are followed correctly. No ink 
flow is usually caused from old or thick ink. Letting 
the pen lie with the cap off, exposing the point to the 
air, will gradually dry out the ink and eventually clog 
the pen completely. Always remember the cap on your 
pen serves the same purpose as the ink battle cap; 
keep it on tight at all times when the pen is not in use. 

If we sell our customer correctly and explain to him 
the advantages of the fine writing instrument he has 
purchased, he will be an outside drummer for us 
among his friends, and I am sure he will sell pens for 
us while bragging on his own. 


Emphasize Proper Pen Care 


There are other points I could stress which would 
take a great deal of your time. However, I am not 
going into all of them at this particular time. Follow 
the instructions the pen manufacturers send you very 
closely, convey these instructions to your customers 
and, if it can be arranged, send your clerks or sales- 
people to the factory for expert instruction. 

In speaking to the stationers, I am happy to inform 
you that I have known for years that your stores are 
the type of outlets that keep the pen business at the 
high level it is today. We also maintain this high level 
in our own store. We have other outlets in Kansas City 
and in this immediate territory (for instance, some of 
our high-grade department stores and jewelry firms) 
which uphold the tradition of fine pens. 

During the years we have been in business, we have 
made it a point to stock standard brands only. We do 
this for several reasons. The companies manufactur- 
ing standard brands give us the finest merchandise 
available, merchandise we are proud to present to our 
customers, and which we know will render our cus- 
tomers the service of a preci§ion-made instrument.~I 
can assure you, in merchanéising the products of 
Sheaffer, Parker, Evershayp, Waterman and Ester- 


22 


- 


By GEORGE W. PLANET 


Beck-Planet Pen Shop, 
Kansas City, Mo. 


brook, that it tends to give our store a prestige we 
would not enjoy if we stocked cheaper no-name brand 
pens. These manufacturers make it possible for us to 
cash in on millions of dollars worth of advertising, 
and I am sure that in the long run we will be the ones 
to benefit from this. 


Don’t Make Fountain Pens a Football | 


In the late twenties and throughout the thirties we 
had one of our most critical periods in the fountain 
pen business. We were all caught on the edge of a 
whirlpool and, as we were gradually pulled down into 
its depths, we lost the value of the pen business, and 
we also lost the profit that was involved. I am speak- 
ing roughly of price-cutting. Just who starts this 
malicious type of selling no one seems to know. It 
began with a five per cent discount, then ten per cent, 
15 per cent and gradually fell into the 40 per cent 
bracket. In doing this, we moved the pen department 
to the nil side of our profit sheet. At the present time, 
according to statistics, the people and industry of the 
United States have more money in banks and bonds 
than ever before in our history, so I see no reason why 
we should start this evil again. Let us maintain the 
prices that are sent to us by the manufacturers. If 
you have valued customers who desire to buy in quan- 
tity, give them the specified prices that the factories 
recommend for quantity purchases. Let’s not give away 
our own discounts. Why not let our personality and 
sales ability sell merchandise instead of giving it away? 
The more we cut prices on merchandise, the greater 
the prestige loss of the article we sell. I can readily 
assure you, if purchasing agents can go out and buy 
fountain pens or sets at any price they choose to pay, 
the value of the article is lost. Let us keep the pen set 
a hard-to-get-at-a-price item. 

The Ball-Point Problem 

Now! the ball-point pen! We know it is in its in- 
fancy and in time our standard manufacturers will 
give us a ball-point we will be proud to present to the 
public. When a customer enters your store and asks — 
for a fountain pen, sell him a fountain pen! Don’t 
start giving him a sales talk on the ball-point pen. 
In time he will make you a double customer, as 75 
per cent of the ball points purchased are bought 
through curiosity. It is an additional article in the 
pocket. If you have at present (and I know you have) 
customers who are dissatisfied with their ball-points, 
exchange them for conventional type pens. If they 
ure rmet-satigfied with this procedure, refund their 
money—anythiniwta keep a good customer happy. It 
will pay dividends in thw{uture. Bundle up these ball- 

~~ 
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points, return them to the factory for reconditioning, 
and on their return put them in the case for resale. 
If your stock becomes a little heavy after these ex- 
changes, cut down on your future orders so you can 
equalize your inventory. 

I have never considered the stationers as being com- 
petitors of ours. I say that your competitors and our 
competitors today are the jewelry stores, the luggage 
stores and the firms that have various classes of 


articles which are intended as gifts. If a person can 
buy a $25 watch to be given to someone, I am sure 
that if we advertise our product in the right manner 
we can get this $25 into our store. I suggest that in 
your advertising you make fountain pens known to 
the public as gift items. We all know that approxi- 
mately 50 per cent of the pens purchased today are 
for gifts—so let us stress and emphasize the pen as a 
gift article in our future advertising. 


Father Comes Into His Own on Third 


Sunday in June 


Ideal Gifts in Stationers’ Stocks 





OR FATHER’S DAY (June 15th), The Broadway, 

Los Angeles, came out with a page ad headed “Make 
It Fun For Dad!” and went on to say, “All the rest of 
the year father takes the brunt of things, pays the bills. 
Now comes HIS day—the third Sunday in June. One 
day out of all the year. Not much, is it? So let’s make 
it tops. Find out what he really wants. Try to get it 
for him. We interviewed a few dads on the side, and 
this is the result:” The balance of the ad was taken 
up with illustrating, describing and pricing some of 
the things Dad would like, chief among which was a 
comfortable office chair, chair pad, ash tray stand, 
desk, desk fittings, desk lamp, desk clock, home bar. 
A window showed a modern office, with Dad sitting at 





«BUY WAR BONOS« 





MILITARY LEATHERS 


toilet sets $7.50 to $40 
- + «+ leather pouch bags 
$3.95... address books 
$1 to $6... billfelds... 
pocket cases and other 
necessary requirements. 
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BUFFUM'S AT LONG BEACH, CALIF. 








his desk, contemplating a clock and lamp that he had 
received. There was a set of files, a small safe and a 
hat tree, each of which bore cards of greeting. On 
the wall was a poster showing Dad with a crown on 
his head, with the caption, “King for a Day.” Another 
office was arranged in the midst of the furniture de- 
partment, a square being roped off to form it. All the 
major furnishings bore cards “To Dad on His Day, 
from Beth,” “To Pop from the Kids,” and so on. In 
front of the store entrance, at night, there was placed 
a panel with the Father’s Day poster, an office chair, 
ash stand, and several chair pads. A card said, “Give 
Dad Comfort on June 15th.” A spotlight was focused 
on the panel and chair, the light remaining after all 
other illumination was extinguished. 


In a modernistic setting, with a pillar simulating a 
set of files, Buffums, Long Beach, Calif., called atten- 
tion to gifts for Dad. A card on the wall said “Father’s 
Day,” and at the bottom, “Give Dad Something Useful.” 
Envelopes, letterheads, and fountain pens were shown 
in fixtures and on the floor, and the central fixture was 
topped with a globe. Plaid drapes lent color to the dis- 
play, and a card suggested “For Father’s Day, June 
15th—Stationery Gifts He Will Enjoy.” 

For Father’s Day, Schwabacher-Frey, office outfitters, 
Los Angeles, ran a series of six-inch, double-column 
ads. Each showed at the top a quartette of laughing 
fathers, and was headed “Gifts for Father’s Day.” Each 
called attention to a single line, with cuts of the 
article suggested. A window, with a Father’s Day 
poster, featured pens and pencils, calendars, desk 
clocks, desk lamps, and several framed pictures—WBS. 
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VETERANS PREDOMINATE—There was a definite World War II veterans’ (indicated by *) complexion at 

this banquet of employees of Hillhouse Office Supply Co., San Francisco, Calif. (Left to right), standing— 

W. Draxton*, B. J. Williams*, L. D. Austin, W. J. Hodgdon*, R. F. Sherer*, B. J. Silva*; seated—K. R. Becker*, 
F. A. Allardyce, W. J. Buckhaus, A. J. Buckhaus*, W. C. Hillhouse, and D. P. Kerr, Jr.* 





Veterans’ Training Program for 


Office Supply Salesmen 





Note.—Considerable discussion of the general opera- 
tion of the Veterans’ Training Program, particularly in 
the office machine field, has been in evidence in past 
issues Of OFFICE APPLIANCES, Dut relatively little has 
been said of the actual training procedure and salary 
scales recommended for salesmen-trainees in the office 
supply field. Following is the concrete, step-by-step 
program adopted by the Hillhouse Office Supply Com- 
pany, 770 Mission St., San Francisco 3, Calif., in train- 
ing its veterans as outside office supply salesmen. 


HE DURATION of the training program is two 
years, divided into eight periods. Salary schedule 
paid by Hillhouse during the program is as follows: 
Ist period—$1l0amonth 5th period—$150a month 
2nd period— 120amonth 6th period— 160a month 
3rd period— 130amonth 7th period— 170amonth 
4th period— 140amonth 8th period— 180a month 
The first year’s training is divided into four quarters, 
with specific responsibilities assigned to the trainee, 
as follows: 

First Period: “Stock Clerk, Jr.” Work is in the stock 
room, shipping and receiving under close super- 
vision of experienced stock clerks; also a small 
amount of delivery work, making pick-ups and 
taking mail to the post office. In this period the 
work is usually of a detailed nature, and is laid 
out so that a minimum of initiative is required. 

Second Period: As “Receiving Clerk,” the individual 
assumes personal responsibility for all incoming 
goods, checking its quantity, quality, and condition 
against purchase order requirements. 

Third Period: “Stock Control Clerk.” To the training 
of the previous six months is added the work of 
filling orders, not only from current stock in the 
storeroom but also from incoming merchandise 
for which back orders are on file. 

Fourth Period: As “Shipping Clerk,” the trainee is 
expected to be capable of filling all orders written, 
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By W. S. HILLHOUSE 


Hillhouse Office Supply Company, 
San Francisco, Calif. 


using approved methods of packing, and shipping 
via the cheapest and fastest method available. 

After completion of training of the fourth quarter, 
the trainee will attend the Benjamin Jordan School 
of Salesmanship at Government expense, as provided 
in the G.I. eligibility credits, U. S. Government G.I. 
Bill of Rights. 

The second year’s training may be considered the 
final preparation of the trainee to represent the com- 
pany as sales representative, and is divided into the 
following four periods: 

Fifth Period: “Order Clerk.” The taking and filling 
of orders from customers and other stationers is 
the major function of the trainee in this period. 
Here the individual meets the public and must 
learn the technique of dealing with customers. 

Sixth Period: As “Procurement Clerk,” the trainee 
continues his duties of taking orders, with the 
additional responsibility of procuring items not 
carried in stock and, if necessary, to work on the 
outside to the extent required to fill the order. 

Seventh Period: As “Pricing Clerk,’ new responsi- 
bilities include that of quoting prices and of re- 
checking filled orders in preparation for invoicing. 

Eighth Period: In the final period, the trainee is 
called upon to be “Specialized Sales Clerk,” part- 
time, in territories not covered by regular sales- 
men or for items of which a limited knowledge is 
sufficient. The salary of the trainee is guaranteed, 
and the time spent in this phase will accustom 
him to making calls and contacting the public. 


At the completion of training as outlined, the 
(Turn to page 26, please) 
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Quarter-Century Firm Capitalizes on 


Direct Mail 


, 


By WALTER RUDOLPH 





66 E BELIEVE IN FIRM-TO-FIRM solicitation in 
our sales efforts, as many office appliance 
dealers do, but our most remarkable success, it seems, 
has come about through the comparatively inexpensive 
use of direct mail advertising. This year marks our 
twenty-fifth anniversary in the office appliance field, 
and for the last 15 years, at least, we’ve used this mer- 
chandising method to advantage. Our 1946 gross was 
about four times what we realized in early years.” 

The speaker is Elmer Kral, manager of the Buckeye 
Office Supply Company, 1351 Ontario St., Cleveland, 
Ohio. He is also treasurer of the firm, which is headed 
by his father, Joseph S. Kral, president, and whose 
management includes Lawrence Kral, another son, as 
secretary. 

About every 60 days, Buckeye Office Supply mails 
out 1,600 or more circular-type pieces of mail to lead- 
ing business establishments of northeastern Ohio. The 
printing of these pieces is let to a local firm. The 
wording of the circulars comes out of discussions be- 
tween management personnel, and generally concerns 
itself with hard-to-get items, specials of the moment, 
or “hot” sales items—articles that can be moved at a 
good profit, if disposed of immediately. 


Return-order Card Included 


These direct mail pieces are in three folds and con- 
tain a return-order card. Upon receipt of the ma- 
terial from the printers, mailing is attended to at the 
Kral home, using a permanent plate address system. 
Cost of this operation runs about $80 per mailing, and 
is well worth the expenditure, it was reported. 

“We’ve also found it extremely worthwhile to couple 
our sales talks in our direct mail advertising with 
merchandise that is nationally-advertised,’ com- 
mented Elmer Kral. “In this way, we are capitalizing 
upon trade names that are well known in thousands 
of offices, as they should be. Part of our work is al- 
ready done for us, you see.” 

Office supplies that have sold particularly well fol- 
lowing the barrage of direct mail pieces have been 
lamps, sundry supplies for typists, card files and 
specialties in paper. This firm handles no large of- 
fice appliances, such as safes, desks and chairs. 

The size of the Buckeye Office Supply’s sales room 
is misleading as to its place in the trade. The 18x50- 
foot first floor area is about one-seventh as large as 
the basement stock room. In the latter space, tower- 
ing wall shelves and centralized tables carry a tre- 
mendous load of office supplies of every description. 
One section of the basement is given over to wrapping 
tables and shipping details. Well over 50 per cent of 
this firm’s business is transacted by mail and tele- 
phone, and is relegated by the main office to the stock 
room. 

Although located an appreciable distance from the 
main-stem retailing district of up-town Cleveland, 
the Buckeye Office Supply Company has been able to 
pull a lot of traffic into the store, and over-the- 
counter sales constitute a substantial part of the daily 
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WHERE DIRECT MAIL PAYS—Buckeye Office Supply Co., 
Cleveland, Ohio, a firm that uses many pieces of circular- 
type mail in building business. 


routine. This fact is attributable to two merchandis- 
ing practices which are expertly handled. Window dis- 
play space, 18 feet on the front and 50 feet along 
one side of the store, is profusely filled with eye-catch- 
ing displays that draw passersby into the store, and 
sales clerks are well trained in handling transients 
in such a manner that they are in-and-out of the 
store quickly, but leave with the feeling that they 
were well treated. 


Competent Sales Personnel Aids 


“We set out to pull this transient trade, and ended 
up by being surprised at the result,” said Elmer Kral. 
“In the first place, competent sales personnel means 
a lot. We try to keep our employees for years, and 
train them in courteous relationships with customers.” 

This is borne out by the conversation, or sales tech- 
nique, displayed by Buckeye Office Supply salesmen. 
There is no “rush-rush” displayed here, to the point 
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MANAGER AT WORK—Elmer Kral, manager of Buckeye 
Office Supply Co. notes down an idea in his store. 


that antagonizes customers. Customers get the feel- 
ing, it seems, that they are welcome regardless of the 
size of their purchases. 

For instance, you'll find phrases or sentences like 
the following sprinkled throughout a clerk’s conversa- 
tion: “Yes, sir—may I help you, please?” “How many 
please, sir?” “I’m sorry, mam, that we are not able 
to help you right now. Will you try us later?” “If you 
have a moment, sir, I’ll check the stock room on that 
item.” 

It was noted by the writer that customers liked their 
treatment so well in this store, that many waited 
patiently although a clerk couldn’t satisfy their needs 
for five to ten minutes. 

When customers don’t mind waiting, another factor 
comes into play in this firm’s successful point-of-sale 
merchandising. Merchandise is displayed en masse 
in the comparative narrow width of the store, and 
suggests itself and helps enlarge the gross in many 
sales. Also, some items such as napkins, match folders 
and Graffco Nu-viz signals, which can be displayed 
on cards that hang somewhere in the store, are so 
hung on wire extending just over counters between 
three-inch steel balcony posts. 

Glass showcases set off gleaming drafting instru- 
ments, neat bottles of Quink and leather items. Wrap- 
ping counters are available to the rear of the store 
and left of the entrance. The latter space is afforded 
on top of a special display case which features 
Sheaffer and Parker pen and pencils sets as well as 
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individual pens and pencils. A sturdy canopy over 
this counter is used to display desk lamps and other 
small pieces of office furniture. Just to the right of 
the counter sits a special vertical holder for desk 
blotters with their prices from $1.50 to $2.50 marked 
plainly upon them. 

The outside eye-appeal of the store was appropri- 
ately evident on the day the writer visited it. Looking 
for early-in-the-year sales, huge paper banners on 
all the show windows shouted this message: 

“Your office needs for 1947 are here. Steel card 
drawers, letter files, visible equipment, ring binders, 
and so forth.” Then the interiors of the windows 
were profusely covered with mass displays of office 
supplies of many kinds, all labeled as to price. Sheets 
of different kinds of business papers were pasted on 
the inside of window glass, inviting inspection and 
giving prices, too. 

Among the lines which have sold well at Buckeye 
Office Supply are Boorum & Pease, Wilson-Jones, Asco 
Steelmaster systems, Weis filing supplies, Dehler’s cash 
and bond boxes, Dazor floating lamps, Shaw’s blank 
books and Dennison supplies. 

eI 
VETERANS’ TRAINING PROGRAM FOR 
OFFICE SUPPLY SALESMEN 
(Continued from page 24) 


trainee will be assigned a territory with accounts on 
which to call, and will receive salary based on a 
straight commission policy equal to all other salesmen. 
$200 a month will be guaranteed until such time as 
the commissions earned exceed this amount. 


Finished Trainee Must Know Field 


As “salesman trainee,” the veteran must absorb the 
“feel” of a highly competitive business. For the most 
part, the young veteran has had no previous business 
experience and usually little or no training for the job, 
Therefore it is to the advantage of the trainee to be- 
come closely associated with the products he intends 
to sell 

The best method to obtain that close contact is 
actually to handle the items from the time they enter 
the receiving department, through the stockroom, 
and out the shipping department. This necessitates a 
minimum of three months’ training in each phase of 
the job for a one-year period. 

After that time, to the experience of the trainee is 
added the procuring and pricing of the items offered 
the consumer. The second year of training also is 
supervised closely by the directing management, and 
an effort is made to instill a feeling of proprietary 
interest in the job. 

When the second phase of training is completed, the 
trainee will have the knowledge and experience neces- 
sary accurately to satisfy the requirements of the 
customer. 

The training program as set forth herein is con- 
sidered the minimum requirement for the training of 
salesmen in the maximum time. If the trainee shows 
aptitude and displays sufficient ability, he may be 
promoted at a greater rate at the discretion of the 
management. 

We have enjoyed spendid co-operation from M. P. 
Cheetham, the training officer of our local Veterans’ 
Administration office, and find that working closely 
with the training officer is important in expediting 
subsistence payments and working out any problem 
which may arise between the trainee and the train- 
ing officer or the Administration. 
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Fffective Sales Training Through 7 


Eye and kar 


By LYNE S. METCALFE 





ORE SO THAN IN MOST retail lines, the trade of 

the stationer depends upon proper treatment of 
the public over a long period of time, and the creation 
of an established goodwill and a large portion of the 
stationery business is one that calls not only for cour- 
teous treatment but also for helpfulness. For these 
reasons, sales personnel employed by the stationer to- 
day must not only have merchandise knowledge that 
is up-to-date but must also be well grounded in cour- 
teous treatment. 

It is well known how far short most stationers fell 
of the mark during the period of wartime shortages 
when it was necessary to hire and retain inexperienced 
helpers, those of the transient type who gave cus- 
tomers some pretty rough shoving around. 

It cannot be denied that the stationer is confronted 
(or soon will be) with a new kind of market—a “buy- 
ers’ market,” in which highly competitive selling will 
be required as it seldom has before. The store with 
the best trained and most helpful sales personnel 
will win the lion’s share of the local stationery busi- 
ness. The question is then: what shall the stationer 
do to bring his sales personnel in line with the new 
requirements? 


Careful Screening Necessary 


In the first place, it will be necessary to screen new 
additions carefully as to competency, character and 
personality, but likewise to set up some kind of a 
systematic personnel training program. This program 
will have two objectives—first, to get the personnel 
informed as to merchandise to be sold and store poli- 
cies; second, to inculcate courtesy, helpfulness and sin- 
cerity in all customer store contacts. 

To this end, Jam Handy has just made available to 
the trade a series of five sound slidefilms, “Behind 
the Counter,” designed to provide the dealer large and 
small with an approved series of a 100 or more typical 
every-day store situations visualized on wall or screen 
and with oral “patterns” on accompanying disc 
records. In other words, the illuminated pictures sug- 
gest what to DO in a given store situation while the 
voices and commentary on the record suggests what 
to SAY and how to say it. 


Material For One Hour 


Each film with record provides material for an hour’s 
program, as follows: 

—1. Friendliness. 

—2. Attentiveness. 

—3. Helpfulness. 


—4. Sincerity. 

—5. Enthusiasm. 

Films of this type have long ago proved their ability 
to greatly reduce the time otherwise required for a 
student to finish a course. There are, however, other 
techniques in retail training—such as talks, enact- 
ments of sales situations by personnel, study of text, 
and so forth. But the audio-visual element, used 
widely during the war in the armed forces and in 
wartime industry, has proved to be a powerful adjunct 
to other systems. 

In planning and preparing this series, staffs of large 
eastern stores were consulted and contributed sug- 
gestions, techniques and ideas. The retail school of 
a large university also aided. Records and films can 
either be tied in with any other training technique 
the stationer may have in use, or will help provide 
the material for such a program. 


Suggested Training Program 


Audio-visual meetings of this type follow along these 
lines: 

—1. Introduction of the topic by the retailer or man- 

ager. 

—2. Projection of the film with record, without pause. 

—3.General discussion of what has been seen and 
heard. 

—4. Showing of the film only the second time with 
elaboration of selected points through discus- 
sion and explanation. 

—5. Question and answer period. 

—6§.Summation by the leader. 

—T. Quiz period. 

Of course; the stationer will, from time to time, find 
it necessary to add new sales personnel and the pos- 
session of this series of films makes basic conduct 
training much easier. Then, too, the films and records 
may be projected and heard as refresher material 
among the older sales personnel, when they may tend 
to lax in conduct and store habits and practices. 

American business, in fact, is well aware. that the 
ground lost in store courtesy during the war and due 
to wartime trials and tribulations can be regained 
once merchandise is normal in supply by systematic 
drilling of those who must contact and serve the 
public. 

It will be one of the supreme tests of the retail sta- 
tionery business at a time when, with ample goods 
in every store, the customer may make his choice 
which he will, all alse being equal, do on the basis of 
the treatment accorded him or her. 


CONCERNING DEATH AND TAXES 
By D. Mead 
ENT out to the airport the other day. One of the big airline fliers told 
me that flying is as safe as sleeping in a bed. We all know just the same 


that more people die in bed than anywhere else. 
And speaking of death, wasn’t it Benjamin Franklin who wrote that “only 


two things in this life are certain . 


. . death and taxes.” What we taxpayers 


resent, however, is that they don’t come in that order. Another difference 
between death and taxes is that death is frequently painless. 
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“We Engineer Our Office Furniture— 
Not Sell [t’’ 


By W. H. MORRISON 





E APPROACH the office furniture business from 

an engineering viewpoint and not from a selling 
angle,” says Russell N. Lewis, Sr., of The Lewis Busi- 
ness Furniture Company, 1214-18 Madison Ave., Toledo, 
Ohio. “In other words, we do not go out to try to sell 
a desk, some files or other pieces of office furniture, 
but we engineer the job and Sell a packaged propo- 
sition. From my way of thinking it is the only way 
to handle the office furniture business because it en- 
ables the firm to do a better business, make more 
money and at the same: time give to the client con- 
siderably more real satisfaction.” 

That, in brief, is the business philosophy of this firm, 
an organization that has made an outstanding success 
of selling office furniture. It is service plus—done up 
in the most modern of modern packages. While other 
concerns have done something along the same line, it 
is doubtful whether there are many in the office supply 
field who have gone quite all out for the packaged job 
as has the Lewis firm, owned and managed by the 
Russell N. Lewis’s, father and son. 

In selling what is termed a packaged job, the Lewis 
firm likes to start from scratch, which means that, 
whenever possible, they like to work with the architect. 
The Lewis firm does not claim to be architects, so 
there is no conflict between them and the architects. 
When a new building is being laid out which will, 
when completed, be occupied by clients of the Lewis 
firm, Mr. Lewis is very often called in either by the 
future tenant of the building or by the architect. 
This is done before partitions are laid out, doors 
planned, and other details of layout given final ap- 
proval. 

Office Efficiency Basis of Planning 

This enables Mr. Lewis to study the business that 
will move into the premises, consider the kind of busi- 
ness and the functions that each office and each 
employee will render and, as a result of such study, 
lay out the office on a scientific basis. In making such 
a study, Mr. Lewis has a single purpose in mind— 
getting the maximum of work with the minimum of 
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Outline of Methods Used by 
Lewis Business Furniture 
Company, Toledo, Ohio 


effort from each employee, fitting each into a well- 
knitted whole with his work taking its natural place 
in the flow of work done in the entire office. 

After a study of the office as a whole, and of the 
several individual desks and files that go to make up 
that office, has been completed and a layout plan per- 
fected, Mr. Lewis then turns his attention to ceilings, 
walls, floors, colors and color schemes, lighting and 
light outlets. Walls, ceilings and floor coverings are 
studied again with the single idea of making as nearly 
perfect as possible the working conditions under which 
each employee will work. Here it is a case of con- 
sidering materials, coverings, colors and color combi- 
nations. 

With that out of the way, the question of lighting, 
lighting fixtures and current outlets is considered. If 
lighting equipment has already been installed, light 
measurements are taken to determine the strength of 
the light at the various points where people will be 
working in the office. 

The result of these several studies is a carefully and 
scientifically drawn floor plan of the office or offices, 
with all equipment drawn to scale and located in its 
proper place. The floor covering is also indicated, both 
as. to kind and color. The same is done with ceiling 
and walls. The exact locations where current outlets 
should be installed are indicated on this floor plan, as 
is the kind and size of lighting equipment that should 
be installed. 

By working with architects of new buildings and 
with architects who are overseeing the renovation of 
old buildings, Mr. Lewis is able to save them many 


1947 


OFFICE APPLIANCES, May, 





-_ 





SON 


vell- 
lace 


the 
e up 
per- 
ings, 
and 

are 
arly 
hich 
con- 
nbi- 


‘ing, 
ae 
ight 
h of 
l be 


and 
ices, 
1 its 
o0th 
ling 
blets 
1, as 
ould 


and 
1 of 
any 


947 


mistakes that might otherwise be made because of 
lack of knowledge of the particular business to move 
into such premises. In the case of a large office space 
which is to be divided into smaller offices, Mr. Lewis 
indicates on the scale floor plan drawing that he 
makes just where all partitions and doors should be 
placed. In short, the partitions are laid out around 
the furniture instead of trying to fit the furniture 
around the space. And the same is true of doors. By 
working with the architect before partitions have been 
laid out or put in, it is possible to build a custom- 
made office that is scientifically perfect. 


In the case of office space in buildings or business 
locations that are already built, Mr. Lewis follows the 
same procedure. With the measurements of the space 
in hand and with a knowledge of the business that 
will occupy that space, Mr. Lewis goes through the 
same study procedure. In such cases he completely 
disregards the partitions and doors wherever possible 
and lays out the perfect office. Then he begins to see 
if partitions and doors must be changed. Again the 
result is a scientifically perfect office, where work 
flows in much the same manner as it does through a 
factory, without backtracking or lost motion. 


The Lewis firm employs the services of a design 
expert who acts as consulting designer for the firm. 
Whenever a problem in design enters into the picture, 
this consulting designer is called in and asked for his 
expert opinion. The Lewis firm does not handle light- 
ing fixtures, but does business with the largest firms 
in the Toledo area who specialize in lighting. These 
firms are called in for technical help in lighting. The 
same follows with floor coverings, wall and ceiling 
finishes, colors and color schemes, and other details 
that are not personally attended to by Mr. Lewis and 
members of his firm. As for the office furniture itself, 
Mr. Lewis, because of his long years of experience and 
study of office layout technique, is able to advise ex- 
actly the best piece of office furniture for any given 
office and business. Thus from every angle this engi- 


A PACKAGE JOB—This 
fully-equipped directors’ or 
conference room is typical 
of the packaged proposi- 
tion offered by the Lewis 
Business Furniture Co., To- 


ledo, Ohio. 
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neering of an office is an expert job from beginning to 
end. : 

This firm does, however, operate its own cabinet shop 
that not only is equipped to renovate office furniture 
but also to build new furniture to exact order. This 
cabinet shop builds special office furniture where there 
is none available on the market that exactly fits the 
specific need of the office being engineered. Specially 
designed curved desks to fit special needs or special 
spots in an office are often built in this cabinet shop, 
made to fit in with the other furniture in the office 
if the other furniture is to be retained in use. This 
shop does refinishing, reupholstering and remodeling 
of furniture already in use in offices, and so renders 
a real service to office owners who do not wish to go 
to the expense of completely refurnishing the office. 
In this connection it is interesting to note that the 
cabinet shop has been able to build up a good business 
for the Lewis firm because business firms who have 
their office furniture reconditioned can charge the cost 
to operating expenses, whereas if new furniture were 
to be purchased it would have to be charged to capital 
investment. In these days of high taxes this item is 
of great importance to many a business firm. 


In cases where the engineered job calls for new 
furniture, the Lewis firm either sells standard factory- 
made furniture or, when such items are not available, 
the cabinet shop builds them to specifications worked 
out by Mr. Lewis. The shop is laid out to carry 
an office furniture building job completely through 
from the lumber to the upholstery and finishing, turn- 
ing out a piece of office furniture that ranks with that 
made in the best factories of the country. 


This engineering idea applied to office furniture 
works in two ways. In some instances, Mr. Lewis will 
engineer an office and charge so much for the finished 
drawing of the office scientifically laid out. In other 
instances, where the customer definitely wants the job 
done and has either had similar jobs done by the 
Lewis firm or knows of the reputation of the firm, Mr. 
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Lewis will engineer the job and make a flat price that 
will cover the engineering of the job and the job itself 
completely done, including floor coverings, wall and 
ceiling finishes, lighting, furniture, and so on. 


How Engineering Job Leads to Business 

In the case of the job that is engineered for a fixed 
price for the finished drawing, Mr. Lewis is generally 
able to show the office owner that paying for the engi- 
neering job and having the Lewis firm do the com- 
pleted job will result in more than enough savings to 
make the engineering job cost nothing. Because of the 
volume of work that Mr. Lewis is abie to throw to 
other firms for such things as floor covering jobs, ceil- 
ing and wall refinishing, lighting fixture installations, 
the Lewis firm is able to get lower prices than the 
office owner could get, with resultant savings that 
more than balance the cost of engineering the job. 

This engineering idea has another definite advan- 
tage for the Lewis firm. There are office owners who 
wouldn’t listen to a salesman coming in to sell some 
office furniture. In some instances the owner has a 
friend who is in the office supply business and from 
whom he wishes to buy. In other instances there are 
other reasons why a salesman isn’t made very wel- 
come. But Mr. Lewis can go into such offices, talk 
with the owner and ask permission to make a study 
of the office and engineer a scientifically correct lay- 
out. In many instances the office owner will grant 
permission for Mr. Lewis to make such a Study, pro- 
vided it costs nothing. Frequently Mr. Lewis does just 
that because it is the only way that a potential pros- 
pect can be interested. Often, after the office has been 
engineered and the layout drawn, the office owner will 
become so interested in the new layout that a bid 





DIRECTORS APPROVE—Solid comfort. massiveness in 

efficiency are carried out by Lewis Business Furniture Co.., 

in designing and equipping this special room for directors 
of an organization. 
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APPOINTMENTS BY LEWIS—This office is completely 
fashioned by Lewis Business Furniture Co., with luxurious 
appointments for both comfort and business efficiency. 


will be asked for doing the job. Because of Mr. Lewis’ 
connection with firms who do the specialized parts of 
such jobs, Mr. Lewis is able to quote a price on the 
whole job that the office owner cannot duplicate, with 
the result that the job goes to the Lewis firm. The 
Lewis firm is continually getting jobs because the 
firm first engineered the job on a speculation, jobs 
that couldn’t be had by straight selling, even if the 
selling was done on an engineering basis. 

The Lewis firm covers a radius of 150 miles from 
Toledo in every direction. In addition to this area the 
firm has also done many jobs in such cities as Los 
Angeles, Calif., New York City, and Chicago, to men- 
tion only a few. These jobs were done for firms that 
have their principal office in Toledo. These firms have 
had office jobs engineered by the Lewis firm and the 
complete satisfaction received in such jobs at the 
home office has given them confidence enough to have 
branch offices engineered by the same Lewis firm. 
This in itself is positive proof that the Lewis brand 
of engineered office jobs is worth while to the cus- 
tomer, because these large firms do not let additional 
contracts for work to be done in far removed and 
larger cities without first investigating the facilities 
that are available in these larger cities. 

The engineering of offices and office furniture would 
seem to be the answer to office furniture merchandis- 
ing problems that are bound to make their appearance 
in this post-war world just as soon as supply gets more 
plentiful and the expected competition puts in an 
appearance. There seems to be a pretty well under- 
stood idea that sooner or later the office furniture 
trade will have to do some real selling. Engineering 
the job will beat the situation regardless of how tough 
it may be then. 
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Diet Now or Starve Later 3 





(Note: In the appended article, Mr. Turman is not 
expressing ideas that are exclusively his. As a keen 
and alert businessman, he perceived a situation in 
reference to prices that he felt to be a matter of con- 
cern for everyone in the office furniture industry. 
Before putting his thoughts into written words, he 
conferred with representative people in all branches 
of the office furniture industry. His thoughts deserve 
careful, impartial consideration. 

It should be pointed out that increased labor and 
material costs are factors contributing to the raise in 
prices at the manufacturer level. Reductions in the 
costs of sheet steel and cabinet woods are needed in 
order to permit substantial lowering of producer prices.) 


OMMERCIALLY, we have all been going through a 

period of lush living. We called it easy living. 
Orders came by the pile—came easy. Customers begged 
for goods. We couldn’t make enough. We couldn't 
ship enough. Price was no object. We paid any price 
and charged any price. 

Decontrol put the public on its guard, and of recent 
weeks people have been much more careful and re- 
sistant to advancing prices. Manufacturers, jobbers 
and retailers, on the other hand, have been a bit too 
active with mark-ups, and there has been much said 
about the great number of advances during the last 
five months. 

Came the Ides of March. A wind started blowing. 
Weak spots appeared in some types of merchandise. 
Upholstery slackened first. The consumer, Mr. Public, 
became money-conscious. He looked and most of the 
time didn’t buy. Now many have stopped looking. 

Cancellations began to appear in greater number. 
Mr. Public appeared a little hesitant. He began to 
think twice; count his money; turn a little conserva- 
tive. 

The press began to use the term “buyers’ strike”... 
Business advisers talked of ‘buyers’ resistance”... . 
The President of the United States asked manufac- 
turers to scale their prices downward, or else... . Wall 
Street took a dive. ... The largest department store 
in New York took page ads, saying that prices would 
have to come down... . The largest manufacturer of 
automobiles reduced his prices slightly. . . . The 
largest harvester manufacturers cut their prices even 
more. 

Yet in the face of all this. certain manufacturers 
and retailers of office furniture continued to increase 
their prices. 


Resistance of Buyers Strengthening 


Now the buyers’ strike or resistance is growing, and 
it becomes necessary for all of us to pause, appraise 
the situation and do something about it. The manu- 
facturer, the jobber and the retailer alike have to do 
some clear thinking and make some definite decisions. 
We have to choose between a diet of SELF CONTROL 
now or HUNGER later. 

It doesn’t help to get hysterical, and it doesn’t 
help to sit back and hope for the best. 

What should the manufacturer, wholesaler and re- 
tailer of office furniture do to steady the conditions 
of our industry? 

First, let’s understand what makes everybody happy. 
As I see it, whether you are in the business, wholesale 
or retail, if you could keep your organization busy, 
active and together, that would go a long way towards 
making you happy. I believe that all of us would be 
Satisfied with less profit during the next couple of 
years if we could carry on our businesses so wisely and 
SO well that there would be no increase in unemploy- 
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By MOE TURMAN 


Metwood Office Equipment 
Corp., New York, N. Y. 


ment. And I am sufficiently optimistic about the in- 
genuity of American businessmen to feel that we can 
conquer the problems ahead of us, provided we exer- 
cise some control and subordinate immediate quick 
profits to intelligent, long-range planning. 


Businessman’s Duty 


The duty of each man who operates a factory or a 
store is to view his product or his merchandise with 
an eye towards giving the most for the money... to 
view his profit with an eye towards making it cover 
his overhead and a REASONABLE margin of profit. 

We must go on a diet for the next couple of years, 
reducing the sugar and the fat content. 

The equivalent of the sugar and the fat content in 
business is greed and opportunism, and they have 
caused much of the inflation now existing in prices. 

Just as the human system gets along better on 
such a diet, so will the business world thrive, once 
it resorts to hard and intelligent work, careful con- 
sideration for the consumer public, and an awareness 
of the realities that face America and its people. 

Prices start with the manufacturer, and the manu- 
facturer in setting his prices must take into account 
what the eventual consumer will have to pay for it. 
If the retail selling price appears too high (as most of 
them do today) he and the dealer both must then 
sharpen their wits and their pencils and refigure 
their costs, bringing them down to the lowest possible 
level commensurate with their staying in business and 
still making it possible for the consumer to buy the 
goods. 

If an item cannot be produced at a price that the 
public will pay, it should be thrown out of the line. 
Only large volume selling, keeping employment at a 
high level and satisfying the purchasing power of 
the American public can keep the factories of America 
going. 

Room for Improvement Large 


Much waste and inefficiency have crept into all 
business, and much economy can be effected by all of 
us by guiding our organizations into constructive and 
intelligent channels wherein our energies can bring 
more production and more sales. 

Many of us have become obese and lazy in the last 
few years. We have been living in a lush era of easy 
money. 

Salesmen have sat at their desks turning down or- 
ders which they couldn’t take. Their legs are a little 
numb. They’ll have to begin to exercise them again. 
They have indulged in negative language. “We can’t 
do it! We can’t deliver! We can’t ship!” They’ll have 
to change their tones. Production men have followed 
the path of least resistance, and costs have been 
ignored. 

A little carelessness crept into our attitude toward 
the customer. He didn’t seem so important. We be- 
came somewhat dictatorial in our attitude toward 
him. We will have to become a lot more aware of him, 
a lot more considerate. We will have to cater to him 
again. 

The word “service” has become somewhat obsolete. 
We will have to make it important again. We will 
have to give more service in every way. 
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We have become used to reckless living. We did 
many things without counting expenditures and tak- 
ing results for granted. We will have to begin to 
count what we spend and get the most for our money. 

Those of us who do these things will survive and 
grow and prosper. Those of us who indulge in GREED 
AND OPPORTUNISM will pay the price. 


Restraint Now Will Pay Dividends Later 


If we exercise control now, we will strengthen our 
business bodies and our minds and bring vitality to 
our organizations. If we drain the times to the last 
drop, we will drain the very blood that flows in the 
veins of our firms, and we will suffer first from anemia 
and then from death. 

We mustn’t wait for the other fellow to start it. 
The men who employ the thousands of people, the 
men who employ the hundreds of people and the little 
fellows who employ just a few people must start these 


controls in their own organizations. If each one takes 
care of his own, all will be taken care of. 

I believe it to be the duty of all business associations 
to preach this doctrine of control to their members. 
I believe it to be the duty of manufacturers and re- 
tailers alike to make their organizations aware of 
conditions. 

Your business is the house you live in. Put your 
house in order. Let everyone in your house take his 
share of the responsibility. Let each one know his 
duty and do it. 

Let’s eliminate waste. Let’s work harder and more 
intelligently. Let all of us who have faith in America 
help it to thrive and grow and do what we can to 
protect it from depression, recession and unemploy- 
ment. 

Diet now—and you will never have to starve. 

(Another angle of the current price situation will 
be discussed by Ken Davis of the W. H. Gunlocke Chair 
Company next month.) 


Step File Display Opens Up Extra 


File Market 


By BERT MORRILL 





HE WILLIAM J. KENNEDY Stationery Company, 

St. Louis, has found excellent sales results from 
window displays promoting files in one-, two-, three- 
or four-drawer combinations for the “small office cus- 
tomer” who doesn’t require full-size files. 

A side display window is kept constantly trimmed 
with displays for “the small buyer,” men whom the 
store has found amount to a much larger percentage 
of the business world than had been believed previ- 
ously. “Files are the best example of our window 
policy here,” it was pointed out. “We have found that 
there are many small businessmen, such as specialty 
shop merchants, professional men, telephone answer- 
ing services, advertising agencies and taxis offices, 
who are getting along 
without a file because 
they feel that they do not 
require a full-size stand- 
ard four-drawer model, 
and do not know that 
they can easily buy small- 


We IKEXNEDY STAIIONEXY C 
STATIONERS ° PRINTERS 


“step form”, is a row of files which will answer the pur- 
poses of most small businesses, beginning with a single- 
drawer unit on the right, two-drawer, three-drawer 
and four-drawer files, all done in flat gray finish and 
marked with individual red-and-white price cards. 
Prices are $15.95, $24.95, $34.50 and $44.50, respectively, 
for the various sizes. In addition, the window shows 
inexpensive cardboard transfer cases, handy combi- 
nation files and light desks for the office which needs 
only one desk and file, and simple ledger bookkeeping 
systems which will solve the problems of many small 
merchants or professional men. 

A similar display is set up inside the store in the 
main aisle. When a customer comes in seeking a small 
one- or two-drawer file, 
the Kennedy salespeople 
indicate a variety of items 
which will fit into his 
operations, pointing out 
that for every large-scale 
office supply item there is 
usually a smaller edition 





er types from one drawer 
on up. Such customers 
seldom enter the office 
supply store, but, once 
attracted, they can be 
sold many helpful items.” 

The display pictured 
has been responsible for a 
steady stream of valuable 
new customers into the 
store. In the window the 
Kennedy store shows in 





for the man who doesn’t 
need extensive equipment. 
As a result, the St. Louis 
store is carrying hundreds 
of additional names on its 
customer list. Their pur- 
chases are small individu- 
ally, but sum up to an 
excellent sales total. 


FILES ON PARADE—This window display helps to sell files 
for the William J. Kennedy Stationery Co. at St. Louis, Mo. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE .. . COUR- 
AGE . . . CO-OPERATION 


RONT PAGE BILLING is given 

in the April issue of “The 
Marsh Stencil,” published by The 
Marsh Stencil Machine Company 
of Belleville, Ill., to a most impor- 
tant subject of “Courteous Meth- 
ods” in business dealings. In fact, 
it is so meritorious that we wish 
to re-emphasize it by awarding it 
top-of-column placement this 
month . .. so tune in your atten- 
tion to this word-by-word broad- 
cast over the OFFICE APPLIANCES 
network: 

66 HERE is a pleasant way 

and an ugly way in which 

to say or do almost anything. 
You can upset a person for the 
whole day by the harsh way in 
which you may speak to him, 
or you may give him pleasure 
and encouragement by the 
kindness of your greeting : : So 
it is in business. Stern, harsh 
methods may drive a sharp 
bargain, cold and uncomprom- 
ising ... As for us, we prefer 
to do business in the pleasant- 
est and most helpful way, to 
live and let live, and help bear 
the burdens of a friend, if need 
be. That is why we publish this 
magazet.” 

And what a “magazet”, indeed, 
is “The Marsh Stencil.” Coming to 
us of BUSINESS BUILDERS each 
month, it has always proved one 
of the brightest, spritest bits of 
‘business efficiency inspiration im- 
aginable. You, too, as an office 
outfitter, or as a manufacturer 
dealing with any phase of this 
“key” industry should endeavor to 
get on the mailing list of this pub- 
lication. Its eight pages are brim- 
ful of helpful materials that give 
you the urge to do a better selling 
job each minute of each business 
day. 

Just to give you a few second 
preview of how circumspect is the 
editorial viewpoint of this pert 
handbook, here are three of the 
reviews given for quick, abridged, 
time-saving reading in the cur- 
rent release: 

“Spare Time,” adapted from 
Chester H. Struble in Nautilus. 

“The House of Smiles,” adapted 
from Lorena S. Ellis in Good 
Business. 
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“Just Like You,” adapted from 
Clarence Huffman in Religious 
Telescope. 

And lastly, about the excellent 
makeup of this virile visitor of the 
U. S. mails, there is always a 
choice quotation from poetry that 
is stimulating to action on your 
part as the reader. To cite one of 
the two current choices, this from 
Christine Grant Curless, captioned 
“THE MIND” :— 

“The mind which never held a 
seed 

Will only grow a useless weed. 

Who cultivates a fertile mind 

Will have a crop of wealth to find; 

And every seed grown tall and 
trim 

Is but to view the soul of him. 

I knew a man whose mind was 
keen. 

He planted it, but in between 

The furrows, where he had 


allowed, 

He never hoed .. . he never 
ploughed; 

And weeds grew up, and so 
assailed 


The good of him until he failed. 
A mind is nothing but a field 
Which, if it ever is to yield, 


Needs cultivation . .. careful, 
Sure:; 25: 

If seeds, and not the weeds, 
endure!” 


i ee 


—One ounce of action is worth a 
pound of words in public relations. 
—Charles Kettering 

—Human Interest, that never-fail- 
ing passport to sympathetic atten- 
tion, will continue to occupy a 
position of first importance in this 
year’s and every year’s advertising 
and selling of office-outfitting 
items. 

—The worst thing about history is 
that every time it repeats itself 
the price goes up. 

—It has been aptly said, “SOFT 
times are often HARD to get 
over!” 

e208 6¢ # @ &.0@-6@ 6 8 8 8: 6 8°19" 3 


THANKS A MILLION, listening- 
in audience of BUSINESS 
BUILDERS, for your enthusiastic 
response to our “Idea Exchange” 
service. Here are the rules, stated 
one time and one time only, each 
month: (Send in an Idea: Ask for 
an Idea by number as designated; 
and be sure to enclose one Idea 
for each number specified). Here 
is the additional line-up, which 
You and You and You have made 
possible: . . . and remember the 
way to address your “Idea Ex- 
change” Letter: % Shaw & Borden 
Company, Box 2153, Spokane 2, 
Wasnh.: 
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#2012: “Cashing in on 
Word-Power!” How a sales 
promotion manager of an fm- 
portant office supply corpora- 
tion changed a complaint into 
a sale-building factor! 

# 2013: “A Critical Execu- 
tive Who Knows the HOW and 
WHEN of Working on the 
Reins.” An interesting brief 
{ paragraph by a senior sales- 
man of a large office-outfit- 
ting firm, who outlines the 
method of his boss and the 
system that CLICKS. 

# 2014: “Good Will As A 
Sales Force.” What you can 
do about it in your own store, 
with a very important rule 
worked out by this stationer } 
of the Southwest. 

# 2015: “A Novel Way to | 
Secure NEW Charge Ac- 
counts.” This merits your pur- 
chase with an Idea you have 
ready to share with your fel- 
low office-outfitter. 

# 2016: “A Money-maker 
Idea” which clicked for this 
New England stationer, that 
can be applied to your busi- 
ness, wherever you may reside. 
This is such an important 
practical slant that we could 
not wait to use it before an- 
nouncing it, so we can add our 
testimonial too when we give 


it to you... better get it 
NOW! 
#2017: “A few important 


bits of advice from the adver- 
tising manager of a large 
filing cabinet manufacturer 
to every stationer who may 
wish to avail himself or her- 
self of this opportunity.” 

#2018: “Newspaper Display 
Ad Ideas of Your Office Out- 
{ fitting Trade.” This is quite a 
file and we will send you up- 
to-the-second IDEAS grouped 
under this heading. ... So 
ask for it; it is the chance to 
see a cross-section of our best- 
thinking, best-practice copy 
that has been proved. 











(NOTE: Obviously in these seven 
numbered reports, as always, all 
material therein is treated in the 
strictest confidence. Your firm 
name or personal name will not 
be used unless you permit.) 

Office-efficiently yours! 


RALPH B. ORTEL. 


38, 3B, 3B, 3B 
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EDITORIAL 








The State of 
the Industry 


e AT A RECENT MEETING a dealer ex- 
pressed himself as being dissatisfied with 
the activities of the stock market as being 
a reliable index of the general economic 
condition. Naturally, he was thinking about 
the office. equipment and supply industry 
when he made his statement. Adm’tted-y, 
there are certain lines in this field which 
are becoming sufficiently plentiful to be- 
come subjected to some buyer resistance. 
In most lines, however, demand is sti!l far 
in excess of supply, despite the fact that 
most manufacturers are producing in greater 
volume than before the war. Paper, wood 
and steel, the three basic materials needed 
by fabricators in this industry, are being 
given priority allocation to the industries 
producing consumer goods not made dur- 
ing the war. In the office equipment field 
it seems probable that the surfieting of 
demand will not come for months—perhaps 
years—after other divisions of the national 
economy have reflected the negative indi- 
cation of the stock market. 


e ACCORDING TO THE NATIONAL 
ASSOCIATION of Purchasing Agents, 
prices in April were reported as almost 
static, with a slight downward trend. This 
is the first genuine indication of price re- 
ductions in many months. In view of pres- 
ent costs of inventories and wages, it is 
believed that most industrial price re- 
ductions in the next few months wiil come 
out of profits and will not reflect a lower- 
ing of basic commodity prices. To be- 
come truly effective, any such reductions 
must be shared proportionately by all units 
in the business pattern from manufacturers 
down to consumers.—WSL 





The Price Question 


@¢@ THESE ARE DAYS when manufacturers in our 
industry are caught between the devil of increased 
labor costs and the deep, blue sea of public clamour 
for reduced prices. The result is a not-always happy 
situation which calls for calm thinking before a sup- 
plier should be censured. 


The move to reduce prices is naturally a popular 
one in view of President Truman’s recent pronounce- 
ment. One retailer in warning letters to manufac- 
turers raising prices has declared, “Prices are already 
up so high that we fear for declining demand. In our 
estimation, we are going to price ourselves right out 
of a swell market if we are not more careful.” 


Despite such a warning, many manufacturers find 
themselves helpless. The public press is filled with 
stories telling of this and that pay increase granted 
to labor. Such action, necessarily increases costs, 
either directly or through higher prices for materials. 
A legitimate profit would in many cases be wiped out 
if the present prices quoted to retailers were reduced. 

During public hysteria for reduced prices it is well 
to remember that some goods were withheld from the 
market during the days of the OPA because manu- 
facturers could not afford to make them at prevail- 
ing retail prices. Further, even in normal times, 
according to Department of Commerce statistics, a 
substantial percentage of manufacturers did not 
operate at a profit. 

It is well to consider also the fallacious thinking 
on the part of a retailer who refuses to buy for re- 
sale at present prices in hopes that the goods will 
be marked down. During the waiting interim he 
may lose out on a market which his competitors 
are exploiting because they know that the buying 
public is eager to buy some goods long withheld by 
the supplier mainly because he lacked necessary 
materials or he could not manufacture at a profit. 

There have been some unwarranted price increases. 
But in our field, we believe, that is more the excep- 
tion than the rule. It is a time for the general public 
to refrain from making pot shots at the piano player 
who is doing the best he can, under the circum- 
stances. 


HERE AND THERE 





bestowed on Mr. Eckdall and the 





FELLOW CITIZENS OF EMPORIA 
HONOR J. E. ECKDALL FOR HIS 
LONG C. OF C. MEMBERSHIP 

J. E. Eckdall of the Eckdall and 
McCarty Book Store, Emporia, Kans., 
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was one of three Emporia business- 
men honored by being appointed as 
honorary chairman of the Emporia 
community convention which was 
held there April 10. The honor was 


two other men for having been 
members of the chamber of com- 
merce and earlier civic organiza- 
tions of Emporia for nearly 50 years. 
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The community convention is the 
big event launching the Emporia 
C. of C.'s golden anniversary year. 
A state charter for the Business- 
men's Association of Emporia was 
obtained February 15, 1897. This 
later became the Emporia Commer- 
cial Club and this then became the 
present Chamber of Commerce, or- 
ganized in 1917. 

Mr. Eckdall is still active in busi- 
ness. 

Among well-known speakers ap- 
pearing at the convention sessions 
was W. L. White of New York and 
Emporia.—G.M.H. 








KRILOFF INTERVIEWED—L. I. Kriloff 
(left), president of Kriloffice, Inc., 
Chicago, distributors of office equip- 
ment and supplies, is interviewed 
by Bob Elson, popular sports broad- 
caster and star of the “Bob Elson 
on the Century’ program. Mr. Kri- 
loff, speaking upon modern business 
letter writing, told the radio audi- 
ence, “Today everything is stream- 
lined like this train (the 20th Cen- 
tury Limited). Business men can 
and should write their letters in 
streamlined, 20th-century style.” 





HOW IT FEELS TO BE 80— 
J. F. HOWISON, VETERAN 
SALESMAN, MUSES A BIT 


(Editor's Note—J. F. Howison, our corre 
spondent of the Virginias and Carolinas, a 
man whose life work has been in the type 
writer sales field, has become an octo 
genarian. It is fitting that he pauses to 
reflect in this manner upon "how it feels to 
be 80 years old.'’) 

| feel a little weaker than | did 
when | was 70 years old, but | still 
feel like an active-transitive verb 
except for occasionally having one 
of my feet go asleep and my being 
inclined to deal often in reminis- 
cences. When | realize how much | 
have enjoyed the many years in the 
80's and 90's, | am glad indeed that 
| was born in 1867 at my uncle's 
big farm in Virginia and seem to 
have been alert ever since. 

A few years ago, | met that 
charming and aristocratic gentle- 
man, a nonagenarian, Col. Charles 
Reid of Norfolk, Va. He was a very 


attractive man on the streets of that 
city. | asked him to what he attri 
buted his longevity and he immedi 
ately replied, "| have eaten a piece 
of good old Virginia ham every day 
of my life for 50 years.” 

My sister was holding me in her 
arms in the summer of 1867 when 
General Robert E. Lee was passing 
through on horseback. He stopped 
and took me in his arms to admire 
and bless me. And | am now put- 
ting it mildly when | say that it was 
the greatest occasion of my whole 
life of 79 years. 


Why worry about age anyhow 
when | realize that it has been like 
Heaven, a condition of the mind. 
My second sight now saves me the 
annoyance of glasses and | have 
little to be grouchy about in such 
a glorious reflection upon many 
good friends and travel. 

| remember that nearly 80 years 

















|. F. HOWISON 


ago living costs were very low. 
There were many foolish and almost 
ignorant prejudices then, such as 
those against baker's bread and 
against free schools (now the public 
schools system.) Eggs sold for ten 
cents a dozen but | now eat two 
every day in the year. There was 
no surfeit of literature. | feel that 
the spirit of humane and neighborly 
instinct spreads over this world as 
it has never done before. 


| am a salesman as always, even 
with no direct connections. It has 
been my good fortune to know inti- 
mately such great national charac 
ters as Thomas A. Edison, the in- 
ventor of Menlo Park, N. J., and 
Albert B. Dick (for 15 years), a char- 
acter whom | considered the best 
businessman | had ever known. | 
knew T. Dewitt Talmage, the great- 
est preacher of his day, and | spent 
a whole summer with the most God- 
ly man | have ever known—Dwight 
L. Moody. | knew the great im 
presario Cecille DeMille, who gave 
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me an audition in New York early 
in my life and who told me that "I. 
had no talent whatsoever as an 
actor. 

More and more, the attention of 
America is centered upon Virginia 
and she is fast reviving the charm 
of ideal living. It is far better to 
live richly than to die rich. Every 
war is a national calamity, whether 
or not we are victorious. 





A WAY FOR AMERICANS TO 
HELP LOVED ONES ABROAD 


CARE (Co-Operative for Ameri- 
can Remittances to Europe, Inc.} has 
expanded its service to the Ameri- 
can people, enabling them to send 
increased aid to loved ones in 
Europe. 

Composed of 27 major American 
welfare agencies, and operating on 
a non-profit, government-approved 
basis, CARE provides a dependable 
channel through which individuals 
and groups in this country may 
send basic necessities to benefici- 
aries in Europe. Herbert Hoover, 
on his return from abroad, said of 
CARE, "'l have had the opportunity 
to see its operation on the ground. 
The service is the only sure and ef- 
ficient way of sending packages to 
friends and relatives in Europe. In 
fact, there is no other way where 
there is real certainty that such 





THEY CAN BE HELPED — Millions 
of children such as these in Europe 
are suffering from malnutrition. 
CARE guarantees delivery of food 
packages to them for sum of $10. 


packages will reach their destina- 

Total cost of a CARE food pack- 
age is $10. Orders are submitted to 
designated countries in Europe and 
delivery is made from local Euro- 
pean warehouses. Orders may be 
ent to CARE headquarters, 50 
Broad St., New York 4, N. Y. 
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NSA Eight District Meeting Hits New High 


in Attendance and Program Content 





Registration Tops 325—Troupers 
Supply Information On Currently 
Important Topics—Ed Shelpman, 
Springfield, Mo., is Nominated 
for Post of Governor 


ESSIONS PACKED with registrants and pertinent 

topic programs marked the annual meeting of Na- 
tional Stationers Association District No. 8, held in 
the Muehlebach Hotel, Kansas City, Mo., March 28 and 
29. Business registrations totaled 252, and virtually 
everyone attended every session. About 75 ladies were 
present. 

With the help of the NSA Troupers as well as several 
local speakers, Governor Roy Moreland, Schooley 
Printing & Stationery Company, Kansas City, Mo., 
kept things moving with skill and dispatch. The pro- 
gram was on schedule practically all the way from 
the invocation on Friday morning to the closing gavel 
at Saturday noon, which just preceded the nomination 
of Ed Shelpman, Shelpman’s, Springfield, Mo., as gov- 
ernor of the district for 1947-48, and the following as 
lieutenant governors: Ear! Scott, Bauman Office Equip- 
ment Company, Wichita, Kans.; Paul Baird, George 
E. Baird & Son, Kansas City, Mo.; F. A. Reed, Latsch 
Brothers, Lincoln, Nebr.; J. L. Wren, House of Wren, 
Oklahoma City, Okla., and Cecil Moses, Democrat 
Printing & Lithographing Company, Little Rock, Ark. 

NSA Troupers present were Less Crowl, Blade Print- 
ing & Paper Company, Toledo, Ohio, national presi- 
dent; Paul Burbank, NSA general manager; Brewster 
Towne, National Blank Book Company; Howard Gun- 
locke, W. H. Gunlocke Chair Company; Claude Allen, 
The General Fireproofing Company; L. G. Morris, 
Eaton Paper Corporation; Earl Opie, Weber Costello 
Company, and Joe Crawley, Parker Pen Company. 
Addresses presented by these men were prepared for 
use at NSA district meetings throughout the country. 
Their remarks were reported in some detail in the 
April issue in connection with the story of the NSA 
District No. 9 meeting in Monroe, La. 


NSA Troupers Present Addresses 


Mr. Crowl gave his report as NSA president, titling 
his comments “Men at Work”; Mr. Towne spoke on 
“The Stationers’ Loose Leaf and Bound Book Mar- 
kets”; Mr. Gunlocke told about “Wood Furniture’s New 
Salesmen—Research and Technology”; Mr. Allen out- 
lined the “Metal Office Equipment Age’; Mr. Morris 
answered the query “Have You Ever Seen a Stationery 
Store Without Paper?’”; Mr. Opie dealt with the theme, 
“Ideas and Service Sell Merchandise”; Mr. Burbank 
discussed association activities under the title, “NSA 
on the Move”, and Mr. Crawley reported on “The 
Fountain Pen Industry in 1947”. 

Governor Moreland called the Friday morning ses- 
sion to order on time. Following the invocation by 
Rev. Edward W. Potts, Paseo Methodist Church, and 
the address of welcome by Hon. William E. Kemp, 
mayor of Kansas City, Mo., Mr. Moreland introduced 
national and regional officers as well as convention 
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ON THE OPPOSITE PAGE— 


1. 


13. 


14. 


19. 


20. 


21. 


. The 


. A. C. Van Horne, Eberhard Faber Pencil Co.; Lyle S. 


. Seated: Fred Downs, 


Ray Eichenlaub, Service Steel Products Corp.; M. E. Zook, Rock- 
well-Barnes Co.; Bob Brown, Midland gS & Supply Co., Jeffer- 
son City, Mo.; Dan Consodine, Richard Best Pencil Co.; Tony 
Weber, Midland Staty. & Supply Co.. Jefferson City, Mo.; Harvey 
Rockwell, Yawman and Erbe Mig. Co. 

overnor congratulating the man selected to succeed him. 


Roy Moreland, left; E. J. Shelpman. 


. G. A. Rendleman, Burns Publishing Co.; Mrs. R. D. Latsch; R. C. 


Crowley-Reuter Staty. Co., Kansas City, Mo.; Fred 
Downs, Downs-Randolph Co., Tulsa, Okla., vice-president, dis- 
tributor’s division, NSA; Mrs. E. A. Keeling: R. D. Latsch, Latsch 
Bros., Lincoln, Nebr., immediate past-president. NSA: John Ford, 
Peterson Lithographing & Printing Co., Omaha. Nebr. 


Crowley. 


. Seated: Mrs. Sengbusch, Mrs. Shockley; Mrs. Navrat. Mrs. Maneval, 


Mrs. Weathers. Standing: A. F. Sengbusch, Sengbusch Self-Closing 
Inkstand Co.; Walter Ruedy, S. G. Adams Ce .. St. Louis Mo.; 
Ralph Maneval, A. W. Faber, Inc.; Irv Shockley. Samuel Dods- 
worth Stationery Co., Kansas City; Milton Navrat, Navrat Office 
Equipment Co., Emporia, Kans.; A. S. Weathers, Colegrove Office 
Supply Co., Great Bend, Kans. 


. At the registration desk. Seated: Patricia Schmitt, Theresa Metz. 


inger, Mildred Wayland and Marian Emry. Standing: Irv 7 
Samuel Dodsworth Stationery Co., Kansas City, Mo; Ray A. 
Baldwin, Gallup Map & Stationery Co., Kansas City, Mo. 


. A Cramer group. Seated: Mrs. McKee, Mrs. Lang, Mrs. R. A. 


Cramer, F. C. ‘‘Chuck’’ Charles, Mrs. Keller, Mrs. H. W. Cramer. 
ag S. C. McKee, Jack A. Lang. R. A. Cramer, Walter T. 
Keller. Harold Cramer. All men in picture except Harold Cramer 
with — Chair Co., Harold with Cramer Safe & Office Equip- 
ment Co. 


- Mrs. Austin Waterbury; J. S. Sweigart, Sweigart’s Office Supply. 


Arkansas City, Kans.; Mrs. I. W. Shockley; Mrs. B. C. Ch 
ton; Pete Masterson. Acco Products, Inc. 


erring- 


. Brewster Towne, National Blank Book Co., wearing a ten-gallon 


hat presented to him down in Texas just before the NSA Troupe 
journeyed up to Kansas City. 


- James Lang, Junction City Office Supply Co., Junction City, Kans.; 


Paul Baird, Geo. E. Baird & Son, Kansas City, Mo.; Jay Parrott, 
Waterloo Office Supply Co., Waterloo, Ia.; Bill Schmiederer, 
Buxton & Skinner Printing & Staty. Co., St. Louis, Mo.; Dick —— 
land, Esterbrook Pen Co.; Steve Carr, Junction oy Office Supply 
Co., Junction ag Kans.; Herb Johnson, Wilson Jones Co.; if Te 
Noel, Carpenter Paper Co., Oklahoma City, Okla. 


- Ross Wilson, Globe-Wernicke Co.; Roy Moreland, Schooley Print- 


ing & Staty. Co., Kansas City, Mo., governor, District No. 8; Art 
Frey, Globe-Wernicke Co. 


. Jack Kennedy, Trussell Manufacturing Co., and Mrs. Kennedy, who 


flew from opposite ends of the country to celebrate their wedd'ng 
anniversary in Kansas City where they were married twenty-five 
ears ago. The annual dinner was on their anniversary date. 
r. and Mrs. Floyd Kongsvik, St. Paul, celebrated their twenty- 
sixth anniversary two months earlier. Mr. Kongsvik is with Curtis 
1000, Inc., and is governor of the Seventh District. 


. David C. Neuhaus, manufacturers’ representative, Kansas City, 


Mo.; Russ Ragan, American Pad & Paper Co.; Bob Heck, Frank 
Mashek Co. 

John A. Gilbert, OFFICE APPLIANCES; Paul Cheney, Southworth 
Co.; Conrad Netzhammer (front), Northwestern Furniture Co., Mil- 
waukee, Wis.; Gordon Kickels, (back), C. L. ogee & Co.; Art 
Frey (front), Globe-Wernicke Co.; Karl Castle (back), Louis 
Melind Co. 

Midwest Travelers officers. Seated: R. C. Moreland, secretary-treas- 
urer; Austin Waterbury, retiring president; Izzy Voda. second vice- 
——-. Standing: Pete Masterson, first vice-president; Bill 
ohart, president: Roy Wood, auditor. 

Turner, 
W. A. Sheaffer Pen Co.; Clyde Jones, Eberhard Faber Pencil Co.; 
Carl Land, Columbia Ribbon & Carbon Mig. Co. 


. Seated: George Holt, W. A. Sheaffer Pen Co.; W. C. Weihe, S. G. 


Adams Co., St. Louis; E. J. Mitchell, manufacturers’ representative; 
Izzy Voda, Wallace Pencil Co. Standing: George Litchfield, Jasper 
Chair Co.; Fred Deutsch, Jasper Chair Co.; G. A. Rendleman, 
Burns Publishing Co., Olathe, Kans. 

Downs-Randolph Co., Tulsa, Okla., vice- 
president, distributor's division, NSA; Howard Gunlocke, W. H 
Gunlocke Chair Co.; L. G. Morris, Eaton Paper Co.; Cecil Moses, 
Democrat Printing & Lithographing Co., Little Rock. Ark. Stand- 
ing: John Brain, Brain Staty. Store, Omaha, Nebr.:; Earle F. Opie 
and Wilbur Mohrman, both of Weber Costello Co.; W. R. Naylor, 
Democrat Printing & Lithographing Co., Little Rock, Ark. 


. Seated: Dan MacDougall, Stationers Loose Leaf Co.; W. E. Smith, 


Ace Fastener Corp.: Less Crowl, president NSA. Standing: Carl 
M. Schutz, Eagle Pencil Co.; Hy Linden, Ace Fastener Corp.; 
George Wilkerson, Smead Manufacturing Co.; Herb Walsh, Ace 
Fastener Corp. 

Roy S. Moreland, Schooley Stationery & Printing Co., Kansas City. 
governor Eighth District; the Moreland twins, Sue and Lou; Mrs. 
Moreland. 

Cecil Moses, Democrat Printing & Lithographing Co.; H. R. Cor- 
nell, Wilson Jones Co.; W. R. Naylor, Democrat Printing & Litho- 
graphing Co.; Herb Johnson, Wilson Jones Co. 

Al Steitz, Field Stationery Co., Tulsa, Okla.; Jack Manning, Joplin 
Printing Co., Joplin, Mo.; Jack Baney. Business Equipment Co.. 
Pratt, _ op Ernest Brickey, Joplin Printing Co.; Lee Cromwell, 
Cromwell Press, Enid, Okla. 
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HEAD TABLE NOTABLES, NSA EIGHTH DISTRICT 
BANQUET.—Fred Downs, Downs-Randolph Co., Tulsa, 
Okla., vice-president, Dealers’ Division, NSA; Mrs. Paul 
Baird; Peter Masterson, Acco Products, Inc.; Ed Shelp- 
man, Shelpman’s, Springfield, Mo.; governor-elect, NSA 
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District No. 8: Mrs. Roy Moreland; Mrs. Less Crowl: 
NSA President Less Crowl, Blade Prtg. & Paper Co., 
Toledo, Ohio; William Bohart, Eberhard Faber Pencil 
Co.; Roy Moreland, Schooley Prtg. & Staty. Co., Kan- 
sas City, Mo., governor, NSA District No. 8; Mrs. Ed 
Shelpman; Vaughan Williams, Schooley Prtg. & Staty. 
Co., Kansas City, Mo.; Paul Baird, George E. Baird & 
Son, Kansas City, Mo.; NSA General Manager Paul 
Burbank; R. D. Latsch, Latsch Bros., Lincoln, Nebr., im- 
mediate past-president, NSA; Mrs. Vaughan Williams; 
George Holt, W. A. Sheaffer Pen Co., vice-president, 
Manufacturers’ Division, NSA. 





assurance, Mr. Reed averred that there is nothing 
more interesting and satisfying than to find an office 
with old and inefficient equipment and replace it with 
modern steel equipment. Business are too concerned 
with their own affairs to know how or what to buy 
for their offices. Helping them to buy “right” brings 
satisfaction both to them and to the salesman. 

Mr. Reed referred to some methods of selling steel 
equipment and then concluded with the assertion that 
this phase of the industry has developed greatly in 
the past 20 years because of sound sales plans and 
policies, which should be continued. 


Friday Evening Devoted to Recreation 


The banquet Friday evening was a gala affair. Bill 
Bohart, Eberhard Faber Pencil Company, president of 
the Midwest Travelers Club, served as toastmaster. 
He introduced the notables at the head table, ending 
with Governor Roy Moreland, who in turn presented 
NSA President Less Crowl. After a few words, Mr. 
Crowl called on NSA General Manager Paul Burbank, 
who spoke briefly. 

Entertainment by strolling musicians during the 
dinner was followed by several acts and features which 
were well received. The rest of the evening was given 
over to dancing and visits to the House of Friendship, 
sponsored by the Midwest Travelers Club. 

Of the five addresses on the program Saturday 
morning, three—by Messrs. Opie, Crawley and Bur- 
bank—were the same as those presented at the Mon- 





roe, La., meeting and reported last month. The other 
two, by Leonard Wilcox, Roberts Printing & Stationery 
Company, Hutchinson, Kans., and George W. Planet, 
Beck-Planet Pen Company, Kansas City, Mo., were 
titled respectively, “How to Keep from Getting that 
Way,” and “Dealers’ Angle on Writing Instruments”. 
Mr. Planet’s speech is printed on another page as a 
feature article. 

In a typically informal manner, Mr. Wilcox intro- 
duced his subject on current credit conditions by 
telling a humorous, yet pointed story. During the 
war, he said, there were virtually no slow accounts. 
Now, the list is growing rapidly. He made a plea for 
tightening up on credit controls now. 

Another phase of Mr. Wilcox’s address dealt with 
unbalanced merchandise inventories. He proposed a 
plan of exchange among dealers, which was discussed 
at some length from the floor. The idea was approved 
and Mr. Wilcox was asked to put the plan into opera- 
tion with the help of a number who expressed a 
willingness to assist. 

Committee reports were heard and officers elected 
just before adjournment, which was followed by a 
luncheon, the final event of the convention. 

a a 
MIDWEST TRAVELERS GATHER AT KANSAS CITY 


The annual meeting of the Midwest Travelers Club 
was held at the Muehlebach Hotel, Kansas City, March 
28, with Austin Waterbury of Carter’s Ink Company, 


ay ; 


BANQUET OF EIGHTH REGIONAL MEETING NSA HELD AT HOTEL MUEHLEBACH. KANSAS CITY. MO 
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Low-cost : 
duplication and 
prompt delivery, too! 





Automatic feed, 
hand-operated Mimeograph 
brand duplicators 





MODEL 90—turns out those clear, readable copies 
in color or in black-and-white— quickly, efficiently, and 


at low cost. Popular price. 


MODEL 9]- put it to solving those paper work prob- 
lems—get quality results economically. Medium price. 


You know the reputation for quality of the 
Mimeograph brand duplicators. 


You want their efficiency and economy in 
duplication for your own company—or school, 
church, store, or branch office 


And the good news is: 


You can now get prompt delivery of a new 
Mimeograph brand duplicator—with your 
choice of Models 90 or 91, shown here. 


Place your order now. Within one working 
week (or less), your new Mimeograph brand 
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duplicator will be working on your paper work 
problems—and with good results. 


Just call the distributor nearest you, or write 
us. A. B. Dick Company, 720 West Jackson 
Boulevard, Chicago 6. The Mimeograph Com- 
pany, Ltd., Toronto. 








| OPYRIGHT 1947, A. 8. DICK COMPANY 











The Mimeograph brand duplicator 
is made by 


A. B. Dick Company, Chicago 


MIMEOGRAPH is the trade-mark of A. B. Dick 
Company, Chicago, registered in the U. S. Patent Office. 
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president of the club, presiding. Paul Burbank, NSA 
general manager, addressed the club. He outlined 
various association activities, told of the rapid growth 
in membership, and asked the help of the travelers 





in 


obtaining as members still other desirable sta- 


tioners. 
Leonard Wilcox, of Roberts Printing & Stationery 
Company, Hutchinson, outlined briefly a plan whereby 
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FLASHOTS AT THE NSA 8TH REGIONAL 


. Buff B. Burtis, Burtis Press & Office Supplies, Clinton, Okla.; 
Phil M. Anderson, Kansas Book Dealers Assn.; Newton, Kans.; 
Obie Seale, Scott Rice Co., Tulsa, Okla.; Bill Small, Johnson Chair 
— " A. McNichols, Amberg File & Index Co.; Chet Smith, Codo 

g- Co. 

. Art Carrow, Speed Products Co.; Izzy Voda, Wallace Pencil Co.; 
Heinie Sengbusch, Sengbusch Self-Closing Inkstand Co., Joe 
Landes, Schooley Printing & Stationery. Kansas City, Mo.; Bill 
Cromwell, Eaton Paper Corp.; Tony Weber and Bob Brown, both 
of Midland Staty. & Supply Co., Jefferson City, Mo. 

. — “te members who organized the Midwest Travelers Club 
in 1926. ete McLaughlin, Rilied Carbon & Ribbon Mig. Co., 
and Bill Schmiederer, Buxton & Skinner Printing & Staty. Co., St. 
Louis, Mo. Pete was president of the club in 1926, -27 and -28. 
Bill served as secrefary and treasurer from 1926 to 1932. 

- Paul Cheney, Southworth Co.; H. Dorsey Douglas, H. Dorsey 
Douglas, Inc., Oklahoma City, Okla.; O. D. Mann, manufacturer’s 
representative, Houston, Tex. 

- New Eighth District officers. Seated: Earl Scott, Bauman Office 
Equipment Co., Wichita, Kans.; E. J. Shelpman, Shelpman’s, 
Springfield, Mo.; Paul Baird. George E. Baird & Son, Kansas City. 
Standing: F. A. Reed, Latsch Brothers, Lincoln, Nebr.; J. L. Wren, 
House of Wren, Oklahoma City: Cecil Moses, Democrat Printing 
& Lithographing Co., Little Rock, Ark. Mr. Shelpman is governor- 
elect, the other five lieutenant governors. 

. Less Crowl, president NSA; William Bohart, president Midwest 
Travelers Club; Roy Moreland, governor Eighth District NSA; Mrs. 
Ed Shelpman. 
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Paul Burbank, general manager NSA; Mrs. R. C. Moose; R. D. 
Latsch, Latsch Brothers, Lincoln, Nebr.; Mrs. Vaughan Williams; 
George Holt, W. A. Sheaffer Pen Co. 

E. R. Sharp. Hotchkiss Sales Co.; Hugh Alexander, Skinner & 


: Kennedy Stationery Co., St. Louis; R. H. Krohne and Lee Paddock, 


American Lead Pencil Co. Standing: E. J. Kuch, Hotchkiss Sales 
Co.; L. C. Goodhand. Oxford Filing Supply Co.; O. E. Glasgow, 
Carpenter Paper Co., Oklahoma City. 


- Harvey Rockwell, L. R. Klein and I. R. Cornish, all of Yawman and 


Erbe Mig. Co.; Folger Fellowes, Bankers Box Co.; V. T. Laurence, 
Herring-Hall-Marvin Safe Co.; W. C. Weihe, S. G. Adams Co., 
St. Louis, Mo.; E. E. Candy, Cramer Safe & Office Equipment Co., 
Kansas City, Mo. 

G-F group. Seated: Claude Allen, The General Fireproofing Co.: 


" BL W. Bubb, Thacher, Inc., Topeka; Stanley Harpool, Inland Print- 


ing Co., Springfield. Mo.; H. E. Moore, Goldsmith’s, Wichita, Kans. 
Standing: Dwight Steele, Joe Davis and Jack Manning, Joplin Print- 
i . Joplin. Mo.; Jack Baney, Business Equipment Co., Pratt, 


. Fred Downs, Downs-Randolph Co., Tulsa, former governor Eighth 


District; Bob Latsch, Latsch Brothers, Lincoln, former president 
NSA; Paul Burbank, general manager NSA; Less Crowl, NSA 
president. 


. Seated: John J. Vater, John J. Vater Co., Enid, Okla.; Mrs. Perry: 


Mrs. Bob Vater, Cedar Rapids; John J. Vater, Jr., John J. Vater 
Co. Standing: Carl Land, Columbia Ribbon & Carbon Manufac- 
turing Co.; Glenn Chambers, Weis Manufacturing Co.; Al Perry. 
Carpenter Paper Co., Tulsa: Bob Vater, Joseph Dixon Crucible Co. 
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dealers might report their overstocks to a central office 
from which a list of the extra merchandise might 
be mailed to dealers in the area. The club voted to 
pay $.25 per member toward the expense of the Tues- 
day night party at the NSA convention to be sponsored 
by the travelers clubs. 

In the annual election W. B. Bohard, Eberhard Faber 
Pencil Company, was elected president; R. C. Master- 
son, Acco Products, Inc., first vice-president; Izzy 
Voda, Wallace Pencil Company, second vice-president; 
Roy Wood, Esterbrook Pen Company, auditor; R. C. 
Moore, Columbia Ribbon & Carbon Manufacturing 
Company, secretary-treasurer. 


——! 


ARIZONA AND SOUTHERN CALIFORNIA 
STATIONERS MEET AT LOS ANGELES 

The annual meeting of stationers from the southern 
section of District No. 12, NSA, was held at the 
Biltmore Hotel in Los Angeles, Calif., on April 17. 
Besides Los Angeles, various other cities in southern 
California were represented. The same meeting room 
was used as on similar occasions in previous years, this 
time overflowing into the corridor. 

The program was put on by members of the NSA 
Troupe, the meeting first being called to order by 
R. A. Thomas of Grimes-Stassforth Stationery Com- 
pany, president of the Stationers Association of South- 
ern California, under whose auspices the gathering 
was held. 

The NSA Troupe is a most important institution. 
It is ready to put on a full program or part of one 
and carry on in clockwork style. Each member is an 
expert in his particular subject. Those on the pro- 
gram at Los Angeles included L. S. Crowl, president 
of Blade Printing & Paper Company, Toledo, Ohio, 
and of NSA; Paul Burbank, NSA’s general manager; 
Ken Davis, W. H. Gunlocke Chair Company; Claude 
Allen, The General Fireproofing Company; L. G. Mor- 
ris, Eaton Paper Corporation; Paul Buckwalter, Na- 
tional Blank Book Company; Earl Opie, Weber Cos- 
tello Company, and Carl Priest, Parker Pen Company. 

Mr. Crowl, one of the best orators in the history of 
the association, spoke briefly and participated as part- 
time chairman. His remarks were well received. 
Mr. Davis’ revelations about what is coming were 
startling to many. Mr. Allen’s figures on the size of 
the market and a formula to be used in arriving at 
local possibilities were noted in convenient memo 
books distributed by Wilson Jones Company. Mr. 
Morris, Mr. Buckwalter and Mr. Opie illustrated their 
talks with charts, photographs and other forms of 
visual instruction, which held the close attention of 








everyone present. Mr. Priest’s frank address on foun- 
tain pens, past, present and to some degree, future, 
covering stylographic, ball-point and nib-types, came 
last on the program. It was helpful and instructive 
and the subject of discussion in small groups after ad- 


journment. 
Mr. Burbank, after his introduction by Mr. Crowl, 


gave an outline of NSA policies and activities. The 
plan at headquarters, he said, was to leave nothing 
undone that will make the business a better one in 
which to work. He asked for co-operation of members, 
and particularly for more reports on various phases 
of the business, in order that reports sent out from 
Washington may be more representative. Co-opera- 
tion, he pointed out, already had increased more than 
300 per cent. He told of great meetings held earlier 
in Monroe, La., and Kansas City, Mo. Referring to 
the annual convention in Chicago, he said the total 
number of exhibits will be between 172 and 178, ap- 
proximately 50 per cent more than last year. Follow- 
ing his remarks, he was given a spontaneous ovation 
which continued until he arose to acknowledge it. 

Troupers present not mentioned above were Harry 
Nichols, Weis Manufacturing Company and E. R. 
Manning, Stein Brothers Manufacturing Company. 
Mr. Manning is chairman of the Chicago conven- 
tion committee. 

——_?—=>e—____ 


PREPARE FOR PACIFIC NORTHWEST NSA MEETING 

Spokane, Wash., will be the host city for the thirty- 
eighth consecutive annual meeting of the Pacific 
Northwest Stationers and the NSA District No. 11 
session, to be held at the Davenport Hotel on June 
6, 7 and 8. The latter day, Sunday, will be devoted to 
recreation. 

President and Regional Governor Ralph B. Ortel, 
Shaw & Borden Company, and his Spokane committee 
have made careful plans for the session. Accompany- 
ing President Less Crowl and General Manager Paul 
Burbank of NSA will be Troupe members Claude Allen, 
General Fireproofing Company; Carl E. Priest, Parker 
Pen Company; Howard W. Gunlocke, W. H. Gunlocke 
Chair Company; John Wing, Weber Costello Company, 
and L. G. Morris, Eaton Paper Corporation. 

The Oregon Trail Travelers will hold their annual 
meeting probably on Thursday evening, June 5, and 
join with the stationers in their programs on Friday 
and Saturday. 

Special honor will be paid to stationers who have 
been in business for 50 years or more. 


2. REGIA 


NSA DISTRICT NO. 12 REGIONAL MEETING AT BILTMORE HOTEL, LOS ANGELES, CALIF., APRIL 17 
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Smith- Corona /, 















Sales 
...no finer 
office 
typewriter |! 


Smith 


...no finer 
portable 
typewriter! 





Every product bearing the 
Smith-Corona label is backed by the 
combined experience and high 
reputation of these two great 
typewriter names. 


LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NEW YORK 
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BATES INTRODUCES PRESSALIST FOR INDEXING 
The Bates Manufacturing Company, Orange, N. J., 
has introduced Pressalist as a new indexing device 





BATES NEW PRESSALIST 


assortable with list finders, dialists and telephone 
index. 

Features include an attractive combination of plastic 
and metal, 1300 spaces for names, phone numbers, 
addresses and recipes, and fast operation. Cards lift 
out for typing or replacement. 


I 

PARKER’S NEW VS PEN REACHES MARKET 
The new Parker VS fountain pen is reported reach- 
ing the retail market in rapidly-increasing quantities. 
The manufacturers claim that with a new Micro- 
smooth 14-karat point, the VS pen maintains constant 





PARKER VS. FOUNTAIN PEN 


adjustment and even flow of ink regardless of the 
owner’s writing angle. The new point is declared to 
have an extremely smooth point on the trip, this re- 
sulting from the high frequency weld. 

Features claimed include the two-stroke filling 
process, scratch-proof plastic barrel which is fade- 
proof and light-resistant. The barrel is manufactured 


Aa 


in black, blue, gray and rust. The characteristic styling 
of all Parker pens is achieved with a slim-metal cap 
which slips on and off easily. 

The Parker VS pen retails at $8.75 and a companion 
pencil costing $4 can be secured. The combination set 
costs $12.75. The VS pen is also available with a gold 
cap and is priced at $10.00. 


eI 

ANNOUNCE NEW PRES-TO-LINE COPYHOLDER 
E. C. Heard Company, 2542 E. 52nd St., Huntington 
Park, Calif., has announced the Pres-To-Line copy- 
holder as a new product. The manufacturers claim 
that the compactness of the new copyholder permits 
putting the device away in the desk with the type- 





ial Pic. es 
PRES-TO-LINE COPYHOLDER 


writer without removing the copyholder from its op- 
erating position. Complete adjustability is declared to 
eliminate glare and eyestrain and to provide maximum 
visibility of the copy in the machine. An adjustable 
line-finder scale is provided for making character 
counts and to aid in setting tabulation on the type- 
writer. 

A touch selector for regulating the tension of the 
spacing lever to the personal touch of the operator, 
an easily accessible micromatic spacing adjustment, 
and a suede-finished base are claimed as features of 
the Pres-To-Line. The copyholders are available in 
seven sizes from 12 to 36 inches and are designed for 
use with typewriters, billing machines, adding ma- 


chines and similar office equipment. 
= - 


C-THRU ANNOUNCES NEW CALENDAR 
A new pocket-size, non-inflammable, plastic calendar 
has been issued by the C-Thru Ruler Company of 
Hartford, Conn., and is available upon request, free 
of charge. Printed in two colors, the complete calen- 
dars for the years 1947 and 1948 are printed in easy-to- 
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ver been in a “magic maze” in an amusement park? Con- 
-— fusion is fun, and is cheap for a dime. But it costs businesses 
which lack streamlined forms systems real money, when 
employees have to grope through a confusing maze of un- 
necessary, time-wasting, unrelated forms requiring needless 
duplication of record information. 
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et Here are three typical, wasteful, inefficient forms, Each 
Id requires individual, time-taking typing, unnecessary extra 
work; each offers chance for error in writing up. Such forms 
also cause confusion because they lack close relation and 
on coordination. 
m 
ts OUT OF THE PAPER MAZE es 
e- 
ns 
F . aioli ia ala oly 
TO STREAMLINED, STRAI -LIVE' Bee 
READY-MASTER FORMS AND SYS MS! 
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One fill-in operation on one combined, ——— whee 
simplified, coordinated Ready - Master Sa: eiieas'. I sc 
i s ~7-47 arr hecevE — AC 
Systems Form gives as many copies as ewe? | ee Pied —OOMENT 
desired. For Order Production, Follow Si eee ee i ] [ern 
. . * > | eee allt —— 
Through, Billing and Shipping. ons Gases ono STEEL cocina as 
_BARS - BEAMs . « igs 
SALES ORDER WRITTEN RIGHT FROM | sows — —_E_. ——— 
CUSTOMER ORDER en to |, AP commmccricn ce 
All information is in proper position to eine 
begin with; chance for error vastly re- PT + — 
duced by one writing. 
Duplicate copies act as order acknowledgement to 
customer; notices to salesman and sales dept., 
- stock room, billing, shipping, file. 
to ALL PROGRESSIVE DATA CAN BE ENTERED ON 
“mn THIS MATCHING SHEET. 
er Note complete unity and coordination of all elements. 
e- 
™ COLUMBIA RIBBON & CARBON 
= MANUFACTURING CO., INC. LAO Bugs a 
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read type. The convenient size, 3% inches by 5% 
inches, make the calendar handy for pocket or desk, 
and it is punched to hang on the wall, if desired. 


—ooOgrno——— 
NEW DESK BOX FOR RUBBER BANDS 

An attractive wood grain metal box containing as- 
sorted rubber bands is a new item of the Justrite line, 
manufactured by the Louis Melind Company, 362 W. 
Chicago Ave., Chicago 10, Il. 

The boxes are packed two dozen to the display 
carton shown in the illustration. The attractive in- 





JUSTRITE BAND CONTAINER 


dividual package, the company states, makes accept- 
able for the desk top an item that was formerly 
hidden in the drawer. 

This unit is readily refillable from stock boxes of 
rubber bands. 

a a 
INTRODUCE QUIET TYPEWRITER BASE 

Wick & Rouillot, 110 W. Airy St., Norristown, Pa., 
have introduced the new Quiet typewriter base and 
claim that it reduces noise by isolating machine vibra- 
tion. Easy removal without the need for drilling holes 





WICK AND ROUILLOT’S QUIET TYPEWRITER BASE 


in the desk is permitted for cleaning, servicing or using 
the typewriter elsewhere in the office, say the manu- 
facturers. The device, they assert, is adjustable for 
typing position. 

The Quiet typewriter base is of heavy steel construc- 
tion and provides for the attaching of Underwood 
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Standard typewriters, Underwood Noiseless, Under- 
wood Electric, L. C. Smith, Royal, Remington (models 
12, L, 30, 16, 17),.Remington Noiseless (models 6, 10), 
and Woodstock. 


I 

NEW “BALL” REVERE PEN BEING MARKETED 
The manufacturers of Revere fountain pens and 
fountain pen desk sets, Plasticraft Specialties, have 
now placed on the market a new ball-point pen molded 





THE NEW “BALL” REVERE PEN 


of luxurious plastic in an assortment of attractive 
colors, with gold-plated metal clip and band. 

Known as the “Ball” Revere, the new ball-point 
pen will be sold at an unusual new low price, yet is 
claimed to be comparable in quality and appearance 
to more expensive ball-point pens. 

The “first” molded plastic ball-point pen has been 
tested in various markets before being made ready for 
national distribution. Jobbers and dealers are cordially 
invited to write to Plasticraft Specialties, 3222 West 
Cermak Road, Chicago 23, Ill., for further information 
on the “Ball” Revere ball-point pen. 


eI 
PROTECTALL ANNOUNCES NEW SURETY CHEST 
A scientifically-insulated surety chest, carrying the 
“C” label of the Safe Manufacturers National Associa- 
tion is enjoying great acceptance and success in stores 
all over the’ country. 
The chest features a self-locking Yale combination 
spring lock, deep tongue and groove enclosure and is 
beautifully finished in a choice of three colors—office 





NEW PROTECTALL COMBINATION SURETY CHEST 


green, Persian black and a very popular light gray 
color, termed Banker’s gray by the Proctectall Com- 
pany. 

The surety chest weighs 16 pounds and has outside 
measurements 12 x 5% x 8% inches. The interior 
measures 10144, x 33g x 65¢ inches. The size is large 
enough to contain legal papers, bonds, and other pa- 
pers, but is small enough to fit in a drawer or a large 
safe. The chests are streamlined inside and out, fab- 
ricated throughout of special steel and are packed six 
to the carton. 

Office appliance stores throughout the country are 
enjoying great success with the surety chest, according 
to the manufacturers, and are supplied by Protectall 
with dealer mats, displays and other promotional ma- 
terial. The chests are Fair Trade priced according 
to zones, to retail at $14.98 in the eastern zone, $15.98 
in the central zone and $16.98 in the western zone. 

Deliveries are now promised in from two to six 
weeks. 

Full details may be had by writing to the Proctectall 
Manufacturing Corporation, 922-948 S. Salina St., 
Syracuse, N. Y. 
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oh THE INDEX—PART OF A UNIT 
: “ Precise fit of index to forms and binder is 
Elo ° Me essential to a satisfactory loose leaf system. 
a As the leading manufacturer of loose leaf 
Hye “9 binders, forms and indexes, we coordinate 
WG ° r| these elements to form a complete, perfectly 
WV : if functioning unit. 
U ut Thewide range of gradesand styles of tabs 
ae z mL] | provide a proper index for every purpose. 
. Order indexes with your other require- 
meer 2] ments and save on transportation costs. 
LEDGER AND POST BINDER INDEXES See catalog No. 146. 


Celluloid, leather or imitation leather tabs. 
Sheets of ledger paper or Tag Cloth. 
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MEMO BOOK INDEXES 


RING BOOK INDEXES Side and end opening — leather tabs. 


Celluloid, leather or imitation leather tabs. 








RING BOOK INDEXES 
Insertable celluloid tabs. 
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VISIBLE RECORD INDEXES 
FILING GUIDES 
Celivloid tabs — solid or insertable. Metal, celluloid or st tet 


- WILSON Jones Co. 
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PARKER ANNOUNCES SUPERCHROME INK 
Parker Pen Company, Janesville, Wis., recently an- 
nounced that after 17 years of extensive research a 
new permanently brilliant-dry writing ink, called Su- 
perchrome, has been developed. The ink is specifically 

designed for use in the Parker “51” fountain pen. 
Parker chemists declare that they directed their 
efforts toward finding an ink which would write dry by 





~ 


SUPERCHROME INK CONTAINER 


penetration into the paper, thus solving the problem 
of “feathering”. To achieve super-brilliance, they 
tested hundreds of existing dyes before designing new 
brilliant hue dyes to give Superchrome the added fea- 
ture. 

The manufacturers claim that advantages of Super- 
chrome include dry writing, five extremely sharp 
colors, and lasting brilliance. 

As a container for the new ink, Parker has developed 
a patented bottle which, by its shape and large open- 
ing, is declared to assure customers the use of the last 
drop. The bottle is permanently set in a protective 
jacket of bright aluminum striped with the color of 
the contained ink. 

me 


NEW PLASTIC TYPEWRITER COVER ANNOUNCED 

Recently announced by the Budlew Products Com- 
pany, 20 E. Jackson Blvd., Chicago, is a new process 
of imprinting dealers’ names and addresses on Bud- 
lew’s Belle-Vue typewriter covers. The large, bold dis- 


BELLE-VUE TYPEWRITER ‘COVER 


tinctive letters, imprinted in white, are permanent, 
according to the claims of the maker, and therefore 
create a definite prestige for the dealer. 

Belle-Vue typewriter covers are made of translucent 
vinyl-resin plastic material and are of olive drab color. 
The standard 1l-inch cover weighs but 134 ounces, 
any may be folded to palm size and tucked away in a 
drawer corner when not in use. The cover is water- 
proof, dustproof and acidproof, will not crack or peel 
and is amazingly durable. 
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The covers are available in a wide range of sizes— 
for portables, 1ll-inch, 12-inch, and 14-inch type- 
writers. The 11-inch covers lists for $1.00. Additional 
information may be obtained by writing direct to the 
manufacturer at the above address. 

ee 
NEW HANGING FOLDER LINE ON MARKET 

The Guide System and Supply Company, 335 Canal 
Street, New York 13, N. Y., announces their new line of 
hanging folders under the trade mark of Guide-O- 
folder. Of tough durable: stock, they are made for 
permanent filing use. The metal strips are attached 
to the folders so they always remain in the exact cor- 
rect position. 

An outstanding feature of the Guide-O-folder is 
the adjustable metal tab. Made in 1/3-cut and 1/5-cut 
widths, the metal tabs can be set in any one of the 
regular filing positions and can be quickly adjusted to 





GUIDE SYSTEM & SUPPLY GUIDE-O-FILE 


any position at any time. The tabs are set at an 
angle for quick reference. Inserts are supplied for 
the tabs. 

At the same time, this company announces a new 
metal drawer frame which they claim is adjustable to 
fit snugly into any standard letter-size file drawer. 
A screwdriver is the only tool required to make any 
necessary adjustment. 

As a companion article, the Guide-O-file, with Slid- 
O-Matic disappearing top, is offered as a personal file 
for use with Guide-O-folders. The top completely dis- 
appears at a slight push of the finger and slides back 
into place with equal ease. Fashioned of steel, it has 
a pleasing modern gray finish. The sturdy metal stand 
is just the right height for easy reference. It is also 
available without the stand. 

‘To round out this new line, the Guide-O-tray, a steel 
filing unit made to fit the lower deep drawer of all 
standard desks, is announced. 

The Guide-O-file and Guide-O-tray are presented 
as complete filing units, each with 25 Guide-O-folders, 
adjustable metal tabs and inserts. 

0 

NEW ALUMINUM WARDROBE NOW AVAILABLE 

The Grand Rapids Metal Cabinet Company, Grand 
Rapids, Mich., originators of the “Kay-Dee” assembly 
construction and one of the world’s largest producers 
of metal cabinets, are bringing out a new line of 
GRAMCO rigidized aluminum wardrobes, storage and 
utility cabinets of special interest to offices, stores, 
factories, schools and institutions. The wardrobes are 
finished in a rich, iridescent russet brown enamel, stor- 
age cabinets in a baked enamel smooth office brown, 
and utility cabinets in a lustrous white enamel with 
black bases. Cabinets are made in both single- and 
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LARGEST EXCLUSIVE MAKERS 


DEALER’S MOST VALUABLE ASSET — These advertisements have 
again been appearing in the Saturday Evening Post every other week since April 
19th. The New Low Desk is only one of many Shaw-Walker “firsts.” Shaw-Walker 
leadership always brings plus business to our exclusive dealers. The Shaw-Walker 
8.000 item franchise is the trade’s most valuable asset. It’s worth waiting for. 
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two-door widths, wardrobes in two-door style only. 
Wardrobes are 63 x 27 x 20 inches, with a roomy hat 
and parcel shelf and hanger rod. A feature of strong 
appeal to retailers is that each unit is packed indi- 








KAY-DEE RIGIDIZED ALUMINUM WARDROBE 


vidually in a 2'%-inch-thick, damage-proof carton, 
which greatly reduces shipping costs, handling and 
delivery charges, and permits maximum storage in 
minimum space. Wardrobes and cabinets may be easily 
put together by a simple locking assembly. The doors 
close noiselessly on semi-automatic hinges. 
sania isidclatines 

NEW RUBBER TYPEWRITER TOOL ON MARKET 

Walter H. Lowston, inventor and manufacturer, 91 
Payson Ave., New York 34, N. Y., has announced a 
new type-cleaning tool for typewriters—the Dee-R-Tee 
dry rubber tool. The new tool, which is used without 





NEW DEE-R-TEE DRY RUBBER TOOL 


fluid of any kind, eliminates soiled fingers and loss 
of time, according to the maker, by regular use at the 
close of each day’s typing. This may be done, he 
points out, in a matter of seconds. 

The Dee-R-Tee tool comes in two sizes—a double- 
size for Royals, which retails. at $1.10 each, and a 
single-size for all other machines, retailing at $1.00. 
Additional information may be obtained by com- 
municating with the manufacture at the above ad- 
dress. 

—_— 2 —__—. 
AVERY INTRODUCES NEW ADHESIVE 

A new self-adhesive sticker that holds posters, ban- 
ners, displays and other point-of-purchase advertising 
material firmly to walls, counters and back-bars, yet 
permits them to be removed without harming the 
surface or leaving a trace, has recently been intro- 
duced by Avery Adhesive Label Corporation, 36 West 
Union St., Pasadena 1, Calif. 

These stickers, marketed under the name of Kum- 
Kleen Double-Gummed Labels, are gummed on both 
sides with an adhesive substance that requires no 
moistening. They are applied to each corner of the 
underside of the display piece, then these corners are 
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simply pressed against the surface to which it is to 
be hung. When the job is completed, the stickers are 
not only invisible, but they hold the display flat 
against the surface at all times. 

Kum-Kleen Stickers adhere equally well to glass, 
wood, metal, varnish, plastic, cellophane and any other 
clean, smooth surface, claim the makers, and peel 
off easily when their job is done. Further informa- 
tion may be obtained by writing the manufacturer. 

SaaS ees 


MODERN DESK PAD CO. PRESENTS PHOTO-FILE 
One of the recent newcomers to the stationery trade 
is a photo-file book manufactured by the Modern Desk 
Pad Company, 420 N. Clark St., Chicago. The pages of 
the book are bound accordian-style and accommodate 
192 pictures and negatives. The celluloid pocket con- 
tainers are arranged in an overlapping visual setup, 
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MODERN DESK PAD PHOTO-FILE 


eliminating the common nuisance of having to mount 
the pockets to book pages. The pocket containers are 
mounted on removable slide trays which can be filed 
and others substituted as soon as those in the book 
are filled. 


nn ees 


OFFER NEW LINE OF FINE-REST CHAIRS 
Lombard Industries, Empire Building, Youngstown, 
Ohio, has announced a new line of Fine-Rest alu- 
minum office and institutional chairs. According to 
the company, simplicity of design achieves both maxi- 
mum attractiveness and maximum durability in the 





FINE-REST ALUMINUM CHAIRS 
new chairs. The designers had two primary objectives 


in view, it is claimed: to let the beauty of natural- 
finished aluminum and the modern, simulated leather 
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A LITTLE IMPROVEMENT NOW... 


wins MILIND BUSINES? “ATER: 


» by & Clifon Whom 


Wilson Stationery 


ident, 
Presi Company: 


g& Printing 
Houston, Texas 


@ Today, with the return of goods in quantity, the 
most competitive era in American business is begin- 
ning. It’s a fact that new merchandising, advertising 
and selling methods are developing already —and will 
be developed at a much faster rate in coming years. 


But, before we can put these new methods into op- 
eration, let us in the stationery field, first recognize 
and correct whatever inefficiencies now exist in our 
stores. 


Think back—was a telephone order returned last 
week? If it was, it’s your job to find out why? Perhaps 
the fault lies with a sales person; or there might be a 
clog in your shipping department. 

Then again, in your position as management, are 
you taking an active interest in your accounts? Keep 
in mind that drug stores, chain department stores, 
specialty stores,—and even credit jewelry stores, are 
now carrying the stationers traditional lines—and you 
have that much more competition to meet. 


And, are you getting a fair share of your business 
district traffic? If not, your windows might need atten- 
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tion. Keep them neat and attractive, and most impor- 
tant, post prices of all merchandise you display! If you 
will refer to the picture of our Eversharp window dis- 
play, you will notice that the two Eversharp CA pens 
are clearly priced at 15 and 25 dollars. 


Here are a few more points which we must consider 
if we are to continue to grow and prosper. 

1. Give more attention to the sales people. Keep a 
happy and cooperative organization. Remember, one 
dissatisfied employee can cause a great deal of harm. 

2. Work with the entire force toward development 
of better telephone manners and telephone salesman- 
ship. 

3. Eliminate items from stock that are cheapened 
by chain stores, etc., or made unprofitable. 


4. Develop and improve repair service, in such 
lines as fountain pens, small appliances, etc. 


Certainly, if your store is run efficiently — with good 
service—and if you continue to carry only the finest 
nationally advertised merchandise—you are bound to 
thrive on competition. 


am Keep your windows neat and 
attractive—and most important—post 
prices of all merchandise displayed. 
Notice that the two new Eversharp 
CA pens are clearly priced at 
15 and 25 dollars. 


@ This is the eighteenth of a series 
of articles on various aspects of 
merchandising and selling, pre- 
sented by EVERSHARP, INC., as 


a service to stationers. go 
expressed in these articles are 
those of the authors, and do not 


necessarily reflect policies and 
opinions of EVERSHARP, INC. 
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upholstery materials add their full share to the chairs’ 
styling, without excess gingerbread that may clash 
with surroundings, and to minimize the number of 
separate parts in the chairs’ construction for greatest 
durability and service. The chairs are of bolted-and- 
welded construction and a complete color selection 
is offered in nailed or stitched upholstery. 
———= 2 —__—_ 

KOL INTRODUCES NEW TELEPHONE STAND 

A new type of telephone stand was recently intro- 
duced by Kol Sales Division, 220 S. Tenth St., Minne- 
apolis 2, Minn. This Right-Height table is a modifica- 
tion of the Kol Air-Age office machine stand pre- 
viously offered. 

Sturdily constructed of tubular steel and equipped 
with a heavy-gauge steel top and directory tray, the 
stand is available in silver gray, ranger green and 





KOL TELEPHONE STAND 


chocolate brown. All colors are baked enamel finishes. 
An outstanding feature of the new stand is its height, 
only 25 inches, the stand being designed to facilitate 
easy dialing. 

The joints on the stand are brazed, not soldered. 
Rubber-cushioned Bassick glides serve as rests of the 
new stand, which retails at $9.95. 








HIGGINS INTRODUCES NEW INK BOTTLE TRAYS.— 
Convenience for the many users of Higgins American 
drawing inks is the thought behind the open and closed 
trays recently introduced by Higgins Ink Co., Inc. The 
open trays are most popular with artists and in the 
school field, the closed tray is preferred by draftsmen. 
Both trays are constructed of satin finish, heavy-gauge 
aluminum and hold four bottles of Higgins inks. Small 
holes in bottom of trays permit them to be attached 
to slanting drawing boards. Bottles may be readily 
removed from open trays, while the closed tray holds 
them securely, permitting the draftsman to remove 
stoppers with one hand. The trays retail at $1.00 each. 
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NEW VERSATILE LUBRICANT ANNOUNCED 


A new dry lubricating powder, Lub-A-Spray, with a 
wide variety of uses, has just been placed on the mar- 


‘. oo 





NEW LUB-A-SPRAY LUBRICANT 


ket by its makers, the Panef Manufacturing Company, 
Inc., Milwaukee, Wis. 

The new lubricant, which retails for 25 cents, is put 
up in a new patented puffer pack that is clean, quick 
and convenient to use. Lub-A-Spray is oilless, grease- 
less and dripless, is unaffected by heat and cold, and 
will not stain upholstery or clothing. In addition to a 
number of common uses around the home, the new 
lubricant is recommended for typewriters, adding ma- 
chines, cash registers and other office equipment. 

a 
ROYAL METAL INTRODUCES NEW FILING STOOL 

The Royal Metal Manufacturing Company, 175 N. 
Michigan Ave., Chicago 1, Ill., has just announced a 
new metal filing stool with tubular steel legs and 





«® 
THE NEW ROYAL METAL OFFICE FILING STOOL 


finished in taupe over-baked enamel. The new stool 
is 14 inches in height, and has a 14-inch seat, available 
with or without a tempered Masonite insert. Hard 
rubber casters provide easy mobility. 

With the Masonite insert, the stool will be known 
as No. 531, with steel seat as No. 532. Complete details 
will be supplied to dealers upon request. 

Oe 

LINE OF KEY-CONTROL PRODUCTS AVAILABLE 

The Lund Equipment Co., Brecksville, Ohio, has 
available for delivery a complete line of key-control 
systems that should meet the need of offices and 
buildings where proper key filing is of paramount im- 
portance. Included in the Lund line are 11 wall-type 
models with capacities ranging from 15 to 480 keys. 
Seven floor-type models range in capacity from 570 
to 1900 keys. Another item in the Lund key cabinet 
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G/W’s magic ‘‘1-2’’ formula 
for selling Safeguard Filing Out- 
fits and GlobeArt Steel Files 
TOGETHER, is a sound, 
proved way of selling accurate, 
trouble-free filing service. For 
dealers, it means bigger sales, 
better profits, and satisfied cus- 
tomers who buy again as they 
expand their filing systems. Ask 
the dealer who has followed 
the G/W plan! 
















Many proved selling aids 
available without charge. The 
Globe-Wernicke Company, 
Norwood, Cincinnati 12, 


Globe - Wernicke 


“SAFEGUARD" FILING SYSTEM 





£ 
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SELL THEM TOGETHER?! 
1. GlobeArt Steel Files 


Precision-built for feather-touch operation, even when filled to capacity, 
these world-famous GlobeArt cabinets are first choice with discriminating 
buyers everywhere. Top quality materials and expert design assure years 
of lasting dependability, enable you to sell them with complete confidence 
of customer satisfaction. Get your share of business from hundreds of live 


prospects in your territory NOW! 








Safeguard Filing Outfits 


Customers really go for these easy-to-buy, easy-to-use Outfits. They come 
ready-packaged for use in any 1-, 2-, 3-, or 4-drawer letter size file. Every- 
thing is included—guides, miscellaneous folders, individual folders, gummed 
labels, out guides and instruction sheet. It’s handy to show, simple to sell, 
and stimulates a steady flow of repeat business. Initial dozen brings you a 
supply of the famous Find-i-tis booklet, and a handsome counter piece for 
displaying an actual 1-drawer Outfit. 


Globe - Wernicke stern 


Bookcases 


STEEL FILING CABINETS Stationers’ Supplies 
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line is the letter-size steel key panel, with 23 hooks, 
for letter file drawers. As many as 40 panels may be 
filed in one drawer. Designed for use in the home is 





LUND WALL-TYPE KEY CABINET 


the hook strip, with ten hooks, for hanging on walls 
and doors. The line also includes three grades of key 
tags, receipt forms, key indexes and various key system 


accessories. 
Oe 


AKRON FIRM ANNOUNCES NEW WASTE BASKET 

Recently placed on the market was a new line of 
steel waste baskets by the Ohio Distributing Com- 
pany, 319 Water St., Akron 8, Ohio. The new baskets 


NEW OHIO DISTRIBUTING CO. WASTE BASKET 





have a varnish finish in a choice of green, walnut or 
mahogany. Other features include 28-gauge steel con- 
struction and improved top bead. Capacity is 26 
quarts. The baskets, which list at $1.50, carry the 
usual dealers’ discounts, and are available for imme- 


diate delivery. 
Sr 


TWO ASH TRAYS ADDED TO SAINBERG LINE 

Sainberg & Company, Inc., 37 W. 26th St., New York 
10, N. Y., has announced the addition of two new 
ash trays to its regular line of open stock matched 


eS 


JUNIOR TRAY 


leather desk accessories. Both numbers utilize the 
popular wire screen-top and aluminum tray, are cov- 
ered in genuine top-grain cowhide and tooled with 
attractive 24-carat gold Grecian border. 

The Jumbo No. 761 model has a 62-inch diameter 
and practically the capacity of a silent butler, declared 
to be adapted for board of directors meetings, large 





JUMBO TRAY 


56 


desks and chain smokers. This retails for approxi- 
mately $12.50. ; 

The smaller Junior tray, No. 762, has a 334-inch 
diameter, suitable for office, library or drawing room. 
Retail price of the Junior model is $8.00. These trays 
are available in brown, mahogany, green and saddle. 


SETI antec 
INTRODUCE FLO-MASTER FOUNTNBRUSH 

Cushman & Denison Manufacturing Company, 135 
W. 23rd St., New York 11, N. Y., has announced a new 
Cado streamlined valve-controlled Flo-Master Fountn- 
brush for industry, homes, studios, and schools. The 
instrument is declared to be suitable for writing, mark- 
ing and drawing on paper, glass, wood, wax, metal, 





CADO FLO-MASTER FOUNTNBRUSH 


cloth, leather and cellophane, on wet or dry, hot or 
cold surfaces. 

The versatility of the Flo-Master is declared to have 
been increased by three styles of felt nib points with 
which broad, medium and fine lines may be drawn 
on any surface. 

The new Flo-Master is pocket-size, and is finished in 
satin aluminum. It may be purchased individually or 
in sets complete with Cado inks. Purchases can be 
made from retailers or by writing the manufacturer 
for name of nearest dealer. 


———-o————— 
ZEPHYR AMERICAN ANNOUNCES NEW AUTODEX 
The Zephyr American Corporation, 2 W. 46th St., 
New York 19, N. Y., has just announced the latest ad- 












NEW ZEPHYR AMERICAN AUTODEX 


dition to its line of telephone indexes—the P-147 
Autodex. Made of plastic in eight attractive colors, it 
is designed to capture the big volume market by re- 
tailing at from $2.00 up. Advance orders indicate a 
ready acceptance of this new member of the Autodex 
family. The new product is available for immediate 
delivery. 
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DEALERS HIT THE JACKPOT 
= The PEERLESS-IMPERIAL Dealer hasn’t heard about the so- a 
aie called ‘‘Buyers’ Strike’’. Because he is too busy selling the 
things people want—the office supplies people need in order 
to carry on their business. A line backed by years of con- 
sumer acceptance, still priced to make it the best value in 
America. In the game of business you MUST WIN if you 
hold all Aces! 6 ULE 
\\\ 
THE 
2 pless SJ” 
2) Ce , LINE 
MAIL COUPON TODAY | 
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| PEERLESS IMPERIAL CO., INC. 
28 Peerless Place 


7% 
| 
Newark 5, N. J. i 
Please send me information on the following: l 
! [-] WRITEMASTER Typewriter Ribbons 
1 [| Your NEW BRANDED CARBON SHEETS ! 
! [] SPIRITCARB for spirit or gelatin duplicating i 
147 i [_] RUBBER PADS for typewriters and telephones i 
>. 
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NATIONAL FURNITURE OFFERS NEW SUITE LINE 

A new line of furniture styled for the executive who 
needs to take out a few minutes for relaxation every 
day is offered by National Furniture Manufacturing 
Company, Evansville, Ind., in the form of massive 
chairs and ottoman such as the No. 1041-1 suite pic- 
tured here. These are adaptable for dens or for ex- 
ecutive offices, precision tailored in Duran with spring 
construction throughout. Double-cushioned seats are 
offered for doubling the comfort and attractiveness 





NATIONAL FURNITURE OFFICE SUITE 


found in an ordinary chair, state the manufacturers. 
Antique nail trim is used generously. The chairs are 
available with or without ottoman and have broad 
armrests. 
Sci a pa a 

SERVICE PRODUCTS DIVISION PRESENTS TOPPER 

Service Products Division of Woodall Industries, Inc., 
2035 S. Calumet Ave., Chicago 16, Ill., has announced 
a new desk accessory called the Topper. As illustrated, 





NEW TOPPER PAPERWEIGHT 


it is a streamlined paper weight with an attractive 
ball handle. The manufacturers claim that the Topper 
prevents prying eyes from reading letters laying ex- 
posed on the desk and also anchors papers to prevent 
scattering in sudden gusts of wind. 
ss ae ea 
NEW DOUBLE-DUTY FAN NOW ON MARKET 
Recently announced by the Wash Company, Inc., 
Danville, Ill., is a double-duty fan that finds ready 
use in the home or office the year around. The new 
floor circulator serves as auxiliary heater in winter, 
an auxiliary fan during the hot months and an oc- 
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casional table both in winter and summer. The new 
product has a two-speed motor for cooling and a low 
speed for heating. The table top is 20 inches in diam- 





NEW WASH DOUBLE-DUTY FLOOR CIRCULATOR 


eter and the over-all height is 2342 inches. Complete 
information may be obtained from the manufacturer 
at the above address. 

ee 


S. NEMES OFFERS KING MODEL DESK 
S. Nemes, 2631 Lehmann Court, Chicago 14, IIl., 
manufacturer of. custom-made office furniture, is in- 
troducing the King Model desk pictured here, with 
table to match. A special feature of this desk is 





KING MODEL DESK MADE BY NEMES 


that it is equipped with a decorative removable back 
panel for special ventilation. 

These desks are made in white pine, birch, walnut 
or oak veneer. A special king size, 36x72x31 inches 
is produced for those wanting that large size of a desk. 

Wide choice of finishes is given—walnut over walnut, 
blond over birch, bleached mahogany over birch, 
maple over birch, platinum over birch or oak, ebony 
over birch with gold pulls, and cinnamon and light 
gold over birch. 


= 


DESK-HI SECRETARIAL FILING CABINETS NOW AVAIL- 
ABLE.—Just announced by the Western Mfg. Co., 600 Spruce 
St., Aurora, Ill, is a new line 
of desk-high secretarial files, 
available either in letter or 
legal widths. The cabinets are 
equipped with 2-inch rubber- 


standing features of the files, 
according to 


action lift top, which drops 


files are available in choice of 
pearl gray or olive green. 
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ay ahead...and going strong | 


That’s Royal Portable for you . . . a winner every time! 
For Royal is the world’s champion portable . . . the 
most popular and the fastest-selling portable typewriter 


on earth! 

And why not? Royal Portable has everything a cham- 

pion needs . . . speed, durability, ease of operation . . . 
plus features none but a champ can claim! Such fea- 
tures as these: 
“Magic” Margin (only Royal has it) is a famous time- 
and trouble-saver. You move the carriage to any position, 
flick the “Magic” Margin lever, and there you are, with 
margin set! No fuss, no fumbling! 


“Touch Control” (that outstanding Royal feature) ad- 
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justs key tension instantly to fit the operator’s touch... 
whether he or she pounds the keys, or skips lightly 
around on the keyboard. A big help to any typist! 
Finger Flow Keyboard is standard in size and key-slope. 
Writing on a Royal Portable is like writing on a Royal 
Standard, because keyboards are identical in size. 

And then there’s a host of other Royal features, such 
as Automatic Paper Lock, and the fact that Royal 
Portable is THE portable with the keyboard and the 
features of a standard typewriter. All these add up to 
the reason why Royal Portable is. . . 


A winner every time! 


You can’t lose by backing a winner! And Royal is the 
most popular and fastest-selling portable typewriter in 


the world. 


So display Royal Portables... push them . . . demon- 
strate them to your customers. You'll make more money 


—because you'll sell more typewriters! 


The Winner . . . and World’s Champ! 


ROYAL PORTABLE 


THE Standard Typewriter in Portable Size 


“Magic” and “Touch Control” are registered 
trade-marks of Royal Typewriter Company, Inc. 
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Cc. J. “Chip” Schubert of Western Wholesale Station- 
ers, Los Angeles, Calif., visited with OrricE APPLIANCES 
by telephone March 26. He had been to New York 
City to attend the gift show and for other purposes, 
and on his trek toward California called upon some 
of the manufacturers along the way. From Chicago 
he planned to go direct to his territory, which includes 
a group of western states. 


A. F. “Heinie” Sengbusch of Kansas City, Mo., rep- 
resentative of Sengbusch Self-Closing Inkstand Com- 
pany, dropped in at the offices of this journal for a 
brief visit April 1, and no fooling. Reversing a more 
or less common practice, he was working Chicago out 
of Kansas City. Heinie is well known among station- 
ers from Duluth to the Gulf, having worked all parts 
of that area at some time during his long association 
with the company. 


K. Woogerd of Union Printing Company and Athens 
Office Supply Company, Athens, Ohio, took time out 
from a busy buying trip to phone the office of this 
journal April 3. His business is lively. One of his 
principal problems, he indicated, was obtaining mer- 
chandise in adequate quantity for the demand in the 
area he covers. 


John F. Murray of Soc. Tecnica Murray, Ltd., Rio 
de Janeiro, Brazil, stopped off in Chicago for a visit 
and signed the Guest Book on Thursday, April 17. Mr. 
Murray left Brazil by plane on April 3. He went direct- 
ly to New York City, where he stayed for several days 
calling at the offices of companies his firm represents 
in Brazil. By using air transportation, he was able 
to make calls on manufacturers in the following cities 
in a relatively short period of time—Detroit, Mich., 
Chicago and Woodstock, Ill.; Los Angeles and San 
Francisco, Calif., and Racine and Watertown, Wis. His 
schedule called for return to New York to meet Mrs. 
Murray on May 2. A few more business calls in Spring- 
field and Gardner, Mass., and Rochester, N. Y., were 
to precede a pleasure trip to California, where many 
Spanish-speaking people are located and where the 
climate is similar to that of Brazil. A native Brazilian 
with a Scotch name and ancestry, Mr. Murray is a 
progressive business man who has made a fine record 
in the distribution of office machines and other prod- 
ucts made in the United States. A little less than two 
years ago he visited this country, establishing agency 
relations with U. S. producers which have proved 
mutually profitable. A substantial expansion in busi- 
ness is planned in anticipation of increased deliveries 
from United States manufacturers. 


H. G. Beechey, managing editor of Beechey & Under- 
wood, Ltd., Auckland, N. Z., was a welcome visitor on 
April 4. Accompanying Mr. Beechey was Phil Bennett, 
who is in charge of export business for the A. B. Dick 
Company. Mr. Beechey flew from Auckland to San 
Francisco and then went by train to Los Angeles to 
come via the southern route to Chicago. He was on 
his way east to visit the factories of United States 
companies whose lines his firm handles. His itinerary 
included stops at headquarters of the following organi- 
zations: Underwood Corporation, A. B. Dick Company, 
Ohmer Corporation, and others. Mr. Beechey’s last 
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visit to this country was in November, 1944. He ex- 
pressed the hope of being able to make journeys to 
this country at least every two years. 


E. J. (Gene) Mitchell and his son, Barrett K. Mitchell, 
who recently became associated in business with his 
father, signed the Guest Book on April 9. They were 
on their first trip together, making contacts with 
manufacturers Gene has represented for many years. 
The initial journey calling on dealers was scheduled 
for the latter half of April. 


I. R. Ritchie of Addressing Machine & Equipment 
Company, New York, N. Y., long established as a dis- 
tributor of various types of office’ machines, signed 
the Guest Book for the first time April 10. He had 
visited his old home in Uniontown, Pa., earlier in 
the week, stopped in Pittsburgh, Pa., came on to Chi- 
cago to visit with some of the dealers, planned to 
attend a dealers’ meeting in Detroit, and return to 
New York after an absence of one week. Mr. Ritchie 
is a clear thinker and a good speaker. He has been 
active both in the New York association and in 
NOMDA from the time it was founded. His counsel 
has been valuable to individual dealers and to the 
industry. 


Schuyler Hunt, of C. W. Hunt and Son, San Fran- 
cisco, Calif. manufacturers’ representative, dropped 
in at O.A. headquarters April 13. He had driven east 
to Rochester where he spent some time with the 
Hall-Welter Company whose products the Hunt com- 
pany sells in northern California. While in Chicago he 
called upon several manufacturers. He planned to 
stop in Minneapolis, Minn., on the way back to his 
territory. 


H. L. Thomson, Copy Right Manufacturing Corpora- 
tion, New York, N. Y., signed the Guest Book on April 
16. Mr. Thomson was on his way back to New York, 
near the end of a four-week journey which involved 
calling on dealers and representatives on the Pacific 
Coast. Before boarding the train again for home, he 
planned to confer with the Chicago representative of 
his company. 

Moe Turman, Metwood Office Equipment Corpora- 
tion, New York, N. Y., inscribed his name in the Guest 
Book on Monday morning, April 21. Mr. Turman, an 
enterprising office furniture dealer and one of the 
founders of the New York Office Equipment Dealers 
Dinner Club, was in Chicago for a three- or four-day 
visit. Always industry minded, he expressed concern 
about the price trend in office furniture. His ideas 
and those of others qualified by experience to speak 
are presented on other pages of this issue. 


TELEPHONE GUEST BOOK 

On Thursday, April 18, John B. Dwyer, manufac- 
turers’ representative with headquarters in Boston, 
registered by telephone. Mr. Dwyer was on the re- 
turn trip of his annual journey to Los Angeles and San 
Francisco. In the interests of time and economy and 
because he likes to fly, he went by air both ways. 

SEE cite can EEE 


BARNHART HEADS UNDERWOOD IN YOUNGSTOWN 

Jack D. Barnhart has been appointed manager of 
the Youngstown, Ohio, branch office of Underwood 
Corporation, according to an announcement by W. F. 


Arnold, vice-president and general sales manager at § 


the company’s headquarters, 1 Park Avenue, New York. 
Mr. Barnhart joined Underwood as a typewriter 
salesman in Ycungstown in 1940, entered the U. S. 


Army in June, 1242, and rejoined the organization in 


October, 1945. 
ee 
NEW NAME FOR BEMIDJI, MINN., FIRM 


The Ophus Business Service, Northland Times Build- 


ing, Bemidji, Minn., has changed its name slightly to 


avoid confusion in the mail service, and is now oper-) 


ating under the name of Ophus Business Equipment 
Company, recently announced R. R. Ophus. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 


% — 


S 


of this journal their headquarters. The staff at the main office, 600 W. Jackson Bivd., Chicago, and the staff at 
the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 
York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 


there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 





London, England, April 8 


The measurements section of the Institution of 
Electrical Engineers held a meeting in London on 
March 7, when recent developments in calculating 
machines were discussed. 

Professor D. R. Hartree, M.A., Ph.D., M.Sc., F.RS., 
M.1LE.E., opened the discussion and prefaced his re- 
marks by referring to the two classes of calculating 
equipment which can be used for performing numeri- 
cal calculations. One class consists of devices operat- 
ing on the principle of representing numbers by physi- 
cal quantities of which the numbers are the measures; 
these measures operate with the quantities and finally 
measure a physical quantity to produce the answer. 
For example, multiplication of x by y can be achieved 
by passing a current of x mA through a resistance of 
y ohms, and measuring the p.d. across the resistance 
in millivolts. In this class are the slide rule, plani- 
meter, the Mallock machine for simultaneous alge- 
braic equations, the differential analyser and cinema 
integraph. 

The second class of equipment consists of devices 
which handle numbers directly in their digital form, 
usually, but not necessarily, by counting discrete 
events of some kind. Examples of this class are the 
ordinary desk calculating machines, such as the 
Brunsviga and Marchant, and the large Hollerith ma- 
chines which use punched cards. 

Devices of these two classes are termed “analogue” 
and “digital” machines, respectively, in the United 
States. There have been some recent developments in 
the field of the analogue machines; for example, the 
new differential analyser of Bush and Caldwell, and 
the instrument for evaluating non-steady heat flow 
by an electrical analogue developed independently by 
Beuken in Holland, Paschkis and Baker at Columbia 
University and Jackson at Sheffield. But the recent 
developments which are of greater interest because of 
present achievement and future promise, are in the 
field of the digital machines and particularly, large 
general-purpose machines designed to carry out auto- 
matically extended sequences of computing operations, 
which sequences can be changed from one calculation 
to another. Of these machines, the most interesting 
are the ones which use the technique of electronic 
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circuits in order to provide a high speed of operation. 

In a digital machine it is not sufficient merely to 
have equipment for performing arithmetical opera- 
tions. It is also necessary to have a storage or 
“memory” device, both for operating instructions and 
intermediate results, and this must be of such a form 
that numbers can be recorded into it and read from 
it in a time approximating the time required for an 
arithmetical operation, which may be of the order of 
milliseconds in an electronic machine. A further re- 
quirement is that the machine must be capable of 
accepting information from the outside world regard- ~ 
ing the calculation to be performed, and of supplying 
results to the outside world. There must also be means 
for mutual transfer of numbers between storage and 
the arithmetical input and output organs, if these 
are physically distinct. Finally there must be some 
form of control which can accept the operating in- 
structions in sequence and ensure that appropriate 
action is taken. 


Storage and control are aspects of an automatic 
machine at least as important as the means of carry- 
ing out arithmetical operations; the capacity of the 
storage and the flexibility of the control have a deci- 
sive influence on the scale and range of work which 
can be undertaken. The control should include a 
device capable of exercising some degree of judgment 
so that if the calculation reaches a point at which 
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there are two or more courses of procedure open, the oak 
machine applies some criterion and selects the appro- bl 
priate procedure on the basis of the result applying it. a 

The general concept of a large general-purpose re 
automatic calculating machine is due to Babbage F 
(about 1838) and the IBM automatic sequence-con- Alu: 
trolled calculator at Harvard is, in principle, very it te 
closely a realisation of Babbage’s conception. It con- and 
sists, not of a set of standard IBM machines coupled ture 
together, but an assembly of IBM components, some Iti 
being components of standard machines and others ° 
designed specially for the purpose, built up and’ able an 


to be connected so as to form a calculating machine 
of considerable power and versatility. It consists of a Cx 
number (72) of mechanical counters, which can be 
connected with a continuously-driven shaft through | 


(Turn to page 140, please) GO¢ 
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N office worker sits in a chair 

nearly 2,000 hours a year. It 

is good business and good sense to 

make sure that the chair is comfort- 

able, thereby reducing fatigue and 
increasing efficiency. 


Five adjustments on Goodform 
Aluminum Chair No. 2123 permit 
it to be fitted to each individual, 
and thus provide good seated pos- 
ture and practical working comfort. 
It is specifically designed for use by 
secretaries, stenographers, typists 
and machine operators. 


Goodform Aluminum Chairs have 


GOODFORM ALUMINUM CHé 
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welded joints. They will not split, 
splinter, or develop rough edges to 
tear hosiery and clothing. Foam 
rubber cushioning over a shaped 


seat and back bring a new sense of 


seated comfort. ‘The sparkling anod- 
ic finish of natural aluminum retains 
its new appearance throughout the 
years. There is no paint to scratch, 
mar or chip. 


No. 2123 is the finest stenographic 
chair on the market. It will last a 
business lifetime. Invest in good 
office seating—buy Goodform for 
greater efficiency. 
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Chair shown is Goodform No. 2123 


GOODFORM 
Adjustable 


ALUMINUM CHAIRS 


4 product of THE GENERAL 
FIREPROOFING COMPANY 


425 East Dennick Ave. 
YOUNGSTOWN 1, OHIO 
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KANSAS BOOK DEALERS SHARE 30th 
ANNUAL MEET WITH SALESMEN 


By ANN GALT 


JAS IT A MERCHANDISE MART, or was it a 
dealers’ concention? That was the question asked 
during the two-day sessions of the Kansas Book 
Dealers Association, the thirtieth annual convention 
—held on the Hotel Kansan roof. Exhibits, 75 of them, 
with around 50 manufacturers’ and wholesalers’ repre- 
sentatives in attendance, gave the 50 dealers plenty of 
opportunity to see, study and place orders for the 
goods now available in the second post-war convention. 
Salesmen who cannot run out with a full line to every 
Kansas hamlet, had a chance to tell the convention, 
and the dealers attending, what their lines have; deal- 
ers met the salesmen and became acquainted with 
those lines which fit their. stocks. 

In charge was Phil M. Anderson, Newton book dealer 
and stationer, serving as president for the twenty- 
seventh consecutive year. He was re-elected on the 
final day, with a slate of officers which brings into 
leadership several of the younger men in the retail 
stationery field in Kansas. His vice-president will be 
Robert Markwell of Hays. Mary S. Anderson will con- 
tinue as secretary-treasurer. Chairman of the board 
of directors is John A. Crow of Hall’s, Topeka, serving 
with Willard Topping, Overbrook; Zern Haning of 
Eckdall-McCarthy’s, Emporia; Harry Tipps of Kansas 
City, Kans.; and N. M. Ruddick of Council Grove. 

President Anderson, as always, depended on the 
salesmen to give the picture of what dealels may ex- 
pect. The trend is not to lowered prices, but to im- 
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proved qualities. Austin Waterbury of Carter’s Ink 
Company declared that the cosmetic companies over- 
bidding for glycerin makes a problem for their pro- 
duction manager, but adhesives are improving in 
supply. 

Larry Goodhand of Oxford Filing Supply Company 
told the Kansas retailers that in a day when nobody 
is shipping wide open, the factory salesmen can help 
with allotments, with display, merchandising, con- 
sumer calls—even with employees. He urged dealers 
to send mail orders with the “Credit Mr. So-and-so” 
line to build confidence. 

Clarifying supply further, Ralph Maneval of A. W. 
Faber, Inc., declared that no pencil house is turn- 
ing down orders, but golf pencils, penny bars and 
2 for 5’s are about out the window. Good bands and 
erasers can now be offered. He recommended balanced 
full inventories for volume selling. 

“Tf dealers don’t buy,” declared Karl Kaufman of 
Speed Products Company, “it’s a sure thing they can’t 
sell and no profit will accrue.” 

On the pen situation, Lyle Turner, W. A. Sheaffer 
Pen Company, deplored the over-advertising “that 
makes the public expect to get $20 worth of pen for 
$1, or a $5 pen for a coupon and 98 cents.” He ex- 
pressed extreme optimism for the future. 
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“A healthy supply makes better competitive values ~ 


in our field,” said Tom Hanson of Tulsa, Okla. “The 
loose leaf field is not oversupplied, and zippers are 
a must clear down to the fourth grade. Units will be 
lower priced, but the field for selling is broadened. 


From the speaker list of eight headline. names, 7 
came business counsel, merchandising ideas and in- 7 


spiration. 


C. B. Miller, executive secretary to Kansas druggists, Z 





ONE OF THE SESSIONS AT THE 30TH ANNUAL KANSAS BOOK DEALERS ASSOCIATION MEETING 
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Gc“ are the days when ordinary chairs will satisfy either 
management or office people. So many improvements have 




























been made for posture comfort, ease, relief from fatigue and health 


¢ in protection that nothing but the best will satisfy. 
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help ag NOW! Sturgis is 3 steps ahead with 
con- | Bex 3 new features for betterment with instant 
alers © ime 
d-so” | fe: appeal — for greater posture comfort. 
w. oe HERE THEY ARE: 
turn- | ie 
and | Bee: NEW deeper FULL- CUSHIONED SEAT 
sand | ek 
dee (Be Soft! Resilient! “Nukraft;’topped iia 
=a with foam rubber. The cushion @ 
an of | Me. that gives luxurious comfort in fj 
can’t aircraft seating, and the long | 
~affer 1B swearing quality of truck seats 
“that : S<- that take so much abuse. Full 3" padding. Three layers of 
n for & > Nukraft’’ plus Foam Rubber 
| i Sturgis 
alueill On NEW Positive... Simpler... ADJUSTMENTS SMILE- MASTER 
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Vertical backrest Horizontal backrest Seat height 
adjustment adjustment adjustment c c A 2 3 
With a flip of the fingers the chair can be adjusted in a 
jiffy for just the position desired by the user—and it stays For 
_ there. No tools needed. all-day-long 


comfort 





= 6 new Form-fitting BACKREST 


Fits the natural 
curve of the back. 
Ample size. 22” 
thick. "Nukraft"’ 
and foam rubber. 


YOUR CHOICE OF BACKREST 





The FIRM-FLEX The FIRM 


Firm-yet flexible. Latest improved design 
The comfort of and construction of a 
softness with firm | Sturgis support long 
support preferred by users. 





Write Us for Further Details 





1947, «OFFICE APPLIANCES, May, 1947 65 


— “hk “Sh. “Eh. “Eh. el ll i Ee te: es Re ee le ee “tee 








urged retailers to hold fair trade and appreciate its 
price stabilizing effects. Otherwise Kansas might be 
invaded with cut-raters and super-markets, whose 
profits are hidden behind a smoke screen of bait items, 
he said. Al F. Williams, Topeka wholesaler, also spoke 
on fair trade. He retraced the campaign over Kansas 
in 1937, following the national enabling act, and the 
state law, to make fair trade effective by drawing 
minds together to common centers on making money 
in the retail field. He recommended getting rid of 
excess inventories and putting that appropriation 
into merchandise now in the public demand. With 
international implications, declared Mr. Williams, 
there will be financial drains on every pocket. 

From the Kansas State Printer came a report on 
state-printed textbooks by Ferd Voiland. He has on 
order 1,120,000 books, and has battled the paper market 
for adequate stocks. A number of texts will be bought 
from publishers direct. Three books are recommended 
to the deciding board for each adoption. In the lower 
grades, one basic text is selected. In the upper, mul- 
tiple adoptions are made, but the schools must stay 
in their own classification, and notify the state board 
of their choices. 

Alfred M. Landon, one-time presidential candidate, 
and Kenneth McFarland, superintendent of the To- 
peka City Schools, gave the convention listeners 
thoughts on character building and Americanism. 

Passed on the final day was a resolution to protest 
to Kansas’ Representative Ed Rees, chairman of the 
committee in Washington on Post Office and Civil 
Service, the proposed increase in postal rates. This, 
Kansans reminded Representative Reese, will have a 
disastrous effect on the distribution of educational 
books, with its double penalty of the midwestern book- 
sellers, and the change in the pound limitation. 

Sentiment, too, was hotly expressed at the conven- 
tion, by Zern Haning, of the Eckdall-McCarty firm in 
Emporia, against the trend for business and profes- 
sional men to favor socialized book stores. 

Plans for 1948 include a streamlined convention in 
Topeka, Hotel Kansas roof if possible, with invitations 
to those exhibitors who work closely with the Kansas 
Book Dealers Association, and whose lines are stocked 


by a majority of the dealer members. 
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STEVENS, MALONEY OLD-TIMERS HONORED 

Instead of going home after work on Monday, March 
31, the employees of Stevens, Maloney & Company, 
Chicago, went over to the Bismarck Hotel for a de- 
lightful dinner and a happy evening provided by the 
company. Totaling 29, the group listened to informal 
talks by company officers and several others who felt 


ENTIRE STAFF OF STEVENS. MA- 
LONEY & COMPANY, CHICAGO.— 
Sitting at the feet of their employees 
are officials of the firm: William Durchs- 
lag, store manager; Charles Ziesk, sec- 
retary and treasurer; Oliver Stevens, 
president; Elmer Long, vice-president 
and sales manager. 
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the urge to express themselves. 

President G. O. Stevens started the oral part of the 
evening by explaining the corporate and managerial 
structure of the business. He concluded by announcing 
that bonus checks were in the mails for all employees. 
Vice-president and Sales Manager E. E. Long enlarged 





STEVENS, MALONEY EMPLOYEES WITH 
SERVICE RECORDS OF 25 YEARS OR MORE. 
—Seated: Edward G. Walter, 38 years; Mrs. 
Ethel R. Ward, 34 years; William F. Durchslag, 
30 years. Standing: John L. Wilson, 29 years; 
Charles W. Ziesk, 34 years. Being two months 
short of a 25-year employee record, G. O. 
Stevens was not quite eligible to be in this 
picture and receive a suitably engraved Lord 
Elgin wrist watch. 


upon the subject of business operations and expressed 
the hope that the dinner for employees would become 
an annual event. Secretary and Treasurer Charles 
Ziesk referred to his relations to the financial end 
of the business. Store Manager William Durchslag 
talked from experience about the value of co-opera- 
tion. Among the others who spoke was Ed Walters, 
one of the older old-timers, who reminisced about the 
Stevens, Maloney business in its early stages. 

Then came the big event of the evening—presenta- 
tion of Lord Elgin watches and a Lady Elgin watch 
to five employees with records of more than 25 years 
of continuous service with the company. Mr. Stevens 
called the following to the front of the room: Edward 
Walters, William Durchslag, Mrs. Ethel Ward, Charles 
Ziesk, and John Wilson. Their pride and joy, as well 
as surprise, were very evident. To quote a cliche, the 
evening was crowned with success. 
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VICTORY 


Transfer Storage Case 


When transfer cases are put into use they are. bulging 
with records from the start. If you want to continue 
selling your customers this item year after year it is 
important that you provide them with a case that will 
hold up under this load. For years VICTORYS have been 
noted for standing up under hard usage. The heavy cor- 
rugated apron, illustrated at the left, is one reason why- 
It gives added reinforcement on the ends and along the 


bottom where it is needed most. 
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TRANSFER TIME 
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July will soon be here and the bulk of your cus- ia . i Hh it es 
tomers will be transferring their inactive records. _ " il i i Ht ie hh 
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More dealers than ever before will be suggesting —|s—| Js i 
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the sturdy VICTORY line. ce | al i i i 
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VICTORY features: “« 
SOLID FIBRE BOARD— Constructed throughout from heavy fibre board—not corrugated . . . less chance to tear. 


SLIDES EASILY—Tops and bottoms are smooth. This case will not rock when in place—slides easily off stack. 
NO GUMMED TAPES— Entire case is one piece and metal stitched at the factory. No mess or fuss to put in use. 
COVER ATTACHED It's part of the case and extends clear across. Noconfusing flaps to close like ordinary cases. 


ONLY ONE FASTENER—The wrist flicks and it’s open—flick—it’s locked tight. Note that it’s on the side. 


The Weis Manufacturing Company 


1892 Aer 1947 


Monroe, Michigan 





NEw YorRK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 


BosTon 10: Adams, Cushing & Foster, Incorporated 


Carpenter Paper Company 
OMAHA 8 OKLAHOMA CITY 1 FORT WORTH 1 HOUSTON 2 


New General Price List 


dated April 1, 1947 is now out 
I you do not have your copy, send for it today. 








PETES MOORE IIE AB a 








0) 














RESERVOIR DESK SET 









The new Safeguard Reservoir Desk Set by Sheaffer's 


is the safest writing set on the market! Tip it—jar 








Capacity for a 
full 2-oz. bottle 
of SKRIP. 





it—turn it upside down! The danger of spilling writ- 36 prensa nel 
OL 





ing fluid is reduced to the remotest possibility. In- 






terior design minimizes fluid evaporation. 14-K gold “eSAFEGUARD 
: 


Lifetime POINT writes pages without re-dipping, w Sueareeaguml 


is always moist and ready for efficient writing. Fountain pen _ SEVOIR DESKS | 
action... writes SWEareen pam comm, 


Simple refilling... fluid supply lasts for months. pogeswilndbendiiekel Ter gaat ae 










These are a few of the reasons for the endorsement 
of Sheaffer’s Safeguard Reservoir Desk Set... rea- 


sons that mean faster, easier sales. 


TWO GREAT SHEAFFER SHOWS NOW! 


Sunday: “Sheaffer's Parade”, 3 P.M., E.T.; 2 P.M., C.T.; 1 P.M., 
M.T.; 12 Noon P.T., N.B.C. Network. 


Saturday: “The Adventurers Club”, 11:30 A.M., E.T.; 10:30 A.M., 
C.T.; 9:30 A.M., M.T.; 8:30 A.M., P.T C.B.S. Network. 


SHEAFFER'S 


'W. A. SHEAFFER PEN CO., FORT MADISON, IOWA 
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CRAMER LUNCHEON—The Cramer Pos- 
ture Chair Company, Inc., sales con- 
ference group at luncheon in the plant 
commissary, which has been maintained 
by the Cramer organization during the 
past several years for the benefit of its 
employees and guests. Left to right 
around the table: Alex Patterson, Alex 
Patterson Co., Sunny Hoath and L. P. 
Kent, L. P. Kent Co.; Walter T. Keller, 
vice-president of Cramer; S. C. McKee; 
George S. Long and Cal Long of 
George S. Long & Son; Dennis West. 
treasurer of Cramer; F. C. Charles; Bill 
Magez, L. P. Kent Co.; J. A. Lang, sales 
manager of Cramer; Edwin H. Finegan; 
and R. A. Cramer, president of Cramer. 


HOLD CRAMER POSTURE CHAIR SALES MEETING 

Preceding the regional NSA convention in Kansas 
City, Mo., the sales representatives of the Cramer 
Posture Chair Company, Inc., Kansas City, met at the 
company’s plant for a sales conference March 25-27. 


CRAMER SALES MEETING—Sales representatives of the 
Cramer Posture Chair Company, Inc., Kansas City, Mo., are 
pictured during the recent sales meeting in front of the main 
building of the Cramer plant, which comprises four buildings. 


These sales representatives service the hundreds of 
Cramer dealers throughout the United States. 

“The remarkable increase in the demand for Cramer 
posture chairs in recent years has been matched by 
necessary physical expansion and production capacity 
to accommodate this expanding market,” the sales 
representatives were told. 

At the Kansas City meeting, the salesmen were in- 
troduced to new Cramer developments to be presented 
to the users of posture chairs. 
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CROWL, BURBANK HONORED BY ATLANTA FIRM 


Lester Crowl and Paul Burbank, president and gen- 
eral manager, respectively, of the National Stationers 
Association, were recently honored in Atlanta, Ga. 

The NSA leaders were guests at a dinner given by 
Ivan Allen-Marshall Company at Atlanta’s Capital 
City Club on March 19. 

Other guests included J. S. Sprott, president of The 
Globe-Wernicke Co.; W. T. Powell, president of Myrtle 
Desk Company; A. W. Young, vice-president of Old 
Town Ribbon & Carbon Company; James Hickey,Car- 
dinal Sales Company; Harry Nichols, Weis Manufac- 
turing Company; all Atlanta stationery and office sup- 
ply dealers, and other manufacturers and their repre- 
sentatives. 


Ivan Allen, Jr. Presides 


Ivan Allen, Jr., president of Ivan Allen-Marshall 
Company, presided. Jack Williams gave the invoca- 
tion. Guest speaker was James Carmichael, president 
of the Scripto Manufacturing Company. 

Less Crowl, as always a gracious public speaker. 
brought the group an interesting story of the industry. 
Paul Burbank outlined the constructive plans and un- 
dertakings of the NSA. Ivan Allen, Sr., told of his 
pride in the Association, in Atlanta dealers, and in the 
growth of Atlanta and the Southeast. 

John Cooper of Foote and Davies, Atlanta, and John 
Harland of John H. Harland Company, Atlanta, paid 
tribute to Mr. Allen, Sr., and to their long friendship 
with the Ivan Allen-Marshall Company. 

Ivan Allen-Marshall Company employees and offi- 
cials pictured at the banquet table are W. H. Glower, 
W. D. Harris, W. E. Owens, Chester Long, Hayden 
Jones, A. P. Baylis, W. A. Johnson, James Hampton, 
Charles Meier, Felix Sharpton, J. T. Cole, Frank Dale, 
Sidney Cox, Ivan Allen, Sr., Ivan Allen, Jr., H. W. Buice, 
James Ball, J. C. Williams, W. F. Floyd, Jr., Ben Lanier, 
E. V. Loden, E. W. Harris, C. H. Aikens, Charles E. Reid, 

(Turn to page 115, please) 
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IVAN ALLEN-MARSHALL CO., ATLANTA, GA., DINNER. MARCH 19, HONORING NSA LEADERS 
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STENCILS PASS THE TEST! 


Red Feather has developed scientific 
production control into a single, 
continuous test that begins when raw 
materials are brought into the plant 
and does not end until each stencil is 
packaged. Skilled workers, a modern 
plant, specially designed machinery 
hold conditions of manufacture con- 
stant. Stencil quality is controlled by 
five rigid checks at five important steps 
in manufacture—Raw Materials, Coat- 


FACTOSCOPE LIGHT TABLE - INKS - CORRECTION FLUID - HAND CLEANER 


TYPE AND PLATEN CLEANER - 


oo 
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ing, Mounting, Top Printing and Assembly. 
That is why every Red Feather stencil 
has passed the toughest test ever 
developed to insure stencil quality. 
You can be sure that each Red Feather 
stencil you use will be uniformly high 
in quality—for longer runs, cleaner, 
clearer impressions, and easier stencil 
preparation. 

Order Red Feather quality controlled 
stencils from your dealer today! 
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STYLI—OVER 30 TYPES AND SIZES 
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NOMDA NEWS 





National Office Machine Dealers Association 
R. H. Koch, Executive Secretary, 818 Winters Bank Bldg., Dayton 2, Ohio 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 


ail 
office 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OFFICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 








Make Your Reservations Now! 


NOMDA ANNUAL CONVENTION 


at the 
Senator Hotel, Sacramento, Calif. 
July 27-30 








E. E. PECK, OAKLAND, NAMED CHAIRMAN FOR 
NOMDA ANNUAL CONVENTION, JULY 28-30 

Announcement has been made of the appointment 
of Edward E. Peck as general chairman of the 22nd 
Annual Convention and Trade Exhibit of the National 
Office Machine Dealers Association, to be held in Sac- 
ramento, Calif., July 28, 29, and 30. 

Ed, as he is known to his friends and acquaintances, 
is the genial owner of Peck’s Office Appliance Com- 
pany, 5675 College Ave., Oakland, and is president of 








EDWARD E. PECK 


the East Bay Office Machine Dealers Association, where 
he is doing an aggressive and resultful job in further- 
ing the objectives of that affiliate. As one of the key 
figures in the forming of the new Northern California 
Office Machine Dealers Association, he has contributed 
much to its successful start, co-operating unceasingly 
in giving it impetus and vigorous direction, states 
NOMDA officers. 

Mr. Peck is being capably assisted by Ed Noakes and 
George Hammond, Sacramento; Ralph Archinal, Ala- 
meda, and Earl White, San Francisco, to name a few, 
Complete committees will be announced shortly. Al- 
ready Ed and his helpers are burning the midnight oil 
in developing a program of interest and attraction. 
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Big things are expected—and promised—for they are 
determined to show the rest of the country the Cali- 
fornia way of doing things! 

Sacramento boasts of one of the finest convention 
bureaus in the U. S. Its wholehearted support and co- 
operation with unique features will add to the delight 
and enjoyment of those who attend the convention. 

Both the convention assembly and the trade exhibits 
will be housed in the magnificent Sacramento Me- 
morial Auditorium, where the facilities are exception- 
ally well adapted for such an event. The beauty of the 
building and the surroundings make a truly ideal set- 
ting. 

Headquarters will be in the Senator Hotel immedi- 
ately adjacent to the state capitol. Requests for room 
reservations should be made direct to the hotel. 

For the program, top-notch speakers are already 
engaged. It is hinted that entertainment will include 
the famous “thar’s gold in them thar hills” trip, em- 
bracing a wide-open 49’er mining town, miner’s stew, 
maybe a careless shot or two, and the lusty diversions 
peculiar to that era. Of opposite appeal is promised 
the Sacramento Convention Ensemble, directed by Roy 
Clair, master showman, composed of a bevy of talented 
and lovely artists who will present a program of lilting 


melodies. 
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GEORGE FOTIS ADDRESSES NEW YORK OMDA 


The Office Machine Dealers Association of New York 
held their 180th meeting on April 8 at the Hotel New 
Yorker, New York City. Guest speaker was George 
Fotis, sales promotion manager of the typewriter di- 
vision of Remington Rand, Inc., who was pinch hit- 
ting for J. M. Hackney. Mr. Fotis provided an inter- 
esting and instructive talk, telling of plans for mer- 
chandising portable typewriters in retail stores. 

A complete report was made by James T. Lafferty, 
Underwood Corporation, on the trip to the NOMDA 
convention at Sacramento, Calif., on July 27-30. In 
this report he provided complete details regarding the 
cost of railroad tickets and explained the sights along 
the convention route. 
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JUST AS ONE THING LEADS TO ANOTHER... 
EACH SALE LEADS TO ANOTHER... 


By featuring these five related items, you stand a good chance of selling all five to the 
customer who comes in only for one! The accounting departments of all offices need 
these items—display them and you'll sell them! 















ANALYSIS PADS 


Brown and green rulings to aid in 
accurate posting of figures. In pad 
form, already punched; can be 
easily removed for posting in HINSDILL’S 


binder or manila cover. See Cata- PERFORATED SCRATCH PADS 


219. sos 
log, page 219 Perfect for writing with either pencil 


COLUMNAR PADS 


Every office uses them. They serve all 
who want a quick and accurate compi- 
lation of figures. B&P pads come in 2 
to 30 columns, both Buff and White. 
See Catalog, page 217. 





— or pen. See Catalog, page 223. 





SPECIAL 
PURPOSE 





FOR EVERY RECORD... 


PADS = A WAY TO KEEP IT! 
3 
Quadrille, Cross sections, Legal etc.,to fit the ACCOUNTANT s WORK SHEETS GENERAL OFFICES: 84 HUDSON AVE., 
needs of Banks, Law offices, Engineers, Ac- For standard size ring binders. From 2 to BROOKLYN 1, N. Y. + BOSTON 10: 29 OTIS ST 
countants, Surveyors, Architects, Schools and | 25 columns to fit every need. See Catalog, cae a rent oe es 
many other groups. See Catalog, page 220. page 219 SALESROOM 349 BROADWAY, NEW YORK 13. 
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38 YEARS FOR G. J. AIGNER COMPANY vision over sales. His background is well-rounded, 





The G. J. Aigner Company on April 1 celebrated its 
thirty-eighth birthday. The president and founder of 
the Chicago company, G. J. Aigner, recently returned 
from a short trip where he spent most of his time on 
customer contacts and checking up on Aico producst 
in use. 

George J. Aigner has returned to a job that he has 
long anticipated—mainly the.development of addition- 
al Aico products, and improvements on their present 











GEORGE J. AIGNER 


ALWIN AIGNER 


indexes and other items. In addition, he will continue 
to furnish the company the guidance and experience 
given him by a background of 50 years in the graphic 
arts industry. 

Mr. Aigner says: “I feel that there will be so many 
changes in the next ten years that the research job 
facing us has assumed new proportions. I am looking 
forward to it, however, as we have always been inter- 
ested in our dealers, and in producing for them the 
products they want and need. The Aigner Company 
has always felt it an obligation to the trade to produce 
the best indexes possible. In the years to come Aico 
will still be known as the world’s leading manufactur- 
ers of indexes and index tabbing.” 

The senior Aigner claims to have been the originator 
of the patent out-leather tabs, and one of the earliest 
pioneers in the manufacture of fused cellulose indexes. 
He has many “firsts” to his credit, including machine 
production of index tabs, and the tubular edge on Aico 
Grip tabbing. He early specialized in the manufacture 
of indexes, both in the form of tabs, and in the form of 
finished indexes—stock or special. The Aigner Com- 
pany also pioneered in the field of insertable stock 
indexes. 

Mr. Aigner’s earliest training was as a gold stamper 
and a book binder. He was originally trained in the 
art of engrossing, embossing, and decorating beauti- 
fully bound books. 

The board of directors of the G. J. Aigner Company 
has promoted Alwin Aigner to the position of vice- 
president and general manager. Al also retains super- 
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consisting of 17 years of experience covering every 
field of the business—both inside and outside contacts. 

Al Aigner started his first job with the Aigner Com- 
pany in 1930, and has had plant experience in all 
departments, as well as four years outside selling 
experience which included one year retail selling. 
During the war years he was sales manager, assistant 
to the president, assistant general manager, advertis- 
ing manager, a director of the company for four years, 
and an officer for three years. 

a 
LELAND STANFORD RETURNS TO DIEHL 

Leland Stanford, former store manager of the Diehl 
Office Equipment Company, Columbus, Ohio, returned 
to take over his old duties on April 1. 

Mr. Stanford went with the Utica Office Supply 
Company, Utica, N. Y., in April, 1919, at the end of 
World War I when he was released from the armed 
forces. He remained with this company until Feb- 
ruary, 1938, having worked up to the position of sec- 
retary-treasurer. At this time he became associated 




















LELAND STANFORD 


with the Diehl Office Equipment Company as store 
manager and buyer, serving in this capacity until 
June, 1944, when he was made manager of the office 
supply department of Marshall-Smith, Inc., Cleveland, 
Ohio. He remained there until he returned to the 


Diehl Office Equipment Company again this April. 
ee a Sn 


WATERMAN SALES MANAGER ON SWING WEST 

Charles S. Kernaghan, sales manager for the L. E. 
Waterman Company, makers of Waterman’s fountain 
pens, mechanical pencils and inks, left New York 
City in mid-April on his first spring sales trip across 
the continent. 

First stop on his itinerary was Chicago, where Mr. 
Kernaghan held sales meetings for Waterman’s mid- 
western representatives at the Chicago district office. 
He left on April 19 for San Francisco, Calif., to spend 
ten days, before moving on to Los Angeles, Calif., for 
more sales meetings with the sales staff and dealers. 
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GIVES ALL THREE 








Also 2, 3 or 
5-Drawer Sizes 
We also manufacture a 
complete line of steel 
storage and wardrobe 
cabinets. Write today 
for full information. 


Extra strong! Sturdy 6- Torque plate eueere- 
cee, ye cross- pig red ip os rawer 
racing, full-openin shelf. Rigid frame con- 
- nlite ino. gab reased profits—check today on 


struction! 
B. They're packed with features that 
g customer satisfaction, and they’re 


drawers. 


DO. 


Suspension cradle guarantees smooth-action 
erever there are moving parts on an A-S-E file, 





eal iar 1 them frictionless. 


ALL-STEEL EQUIPMENT FILES movement, positive side locking follower block is 


ily adjustable every ¥% inch. Drawers pull out even with 
ile, giving 26'4-inch lineal filing space. 


e For information on these and other hidden A-S-E features, 
write today for complete information. There’s no obliga- 


tion, of course. 


proof fin- 


are of genu- 
>, beautifully +--+ FOR BETTER FILES—BETTER SEE A-S-E... 


ALL-STEEL EQUIPMENT, INC. 


600 CLEVELAND AVENUE, AURORA, ILLINOIS 
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MYERS OFFICE FURNITURE COMPANY LOCATED 
IN MODERN NEW.QUARTERS AT KANSAS CITY 
Exactly 35 years from the day that Claude F. Myers, 

Sr., father of President Claude F. Myers, Jr., of the 

firm, started the Myers Office Furniture Company, a 

new modern store was recently opened at 926 Main 

St., Kansas City, Mo. It was with pride that the senior 

Myers greeted his friends and customers at the new 

establishment, a tribute to the business sagacity of 

the man who began his business life as a seven-dollar- 
a-week shipping clerk in a furniture warehouse in 
the Kansas City “westbottoms.” 

From that humble beginning, Claude F. Myers, Sr., 
treasurer of the present Myers firm, moved into one 
of the retail office furniture stores in Kansas City 
and after a year was promoted to manager of the 
office furniture department. Several years were spent 
in this capacity. Then his urge to get out “on his own” 
led him to start a business with little more than a 
few factory catalogs. Business for him then was noth- 
ing more than door-to-door solicitation with no stock 
of furniture in the background until a neighbor let 
him use the rear part of his tailor shop to unpack a 
few desks and chairs. Now, after 33 years of active 
life in this business, he has turned over the manage- 
ment to his oldest son, Claude, Jr., upon his return 
from the service. While the senior Myers is not en- 
tirely devoting his time to the office furniture business 
due to other business interests, he is still on hand 
almost daily to greet his many friends and customers. 


Have an Ideal Location 


Myers Office Furniture Company’s location for the 
new store is right in the heart of the business and 
financial district and within a block and a half of 
six of the largest banks in the city. 

Architectural details, producing a building which 
has drawn the praise of many observers, were in the 
hands of the president’s brother, Ralph E. Myers of 
Kivett and Myers, architects, who were selected by 
the building company. 

Lighting effects and the use of photographic murals 
are outstanding features of the new store. Cove lights 
which are placed in an L-shaped design in the room 
give a clear outline of the display floor for the in- 
dividual who enters the store. These lights are recessed 
in an unusual ceiling which the architect designed to 
create a very modern effect. 

On one side of the room is a photographic mural 
of the entire business skyline of Kansas City, tinted 
to give a lifelike look of the business district. This 
mural is 6 x 6 feet and is surrounded by a window 
effect consisting of ceiling-high draperies and canopy 
with a Venetian blind dropped about three feet from 
the top of the canopy. The lower part is a full-width 
flower box in ribbon striped walnut to hold tropical 
plants. 

The idea of this entire arrangement is to create a 
modern office layout with modern desks, chairs, files 
and accessories in the foreground and the window idea 
of modern skyscraper buildings in the background. 


Mirror Adds to Effect 


Directly opposite this photographical mural is a 
ceiling-to-floor mirror 18 feet wide which gives the 
effect of another large room with a window at the 
far end. This naturally comes from the window ar- 
rangement on the opposite side of the room. 

On the side of the room with the mural is a com- 
plete office setup of desks, chairs, files, and so forth, 
for a manager’s office and a general office. This is 
carried out in Art Metal Construction Company steel 


TRANSFORMED—"The architect and the interior decorator 

transformed it (formerly an unimpressive building) into a 

thing of beauty and utility," commented one writer regarding 

the new home in Kansas City, Mo., of Myers Office Furniture 
Co., pictured herewith in a series of interior views. 
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PERMANENT COPY PROTEG? 


of Important Papers 
feature 






paper is a copy-maker that you can trust 
Thinner, crisper Longhorn Plasti-Carbon makes 


with the most important documents—be- sharper, cleaner, more legible permanent copies 
—and makes more of them at one time than any 

cause copies made with Longhorn Plasti- other type carbon! Works equally well on any 
office machine. 

Carbon are permanent copies. Longhorn 

CLIP AND MAIL THIS HANDY COUPON FOR A TRIAL SHEET 


Plasti-Carbon won't slip... won't curl... 
American Carbon Paper Mfg. Co., Ennis, Texas 


Please send me a sample sheet of Longhorn 


won't smudge... and can be used an un- 
Plasti-Carbon. 


believably long time! Anything that’s type- tiie ee 
COM... a Ree 

written—copies better with Plasti-Carbon! NUD 5c ccapijltas och. .soy0..rieonentcenieh eae 
% PIN innics'sasciisaon+ovccnsiucagaewugstaertaaele eae 

meg, U.S, Pat. OF. 2 See ANE SER rr er a 


AMERICAN CARBON PAPER MANUFACTURING COMPANY 


GENERAL OFFICES AND FACTORY...ENNIS, TEXAS 
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Airline desks and Conference desks and tables with 
gray chairs, both in all-wood and leather-upholstered 
wood chairs in red and green. In this manner, a cus- 
tomer can be shown exactly how his office might look 
from the manager’s layout on down to the general 
office. 

The other side of this show floor is devoted to execu- 
tive modern office furniture which has been arranged 
in a similar manner as the metal office furniture on 
the opposite side of the room. This display is com- 
plete with everything needed in the executive quarters 
of a modern business office with leather chairs in 
harmonious effects to blend with desks and tables. 
Also in this grouping is a complete arrangement of a 
directors’ room. 

At one end of the room is a complete display of 
DoMore posture chairs, with a large framed back- 
ground illustrating posture details and facts charac- 
teristic of the DoMore seating program. 


Drop Old Department Idea 


Throughout the room an attempt has been made to 
completely drop the old idea of departments for desks, 
chairs, tables and files and replace this plan with 
office groupings and arrangements which will show a 
practical use for each item required in an office. In 
this manner a prospective buyer can visualize better 
what he needs for his own office. 

As for the color effects in the display room, the 
ceiling is a true white and the walls and posts are a 
light pastel shade of sea-green except for one wall 
surface which is light tone of peach color. The carpet 
over the entire sales floor and office is burgundy. In 
the business office a model office of this type has been 
arranged complete with a counter consisting of gray 
steel filing cabinets designed. for practical usage, not 
only from the standpoint of the requirements of the 
business office of the firm but for a practical dem- 
onstration also of counter equipment for all business 
offices. 

On the outside of the store, which has a modern 
front of stainless steel and structural glass, is a large 
overhead sign which has been carried out in a modern 
manner with red and green neon with a flasher of 
arrows which point to the entrance. Over the entrance 
proper is an Art Metal sign which is carried out in 
the same design as the insignia or emblem of the 
Art Metal Construction Company. 


Two Exhibits Draw ‘Attention 


Two interesting exhibits drew the attention of more 
than 350 friends and customers of the company on 
opening day. One was an exhibit of an Art Metal steel 
desk sold to the First National Bank of Kansas City 
in 1906 for the officers’ quarters and which was in 
continuous use until last year when modern new office 
furniture was purchased. With this desk was shown 
the 40-year-old chair which was used by E. F. Swinney, 
president and later chairman of the board, and dean 
of Missouri and midwestern bankers. 

Another display was that of the two chairs, or 
replicas of them, recently sold to President Harry S. 
Truman and Secretary of State George C. Marshall, 
the chairs made by the W. H. Gunlocke Chair Com- 
pany. These chairs were tried out by many onlookers 


during the day. 
Many Firms Represented 


Among those present at the opening were E. A. Keel- 
ing, Art Metal Construction Company; Ed Little, Wa- 
bash Filing Supplies, Inc.; Howard Gunlocke, president 
of W. H. Gunlocke Chair Company; R. F. Douglass, 
and George Rocker, W. H. Gunlocke Chair Company; 
Charles Mack, DoMore Chair Company; and Lawrence 
Welch, W. W. Welch Company. 

Among the lines represented by Myers Office Furni- 
ture Company exclusively are the Art Metal Construc- 
tion Company, Jamestown, N. Y.; W. H. Gunlocke 
Chair Company, Wayland, N. Y.; DoMore Chair Com- 
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pany, Elkhart, Ind.; Herman Miller Furniture Com- 
pany, Zeeland, Mich.; Wabash Filing Supplies, Inc., 
Wabash, Ind., and W. W. Welch Company, Cincinnati 


Ohio. 
——~7=— 
TWO BUY INTEREST IN A. P. LITTLE, INC. 

R. V. Potteiger, president of A. P. Little, Inc., Roch- 
ester, N. Y., recently announced that Roy Stephens 
and G. H. Armstrong have bought an interest in A. P. 
Little, Inc., and have been elected to its board of 
directors. 

Both men were formerly associated with Interna- 
tional Business Machines Corporation, Mr. Stephens 
as a vice-president, Mr. Armstrong as sales manager. 

Coincident with this section, A. P. Little, Inc., has 
purchased and is now installing’ a number of addi- 

















ROY STEPHENS 


tional carbon paper and ribbon making machines. Mr. 
Potteiger stated that this equipment is of the very 
latest type and some of it has been especially de- 
signed for their purposes. 

This equipment will not only greatly increase the 
company’s capacity to produce its regular line but 
will enable it to introduce new lines of products. 

The company is continuing and expanding its re- 
search program. To this end, machines and appli- 
cations employing Little products are being constantly 
studied. 

These changes and additions have all been made, 
according to Mr. Potteiger, in the expectation of 
greatly expanding the business of the company. 

———_—= 


A. B. DICK TO BUILD PLANT NEAR CHICAGO 

The A. B. Dick Company, manufacturers of Mime- 
ograph duplicators and duplicating supplies, last 
month announced the purchase of a large tract of 
land near Niles for the construction of a new two- 
million dollar plant, which will eventually cover 50 
acres. The first section, with a total floor space of 
about a half-million square feet, will include a two- 
story office building. It will replace the present Chi- 
cago plant at 720 W. Jackson Blvd., which will probably 
be sold when the company moves . 

Announced features of the new plant include a 
cafeteria for the company’s 1700 employees and a 
large parking area for the workers’ cars. The grounds, 
which extend from Touhy Avenue to Howard Street, 
along the eastern side of the Chicago, Milwaukee and 
St. Paul tracks, will be extensively landscaped, accord- 
ing to the announcement. The new plant is expected 
to be ready for occupancy late in 1948. 

The A. B. Dick Company handles all manufacturing 
operations in its Chicago plant, distribution being car- 
ried on through the organization’s 21 branch offices 
throughout United States and Canada. 

The first Edison-Dick Mimeograph was developed 63 
years ago by A. B. Dick, father of the present presi- 
dent, A. B. Dick II, and Thomas A. Edison. Since that 
time a steady growth has made the company the 
largest manufacturer of stencil duplicators in the 


world. 


G. H. ARMSTRONG 
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You get the full amount on Waterman’s new 
| 3 oz. size. Do you get it on other brands? 
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' Figure it out!—On a gross of any 15¢ ink you 
é take in $ $21.60.Thav’ s simple arithmetic. Butis 
i your profit based on $21.60 ?—or ona mysteri- 
. ous lower figure pulled out of somebody’s hat? 
When it’s Waterman’s, you figure on the full 
$21.60. And no other leading brand of 15¢ ink 
can say as much! Compare—see for yourself. 
What’s more, both you and your customer ben- 
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' You pocket extra profit, he gets 50% more 
Mr. | ink for his money than from other brands. 
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The Posture Chair with 


Lomjore “BUILT-IN” 


Here is the ultimate in posture chair value. 






“Posture-Rite” offers top-notch appearance— 






maximum comfort and enduring service. A chair 
designed to bring you customer satisfaction. 

















Indestructible all-steel frame. Back frame and 
base TRIPLE PLATED HARD CHROME FINISH 
1” steel tubing——2” ball bearing rubber casters. 
No-Sag spring seat. 





Adjustable seat height 17%,” to 21%4”. Back rest 
with positive adjustment (size of back rest 13” x 
7”). Adjustable tilting back frame and adjustable 
spring tension. Seat size 16” x 131%” with 4” 
NO-SAG spring type cushion. 
UPHOLSTERY—Simulated leather in tan, Spanish 
brown or green. Packed 1 to carton—Shipping 
Weight 35 Ibs. 


nen x 
el "eece LIST 


FOUR EASY ADJUSTMENTS ) 


1 ADJUSTABLE BACK REST 

2 ADJUSTABLE BACK FRAME 
3 ADJUSTABLE SPRING TENSION 
4 ADJUSTABLE HEIGHT 





725-33 SOUTH 
LASALLE STREET 
CHICAGO 5, ILL 
TEL. HAR. 1100 
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POSTURE-RITE CHAIR 
No. 127 
; COCKTAIL 
$41.40 usr TABLE AND . 
SMOKER ‘ WELLS STAPLES 
No. 1362 No. 1214 T 
he $7.02 usr STEEL +80. usr LOUNGE CHAIR 
WASTE BASKET No. 7129 $99.90 | List 
No. 1214 , 
$2 .30 ust 
; fottor 
OCULITE 
No. 3611 dn open 
$16.75 ust 7 nade 
TRAY 
SUPPORT 
oo aly Lower prices consistent with good quality are an important 














SELL WELLS 
SELL WISELY 
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factor in stabilizing America’s business future. It takes action, 
not conversation, to do the job. That’s why WELLS 
has done something about this picture. When we say to the 
trade, “WELLS raises quality and lowers prices,” we feel that we are 
rendering constructive service to our dealers and their customers. 
Take advantage of the WELLS merchandise illustrated above, 
—each item represents higher quality, lower prices, 

‘more value for your dollars.” 

Yours for a prosperous future, 


WS Qketiand 


WELLS OFFICE FURNITURE COMPANY 


125-33 SOUTH 
LASALLE STREET 
CHICAGO 5, ILl 
TEL. HAR 1100 
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R. C. STOREY HEADS STANDARD DIARY 

Richard C. Storey has been elected president of 
The Standard Diary Company and vice-president of 
Wilson Jones Company. He assumes full direction of 
The Standard Diary Company and will make his head- 
quarters at the factory in Cambridge, Mass. 

Mr. Story is a resident of Boston, where he has been 
prominent in business and civic circles for many years. 

Rudy Janovsky, formerly assistant sales manager, 


RICHARD C. STOREY 














HERB JOHNSON 


RUDY JANOVSKY 


western division, has been promoted to merchandise 
manager of Wilson Jones Company and The Standard 
Diary Company. Mr. Janovsky’s entire business career, 
covering a period of more than 30 years, has been spent 
in the stationery industry. He started in the retail field 
and acquired a comprehensive knowledge of retail 
store operation. In 1918 he joined the Irving Pitt Man- 
ufacturing Company, Chicago sales office. He remained 
there until 1921 when he joined the Samuel C. Tatum 
Company as manager of the Chicago branch, and upon 
its consolidation with Wilson Jones Company, became 
a member of the latter organization. 

Herb Johnson, who made a fine record as sales rep- 
resentative in Nebraska, Kansas and Oklahoma, has 
been promoted to assistant sales manager, western 
division, under George Cormack. He will devote his 
efforts chiefly to field work. Mr. Johnson has been with 
Wilson Jones Company for 14 years. His early training 
was in advertising and sales correspondence. His ap- 
titude and sincerity in dealing with the trade gained 
him a place on the sales staff. 

George C. Brown, formerly sales correspondent and 
well known to many dealers, has been advanced to 
the sales staff and will cover Nebraska, Kansas and 
Missouri, exclusive of Kansas City. He will make his 
home in St. Louis, Mo. Mr. Brown started with Wilson 
Jones Company 20 years ago as stock clerk. He ad- 
vanced through various departments and acquired a 
comprehensive knowledge of merchandise production, 
as well as company service in all its phases. 

Al Turner, who has been covering Arkansas and 
Louisiana, will take over Oklahoma, formerly covered 


by Herb Johnson. 
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WABASH FILING SUPPLIES REVISES PRICES 


E. L. Little, sales manager of Wabash Filing Sup- 
plies, Inc., Wabash, Ind., has announced a price revi- 
sion to dealers, branch and district managers. States 
Mr. Little: 

“As you will remember, our only increase of prices 
occurred on May 6, 1946. At that time, in our attempt 
to keep prices at the lowest possible point, the raise 
applied to certain items only. Later on it became 
necessary to extend it to the entire price list. 

“The reason that we have been able to maintain 
these prices has been due to improved manufacturing 
methods, as you well know that the price of raw 
materials has greatly exceeded this one price increase. 

“We are forced to make a revision. On April 20 
all orders will be invoiced at an increase of five per 
cent list above current prices. 

“We feel that, for the time being at least, this will 
be sufficient and that you will agree with us that it 
has been our constant effort to keep prices at the 
lowest possible level.” 

————. = oe —___ 


ALLIED CARBON & RIBBON BUYS BUILDING 

W. E. Bradley, chairman of the board, Allied Carbon 
& Ribbon Manufacturing Corporation, New York, N. Y., 
recently announced the purchase, for the company’s 
expansion, of the ten-story and basement building at 
165 Duane St., New York, N. Y. 

Purchased from the Leopold Shepp Foundation, the 
building has long been a downtown New York land- 
mark. It has been renamed the Allied Building. 

The Allied Carbon & Ribbon Manufacturing Cor- 
poration has tenanted the building for many years 
and now occupies approximately 40 per cent of the 
space for both executive offices and manufacturing 
operations. Plans call for renovation and improve- 





> + ec ee oe 
THE ALLIED BUILDING—This building at 165 Duane St., New 


York, N. Y., was recently purchased by the Allied Carbon & 
Ribbon Manufacturing Corp., in an expansion move. 


ments in the building to provide space for expanding 
business. 

In recent months, Allied has intensified the com- 
pany’s sales and promotion campaigns and extended © 
its dealer organization. It is expected that this growth 
will continue as the Allied carbon and ribbon linés are 
made available through increased sales representation 
and manufacturing facilities. 
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A friend told us he had tried to buy a Stratford 
Regency in a local store; but found none on display. 
He saw other pens on the counter, however — 
unadvertised and unknown brands. When our 
friend refused to buy anything but a Stratford 
Regency, the clerk reached under the counter and 


came up with a display card half full. 


The customer bought one and then asked, “Why 
don’t you display the Stratford Regency om the 


counter with the others?” 


“Because,” the clerk replied, “everyone seems to 
want a Stratford. But these pens,” 
waving an arm over the unknown 
brands, “have to be pushed, or I'll 


be stuck with them.”* 


Protected and sold under Fair Trade contracts at $1.00 











Stratford Regency, even when hidden under the 
counter, sells as fast as we are able to fill our 
orders. It’s easy to sell because 1—it is the most 
extensively advertised pen in its field, 2—it is ac- 
knowledged to be the world’s greatest pen value, 
and 3—the integrity of Stratford—makers of depend- 
able pens since 1905 — is complete assurance of 


consistent quality. 


If Stratford Regency sells itself when hidden 
under a counter, just think what a terrific seller 
it is when displayed prominently in your windows 
and on your counters. Display it, and see for 


yourself. 


NOTE: Orders are filled consecutively as received. 


Please place yours today! 


Nhiaoadelde Ml -tale Qreldeloldehilelabam iol) 4ii>))ilellale umn (ham aela. 
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529 South Franklin St., 270 Lafayette St., 
Chicago7 New York1!2 
Factory: Coraopolis, Pa 
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STRATFORD DISPLAY SELLS FOR NEW YORK FIRM 

The Harvard Stationers, 1214 Broadway, New York 
City, by devoting one of their Broadway windows ex- 
clusively to the promotion of the Stratford Celebrity— 
the “friction-free”’ ball pen—sold four dozen during 
the first day and 36 dozen by the end of the first week. 

By designing their promotion around the “Depend- 
able Performers” theme, the store was able to tie in 


=> 


Shualjord 


HARVARD STATIONERS STRATFORD DISPLAY 


directly with Stratford national advertising which, 
for some years, has consistently publicized this theme. 


| By tying in so closely, Harvard Stationers was able to 


turn the slogan into additional sales. 
Another sales-winning technique employed was the 
incorporation of a large blow-up of Bing Crosby, one 


| of the many dependable performers used in the Strat- 


ford advertisements. A blow-up of the Stratford Cele- 


brity ball pen, mounted upon the Bing Crosby back- 


ground, points to the name Celebrity and to the price 
—thus telling the complete sales story in a glance. 
Dozens of pens in the full range of colors, a full size 
reproduction of a current two-page, four-color N. Y. 
Times ad, and three narrow strips emphasizing the 
more important features of the Stratford Celebrity ball 
pen complete the promotion. 
sstannsesatlpililaiti tec 


ANNOUNCE SALE PLIMPTON STATIONERY STORES 

O. A. Cavanaugh, store manager, recently announced 
that, effective April 23, the three stationery stores 
known as Plimpton’s, 252 Pearl St., Hartford, 991 
Farmington Ave., West Hartford, and 11 N. Main St., 
Bristol, Conn., were taken over by Plimpton’s, Inc. The 
new owner will continue to operate the business under 
the name of Plimpton’s. 

The store operations under Mr. Cavanaugh’s guid- 
ance will continue with the new owner as in the past. 
The new owner has reviewed all unfilled orders and 
has assumed responsibility for the payment of all 
goods shipped on or after April 26. In accordance with 
terms of the sale, the previous ownership will be re- 
sponsible for the payment for all goods shipped on or 
before April 25 and invoices for such merchandise are 
to be sent to the former management. 
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Friendly YELLOW BOX 


Millions of office workers all over the country associate the familiar YELLOW 
BOX with fine stationery items. Clips, fasteners, thumb tacks, pins, staples, 
... each item sells another . . . individual purchases become multiple sales. 
Stocking the complete YELLOW BOX line has another advantage for you... 
one order... one invoice covers a broad list of items ... means savings on 


your handling costs. 















Seo eee OAKVILLE COMPANY 


Di 
NEW YORK « BOSTON « CHICAGO 






es. 


Scovill Manufacturing Company « Waterbury 86, Connecticut 
e SAN FRANCISCO « IN CANADA: BROWN BROS., LTD. TORONTO 2 
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Here's a 


line that 


guarantees 
SATISFIED CUSTOMERS 








SPEED-MO 
CLEAN SPONGE RUBBER 
STAMP PADS 
Clear, sharp impressions 
every time — silent, sweat 
proof and dust proof — 
made in many sizes an 
models for office and fac- 


tory use. 


SPEED-MO 
SPONGE RUBBER STAMP 
PAD INKS 
Especially made for use 
on Speed-Mo Sponge Rub- 
ber Stamp Pads. Five col- 
ors available. Other inks 
available for special re- 

quirements. 


SPEED-MO 
FOUNTAIN BRUSH 
CLEANER 
Removes spots at the press 
of a button. Ideal for clean- 
ing clothes, shoes and office 
machines. Fast, safe—pleas- 

ant to use. 


SPEED-MO 
LINE NUMBERERS AND 
LINE DATERS 
Known as the “quality line 7 
Made of best materials 
throughout — aluminum 
wheels, mahogany finish 
handles—long life assured. 


SPEED-MO 
ROTARY DATERS AND 
TIME STAMPS 
Clean, sharp impressions. 
Instant set knob. separ 
shows setting — durable 
mechanism with chrome 
plate finish. 





RIVET-© MANUFACTURING Co. 





701 Main Street . 





Orange, Massachusetts 





STURGIS NAMES NEW REPRESENTATIVE 
Don C. Hanover, Jr., is the new Sturgis representa- 
tive in Ohio, West Virginia, and Kentucky territory, 
according to a recent announcement by T. H. Van 
Buren, vice-president and general manager of the 
Sturgis Posture Chair Company, Sturgis, Mich. 
Mr. Hanover is associated in business with his 





DON HANOVER, JR. 


father, Don Hanover, who has been a Sturgis repre- 
sentative for many years. 
A graduate of Culver Military Academy, Mr. Hanover 
also attended Ohio State University. He joined the 
| Army Air Forces in 1942, serving as a first lieutenant 
until November, 1945. During this time he flew more 
than 50 missions, and was awarded the Distinguished 
Flying Cross and other decorations. Mr. Hanover is 
married and has one son. 
————q—>o—__ 
MILO HARDING OBSERVES TWENTIETH YEAR 
Milo Harding Company, Los Angeles, Calif., manu- 
facturers of Tempo duplicating products, is celebrat- 
ing its twentieth year in the duplicating supply busi- 


| ness. 


The firm was originally started in 1904 as an office 
and school supply business. In 1927 it changed over 
to the manufacture and distribution of duplicating 
supplies exclusively. 

The policy of the firm has been to build on a sound 
foundation emphasizing quality of products and serv- 
ice rather than rapid expansion. During the forma- 
tive years, the business grew slowly, but progress has 
been at an accelerated pace during the past ten years, 
due in large part to the introduction of Tempo film 
stencils in 1938, around which a complete line has 
been built. 

During recent months, the company has enlarged 
its production facilities, making possible twice the 
former output of stencils, inks, and duplicating acces- 
sories. In spite of this and a corresponding increase 
in personnel, the company has been hard put to fill the 
flood of orders reflecting the sharp post-war increase 
in demand for its products. 

The reputation for quality which Tempo products 
enjoy has been due in no small measure to the calibre 
of employees, many of whom have been with the firm 
for 20 years or longer, according to Milo Harding, 
president and founder. “The high standard of work 
of our personnel has not only maintained uniform 
high quality in our products, insuring satisfaction to 
the user, but has been responsible for the continuous 
improvement as we have gone along”, stated Mr. 
Harding. 

————q7~=<— > —__ 

ELBROS FIRM DISTRIBUTES ROLL-A-TRAY 

Elbros Products Company, 2020 N. Las Palmas Ave. 
Los Angeles 28, Calif., recently took over the distribu- 
tion of the Roll-A-Tray, formerly handled hy W. P. 
Frambes & Son. 

Details of the new desk specialty recently appeared 
in OFFICE APPLIANCES. 


1947 
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EASY TO FILE—EASY TO SELL! 


An Amfile Product with unlimited sales opportunities—everyone 
wants one! For sure, quick profits, put one of these popular caddies 
in your window—show it on the floor. Amazingly efficient, the Caddy 
is recommended for sorting correspondence or as a desk-side file for 
current letters, invoices, etc. Can be closed and rolled out of the 
way when not in use. 25 folders swing along side rails, stay upright 
whether they're empty or packed full—made of sturdy, red fibre 
with steel tops. Insertable celluloid tabs. Caddy No. 400 is nationally 
advertised at $20.50. Higher west of Rockies and in Canada. Lock 
$1.50 extra. 


























All steel, finished in olive 
green. Letter size, 1312” 
wide, 18” deep, 27” 
high. Equipped with pro- 
tecting top and casters. 
Shipped 2 to carton, 
knockdown. Easily as- 
sembled. 


The modern, efficient 
way to file! 


_ — 
AMBERG FILE & INDEX CO. 1608 Duane Bivd., Kenkekee, Il 


NN EEE EON. Ee eR 
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W.W. WELCH COMPANY General otices CAREW TOWER CINCINNATI, OHIO | 
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INTRODUCING REMINGTON RAND’S NEW 


TOP flag 


ADDING MACHINES 








7 Sure Hit for Dealer Sales 


Meet this “Top Flight” hand-opérated adding machine... 
Specially designed for small businesses, professional men 
and home budgeters in your community . . . Remington Rand 
produces another sure hit for Dealer Sales with these unsur- 
passed 7-column, 10-key keyboard machines. 


* 
ton LT, | DEALER ADDING MACHINE SALES 
MUNG 315 FOURTH AVE * NEW YORK 10 
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INGENTO 


The QUALITY Trimmer 





CHECK these features. 


Blades of tempered tool steel. 

Cleats siiered into bed to prevent warping. 

Bed made of seasoned, kiln-dried birch. 

Safety Spring holds handle at any height—no 

dropping or flying up of handle. 

5. Tension Spring holds blades together only at 
point of cutting. 

6. Cast Iron Base absorbs strain of extra-heavy 
cutting. On heavy duty models. 

7. Safety Guard Rail protects fingers. Available 
when specified for all sizes except 6!/,"" and 
8i/,". 

8. 63 permanently scored in half inch squares 
by grooving—not printing. 

9. Beautifully Finished in natural color, with a 
smooth glossy surface. 

10. Guaranteed against any defect in quality or 

workmanship. 


COMPARE every feature of the INGENTO with 
any other trimming board for proof of why it is 
recognized as 
the finest. Note 
its sturdier con- 
struction, finer 
quality materi- 
als, superior 
workmanship, 
and beautiful 
' appearance. 


Available in the 
following sizes: 
6/2, 8/2, 10, 
124%, 15, 
181/,, 24 and 30 
inches. 

Prices and dis- 
counts on re- 
quest. 


Pena 





Manufactured By 


IDEAL SCHOOL SUPPLY CO. 
8318 Birkhoff Ave. Chicago 20, Ill. 
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SALT LAKE DESK EXCHANGE TO NEW LOCATION 
The Salt Lake Desk Exchange, organized in 1930 by 
L. M. Slagle, recently moved to attractive and com- 
modious new quarters at Salt Lake City, Utah. 
Expanding business has made it necessary in the 
concern’s 17-year history to move to larger quarters 
five different times. 
The present location is strictly modern, housing new 


DESK FIRM’S NEW HOME—Exterior and office furniture dis- 
play floor of Salt Lake Desk Exchange’s new home at Salt 
Lake City, Utah. 


equipment on the first floor, with the used department 
and repairing and finishing on the second floor. 

L. P. Slagle and J. P. Slagle, his two sons, were taken 
into partnership by L. M. Slagle, at the close of World 
War II. 

The firm handles new and used equipment, including 
furniture, filing equipment and supplies, all types of 
office machines, and also does custom work in repair- 
ing and refinishing. The staff consists of 19 people. 

——_— > —__—- 

C. IVER ANDERSON JOINS RAY HALL IN FIRM 

C. Iver Anderson, sales engineer of Watson Manu- 
facturing Company, Jamestown, N. Y., for the past 25 
years, left the organization on May 1. He is joining 
with Ray Hall of Boston, Mass., under the name of 
The Parker Company, and they will represent the 
Watson Manufacturing Company in the New England 
states. 

Previous to his long employment with Watson, Mr. 
Anderson was employed by Art Metal Construction 
Company. 


Pai ee eee 
GUNTRUM TRAVELS FOR REINKE ORGANIZATION 

Jack Guntrum, well known in the Northwest from 
his activities with Carter’s Ink Company, has become 
associated with Harold Reinke & Associates. He is 
making his headquarters in Minneapolis, Minn., from 
which he is covering six northern states. Lines which 
are handled by the Reinke organization and which Mr. 
Guntrum is selling include those of George E. Fox & 
Company, C-Thru Ruler Company, Fulton Specialty 
Company, Joshua Meier Company, and American Hail 
& Felt Company. 
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Press A, 
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3” x 5” c 
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Precision. 
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Opens Quickly, Smoothly 
Press One Key Only 





Keeps Vital Information 


in One Place 











> The “Autopoint” Index is a brand new kind of 
2 yy at / index with features that make it a sure-fire seller, 














AG Gen a dependable profit-maker, a number that can be 
> / ce = , | A counted on to build steady year ’round volume, 
rid i fasta Shee : CSE sai for you. 
SINGLE-ACTION KEY VITAL INFORMATION : at a ; 
ing OPENS INDEX QUICKLY, SMOOTHLY AT YOUR FINGER TIPS Keeping vital information handy, and in one 
of Press A, B, C, or any letter in the alpha- | Now you can keep vital information place, “Autopoint Index works with easy finger- 
sir- bet. With smooth, quick action, cover ready for instant use—in the proper tip control. Just press one key and it flips back 
fea heck oe core place ged he cored cinietesl smoothly, ready to jot down names, addresses, 
Z telephone numbers and other information in the 
vi right alphabetical place. 
95 Index cards are 4” x 5", with ample writing 
ing room—can be easily removed and reinserted. One 
. of hundred loose memo sheets are included in a 
the compartment under metal plate, combining the 
and y = “ ~ advantages of a writing pad with the conven- 
ty so - = ience of an orderly information file. 
sod 100 EXTRA MEMO SHEETS 7 SIMPLE INDEX CARD anions ore jor “0 wens —— 
retails at $4.00, allowing you a liberal profit 
pry memo writing, 100 loose sheets — Just emmnet margin. Backed by the “Autopoint” name and 
10N x 5" are included in @ compartment No complicated mechanism. If you want + Ananmniad” ci . 1 adweceian ei sank 
under metal plate, providing memo- to revise information, all pages can be poin os onal advertising, 1 1s preso 
joo Pad service with alphabetical filing. removed and inserted again in seconds. for you. Write for facts and dealer prices. 
e is 
rom 
Mr. 
x & 
lalty TRADE MARK 
Hair 


Precision-Built by the Makers of ‘‘Autopoint” Pencils © AUTOPOINT COMPANY, Dept. 0A-5, 1801 Foster Ave., Chicago 40, Ill. 
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PRONTO 


| 
\ 

















FIBRE BOARD FILES 


, oe customers like PRONTO FILES 


because: 1—drawers operate easily; 





2—sturdy and durable construction; 
3—-space saving, safe, stacking feature; 


4—low cost and, 5—fine appearance. 


The popularity of PRONTO FILES is 
attested by the fact they are now used 
in more than 35,000 offices. 


We are hopeful that the supply of fibre 
board will soon be increased sufficient 
to enable us to supply all our dealers 


with normal quantities. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 
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SHAW & BORDEN COMPANY INTEREST SOLD 

Shaw & Borden Company, Spokane, Wash., recently 
announced the retirement of W. M. Burns, who has 
sold his interest to Lowman & Hanford Company of 
Seattle. 

Shaw & Borden Company, a pioneer firm of sta- 
tioners, printers, engravers and office outfitters, has 











RALPH B. ORTEL WILL J. ORTEL 


been serving Spokane, Wash., and the Inland Empire 


for 57 years. 
There will be no changes in the personnel and the 


| same policies will be maintained, the company an- 


nounced. 
The new board of directors of Shaw & Borden Com- 


pany comprises Thomas M. Pelly, president of Lowman 





THOMAS M. PELLY 


& Hanford Company, and Will J. Ortel and Ralph B. 
Ortel of the Shaw & Borden Company. The officers of 
the company are Will J. Ortel, president and general 
manager, and Ralph B. Ortel, vice-president and sec- 
retary. 

“The new intercompany relationship with Lowman 
& Hanford will be mutually advantageous to both com- 
panies in the way of eliminating certain duplications 


| which have existed in selling territories,” said Ralph 


B. Ortel. “Also, there will be benefits in new and added 
lines of merchandise. The company will continue to 
serve the Inland Empire as it has in the past.” 
“Shaw & Borden Company expresses pleasure in be- 
ing associated with the Lowman & Hanford Company, 
pioneers in their field in Seattle. They have made an 
outstanding record in western Washington, where they 
maintain five stores in Seattle and one in Olympia,” 
W. J. Ortel added. 
- Piet en 
ESTERBROOK SUBMITS FAIR TRADE CONTRACTS 


The Esterbrook Pen Company of Camden, N. J. has 
recently submitted Fair Trade contracts to their deal- 
ers in all of the Fair Trade states. 

The signing of one of these contracts on the part 
of any dealer in the state provides for the minimum 
retail prices below which no dealer may sell Esterbrook 
products listed under the Fair Trade contracts. 
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(MODEL 3) 


(MODEL 275) 








(MODEL 7) 








Specify 
CLIX PAPER PUNCHES 
from your 
wholesaler 





3-HOLE CLIX PAPER PUNCH 


2-HOLE CLIX PAPER PUNCH 


7-HOLE CLIX PAPER PUNCH 


OFFICE APPLIANCES, May, 1947 


“This amazing CLIX punch does 


0% of all office | 
PAPER PUNCHING!” 





i 

CLIX 
MODEL | 
i 


32 


Retails 


at $425 















CLIX double duty model 32 serves 90% of the paper punching 


needs of the average office. No fussy, time-consuming adjustments 






. no bulky table punch to bother with . . . no painstaking 






measurements or markings to make — just slide the button for 






2 holes or 3 holes, as wanted. Then, insert sheets, squeeze — and 






there you are! All holes 


punched at one time, ee 
instantly. CLIX model . a | 
32 has a selling punch bd | 
all its own. 


Order today PAPER PUNCH | 


from your Wholesaler 







































NEW ENGLAND PAPER PUNCH COMPANY, NATICK, MASSACHUSETTS 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66” x 36” 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 
It is a thoroughbred through and 
through. 


This desk is an outstanding example of 
the craftsmanship which has made 
"National Desks’ a name symbolic 


with everything fine in office furniture. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 


























Calendar of 
Industry Activities 

















May 14-15. District No. 1, NSA, Copley-Plaza Hotel, 
Boston, Mass. Bernard Willander, Regional Governor, 
Thomas Groom & Company, Boston, Mass. 

May 19-20. Stationers’ Guild of Canada, Vancouver 
Hotel, Vancouver, British Columbia. Fred Smart, Sec- 
retary-Manager, 210 Dundas St., West, Toronto, Can- 
ada. 

May 21-23. District No. 7, NSA, Nicollet Hotel, Min- 
neapolis, Minn. Floyd G. Kongsvik, Regional Governor, 
Curtis 1000, Inc., St. Paul, Minn. 

May 25-27. District No. 6, NSA, Pere Marquette 
Hotel, Peoria, Ill. G. O. Stevens, Regional Governor, 
Stevens, Maloney & Company, Chicago. 

June 6-8. District No. 11, NSA, Hotel Davenport, 
Spokane, Wash. Ralph B. Ortel, Regional Governor, 
Shaw & Borden Company, Spokane, Wash. 

June 17. District No. 13, NSA, Hotel New Yorker, New 
York City. M. H. Chute, Regional Governor, Bain- 
bridge, Kimpton & Haupt, Inc., New York, N. Y. 

June 19-21. District No. 3, NSA, Hotel Brighton, 
Atlantic City, N. J. W. H. Patterson, Regional Gov- 
ernor, Johnstown Office Supply Company, Johnstown, 
Pa. 

July 27-30. National Office Machine Dealers Asso- 
ciation Twenty-first Annual Convention, Senator Hotel, 
Sacramento, Calif. Richard H. Koch, Executive Sec- 
retary, 818 Winters Bank Building, Dayton 2, Ohio. 

Sept. 28-Oct. 2 National Stationers Association 
Forty-first Annual Convention and Eleventh Merchan- 
dise Exhibit, Hotel Stevens, Chicago. Paul E. Burbank, 
General Manager, National NSA Headquarters, 1740 
Investment Building, Washington, D. C. 


———— oo 
ADDING MACHINE PIONEER VISITS MONROE 

Armand V. Breard of the Monroe Office Equipment 
Company, Monroe, La., recently had as guests Oscar J. 
Sundstrand and Mrs. Sundstrand of Hartford, Conn. 

Mr. Sundstrand, known as the inventor of the ten- 
key adding machine, is on a year’s leave of absence 
from his position as chief engineer for the Sundstrand 
and Elliot Fisher divisions of the Underwood Corpora- 
tion and was in New Orleans for his first Mardi Gras. 

Oscar J. Sundstrand was only 19 when he and his 
late brother, David, started work on their first machine 
in 1909. It was seven years before the device was 
marketed. Eleven years later, when his company was 
sold to Underwood, he had built up a national organ- 
ization and was doing $5,000,000 worth of business an- 
nually, he said when in Monroe. 

In late years, Mr. Sundstrand has been developing 
the cycle billing machine which can figure ten totals 
at one time in its mechanical brain and perform other 
mathematical gymnastics. 


ee ee 

BRAILLE TYPEWRITERS FOR MILWAUKEE 
The Milwaukee Central Lions Club is responsible for 
the presentation of four Braille typewriters to as many 


blind persons in that city. The presentation was made = 
at a club meeting April 14, the recipients being Miss © 


Constance F. Smetek, a Marquette University student; 
Beverly K. Butler, Miss Skulda V. Banner and Louis 
Seidita, all of Milwaukee. Beverly Butler is 13 years of 
age. The machines are small, of the type invented by a 
blind veteran of World War I. Each typewriter has 
six keys and messages are punched out in Braille on 
a narrow strip of paper. The machines were donated 
by the Lions Club, which, as is well known, makes 4 
specialty of helping the blind in every way possible. 
—JEH. 
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Also available for prompt 
shipment is the new 682 RSB 
with foam rubber upholstery. 


.H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 





Send for This FREE 
“SALES HELPS” 
Folder TODAY! 





SELLS 


FILT-R-FAN 


Trade Mork Reg. — Pot. App. For 


ALL YEAR ‘ROUND 









































@ Filt-R-Fan has many appealing selling features. The greatest of these is its ability 
to produce an abundance of fi/tered air for healthful comfort in any season. 

Yes, Filt-R-Fan cools rooms, delightfully, in hottest summer. But it does more... 
much more. As it draws in the fresh outside air, its three glass-fiber filters remove | 
dust, dirt and other irritating impurities, even 90% of dangerous pollen. Thus, it 
brings welcome relief and comfort to everyone, every day . . . especially to victims | 
of hay fever, asthma and other respiratory ailments. 


(Don’t Overlook the School Equipment Market) 
Stock this year-’round seller now. 
Write for complete details today. 


MEIER ELECTRIC & MACHINE COMPANY, INC. 


3529 East Washington Street + Indianapolis 7, Indiana 
sonaliz 
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Business Executives Prefer 
IMPERIAL DESKS 


Thousands of top flight business executives spend 
the major part of their lives at business. In this 
atmosphere, they make important decisions, and 
spark the activities of the entire organization. To 
these executives, the private office is the place 
in which they register the maximum efficiency. 
In addition, the private office serves as a setting 
in which visitors are received and every discrim- 
inating business man likes to condition and per- 


sonalize the impressions made on visitors. The one 
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object in the executive's office that is more inti- 
mate than any other is the desk at which he works. 
Successful business men are particular about their 


own desks—many of them prefer IMPERIAL 
DESKS because they seem to contribute the right 
note of beauty, dignity and efficiency to the 
scene. 


ee 


EVANSVILLE 7, INDIANA 


member WOOD office furniture institute 
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REX-O-graph Model FM with Quick- 
Change Master Guide. For high pro- 
duction and systems work. 


One reason why operators prefer a REX-O-graph 
is—ONE TURN OF THE CRANK PER COPY. That 
means more copies per min- 
ute—with half the effort... . 
Less fatigue, easier to work 
also because of Rex-O-graph's 
smooth-running ball-bearing 


uate | 


One turn per copy. 





mechanism. Then you have 
other time-and-effort-saving features like the ‘‘light- 
ning paper centering device" and the ‘Quick- 


Change Master Guide" and others. 


All in all, the REX-O-graph Fluid Type Duplicator 
is your best buy in economical, clear and accurate 
duplication for all types of school, office and sys- 


tems work. 


To owners this means today's best investment in 
modern duplication. . . . To REX-O-graph dealers 
it means enthusiastic satisfaction for years of copy- 


making needs. 


Write today for complete details on all REX-O- 
graph Fluid Type Duplicators and Supplies for all 


needs. Excellent dealer territories still available. 


R EX-O-p2aprh, y, “Cc. 


3729 North Palmer Street 
MILWAUKEE 12, WISCONSIN 





102 


IDEAL SCHOOL SUPPLY APPOINTS CORBETT 
The Ideal School Supply Company, Chicago, manu- 
facturers of Ingento trimming boards, recently an- 














W. P. CORBETT 


nounced the appointment of William Corbett, 2423 
Merwood Lane, Haverton, Pa., as its representative for 
Pennsylvania, New Jersey, Delaware, Maryland, and 
the District of Columbia. 


nid tesiiiatie 
CLOSE REM-RAND ILION SALES SCHOOL 

A building in Ilion, N. Y., formerly occupied by the 

Remington Rand sales school, one of two schools oper- 

ated in Ilion by the company, has been vacated by the 





fo Sn ON 
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sales school, which has moved from Ilion to merge with @ 


a company sales institute in Washington, D. C. 
The maintenance school, also operating in Ilion, was 
not affected by the closing of the Ilion sales school and 


continues to function in Remington Rand’s Plant No. 1. 7 


The sales school, known in late years as the Sales 
and Management Institute, occupied a two-story brick 
building on East Clark St., which formerly housed 
some administrative offices of the Ilion plants. 

Organized in Ilion in 1939 by O. A. Kendall, one of 


the sales executives of the company, the school brought 7 


hundreds of company representatives from all over 
the United States and from several foreign countries to 
Ilion in the eight years of its existence. 


The students were brought to Ilion for a preliminary © 


course of several months, were then sent to field of- 


fices, returning later for a final three-months’ course © 


in sales management.—GET. 


0 





SEEN IN TRINIDAD—There are many 
uses for typewriter boxes, but it has 
remained for W. D. Henderson, L. C. 
Smith & Corona Typewriters, Inc., 
dealer in Port-of-Spain, Trinidad, to 
furnish - pictorial proof of boxed-up 
energy. The serious-faced youngster 
does not seem to miss the typewriter 
at all. What's more, he’s photogenic. 
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THE Snead MANUFACTURING CO., INC.- HASTINGS, MINNESOTA 





OFFICE 


Cleaner, Faster, Paper Drilling 


DRILLS CLEANER — Smead’s Kwik-Twst Drill 
actually cuts through the paper, boring a clean, 
sharp, round hole. Paper is drilled, not punched. 
DRILLS MORE SHEETS — Smead’s Kwik-Twst 
Drill will cut easily and smoothly through a full 
half-inch of paper. A twist of the wrist and you're 
through. 

NO LITTER — The drilled-out paper cuttings travel 
up into the handle. The handle may be emptied by 
unscrewing from the drill. 


DRILLS = HOLES 


$00 


EXTRA BITS 50c EACH 





NO ADJUSTMENTS — With each Kwik-Twst 
Drill is furnished a celluloid template for drilling 
holes to fit all standard types of binders. 


PORTABLE-CONVENIENT — The cutting edge 
of Smead’s Kwik-Twst Paper Drill may be quickly 
unscrewed, reversed, and inserted within the handle, 


thus protecting its edge and making it safe to carry. 


A complete merchandising campaign on KWIK-TWST is offered. 


J. Have you utilized our 1 and 2 column news mats on Kwik-Twst? 


2. Have you used our ‘Product Application” letter, to salesmen? 


3. Have you mailed our 2 color direct mail folders on Kwik-Twst? 


TAKE ADVANTAGE OF OUR ADVERTISING EFFORTS, YOU PROFIT!! 


WRITE SMEAD TODAY FOR THESE SALES BOOSTERS 





THE 
Smeal MANUFACTURING CO. INC., HASTINGS, MINNESOTA 


Export Representatives: UNITY EXPORT CORPORATION, 295 Madison Avenue, New York 17, N. Y. 
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This popular new material, developed by The B.F. 
Goodrich Company, stays flexible always. It remains 
perfectly smooth and wrinkle-free, won’t wear thin. 
Waterproof Koroseal washes as easily and safely 
as glass. It does not stick or crack, is practically 
scuff-proof, will not discolor. Koroseal upholstery 
has no odor, remains unaffected by heat and cold, 
resists ink, perspiration, and acids. Nice to sit on, 
“U PHOLSTERY easy to care for, good to look at—that’s Koroseal! 
Available now on Harter posture chairs in three 
attractive colors — green, maroon, or brown. 





The latest and best in cushion comfort! Bonded 
foam rubber will not sag or pack down. It remains | 





permanently resilient and buoyant because air 


passes freely through its interconnecting cells. This 
“breathing” quality keeps the cushion cool and 
clean, free from dust and odors. Bonded foam rub- 


ber cushions on Harter posture chairs are soft and 
FOAM RUBBER deep, amazingly light in weight. They retain their 
U original shape permanently, never wear out, always 
invite relaxation. Bonded foam rubber cushions 
hit a new high in posture chair comfort. 


} TWO GREAT FEATURES! 





See 











Steel construction, arc-welded throughout, means trouble- 


. Now, Harter gives you both Koroseal upholstery and | 
Bonded foam rubber! These two outstanding products | 
are available today on all posture chairs in Harter’s E-line. | | 

7 You can’t beat this combination for comfort, service, | 

le, beauty. And this double-feature isn’t all! Harter posture 

y: chairs are fully adjustable by three hand-wheel controls. | 


free satisfaction. Smart and modern in appearance, fin- 


ished in baked enamel—metallic gray, green, or brown. 
Bassick Diamond-Arrow casters, hard or soft tread. 


Our current production of E-line posture chairs is excel- 
lent. Send in your order today for prompt shipment. 


MEMO TO HARTER DEALERS 


Harter’s national advertising appears every month in Fortune, every 
fourth week in Business Week and United States News. These magazines 
are read by the nation’s top executives— your best prospects. 


oxen W HARTER 
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STYLE 450 
Two Leaves 
Top Size 

14" x 1717," 


Leaves 9°" x 14" 
Height 26" 


LIST $8.00 
F.0.B. Phila., Pa. 


STYLE 450 


STYLE 550 
Top Size 
14" x 17/5" 
Height 26" 
Leaf 11" x 14” 
Ejects From Either 
End 


LIST $7.00 
F.0.B. Phila., Pa. 





STYLE 550 
Tops and Leaves 5-Ply Veneer—Finished in Green or Walnut. 
Frames and Legs are made of heavy gauge steel. 


All stands shipped set up ready for use 
Packed one to a carton 


STEEL STOOLS 


sturdy 









Built of heavy gauge steel .. . 
and durable . . . built for lifetime service. 


Finished in Olive Green with seats natural 
. Backs all steel . . . Square seats also. 


18” 


20° | LIST $4.40 
2° | LIST $4.60 
3s. | LIST $4.80 


BACKS LIST $1.00 EXTRA 


F.0.B. PHILA., PA. 


WRITE US TODAY FOR 
ILLUSTRATED FOLDER 


SHOWING COMPLETE Style 720 
LINE. (with back) 


USUAL DEALER DISCOUNTS 


Metalstand products are sold 
only by Metalstand Co. DIRECT 


Write for illustrated folder 


METALSTAND COMPANY 


Manufacturers of Stools and Stands 


1615-25 MELON ST. PHILA. 30, PA. 


———EE 
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NEW ENGLAND TRAVELERS CLUB NOTES 

Dick Gorman, manager of Berry Paper Company, 
Lewiston, Me., has recovered from an appendicitis 
operation and has returned to work. 

* * * 

Newly-decorated walls, new ceiling, new window 
and store arrangement and neon lights have resulted 
in a “face lifting” for Concannon & Scripture, 15 Panie 
St., Portsmouth, N. H. 


* * * 


After a long stretch with the U. S. Marines, Jack 
Sargent has returned to his duties with G. C. Prince & 


Son, Lowell, Mass., aS an outside salesman. 
cs * * 


R. E. Dolimount is the new owner of the Little Build- 
ing Stationery Shop, 80 Boylston St., Boston. 
as OF co 


J. Sydney Pearson, former partner of Davis & Nye, 
recently opened a stationery store under the name of 
Pearson Stationery Company, 78 Center St., Water- 


bury, Conn. 
* * * 


The J. S. Mathews Company, Bridgeport, Conn., has 


nearly finished its expansion program and is housed 


in the firm’s own building on Elm St. The new layout 
makes a comfortable, room store with a separate de- 


partment for office furniture. 
* * cs 


Georgiania and Michael Baker have opened a new 
stationery store at 1518 Hancock St., Quincy, Mass., 
to be known as “Michael’s”. This is their first venture 
in the stationery business but Mr. Baker is well known 
in Quincy, having conducted another business there 
for several years. Modern card, pen and gift depart- 
ments are installed, as well as a complete stock of 
commercial office supplies and equipment. 

* * a 


Tom Stonehouse, former W. A. Sheaffer Pen Com- 
pany representative in Connecticut, has recovered from 


a serious illness and is back at work. 
* cs * 


Courtney Bird, president of the Boston Stationers 
Association, come through an operation at the New- 
ton-Wellesley Hospital, Newton, Mass., with flying 


colors. 
* ae Ea 


The Boston Stationers Association at a recent meet- 


ing elected Walter Trites, L. E. Muran Company, presi- ~ 
dent; P. Johnson, J. Towhill Company, as vice-presi- | 


dent; Harley Lewis, Ward’s, Inc., as secretary; and 


James Crowe, L. E. Muran Company, as publicity rep- — 


resentative. 


* * * 


(These notes are taken from a recent issue of the™ 


New England Travelers Club News.) 
o—whe 


CHARLIE HOOVER STARTS HIS SECOND 35 YEARS 
Charlie Hoover, manager of the Globe-Wernicke 





Co. branch at Washington, D. C., has completed his * 


first 35 years and now looks forward to the second 
span of the same length even if, as he puts it, he 
has to “pull a fast one on the Angel Gabriel.” 

Born and reared in Hagerstown, Md., and still en- 
tranced with the region in which he maintains a 
country home on Chesapeake Bay, Mr. Hoover is far 
from a recluse. He belongs to 23 different business 
and social clubs, and is a past officer in 13 of them. 

After completing a business course at Columbia in 
New York City, he decided to give Globe-Wernicke 
a try. That was in 1912. Ten years later he succeeded 
to the position of branch manager and has had it 
ever since. 

ee af 
CHARLES E. GEER NAMED TO RETAIL COMMITTEE 

Charles E. Geer has been elected to the executive 
committee of the Retail Merchants Association of 
Jamestown, N. Y., to represent the office equipment 
and supplies division of the association —GET. 
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Tap a Profitable Vein of 
Office Supply Volume with 


Old Town 


DUPLIFORMS 


Printed Master Units for Spirit Duplicating 


Oli Zell ant mrol am olgeltel-(atmela-Multlilel aver: 

oh Meliila Ma dillei Meelis oleleltm-tallall-lile melile 
cut costs with OLD TOWN DUPLIFORMS .. 
at a handsome profit for you. The busiest, 
aaleny productive workers any office can 

Akoh Zou DU) ol Ihcelsial Mel a-M olf-eselsiali-vemanelti-lm ult: 
daTol mr) ol-1210 NU] off ol-1a ce) aaslolila- mantel la= printing 
bills. Simple and economical to use,’ 

they enable any spirit duplicator to grind 
out INVOICES, PURCHASE ORDERS, 
DRAWINGS, BULLETINS any business 


igelaaaia-lelelialale ime | lle gue laeUlgeti-mee) ell -1; 


FOR ah c-ten @lsilea-Melgle Mai fem Gelauleialiaetiielal 
Ol iia -mrelilemimela joie an.t:) ele ak Purchasing. and Receiving Systems 
Engineering: Bills of Material 
Route Sheets, Change Notices, Operational Drawings 
Sketches Taha -lallele aelalemiicla an akti; 
Nel] o) oliakemelalem sTi1ale 
Ol gel-Tamelalem ial zelia> 


elalemetial-lanaelatsl 


OLD TOWN research, pioneering in the development 
of printed master units, has brought the Dupliform 
to its present degree of perfection. To alert stationers 
it represents a largely untapped source of profitable 
volume, Write for details about the 

OLD TOWN selling plan 


ce os on master units. 
Another Exclusive Feature for Holders 7 OWN 
of the OLD TOWN FRANCHISE 
RIBBON & CARBON CO., INC. 


750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 
SALES AND SERVICE EVERYWHERE 





“Uti always good to be back at my 
Myrtle Desk on Monday Morning"! 








Maybe it's wishful thinking but even so, 
we can dream of building Myrtle Desks 
with the hypnotic power suggested above. 
Seriously though—a Myrtle Desk is de- 
signed to play an important part in a 
business girl's career. We don't have to 


ae 


member WOOD office 


HIGH POINT 
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MYRTLE >< COMPANY 

















tell you that a close attachment develops 
between an office worker and her office 
desk and when it's a Myrtle Desk, that re- 
lationship is founded on an appreciation 
of desk qualities that contribute towards 


- 


work efficiency. 


furniture institute 


NORTH CAROLINA 
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~ VICTOR 


TREASURE 


For five years, your customers have been asking for these 
Treasure Chests with the S. M. N. A. one hour certification label. 
Now, VICTOR is back into production and offering you these 3 
new dealer helps to help you SELL— and PROFIT. 


@ STRIKING NEW SHOWCARD 


One included with each Treasure Chest and others available for 
your counters and windows. Size 9 x12. 


@ TWO COLOR BLOTTER 


A new, high gloss blotter just printed and available with your im- 
print for mailings or counter distribution. 


@ NEW ILLUSTRATED DESCRIPTIVE SHEET 


For distribution or use by salesmen. Contains descriptions, uses, 
structural information and certification. Size 1 1 x 814, printed 2 sides 


Sell the line that HELPS YOU cell. 





~— 


NICTOD THE VICTOR SAFE & EQUIPMENT CO., INC. 


a NORTH TONAWANDA NEW YORK 
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IN OFFICES 





In your community Reyburn's 
gummed labels serve in hundreds 
of ways every day. Business people 
use them for labeling boxes, sam- 
ples, files, bins, jars, bottles, 
shelves, and for price marking 
merchandise. Students and teach- 
ers use them for labeling books, 
specimens, boxes, etc. Frequently 
purchased for home use too. 





IN STORES 


Strongly gummed and with ex- 
cellent writing surface, Reyburn's 
gummed labels are available in 
many sizes conveniently packaged 
in small attractive boxes. Bulk 
packaging and perforated sheets 
in book form also for large users. 





iN SCHOOLS 


Reyburn’s gummed labels are 
steady profit builders. 





Equally in daily demand and ready to serve are 
Reyburn's shipping tags, mending tapes, parcel labels, 
index tabs, reinforcements, etc. Prominent display on 
your shelves, counters and in store windows will bring 
steady, profitable sales. 


“Buy Reyburni—and you buy the best” 


THE REYBURN MFG. CO., INC. 


PHILADELPHIA 32, PA. 
BRANCH FACTORY AND WAREHOUSE 
2030 N. NATCHEZ AVE., CHICAGO 35, ILL. 








SALES OFFICES IN ALL PRINCIPAL CITIES 
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J. E. KARR SELLS FIRM AT GENEVA, ILL. 

J. E. Karr recently disposed of the Karr Office Sup- 
ply Company at Geneva, IIl., selling out on March 31 
to C. J. Mathieu of Chicago. The new owner intends 
to continue the name of Karr Office Supply Company 
for the present. 

Mrs. Karr has lost both her mother and sister in 
recent months and it is the desire of the Karrs to be 
with a relative in La Porte, Ind., to where they will 
move shortly. Later in the year, after several months 
of vacation, they will open a store in northern Indiana. 

Mr. Karr started in the stationery business shortly 
after World War I. Most of the time since discharge 
from the Army he was with Marshall-Jackson Com- 
pany and Globe Furniture & Stationery Company until 
he established his own business in Geneva some two 
years ago. The business operated on a profitable basis 
from the start, serving various industries in the Fox 
River Valley. 

Oi 

INCORPORATE NEW BUSINESS FORM COMPANY 

Frank Hilscher, public accountant, recently filed ar- 
ticles of incorporation at Harrisburg, Pa., for Hilscher 
Business Systems, Inc., a new business he is forming 
with H. Harry Foxall, stationery salesman, for design- 
ing, selling and installing business forms, systems and 
services, both wholesale and retail. 

A new business form has been patented which Mr. 
Hilscher estimates saves about three and one-half 
hours a day. These statements are a profit and loss 
reckoning. The forms are now designed especially for 
automobile dealers but will be developed later for other 
businesses. 

Mr. Hilscher said he and Mr. Foxall also planned to 
go into the sale of office equipment. For the present 
the corporation will have its headquarters in the Bitt- 
ner Building, where Mr. Hilscher has his public ac- 
countancy office. 








wees ian es 


Gerald Tewell, who is employed as production man- 
ager of Kistler Stationery Company, Denver, Colo., was 
married recently to Miss Renee Jose, daughter of Mr. 
and Mrs. John W. Jose of Lawrence, Kans. Dr. O. E. 
Allison of the First Methodist Church of Lawrence 
officiated at the double-ring ceremony in Danforth 
Chapel. 

Mr. Tewell, who is the son of Mr. and Mrs. G. A. 
Tewell, of Fairview, Kans., is a graduate of Kansas 
University from the school of business. He is a mem- 
ber of Alpha Kappa Psi fraternity and served three 
years in the Navy aboard the “USS Richmond” in the 
Pacific area, and the “USS Midway” in the Atlantic 
area, attaining the rank of lieutenant. 

Mrs. Tewell was attending Kansas University and 
was classified advertising manager for the Kansan. 
She was a member of the Dean’s a capella choir, 
also of the choir at the First Methodist Church. 

After a short honeymoon the couple are at home 
at 2728 Monroe St., Denver, Colo—GMH. 


Tom Sutherland, who is employed at Cast Office 
Supplies, Inc., Wichita, Kans., is engaged to be mar- 
ried to Miss Elizabeth Nickell, daughter of Mr. and 
Mrs. T. A. Nickell, Wichita. The wedding is planned 
for May 11 at the First Presbyterian church chapel, 
Wichita, with Dr. Emory Luccock officiating. 

Mr. Sutherland attended the University of Wichita, 
where he was a member of Phi Sigma Upsilon frater- 
nity. He spent four years in the Army during which 
time he served in the Pacific area overseas. He is the 
son of Mrs. John E. Wood of Harrison, Ark. 

Miss Nickell was a member of the Delta Omega s0- 
rority while attending the University of Wichita. She 
is now president of Delta Theta Tau, a national phil- 
anthropic fraternity. She is associated with J. P. 
Wiegand and Sons, realtors of Wichita —GMH. 


OFFICE APPLIANCES, May, 1947 





FIN 





rth 


1Sas 
2m- 
ree 
the 
atic 


and 
an. 
oir, 


yme 


fice 
\ar- 
and 


pel, 


ita, 
ter- 
rich 
the 


She 
hil- 














You'll find no pitfall in this practical, down-to-earth 
sales plan. It’s been field-tested to make sure it works. 
This M & V 5-Point Sales Plan has proved itself under 
the most intense sales competition in the carbon 
paper and inked typewriter ribbon field. 

It's simple, easy to use and it’s fundamentally right. 
It’s right because it’s been proved in practical opera- 


tion by scores of other successful dealers. 


DONT GUESS/ 
DONT GAMBLE/ 





Salesmen go for it because—they know how effec- 
tively it PRE-SELLS prospects for them, which means 
more sales and more earnings. You will like the way 
it turns prospects into customers and sales into profits! 

Write for details about this M & V 5-Point Sales 
Plan.* Examine it carefully, see how effectively it 
coordinates your advertising, sales promotion and 


personal selling work. Then you be the judge! 


* Specialized p'ans will be prepared to meet local conditions. 


o 
s& 


MITTAG AND VOLGER, INC. 


ESTABLISHED 1881 





OFFICE APPLIANCES, May, 1947 


FINE CARBON PAPERS & INKED RIBBONS + PARK RIDGE, NEW JERSEY 
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Everyone admires self-assurance and confidence 
wherever and whenever it appears. Building 
INDIANA DESKS isn't quite as spectacular as 
balancing a tower of tables under the big 
top but there's a quality that's common to both 
tasks. That's CONFIDENCE. In the case of the 


circus performer, it's confidence in his ability 














JASPER, INDIANA 






- 


to thrill the audience. In the case of Indiana 


Desks, it is the dealer who manifests confidence 
in the ability of these office desks to perform. 
The Indiana Desk Co. policy of always giving 
maximum value continues to pay real dividends 


for both the company and its dealers. 
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ACE STANDARD 


Largest seller in the Ace 
line. Staples and pins. 
Gives unexcelled stapling 
performance. 


ACELINER 
"World's finest stapler’’. 
Staples, pins, tacks and 
hand fastens. 



















ACE SCOUT 


A durable, long-life sta- 
pler. Staples, pins and 
tacks. Guaranteed for 5 














ACE CLIPPER 


Light weight, easy action. 
Will last a lifetime. 
















ACE PILOT 


Precision built by skilled 
workmen. Staples ond 
pins. 













ACE STAPLES 


Have highest tensile pene- 
trating strength. Made of 
finest steel wire. 


IT BRINGS THEM BACK FOR BEST RESULTS 
FOR OTHER PRODUCTS 


Merchants the world over have found Ace Stapling Equipment one of the 
most profitable lines they ever handled. It assures them a rapid turn-over, 
reduces their investment to a minimum and brings their customers back 
for other stationery supplies when in need of them. Yes, Ace Stapling 
Machines and Staples are goodwill builders, the most valuable asset 
your store can have. 











ALL-ROUND wire 
& as itcomes to Ace. 









Every Ace Machine and every Ace Staple is produced with a degree of 
skill and watch-like precision unapproached in the history of the stapling 
ana industry. This fine workmanship, plus the best materials obtainable, give 
to Ace Products those smooth, efficient, reliable operating qualities 














Same ALlL- 
ROUND wire 
treated by Ace 





nes so greatly appreciated by all those who use them process. 
Compressed edges give Ace 
bbe: SOLD THROUGH DEALERS EXCLUSIVELY Staples higher tensile, pene- 
trating strength. 
jing 





nds 


WORLDS 
INEST. 










ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE + CHICAGO: 13 
IN CANADA e ACE FASTENER (CANADA) LTD., 504 ST. LAWRENCE BLVD., MONTREAL 
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ACCO FASTENERS : c to complete satisfaction in filing and 
binding service in the office. Since ACCO c+. eloped this type of fastener many years, 
ago, ACCO Fasteners have become the universally known and accepted standard binding 


unit for all important records in business. 


ACCO Fastener business, once developed with ACCOBIND Folders and ACCOPRESS Binders 
are excellent running mates with ACCO Fasten- 
ers for profit-mak- 

ing and customer 

means steady Lae satisfaction. Check 
PROFIT-MAK- AE: a =f the new ACCO 
ING for you, AE coe <a ~~ ee catalog No. 246 and 
and that’s the ~ACCO FASTENER 7 realize the press 
—A** — = range of companion 

smartest kind of sales the ACCO 
merchandising. “ACCO-Bound Papers are Safe Papers md Line presents. 


your customers, continues to repeat, and increase 


in volume. That 












































ACCO PRODUCTS Ine. 


39th AVENUE and 24th STREET 
LONG ISLAND CITY I. N.Y. 


In Canada : Acco Canadian Co. Limited, Toronto 


PAPER FASTENERS + BINDERS + FOLDERS + PUNCHES + CLAMPS + PAPER CLIPS 
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MEETINGS—CONVENTIONS—DINNERS 
(Continued from page 72) 


W. V. Blair, Henry Hackney, James Patrick, T. P. 
Pettes, J. H. T. Paine, O. T. Fishback, H. Glenn Camp, 
J. Fred Ball, Ross Coker, Ian Stalker, Arnold Snellings, 
Walter S. Richardson, and T. Winslow. 


Many Guests Are Present 

Others pictured are C. E. Tidwell, Jr., and E. E. Tid- 
well, The Tidwell Company, Atlanta; H. R. Sweet, H. 
R. Sweet Company, Atlanta; John Cooper, Foote & 
Davies, Atlanta; Ike Kaplan, Office Supply Company, 
Atlanta; W. W. Cole, manufacturers’ representative; 
Homer Nix, The Globe-Wernicke Co., Jacksonville, Fla.; 
J. L. White, The White Company, Columbus, Ga.; Joe 
Kilpatrick, Carithers-Wallace-Courtenay, Atlanta; W. 
B. Rogers, Atlanta Stationery & Printing Company; Ott 
Shell, Ivan Allen-Marshall Company representative of 
Athens, Tenn.; James Hickey, Cardinal Sales Company, 
Chicago; Sam Orr, National Blank Book Company, At- 
lanta; J. S. Sprott, The Globe-Wernicke Co., Cincin- 
nati, Ohio; James Carmichael, Scripto Manufacturing 
Company, Atlanta; Lester Crowl, president of NSA; 
Paul Burbank, general manager of NSA; H. G. Cari- 
thers, Carithers-Wallace-Courtenay, Atlanta; Harry 
Nichols, Weis Manufacturing Company, Columbus, 
Ohio; A. W. Young, Old Town Ribbon & Carbon Com- 
pany, Brooklyn, N. Y.; W. T. Powell, Myrtle Desk Com- 
pany, High Point, N. C.; A. W. McClure, McClure- 
Baldwin Company, Macon, Ga.; James Keelin, The 
Keelin Press, Atlanta; J. L. Mann, Sturgis Posture 
Chair Company, Sturgis, Mich.; Al Walker, The Walker 
Company, Atlanta; E. C. Tidwell, The Tidwell Co., At- 
lanta; George Slater, Eberhard Faber Pencil Company; 
J. T. Brown, Bryant Lithographing Company, Atlanta; 
Stanley Mollerstrom, Esterbrook Pen Company, Rich- 
mond, Va.; Bill Horne, Horne Desk & Fixture Company, 
Atlanta; Ralph Bender, manufacturers’ representative, 
Atlanta; G. A. Stroecker, Foote & Davies, Atlanta; Les- 
ter Longine, Miller’s Book Store, Atlanta; W. R. Burge, 
W. A. Sheaffer Pen Company, Atlanta; R. B. Camp, 
R. B. Camp Company, Atlanta; Arthur D. Hubert, John 
H. Harland Company, Atlanta; Allen M. Key, Car- 
ithers-Wallace-Courtenay, Atlanta, and James Ham- 
mond, Capitol Office Supply Company, Atlanta. 

Guests not appearing in the picture are John Har- 
land, John H. Harland Company, Atlanta, and John 
Courtenay, Carithers-Wallace-Courtenay, Atlanta. 


I 8 


EASTERN NSA MANUFACTURERS MEET 
More than 40 were present at the Governor Clinton 
Hotel in New York City, for the NSA eastern manu- 
facturers’ meeting on April 10. In the chair was R. A. 





Jonas, Jr., Oxford Filing Supply Company, vice-chair- | 


man of the manufacturers’ division, NSA. 


After suitable words of greeting, Mr. Jonas, on be- | 
half of Governor Mortimer H. Chute, Jr., made a plea | 
for the co-operation of manufacturers and their sales- | 


men to gain dealer memberships in the 13th Region. 
He stressed the desirability of having a membership 
that would be representative of this important market. 

Chairman Jonas then introduced the subject chosen 
for the discussion that day—“Dealer Inventories.” The 
forum was assisted greatly by reports of Harold F. 
Graves, Wilson Jones Company; Gordon Hall, W. A. 
Sheaffer Pen Company; Charles E. Reynell, Oxford 


Filing Supply Company, and H. B. VanDorn, Joseph | 
Dixon Crucible Company, all of whom had obtained | 


reports from their traveling men throughout the coun- 
try. Some very thorough analyses were presented, a 
Synopsis of which is here presented. 

Inasmuch as the bulk of the industry is based on 
three highly critical raw materials—paper, wood and 
Steel, all of which have been in short supply since | 
the war began—there has been no opportunity for 
manufacturers to make sufficient merchandise to cause 
Serious inventory difficulties. It was suggested that | 
this may possibly be a blessing in disguise, for this 
1947 
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field may escape some of the inventory problems other 
fields are experiencing right now. 

In most of the country, dealer inventories were re- 
ported to be generally fair to low. However, within 
the past few months large shipments of back orders 
have caused some unbalanced situations which, though 
probably temporary, are causing some concern in 
credit departments. Many manufacturers anticipat- 
ing such conditions have adopted the practice of ask- 
ing dealers before they ship. In spite of this, inven- 
tories were conceded to be generally higher than they 
were a year ago. 

Several observers found “too much stock of unknown 
brands.” Their conclusion from this observation was 
that unless dealers with such merchandise unloaded 
it before the known brands of merchandise arrived 
in fair quantity a hazardous inventory situation could 
occur. 

Considerable interest could be discerned among the 
group as each man reported unanimous agreement 
that Government surpluses were of little or no signifi- 
cance at present writing. 

In summing up, Mr. Jonas observed it was apparent 
that no serious over-inventory situation was present, 
although it was fairly obvious there was some nervous- 
ness about the future. 


STATIONERS 12:30 CLUB MEETS AT NEW YORK 

The regular monthly meeting of the Stationers 12:30 
Club of New York was held on Monday evening, April 
21, at the Advertising Club, New York City. 

President Jerome J. Savage, The Carter’s Ink Com- 
pany, announced the following committee had been 
appointed to arrange for the annual outing: Philip G. 
Tagley, Consolidated Loose Leaf Company, Inc., chair- 
man; Arthur J. Lawless, manufacturers’ representa- 
tive; Lee Danziger, Lincoln Office Supply Corporation, 
New York, N. Y.; Harold E. McNeil, Wilson Jones Co.; 
Joseph F. Somol, The Globe-Wernicke Co.; Leo J. 
Cohen, manufacturers’ representative, and Harry Lef- 
kowitz, Guide System & Supply Company. 

Declaring that the committee had been actively en- 
gaged in making arrangements, Mr. Savage called 
upon Chairman Philip Tagley, who announced that 
the outing will be held on Thursday, June 12, at the 
Engineers Golf Club in Roslyn, Long Island. 

Mortimer H. Chute, Jr., Bainbridge, Kimpton & 
Haupt, Inc., NSA regional governor, announced that 
the District No. 13 regional NSA convention will be 
held on Tuesday, June 17, at the Hotel New Yorker, 


New York City. 
a 


NEW YORK OEDC MEETS AT HOTEL SHERATON 

The regular monthly meeting of the New York Office 
Equipment Dinner Club was held on Wednesday eve- 
ning, April 16, at the Hotel Sheraton, New York City. 

President Seymour L. Nathan, Charles S. Nathan, 
Inc., New York, N. Y., introduced the following guests: 
Joe Brenner, Brenner Desks, Inc., Newark, N. J., pres- 
ident of the New Jersey Office Furniture Club; Howard 
Sanders, Stationers & Publishers Board of Trade, Inc., 
Jerry Meyers, Itkin Brothers, New York, N. Y.; Garry 
Dell, Burt & Dell, Hartford, Conn.; William Manookian, 
Sr., and his son, William, Jr., both of Monarch Desk 
and Partition Company, New York, N. Y.; Semon Nem- 
lich, Regan Furniture Corporation, New York, N. Y.; 
Thomas Meany, Robert Bernstein and William Sobel, 
all of The Globe-Wernicke Co., and Saul Schacter, 
Rialto Furniture Company, New York, N. Y. 

Guy H. Rentsler, Remington Rand, Inc., chairman of 
the membership committee, reported that the club now 
has a total of 132 paid-up members and is still grow- 
ing. 

Bernard H. Nemlich, Regan Furniture Corporation, 
New York, N. Y., chairman of the golf tournament 
committee, reported that arrangements were com- 
pleted to hold the first golf outing at Plandome, Long 
Island, on May 20, the second to be held in June at 
Colonia, N. J.; and the third and fourth in West- 
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SHALLCROSS 


DLE 





FOR EVERY... 
PURPOSE and PURSE 


FINEST QUALITY... 


e 7118 and Colors . . . A Water Soluble ink 
especially adapted for two sided duplicating on 
light weight papers. 


e 2118 and Colors . . . Finest Quality for best 
results when most of the work is on mimeograph 


or straight sulphite bond paper. 


e 2918 Recommended for finest quality of dupli- 


cating where wide variety of paper stock is used. 


e 2718 A Superior Ink especially compounded 
for high-speed operation. 


STANDARD QUALITY... 


e 908 Fast Drying Black, recommended where a 
wide variety of paper stocks such as card, rag, 


etc. are used. 


e 808 Standard Black. A good number for the 


average user who is economy minded. 


e 708 An excellent ink for the volume producer 


who operates at top speed. 


e 608 A good low priced ink for the larger user 


where price is a factor. 


AND 


—SHALLCROSS PRODUCTS are as nearly perfect as it is 
humanly possible to make them. They will stand investigation 
and will stand up in application. They are supported by a 
guarantee that means something because SHALLCROSS is 
behind that guarantee.—And the responsibility behind the 
House of SHALLCROSS is of more primary concern, 
ALWAYS, than the immediate sale. 


The SHALLCROSS COMPANY 


Manufacturers of 


Inks-Ribbons-Stencils-Papers 


FORTY EIGHTM and GRAVS FERRY ROAD 


‘PHILADELPHIA 43, PENNA. 
& 
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chester during July and August, dates and locations to 


be announced at a later date. 
Mr. Nemlich then announced that the second con- 


vention of the Office Equipment Dealers Dinner Club 


would be held on October 27 and 28 at the Waldorf- 
Astoria Galleries. He added that at this convention 
of dealers and manufacturers there will be an exhibi- 
tion of products. 

Discussion was held on the topic of price-cutting 
existing in the trade, and dealers were cautioned to 
sell only at a fair profit, thereby building up confi- 
dence and good will in preparation for possible sales 
resistance in the future. 

The guest speaker of the evening was Edwin Green, 
a public relations counselor, who gave an inspiring 
talk on “Business Prospects.” 

aa 87S. eee 





VICTOR VISIBLE HOLDS MINNEAPOLIS SCHOOL 
Attending the Victor Visible sales school of Victor Safe & Equipment 
Co., Inc., at Curtis Hotel, Minneapolis, Minn., March 11-15, were the 
above (left to right): front row—George H. Fairall, Midwest Beach 
S. Dak.; Dale J. Wernig., Skinner & Kennedy Staty. 
Co., St. Louis, Mo.; Vernon S. Smith, Sperry Office Furniture Co., St. 
Paul, Minn.; Reuben E. Strand, Austin Office Supply. Austin, Minn.; 


Co., Sioux Falls, 


second row—Oscar Nordean, A. & E. Supply Co., Duluth, Minn.; Tom 
Nicholson, Matt Parrott & Sons Co., Waterloo, Iowa; Jack Greener, 
Horder’s, Inc., Chicago; back row—M. C. Mouritsen, Farnham Sta- 
tionery & School Supply Co., Minneapolis. Minn.; Alvin Frey, H. H. 
West Co., Milwaukee, Wis.; Francis Warden, Steube Binding & Print- 
ing Co., Green Bay, Wis.; H .W. Barnes, educational director, Victor 
Sate & Equipment Co., Inc.; N. Tonawanda, N. Y.; George K. Desmond, 
district sales manager of Victor. 


¥ ee 
SALES REPRESENTATIVES ELECT OFFICERS 
Robert T. (Bob) Gemmell, Binney & Smith Com- 

pany, Philadelphia, Pa., was elected national chairman 


and John G. Kolb, C. Howard Hunt Pen Company, | 


Camden, N. J., was chosen national vice-chairman at 


recent annual meeting of the Sales Representatives | 


National Society. This division of the Wholesale Sta- 
tioners Association met at the Hotel New Yorker, Néw 


York, N. Y., during the association’s annual conven- 


tion. 
National Chairman Gemmell has appointed the fol- 


lowing regional chairman for the five regional dis- 7 


tricts: 


Eastern district—H. Howard Shoemaker, Jr., repre- 


senting Eberhard Faber Pencil Company. 


Midwestern district—R. B. Gingland, Esterbrook | 


Pen Company. 


Southeastern district—George K. Slater, Eberhard | 


Faber Pencil Company. 
Southwestern district—Jack Mathews, 


Lead Pencil Company. 
Western and Pacific Coast district—Joe D. Hale, 


Joe D. Hale Company. 


Se 
GREAT LAKES TRAVELERS CLUB NOTES 
Among the “specials” at the regular meeting of the 


American 


Great Lakes Travelers Club on April 11 were Heinie | 
Sengbusch, Sengbusch Self-Closing Inkstand Com- | 


pany, and Bill Schuster, honorary member and one 
of the founders of GLTC, who announced himself as 


unattached. Heinie lives in Kansas City, but covers | 


Chicago and thus is eligible to GLTC membership. 
Karl Kiesel, Carter’s Ink Company, who was born 66 
years ago on April 11, was serenaded by his fellow 
club members. He announced that he was to be mar- 
ried on April 21. Bill Smith, Ace Fastener Corpora- 
tion, was reported as being at home on doctor’s orders 
to take a “complete rest.” Bill has had some heart 
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The famous R. C. Allen 
TENKEE CALCULATOR 


* It adds, subtracts, multiplies 
% It has fully automatic division 
* Its 10 KEYS allow fast touch system 


e the * It clears with touch of single key 
AD Z woud for 


* It shows all three problem factors 
at same time 
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R.C.Allen Business Machines, Inc. 


678 FRONT AVE., N. W. GRAND RAPIDS 4, MICHIGAN 


Authorized Dealers in All Principal Cities 


























The only company which offers the independent Dealer a full line of 
ADDING MACHINES * CALCULATORS * BOOKKEEPING MACHINES * CASH REGISTERS 
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The New 
FLO-MASTER 


Valve Controlled 
Fountnbrush 


e¢ Newer and better than ever! More eye 
appeal, richer appearance. The only 
pocket size all aluminum fountnbrush 
with leakproof valve control. Marks, 
writes, draws on any surface. Easy fill- 
ing, large capacity, feather-touch action, 
A big $3.00 value. 


NATIONALLY ADVERTISED 


in more than 20 leading publications ap- 
pealing to Office, Home, School, Art and 
Industry. 


ATTRACTIVE SALES HELPS 


Eye catching Window and Counter dis- 
plays. Self demonstrating Silent Sales- 
man displays. Color Charts. Sales mak- 
ing Circulars. Catalog Pages. Newspaper 
Mats, ete. 


CuSHMAN & Denison Mec. Co. 
135 West 23rd Street New York I1. N. Y. 











attacks recently that persuaded him to take it easy. 
Bill Lipner, Koh-I-Noor Pencil Company, was on hand 
to tell about a wonderful three-week vacation spent 
down in Phoenix, Ariz. 


= —_—— 
UNDERWOOD INTRODUCES NEW FILM 
“The Duties of a Secretary” was recently previewed 
by a group of 100 editors of business and educational 
publications at a luncheon at the Monte Carlo, New 
York City. This dramatic new sound motion picture, 


| produced for Underwood Corporation as a service to 


the schools and colleges of America by National Educa- 
tional Films, presents in an interesting and refreshing 
30 minutes, some important “do’s” and “don’ts” of the 
secretarial profession. 

The secretury, Barbara Hayes, was brilliantly acted 
by Gloria Willis, who experienced all of the qualms 





se = ee Cad 


PREVIEW NEW UNDERWOOD FILM—Attending banquet and 
preview of the movie produced for Underwood Corporation 
by National Educational Films are (left to right): top pic- 
ture—L. C. Stowell, president of Underwood Corp.; Gloria 
Willis, who acted the part of the secretary for the film; and 
P. D. Wagoner, chairman of the board of Underwood Corp.; 
bottom picture—W. French Githins, president of National 
Educational Films; W. F. Arnold, vice-president and sales 


| manager of Underwood Corp.; Richard Koch of NEF; and 


L. E. Lentz, vice-president of Underwood Corp. 


and emotions typical of a young lady on the first day 
of her first job. The part of her employer was com- 
petently played by Reed Brown. 

This film is quite different from ordinary commer- 
cial films, for the usual formula was reversed. The 
production was predicated on the results of a nation- 
wide survey in which business educators were asked 
the question, “What kind of a motion picture would 


' make the greatest contribution toward business train- 





ing?” The nearly unanimous answer was, “A film that 
will show our students some of the duties of a secre- 
tary.” From this point, the sponsor and producer 
made a picture which would meet curricula needs, and 
also be able to stand on its own merits as entertain- 
ment. 

In commenting on the picture, Philip D. Wagoner, 
chairman of the board of Underwood Corporation, 
pointed out that his organization in the past 51 years 
has placed more than six million office-size typewriters 
before secretaries, stenographers, typists and writers, 
and that the proper execution of secretarial duties is 
a matter of great interest to the company. He stated, 
“The typewriter is one of those instruments that is 
only as good as the person who uses it. It can be 
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.... Opportunity Knocks 














i privilege of servicing the independent office furniture dealer and 
stationer who, in turn, serves American industry, is the opportunity afforded 


to small manufacturers. 


Steelmacter welcomes this opportunity. It is our policy to distribute our 
products fairly. We never compete with our dealers for the consumer sale. 
Steelmaster products are competitively priced, presenting the oppor- 


tunity for fast and repeated sales. 





| “Phere's a Steelmaster Product in Your Futura”. 








Filing Uprights Junior Card Filing Systems 
Futura Card Cabinets Rotarian Plastic Letter Trays 
Futura Cash, Bond and Office Boxes Futura Multi-Units 
Desks* Visibles* 
Moldmaster Plastic Trays Chairs* 
Hang Files* Tidy Desk-Master 

*(Soon) 
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> Be) — 
Sted madsler now offers its — — J — Maulti-Units singly or in combination, 
making the same available for every possible filing requirement. 
fa - i> ~BAT- 
The No. 3001 —— — No. 3002 —— —— Me. 6 — and No. 3002L 
— - <a — ~~ gg ~ vas 
— are shipped as complete units. The No. 3001 L—— gl — and No. 3002L 
~~ _ — 


now come equipped with locks on each individual drawer to meet the insistent demands 





therefore. 
ae cael 


a 
_— is a single letter file drawer and No. 3000 ex wa is the same 
oy i. a 


letter file drawer equipped with lock. 







The No. 3000 — 


—_ 
— 


The No, 3000S = 


_— 


wo — is the cupboard which comes equipped with lock. 


Multi Units may now be purchased individually. This will enable the engineering of 
these Steelmaster Multi-units Junior filing systems for any and all filing requirements. 


The No. 3000 B -S- is the base which may be purchased separately. The No. 3000X 


—_— | zs ~ a 
—fe- , is the bracket bar engineered to fit the No. 3000 a oe to provide for efficient 


support for hang folder filing. 











No. DESCRIPTION WIDTH | HEIGHT | DEPTH | SHIPPING WT. 
2 LETTER FILE DRAWERS ur os e. | tas : 
Futura 3001 | OaeeutGeaneiee wut 14,5 in. | 30!/, in. | 16 in. 53 Ibs. 








| LETTER FILE DRAWER 


Futura 3002 | CUPBOARD 14.7 in, | 30!/, in. | 16 in. 50 Ibs. 
| BASE—COMPLETE UNIT 


2 LETTER FILE DRAWERS 


Patera 3001 L | EACH EQUIPPED wiTH Lock | 14,7; in. | 30 in. | 16in. | 54 Ibs. 


| LETTER FILE ORAWER with lock 

















Futuna 3002 | | Curboaro witH Lock 14,7-in. | 30Y,in. | 16in. | 51 Ibs. 


| BASE — COMPLETE UNIT 














Futura 3000 | LETTER FILE DRAWER 1475 in. | 121 in. | 16 in. 18 Ibs. 
Piaties 20008 | scones wire v0cx 145 in. | 12, in, | loin. | 18 Ibs. 
asi. 14; in. | 12 in. | 16in. 13 Ibs. 
Futura 3000 B | 8Ase suPrort 14, in. | 5'/in. | 16in. 5 Ibs. 
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CARDS (4x 6) 


HANG FILES 
CATALOGS 
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3x5 4x6 Sx8 
CARD CARD CARD 
CABINETS CABINETS CABINETS 
Fuma CARD FILING SYSTEMS Yatra 
=| = Lom 
3x5 vob Seed 4x6 a. 5x8 
CARD alal CARD CARD 
CABINETS : | CABINETS ala CABINETS 
Low Counter Height Panag Low Counter Height Cs Low Counter Height 
No. SINGLE DRAWER carp WIDTH +H. D. CAPACITY natn: 
F 335 Futura 3x5 6!/, 5!/, 16" 1,500 53, lbs. 
F 346 Futuna 4x6 7!/, 6l/, 16" 1.500 6%, Ibs. 
F 358 Futura 5x8 9/o 7'/g 16" 1.500 8 bs. 
F 369 Futura 6x9 10l4, 8!/, 16" 1,500 12!/, Ibs. 
No. DOUBLE DRAWER carp WIDTH H. D. CAPACITY aia ia 
F 3352 Futura 3x5 123, 5!/g 16" 3,000 934 Ibs. 
F 3462 Futura 4x6 1414, 6l/g 16" 3,000 1! = Ibs. 
F 3582 Futura 5x8 1836 7\/, 16" 3,000 151/, Ibs. 
F 3692 Futura 6x9 20!/, 8!/g 16" 3,000 21'/y Ibs. 
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F 30 


OFFICE BOX 
M 23 Plastic Currency Tray 





















No. M 1914 












No. F 10 
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No. M 1910 

































































‘ ’ a ; G 
better grade of furnit a Te ~ . — — 
ure steel, are electric F10 Office Box 10l/, V4 V4 % Ibs. 
ally welded through- F 14 Office Box 10 3 45, 2 Ibs. 
out, making the unit F 2! Office Box 14%, 2'/, 11156 51/2 Ibs. 
strong and durable. F30 Office Box 10l/, 43, 7\/, 31/4 Ibs. 
— Item Description Width | Height | Depth Compartments 

Moldmadter M 1910 Plastic Currency Tray 9y," “eh 64," 7 
PLASTIC TRAYS M 23 Plastic Currency Tray 141/," a 10" 10 
M 1914 Plastic Currency Tray 9!/,"" 2/4" 4/4" 5 
= € ] SS = *Set is composed of 
OLanuan Sa, two trays, post 
: : SS and bracket. 
PLASTIC 
7D ‘ ae 
Moldmaster “Rotarian” desk “‘lidy Deskmaster 
Item WIDTH H. D. SHIPPING WEIGHT 
Dosh maslor ROTARIAN DESK TRAY| 8% 2 31/4 6 Ibs. 
5 Compartments 10 9 11 7//, Ibs 
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with 
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No. 1832 EXPANDED 








No. M 2300 
Plastic Desk Tray 











No. M 2300 L 


























Item Description Width Height | Depth | Compartments 
M 183! Desk Drawer Tray (1 Tray) | Open 3!" Closed 18"| I!" | 3%" _ 
M 1832 Desk Drawer Tray (2 Trays) | Open 3!" Closed 18"| 1'/2" 37," —_—- 
M 2300 Plastic Desk Tray 19" 17." 7," 7 a 
M 2300L Plastic Desk Tray with Lock 19" 1/2" 7/2" 9 
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wy Copy- Rite SALES ARE SO 


"It's easy, all-day-long, to duplicate with Copy- 
Rite!” It works so fast, and turns out such perfect 
work. 


“I'm proud of the copies—every one of them—and 
is my boss pleased!” 


“A Copy-Rite requires so little servicing!” 


NO STENCILS 
NO GELATIN 


fa . Copy Rite 
NO_INK . LIQUID DUPLICATOR 


Such enthusiasm as this in thousands of offices, schools, factories spells 
SALES and PROFITS for you with the least effort. Write for our liberal 
Dealer Plan. Get all the facts, showing why Copy-Rite will be one of 
your fastest, money-making leaders. 


SUPPLY C 


A name recognized by leading dealers everywhere 
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on RY RECORD 


HERRING-HALL-MARVIN MODEL No. 
1035 ROTARY RECORD FILE, holds 
1500 3x5 cards. with index and end 
cards, 


NO PUNCHING; just transfer present cards 
to this file. 


FULL VISIBILITY; any card, any section of 
cards, available to operator with effort- 
less ease. 


FASTER REFERENCE; easy operation 
creates new standards of reference effi- 
ciency. 


SELF-BRAKING WHEEL; at a slight push 
or pull, the wheel moves to the index 
wanted, stops there, and stays there 
... no brake, no ratchet, nothing to 
cause trouble. 


COMPACT-PORTABLE; overall dimensions 
1343” deep x 1314” high x 734” wide 
(over handwheel). Weighs, empty, 
only 18 Ibs. Easily portable. Can 
readily be placed in safe or vault for 
fire-protection. 


SMART DESIGN; streamlined; steel body 
finished in vogue brown with stainless 
steel trims. 


DEALERS: A limited number of dealerships are still available. Why 
not write for description folder and complete information—today! 






























HERRING-HALL-MARVIN SAFE CO. uamtron onto v.s. 
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Burroughs 





THE MARK OF SUPERIORITY 
IN MODERN BUSINESS MACHINES 


This new aynbol identifies the world’s best-known line of 


business machines. It is introduced as Burroughs’ long-range, 





far-reaching program of research and product development 
reaches full postwar tempo. Expect the finest in machines, 


in counsel and in service wherever you see this symbol. 


Burroughs 


ADDING + CALCULATING + ACCOUNTING - BILLING AND STATISTICAL MACHINES 
CASH REGISTERS + NATIONWIDE MAINTENANCE SERVICE + MACHINE SUPPLIES 
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This All-Service Table 


SERVES AS: — 
1. Auxiliary Heater in 2. Auxiliary Fan in 
Winter. Summer. 


3. Occasional Table 
in Winter and Summer. 


FOR COOLING OR HEATING 


Here is a beautiful, blue mirrored top, double duty fan 
that with the flip of a switch, circulates either cool or 
warm air. It is attractively designed as a rich looking oc- 
casional table that is different. Two speed motor for cool- 
ing—low speed for heating. Table top 20” in diameter. 
Height 23!/,”. Ideal for homes and offices. 














| Ind., with the announcement that the plan would be 


operated at a snail’s pace, or driven at high speed. It 
will spell correctly, or it will make mistakes depending 
upon the accuracy of the operator. It is therefore not 
unusual that we in Underwood take a keen interest 
in general training in the use of the typewriter among 
our future stenographers and secretaries. 


Underwood Has Co-operated 


“For more than 40 years the Underwood organiza- 
tion: has played a leading part in co-operating with 
the schools of America, and in fact throughout the 
world, to provide the best possible training in the 
use of typewriters. This co-operation has taken many 
forms throughout the years. In the early days when 
text material was lacking, Underwood provided that. 
Before the days when there was a full realization of 
the speed at which typing could be done, Underwood 
provided on a most elaborate scale an incentive system 
of awards to stimulate accuracy and encourage greater 
production in typing work. 

“In this picture, ‘The Duties of a Secretary,’ we 
feel that a film has been produced which has long 
been needed in the schools and colleges of America, 
and which we hope will play an important part in 
better commercial training in the schools, and thus 
indirectly benefit business through better trained office 
workers. 

“Tt is with a great deal of pleasure that Underwood 
has endowed this motion picture, and dedicated it to 
those millions of young men and young women who 
play such an important part in our business life and 
to those who will join their ranks in future years.” 


Directed by Richard Koch 


“The Duties of a Secretary” was directed by Richard 
Koch, and it will be distributed to schools by National 
Educational Films of New York. 

W. French Githens, producer, stated, “In a nation- 
wide survey, National Educational Films discovered 
one of the heaviest demands for visual educational 
films was on the duties of a secretary to be used in 
commercial courses in high schools and business col- 
leges. The purpose of the film is to create an attitude 
on the part of the students looking forward to a first 
job. The film will also be used as a refresher course 
by large corporations hiring many secretaries. In this 
case, the film sets a standard of comparsion for ef- 
ficiency. 

“Even before the completion of the production, we 
received hundreds of inquiries from all sections of the 
country asking for prints of this subject. 

“Another unusual fact is that the Underwood Cor- 
poration endowed the production of this film which 
does not contain any sales promotion. Because of this, 
schools have welcomed the opportunity to buy this 
subject because it was especially designed to meet 
their curricula needs.” 

sciiealecip NN itt 
INDIANA OMDA MEETS AT TERRE HAUTE 


Meeting at the Terre Haute House, Terre Haute, 
Ind., on March 17, the Indiana Office Machine Dealers 
Association held a profitable meeting which was fea- 
tured by a program of addresses on varied topics. 

Don Foster of the Kresge stores discussed their type 
of operation, pointing out some of the “trade secrets” 
that could be profitably used by office machine dealers. 


| Credit and finance buying was discussed by Merrill 


Bradfield of the Allen Steen Acceptance Corporation. 
Sample layouts for group advertising were presented 
by Charles Gallup. Because of the interest shown 
in this type of advertising program, Mr. Gallup was 
asked to attend the next meeting in Indianapolis to 
bring additional data for discussion. 

The plan to rebuild typewriters free of labor charges 
by the Office Appliance Mechanical Institute was 
introduced to the members by Glen Wilke, Evansville, 
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TWO-GETHER 
ENVELOPE 
Tarries your 
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samples togetner, 


fe < 
i 





The Justrite Two-Gether Envelope serves as your Personal 
Representative where mail matter is concerned—for it not 
only conveys your sales letters, letters of quotation, etc., but 
at the same time the all- 


the Two-Gether also delivers 


important catalog, samples or other enclosures necessary 


ty Corry 
tO Carry 


out the complete sales plan. 


Two-Gether envelopes are made of durable Kraft 
stock. The First Class envelope is securely attached 
to the larger envelope and can be sealed as any 
first class mail. The Catalog envelope is available 
with either a gummed flap, clasp fastener or string 
and button as desired. 


ively printed to your copy, the Two-Gether comes in 
ange of sizes from 7x10 to 11%x14¥%. Also available 
plain where so desired. Flap of First Class Envelope is 


printed in bold reverse type showing that a message is 


enclosed 


Write for samples and complete prices 
today. Special sizes made to order. For 
any Specialty Envelope problem, consult 
Justrite first. 
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explained in full at the next meeting by C. L. Jones, @ 
owner and director of the OAMI. 
Announcement was made of the April meeting to be © 
held at the Severin Hotel, Indianapolis, Ind., April 21, 
This meeting was termed Hazen Ames Day, to be™ 
addressed by Hazen Ames of Ames Supply Company, 
Chicago. Up for election at the April meeting were 
the following, selected by the nominating committee: ~ 
President, Allen Connolly, Evansville; vice-president, 
H. H. Marlin, Bloomington; secretary-treasurer, James ™ 
F. Partlowe, Indianapolis; directors, Ray Buckenberger, © 
Washington; Ed Williams, Bedford; Ed Derler, In- 
dianapolis; C. L. Gunkle, Lafayette; and Miller Hug- 
gins, Anderson. 





KANSAS CITY SCHOOL FOR VICTOR VISIBLE 
The Victor Safe & Equipment Co., Inc., held a Victor Visible sale 


ontinental, Kansas City, Mo., March 3-7, with 


school at the Hotel 
front row—Robert G. Frick 


the following (left to right) attending: 
and Jack . Coleman, Coleman Office Supply & Equipment Co., 
Wichita, Kans.; Ranny Wenzel and Jerry Melton, Wenzel Equipment 
Co., Kansas City, Mo.; second row—Ted I. Noyes. Western Lithograph — 
Co., Wichita, Kans.; Robert W. Britton, Navrat Office Equipment Co., 
Emporia, Kans.; Edward B. Storey. Zaiser’s, Inc., Des Moines, Iowa; | 
third row—Lester H. Martin and Elmer C. Betts, Office Supply 4 | 
Equipment Co., Topeka, Kans.; Harry French. Kleinkopf Stationery, 
Burlington, Iowa; Leslie T. Handt, Lincoln Office Supply. Waterloo, 
Iowa; fourth row—H. W. Barnes, educational director, Victor Safe & 
Equipment Company, Inc.; N. Tonawanda. N. Y.; George K. Desmond, 
district sales manager of Victor: McCharles ‘‘Smoky’’ Huff, Buchanan 
Stationery Co., Wichita Falls, Tex.; Frank W. Wenner, Matt Parrott 
& Sons Geeipune, Waterloo, Iowa; and Joseph C. Evans, Cramer Safe 

& Office Equipment Co., Kansas City. Mo. : 

ae 


RALPH DeSOLA OF NATIONAL MICROSTAT CORP. 
ADDRESSES N. Y. FILING GROUP APRIL MEETING 

Principal speaker at the March meeting of the Filing | 
Association of New York was Ralph DeSola, author of 
the only book that has ever been written on the sub- 
ject of microfilming. 

Mr. DeSola believes that file clerks and file super- 
visors are the only people who really show any sym- 
pathetic interest in what microfilm services are trying 
to accomplish. They can do a great deal to prevent 
misuse of what is really a very good thing. In dem- 
onstrating the value of the microfilm process, salesmen 
point out the space-saving features, somebody up the 
line agrees and the file supervisor has to grapple with 
it from there on. Very often the lowest paid person 
in the department is assigned the job of putting rec- 
ords on film. The care with which the records are 
prepared, indexed and filmed has a great deal to do. 
with the successful use of this medium. 


Microfilm Advantages Outlined 


Some of the advantages and uses of microfilming, 
as discussed by Mr. DeSola, include: j 

a) Will conserve up to 98 per cent of space. i 

b) Will provide security—if stored in safe deposi 
box. However, the film must be handled caref 
or a name on a letter or a letter may be scratcheé 
out. Mr. DeSola recommended that a negative 
be made and stored away and the positive Dé 
used for reference. 

c) Duplication—typist may copy right from t& 
reader or a copy of the record may be enlarge 
or reduced to paper (black on white) to obtal 


a factual copy. 
d) It was recommended that the file supervisor won 
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THE HOME OF QUALITY PARK ENVELOPES 


* * * 


FACTS ano FANCIES 


By McGillicudy 


Well, here we are in the merry month of 
May 1947... time to look for May flowers 
following April showers . . . time to plan 
vacation schedules . . . time for office boys 
over the nation to attend Grandma’s funeral 
(via the ball park) . . . time to put the hook 
into anglers who stretch their fish stories too 
far . . . time to take time to tell a certain 
person what we think of her — Mother! 


And right here I'd like to raise a question. 
Why should Mother's Day be just one day 
of the year? You can’t concentrate all the 
respect, devotion, appreciation, gratitude, 
and love for Mothers into just one day. 
You can’t dedicate just one day a year 
to someone who dedicates every day in 
the year to you! The solution, of course, 
is to make every day Mother's Day. 


Speaking of special days — here at Quality 
Park we observe every day as “Dealer's Day.” 
Of course we love you guys, but not quite 
the same way we love Mother, so don’t think 
I'm getting sentimental. But we do have re- 
spect for you and we do appreciate your 
co-operation and understanding during the 
past few years when at times we haven't been 
able to serve you as completely as we would 
like. Our “Dealer’s Day” reference is to 
Quality Park’s policy of giving a square deal 
to all dealers by dividing our output fairly — 
we're playing no favorites. 


It’s spring — let's cut out this chatter and 
go fishing. While you’re relaxing, waiting 
for the big fellow, think of Champion Clasp 
—Leatheroid—Blue Line Air Mail—Airway 
Express ... and other Quality Park En- 
velope names that mean Quality. There'll 
be enough of all of them for all of you 
one of these days. 


Sold through dealers only 


Dastiey Pk 








Cz 


yx General Office and Factory, Quality Park, St. Paul 4, Minnesota 
% Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 
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very closely with the microfilm operator when 
reducing a file to film. If files are not in order, 
records on film will not be in order, and if files 
are not properly indexed the records on the film 
will never be found. 

Mr. DeSola then demonstrated a new type of reader, 
which, in his opinion, is the best on the market. This 
reader can be used in a lighted room and can project 
the image on the wall or a screen. It is put out by the 
American Instrument and Measuring Institute. He 
then went on to explain some of the various types of 
camera equipment now available. 1) The flat-bed 
type, with which overhead lighting is used to repro- 
duce newspapers, engineering drawings and bound 
volumes. 2) The “flow” type, which cannot be used 
for filming bound or stapled material, is designed 
especially for ordinary office correspondence and 
checks. 3) “Ministat” (Haloid Co.)—records are pho- 
tographed on 70 mm. paper—white on black which 
can be read by a person with very good eyesight, or- 
dinarily read with a microscope. The ministat is more 
expensive than microfilm—approximately 114 cents 
per ministat. 4) According to Mr. DeSola, plans are 
under way to produce a small portable office microfilm 
camera. 

Film as Long-Lived as Paper 

It was mentioned by Mr. DeSola that the estimated 
life of microfilm is from 200 to 250 years, as durable 
as good rag paper. It was also pointed out that the 
film will not explode or flare up if exposed to fire, 
but that it will burn very slowly. Mr. DeSola said that 
it has been found that film properly processed or 
hardened retains moisture, and that the gelatinous 
covering of the film takes up additional moisture from 
the air. For these reasons a specially hydrated micro- 
film cabinet is not necessary. 

A number of cases were cited by Mr. DeSola where 
microfilm records are acceptable as legal evidence. (It 
is suggested, however, that companies considering 
microfilming of records with destruction of originals 
prior tc expiration of statutory periods of preservation 
consult and obtain the approval of their legal depart- 
ment.—Ed.) 

Mr. DeSola’s talk was followed by a discussion of 
“The Work of the Red Cross Overseas” by Miss Ruth 
Smiley. Wherever there are American troop concen- 
trations overseas, servicemen find amusement and 
diversion in Red Cross recreational facilities. Trained 
workers are on the job; recreational workers develop 
hobbies and plan entertainment with parties and 
picnics, which is necessary for the morale of soldiers. 
The responsibilities of the Red Cross in the year ahead 
are just as great as those in the past years. 

SEE oie ca 
H. P. NICHOLS ADDRESSES TORONTO GROUP 


The monthly meeting of the Stationers’ Guild Club 
was held on Wednesday, April 9 at the Oak Room, 
Union Station, Toronto, Canada. 

Harold Norman, Warwick Brothers & Rutter, Ltd., 
acted as chairman. James A. Cook, James A. Cook & 
Son, Ltd., introduced the speaker of the evening, H. P. 
Nichols of H. P. Nichols & Son, Hamilton. Mr. Nichols 
gave a most enlightening talk on “Guild Principles.” 
He was thanked by W. J. O’Reilly, Underwood, Ltd. 

Interesting and scenic sound movies in technicolor— 
“A Trip Through the Canadian Rockies” and “A Fish- 
ing Trip”’—were presented by Mr. Smith of the C.P.R. 

Or 2- 


PREPARE FOR NSA REGIONAL AT NEW YORK CITY 

Extensive preparations have been made for the 13th 
District NSA convention to be held June 17 at 
the Hotel New Yorker, New York City. At a recent 
meeting of the general convention committee, it was 
decided to have a one-day session. 

On the program are a luncheon, a banquet at night, 
entertainment and excellent dance music. President 
Less Crowl, General Manager Paul Burbank and other 
men of the NSA Troupe will take an active part. They 
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It’s your advertised pencil! 
Dixon Ticonderoga’s copy 
shouts sales for you every 
week in Saturday Evening 
Post, Life, Time or Liberty. 


“Ticonderoga Minutes” 
calls out to millions of listen- 
ers over the Radio — day by 

/ day. 

And the sales you make are 
an echo of the praise we 
raise of Dixon Ticonderoga 
pencils. 


THE PENCIL WITH THE 
LOCKED-IN-PLASTIC ERASER. 





ce NEES =| 
SONS EE “\cis oa 
s 3 ba a SF 


PENCIL SALES DEPARTMENT, 98-J5, JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY 3, N. J. 








SIM, OLS ELLLA 


FACILITIES 
TO BETTER SERVE YOUR NEEDS 


Since 1870, when William Feldmann started the binding of private book collections in a 


one-room loft, the history of Feldco has been characterized by its pioneering spirit. 


This spirit resulted in FELDCO pioneering and perfecting the first spring-locking post 
binder ... introducing zippered ring binders... using Vinyl-Tex in the binder field... 
and the latest advancement, which in one fell-swoop imparted to the lowly canvas 


binder distinguished beauty, durability and salability ... the new leatherette backing. 


Today we are pioneering a new era... the streamlined post-war era during which 
the public will expect new, modern versions in every field of endeavor. In order to 
face this new era and assure our customers of the quality and leadership they expect 
from Feldco, we have built our new plant and equipped it with every modern facility 
available. Watch FELDCO for the line which will give you more looseleaf products of 


greater salability and profit than ever before! 


FELDCO CORP 1505-11 W. LELAND AVE. 
OOhe A fol Trey \eloMy MEET Tel ks 
NEW YORK . 25 CENTRAL PARK WEST - PHONE CO-5-02872 . PACIFIC COAST - 788 MISSION ST. SAN FRANCISCO - PHONE DOUGLAS 8563 


406 SO. MAIN ST., LOS ANGELES - PHONE MICHIGAN 2646 
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Theres Extra Sales and Profits 
in that Fourth “R” 


%& *& ¥*& School equipment, manufactured by Rowles, 
and the choice of thousands of school buyers for half 


a century, is now distributed only through established 
dealers. Get your share of the nation's vast school 
expansion business by featuring these famous products. 
Increased enrollments plus long-delayed expansion pro- 
grams and the public's willingness to provide money for 
the tools of education have created the market and the 
sales opportunity you have long been waiting for. 


*& %& %& As the on-the-spot supplier of Rowles school 
equipment, a large slice of this big market can be yours. 
Enjoy the advantages of Rowles product leadership with 
satisfied customers and easily made, profitable sales. 


If you are not familiar with the Rowles line, write today 
for new Catalogs Series No. 256 and latest confidential 


Price List. 


Manufacturers of School Equipment 
" Since 1896 
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will also have other outstanding speakers from the 
New York area. 
Chairmen of the committees who are already at 
work include: 
Hotel—Anthony Kerin, Tower-Crossman, Inc. 
Registration—Sam Libien, Libien Press. 
Banquet—Irving M. Levy, Art Steel Sales Company. 
Program—wW. H. Greenleaf, Bainbridge, Kimpton & 


Haupt, Inc. 

Entertainment—Jerry Savage, Carter’s Ink Com- 
pany. 

Attendance—R. A. Jonas, Jr., Oxford Filing Supply 
Company. 


Publicity—Jerry White, Acco Products, Inc. 

Treasurer—Edward Dooley, assisted by Ray Miller, 
both of Wilson Jones Company. 

General chairman of the convention committee is 
Mortimer H. Chute, Jr., Bainbridge, Kimpton & Haupt, 
Inc. Says Chairman Chute, “The committee expects a 
large attendance and feels confident that the program 


/ and the dealer meeting in particular will be a great 
| help to all those who attend.” 


0 et 9 


THOMAS HEADS IBM SALES CLUB 

International Business Machines Corporation re- 
cently announced that John E. Thomas, an electric 
accounting machine sales representative in its De- 
troit office, has been named president of its annual 
sales honor organization, the 1946 Hundred Percent 
Club, in recognition of his achievement in making 
the best individual sales record in the domestic IBM 














JOHN E. THOMAS 


organization. Eduardo Gonzalez-Rilo, of the Argentine 
IBM organization, was announced as winner of the 


| Watson International Trophy for the best sales record 


in the IBM world organization. 

More than 1,000 IBM sales representatives and ex- 
ecutives who have qualified for membership in the 
1946 Hundred Percent Club will attend the first club 
convention to be held since 1941. It will occupy three 
days from August 25 to 27 and will be held at the 


| main IBM plant at Endicott, N. Y. 


Other sales representatives to qualify for honors in 
the 1946 Hundred Percent Club on the basis of their 
sales records were: Landohn E. Martin, Philadelphia, 
Pa.; William J. Dugan, Washington, D. C.; and Nils W. 
Nilson, Boston, Mass., vice-presidents of the club; 
Ronald L. Kocher, San Francisco, Calif., secretary; 
Thomas E. Clemmons, New Orleans, La., treasurer, and 
the following directors: eastern district—Leo P. Her- 
mann, Jersey City, N. J.; Henry E. Vincent, Brooklyn, 
N. Y.; and Richard E. Kruse, New York western dis- 
trict—Gilbert W. Wright and Frederick M. Stephenson, 
Chicago; and Matt J. Dragich, Dayton, Ohio; Pacific 
district, Ralph J. Harris, Miles B. Sutliffe and Fred W. 
Grosse, Los Angeles, Calif., and Lawrence N. Mason, 
San Jose, Calif.; southern district—Julian R. Murray, 
Jacksonville, Fla.; Donovan Hershey, Houston, Tex. 
and Richard R. Bentley, Winston-Salem, N. C.; Can- 
ada—S. W. Willis, Winnipeg, R. A. Stricker, Kitchenet, 
and E. J. Fowler, Toronto. 
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SPECIAL WINDOW DISPLAY TIES IN YOUR STORE Make your 
store greeting card headquarters by surrounding this FREE 
window display with an assortment of your own greeting cards 
and Parker Quink. Also there’s a giant wall poster for interior 
store tie-up. Write today for this dramatic tie-in material to 
The Parker Pen Company, Janesville, Wisconsin. 





Copr. 1947 by The Parker Pen Company 


CONTAINS SOLV-* 
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QUINK PRESENTS | 
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GREETING CARDS 
ann QUINK 





FULL-PAGE, FULL-COLOR AD BREAKS MAY 18 
in the American Weekly, reaching over 8,800,000 
homes. This new writing promotion is geared to 
get you a larger slice of the $150,000,000 eeting 
card business . . . plus bigger profits on Guink. 
It’s perfectly timed! The next two months bring 
days for remembering—Father’s Day, weddings, 
graduations, anniversaries. Cards in the ad are 
simply symbolic—not those of any manufacturer. 
ou have seen 14 previous Quink promotions 
produce remarkable sales increases for dealers 
who tied in. Plan now to cash in on this new 


opportunity! 


Parker Quink 


THE ONLY INK CONTAINING PEN-PROTECTING SOLV-XI 
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No. 855 
LETTER SIZE 


$46.95 


No. 859 
LEGAL SIZE 


$54.20 





arABLE DESK FILES 


Here at last is the answer to the busy executive's 


and secretary's prayer. 


A work organizer and a pull drawer letter file 
combined, which will keep private papers really 
private. Available with rigid and secure 
ae winged shelves for working 
convenience. 


Upper compartment with lift cover for current rec- 
ords and visible data. Lower filing drawer for 
other records plus a utility drawer set into the 


base. 


Made of heavy gauge furniture steel. Equipped 
with spring compressor, ball bearing rollers and 
four swivel casters. Bright smooth cadmium fin- 
ished hardware. Guide rod operates in a de- 
pressed groove for eyeleted guide operations. 


SPECIFICATIONS 
(For All Models) 

LETTER SIZE 

Wide High Deep 
Upper section 13” 10%,” 24” 
File drawer 124,” 10%,” 244,” 
Utility drawer 124,” 35%” 24%,” 
Overall height 30%” 
LEGAL SIZE 

Wide High Deep 
Upper section 16” 10%,” 24" 
File drawer 15%,” 10%,” 244,” 
Utility drawer 154,” 3%” 244,” 
Overall height 30%” 


oo) & = STEEL EQUIPMENT COMPANY 





NOTE! — 


HANDY 

WINGED SHELVES — 
FOR 

EXTRA WORKING SPACE! 


349 BROADWAY, NEW 


No. 856 
LETTER SIZE 


$51.20 


No. 860 
LEGAL SIZE 


$58.45 


CAN ALSO BE 
USED WITH SWINGING 
FOLDERS 


No, 854 
LETTER SIZE 


$42.70 


No. 858 
LEGAL SIZE 


$49.95 














MICROFINE LEAD 


smoothest 





makes these the 
writing pencils, easiest on the 
fingers, uniform forever and 


amazingly economical. 


Ready-sharpened, in 5 popu- 
lar grades . . . a marvel of 
writing efficiency, preferred 
by business and scholastic 
folk . . . because they con- 
sistently give more for the 


money! MORE, that is. . 


Also try the famous 


Ornenc 


Indelible Water Color Pencils |} 


Indelible Copying Pencils 
Drawing Pencils 





| Hexagon ... Green with striped 
| edges characteristic of OTHELLO . . . 


Me. ae Tea 
sa Aceh Bp Se 
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IN OTHER LANDS 
(Continued from page 62) 


magnetic clutches controlled by relays; the counters 
are fitted with electrical contacts through which an 
indication of the number registered by any counter 
can be obtained when required; a whole counter has 
one counting unit, with clutch and contacts, for each 
of its 23 decimal places. 

The sequence of operating instructions is supplied 
to the machine in a coded form by holes punched in 
a paper tape. Tables of numerical information regard- 
ing functions required in the course of the work are 
supplied in a similar form; such interpolation between 
tabular entries as may be required is done by the 
machine. 

Another group of calculating machines, developed 
particularly by. the Bell Telephone Laboratories, uses 
electromagnetic relays for the computing elements, 
numbers being represented by configurations of groups 
of relays according to a specific code. Although num- 
bers are handled in their digital form, these machines 
do not count, and addition is done by building an 
addition table into the interconnections between the 
relays. The first relay machine was a small one re- 
stricted to carry out the single arithmetical operations 
of addition, subtraction, multiplication and division of 
complex numbers. Larger ones are under construction 
or have been completed recently. 


The “Eniac” Machine 


The only machine yet completed which makes use of 
the technique of electronic circuits is the Eniac (Elec- 
tronic Numerical Integrator and Calculator). This 
machine operates by counting electrical pulses, pro- 
duced at a frequency of 100,000 per second, by means 
of an electrical counting circuit. It works in scale of 
ten to ten-figure accuracy; it consists of a number 
of units for addition, multiplication, division, storage, 
and control which can be interconnected by being 
plugged into sets of transmission lines. The sequence 
of operation is determined by these interconnections. 
Data can be fed in from punched cards, and the re- 
sults are normally produced in the same form, 

This machine was designed specifically for the step- 
by-step integration of the equations of external ballis- 
tics, but its organisation is flexible enough for it to be 
applied to many other types of calculation besides in- 
tegration of differential equations. 


Future Developments 


The main advance to be expected in the near future 
is the development of a machine with greatly in- 
creased and rapidly accessible storage capacity. Ex- 
amination of the kind of problems one would like to 
solve, given machines with the facilities and speed of 
Eniac, suggests that a capacity of between 1000 and 
5000 numbers (not digits) is desirable. Some method 
of storage quite different from those used in any exist- 
ing machine will have to be used to provide the re- 
quired capacity if one is to avoid using an excessive 


amount of equipment. 


In the discussion which followed Professor Hartree’s 
remarks, attention was mainly centered round methods 
of increasing storage capacity and speed of access to 
required results or operating instructions. Reference 
was made to the system of mercury vapour delay lines 
used in Edvac (Electronic Discrete Variable Automatic 
Calculator), a new American digital machine about 
which information had just been released. Coded 


pulses with a basic element frequency of the order of | 
a million per second were passed through the delay | 
line, taken out, reshaped and put into circulation again | 
until required. Not only did this greatly expand stor-7 
age capacity, but any required number or instruction” 


could be extracted in a time interval of the order of 
a millisecond, which was comparable with that re- 


quired for any of the arithmetical processes, thus” 
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A ce No. 300—Most versatile and practical adjust- 
able punch ever made. Punches 1/4" holes in any loose 
leaf sheets to fit standard binders, sizes 51/2" x3” 
fo 12” x91/.” inclusive. Also punches two 1/4" holes 
in the following centers: 234"; 44"; 7"; 842”. 
Punches up to ten sheets of 16 Ib. bond stock. Ad- 
justable slides equipped with ball-bearings for easy 
shifting. Finished in Dawn Gray—gauges, heads and 
lever are nickel plated LIST PRICE: $10.00 


PUNCH No. 200—Smooth-working perfection in a 2- 
“b hole punch plus advantages of the Centamatic 
feature . . . Punches two 1/4” holes—2%,” center sa 
fo center. Actually (by test) punches cleanly through = Ne SS 5 Uj N C be E § 
30 sheets of 16 Ib. bond stock. Finished in Dawn 
Gray with nickel plated gauges LIST PRICE: $3.95 


These Centamatic Punches are making stationery history! . . . They 
work almost automatically, no fussing, no calculating, no paper-folding 
. . . The Centamatic feature operates simply, speedily and accurately. 
The paper may be placed in any position between the sliding arms of 
the Centamatic guides. By adjusting the guides so that the ends touch 
the sides of the paper the sheets are automatically centered. . . . These 
punches are beautifully finished and precision-constructed of heavy 


gauge steel for enduring service. . . . Individually boxed. 


Available through your dealer. 


CENTAMATIC PUNCHES ARE MANUFACTURED BY 


MUTUAL STATIONERS SUPPLY CORP. 


Wholesale Stationers to the Trade only 


374 BROADWAY, NEW YORK CITY 
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TO KEEP UP WITH THE FAST PACE 
OF CURRENT BUSINESS, SIT IN A 


New Indiana Chair Co. 


lice iui 


Now there’s more ideas to consider—more 
details to attend—more follow-up and more 
tracing down—every detail of business affairs 
seems to require more executive effort and 
management time than ever before. This 
especially is a time when executives and their 
assistants need good, comfortable, dependable 
office chairs. 

The N.LC. Co. 1400 series, the executive 
chair of which is illustrated above, is not yet 
in production, but its improved design, pleas- 

ing appearance and durable last- 
ing construction are well worth 
waiting for. Keep in mind this 
good quality group for your fu- 
ture needs. It will be ready be- 


fore long. 


New Indiana Chair Cn. 


JASPER, INDIANA 


MEMBER WOOD ofFFICE FURNITURE INSTITUTE 


greatly increasing the over-all speed of operation by 
comparison with Eniac, in which punched cards had — 
to be used for storage in excess of 16 intermediate 
results. 

Another system of storage based on the principle 
of the iconoscope was mentioned. In this a charged 
pattern, developed by photo-emission on one tube, is © 
scanned, sharpened and impressed on another tube; 
then passed back to the first and so on until the in- 


| formation is required. Work so far carried out held 


promise that the performance of this system might 
rival that of the mercury delay line. 

The problem of providing automatic identification 
of error arising from valve failure, dirt in contacts, 
and so forth, was one which had not yet been fully 
solved. One method, which had been used on the Bell 
Telephone Laboratories relay machines was to dupli- 
cate the equipment and cross check at each stage of 
the calculation; it was an extravagant method and 
there was scope for improvement. Any new system 
should take into account the importance of checking 
the validity of automatic instructions as well as the 
detection of arithmetical errors. 

Several speakers commented on the remarkably rapid 
development of large-scale digital calculators in re- 
cent years. In Great Britain the Ace (Automatic Com- 
puting Engine) was now under construction for the 
N.P.L. and in America dozens of comparable plans | 
were being actively pursued. It should not be thought 
that these new and powerful tools would displace the © 
“humble computer,” who was ready to solve most en- | 
gineering and statistical problems with ordinary desk 
calculating machines. The challenge was rather to 
the mathematician who must adjust his scale of © 
thought to the same degree as he would find necessary | 
if a journey from London to Edinburgh in half a min- © 
ute were accepted as a matter of course. Mathematical 
attacks on the problem of atomic structure, of aero- | 
dynamics at sonic speeds, and of equations of motion 
of air masses in weather forecasting need no longer 
be abandoned as being hopelessly unwieldy and } 
lengthy. 

Several speakers stressed the necessity of having | 
staffs of mathematicians to advise on the capabilities | 
of new machines, to check their proper functioning 
and, if necessary, to help with the interpretation of 
results. For this work the highest qualifications would 
be required and it was thought that only a central | 
mathematical institute able to draw on the resources 
of a number of colleges and institutions would be ca- 3 
pable of providing the necessary breadth of outlook. | 


ee 
TYPEWRITER THEFTS A MENACE IN BRITAIN 


The acute and continuing shortage of typewriters in 
Britain has led to a state of thieving of machines by 
all sorts of ingenious methods. So serious has this sit- 
uation become that one important firm, in Glasgow, | 
Watson’s Typewriters, Ltd., has issued a public warn- 7 
ing against the racket. The system most generally op- | 
erated is to secure possession of a typewriter—on 4a 
plea that it is to be repaired, or otherwise adjusted— — 
and to disappear with the machine, file off the num- 
bers, alter the appearance somewhat and sell it second | 
hand at prices ranging up to £30. The fact that busi- = 
ness firms repeatedly allow bogus repair men to take | 
away machines for repair is evidence that the warning } 
is definitely needed and that the firms are as much 0} 
blame for this position as are the thieves who find the 
game both easy and lucrative. 

According to the Glasgow firm: 

“If you have bought a typewriter within the last 127 
months from any source whatsoever, you will be well 
advised to refer to the invoice and check the serial) 
number thereon with that of the typewriter. If there 
is no serial number, or if you find any strange marks 
or signs of filing on the serial number in question, im 
your own interest you will be well advised not to let7 
the machine out of your possession but to notify the | 


OFFICE APPLIANCES, May, 1947 





Snertaamn Prone 





office furniture or styling. 





New Beauty + New Utility New Convenience 


There’s a new bright star in office filing 
equipment! It’s Rock-Elite Desk Tray 
—the tray that combines the rich ap- 
pearance of modern styling with the ut- 
most in engineering skill to provide new 
beauty, new utility and new conven- 
ience. It has been carefully designed to 


@ Ample capacity for file 
folders, catalogs, etc. 


@ Curved, cut-out opening \ iss 
Pa 


for easier access 


@ Made of scratch-proof, 
chip-proof plastic 


@ Sloping tray surface auto- 
matically aligns contents 


include outstanding features long hoped 
for but never before found in a desk tray. 

Yes, Rock-Elite Desk Tray, in sturdy 
and attractive plastic, is head and 
shoulders above ordinary desk trays be- 
cause of its many unique features—here 
they are: 


@ Ribbed tray surface 
eliminates fumbling 


@ Greater capacity than 
ordinary trays, yet tiers lower 


@ Side-position tier posts 
reduce obstruction 


@ Fluted, non-slip aluminum 
tier posts 


@ Rubber-cushion feet 
protect high-polish surfaces 


Made by the makers of Rock-a-File 


144 





Available in walnut finish, Rock-Elite Desk Tray’s modern design harmonizes well with any 
It’s another outstanding Rockwell-Barnes 
contribution to modern filing. Write or wire for complete details. 
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authorities forthwith, and thereafter contact the man- 
ufacturers or accrediteed agents for the make of type- 
writer concerned. 

“It cannot be too strongly emphasized that all type- 
writer users should not under any circumstances allow 
their typewriters to go out of their possession unless 


people or their associates with whom they are dealing. 
If your typewriter is not in your possession and you 
have any doubt phone the manufacturers or the ac- 
credited agent for the machine giving model and serial 
numbers of your typewriter for verification. The steal- 
ing of typewriters in Scotland is becoming such a 
menace that it behooves the public as a whole to col- 


laborate with the authorities to stamp out this menace | Yu 


immediately once and for all.”—SATNA. 
7 —- —__—_— 
LONDON FIRM CHANGES NAME AND ADDRESS 
Formerly Egro, Ltd., operating at 155 Portobello 
Road, W. 11, London, an English firm recently an- 
nounced change in name to Copydex Manufacturing 
Company, Ltd., and the taking of a new location fol- 
lowing a fire completely destroying the Portobello 
Road premises. 
The new address is 242 Harrow Road, London W. 2. 
————_ 


GLASGOW STATIONERS TALK SHOP FRANKLY 

“It’s my opinion... .” 

Do you sometimes wish you could tell your fellow 
traders exactly what you think—about retailers, whole- 
salers and manufacturers? 

And get rid of all those pet grouses which you nour- 
ish in your system and seldom find the chance to 
ventilate? t 

If so, try this game at your next trade get-together. 
It’s interesting and a safety valve if operated imper- 
sonally and intelligently. The Glasgow (Scotland) 
branch of the Stationers Association of Great Britain 
and Ireland successfully tried the idea of an open 
forum with a team of two retailers, two representatives 
and two assistants to start the ball rolling. Members 
were asked to agree or disagree and in the course of 
the evening much valuable ground was covered on 
topics such as these: 

—Should assistants meet their employer in weekly 
conference, express their opinions and offer construc- 
tive criticism of the boss? 

—Is the stationer less efficient and enterprising in 
display than other retailers? 

—Are a firm’s representatives less capable, respectful 
and co-operative to retail clients than their prede- 
cessors? 

—Is the standard of print employed by stationers 
a disgrace to their calling? 

All of these were discussed, but any subject is suit- 
able. 

Let’s see how Glasgow did it: 

A retail “opinion” leader gave it as his view that the 
present-day commercial traveler was, in some in- 
stances, less competent than his forefathers in the 
selling game. Do you agree? 

It was his opinion that there was a certain laxity 
in the training of some of the younger travelers, who 


they are thoroughly satisfied of the integrity of the | 7 





Were guilty of a certain slackness, which he hoped | 


would vanish. He cited entering a client’s premises, 
Cigarette in hand, and standing while a competing 
representative chatted with the lounging proprietor. 
As a young traveler, he had been given very minute in- 
structions as to what he could and could not do and 


he hoped that the firms concerned would take these | 
young travelers on one side and gently instruct them | 


on these points. 

He thought that some travelers forgot that it was 
the retailer who knew that he could or could not sell 
and were too pushing. To which a representative 
retorted that sometimes the retailer did NOT know 
what he could sell and that it was only after the push- 
ing traveler had pushed his wares that the retailer 
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Now Available with 
3 Tumbler Combination Lock 


Send 
Your 
Orders 
For Prompt Delivery 


MEILINK STEEL SAFE CO. 


TOLEDO 6, OHIO 





NEW YORK CHICAGO 


145 








Perfectly Aligned 
Right Hand Margins 
Now Possible With Any 





Standard Typewriter * 





using the 
EDISON 


Just like the 

text copy below, 
which was prepared 
on a standard typewriter. 


Here is something really revolutionary -- a 
simple accessory for any standard typewriter 
which produces typewritten material with justi- 
fied (perfectly aligned) right hand margins -- 
automatically! It's the only typewriter access- 
ory ever offered which will either extend or 
condense a line of typewriting. 


Your customers can use it to prepare better 
looking catalogs, sales or service manuals, 
mail advertising, sales promotion pieces, parts 
lists, house organs, or other duplicate matter —- 
by any of the major duplicating processes that 
use typewritten text -- stencil, offset and 
hektograph. 


They need the EDISON MARGIN JUSTIFIER if, in 
the preparation of typewritten material for 
reproduction, they have been dissatisfied with 
ragged, uneven appearance of the right margins, 
or if they have tried to correct this condition 
by making half back-spaces or skip spaces. 


Quickly and easily installed by any competent 
typewriter service man, without special tools -- 
and used by a capable typist after only a few 
minutes instruction and practice -- the EDISON 
MARGIN JUSTIFIER opens an entire new field in 
the preparation of inexpensive typewritten 
material for reproduction. 


WRITE for literature, prices and details of 
an exclusive sales agency. 


* Models available for Electromatic, Remington, Royal, 
L. C. Smith, Underwood, Vari-Typer and Woodstock. 


JUSTIFIER SALES CO. 


2022 GLENDALE BOULEVARD 
LOS ANGELES 26, CALIFORNIA 
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did realize the possibilities and sold well. “If a traveler 
does push you a little, it’s all part of the game. But 
that pushing should never reach discourtesy.” 

He raised a representative’s viewpoint in wondering 
why so many stationers excused themselves from order- 
ing, on the grounds that they would be taking stock 
in two months’ time. He said, “If I were going to take 
stock, I would not miss sales and would not discon- 
tinue buying for that reason.” He thought this ex- 


cuse had been overdone. 


What About Assistants? 
An assistant wondered if the plans which were al- 


| Ways being made for the assistants would ever mature. 
Giving the assistant’s viewpoint, he stressed the fact 
| that failure to co-operate would lead inevitably to the 


business as a unit and the trade as a whole suffering. 
The employer had a duty to his assistant to pass on 
the skilled knowledge but many assistants never had 
the opportunity to really learn the business. “Is the 
assistant only there to handle the bread and butter 
trade?” he asked. 

This raised a most interesting discussion in which 
it was stressed that the people who learned most were 
often those who seized opportunity and made them- 
selves indispensable. Most stationers did want to see 
their staffs getting on but just did not have the time 
to train them. There was also the fact that many 
juniors showed no real anxiety to learn the trade. 
There were admitted to be defects on both sides— 
employers who did not help their assistants much and 
assistants who showed little real desire to make prog- 
ress. An assistant could only be interested and pro- 
gressive to the extent which his employer permitted. 

Then an employer opined that the employer 
ought to admit that there was much that he did not 
know. He had a great admiration for young people, 
thought they had great intelligence in these days, but 
that they misapplied their talents. Employees should 
never be afraid to go to their employer and get some- 
thing off their chests. They should avoid cheek, but 
any good employer appreciated being told the truth, if 
this were done in the right way. , 

This brought protests. Assistants pointed out that 
not every employer could be regarded in this man- 
ner. Employers were often not ready to help their 
assistants. The solution, the chairman thought, was 
that the employee should change his job. There. was 
a time when he had to take courage and make a 
change. “If you reach a stage when you think you 
are part of the furniture, then no help that can be 
given will help you.” When that happened, the em- 
ployee had to take a risk and make a change. 

Asked for an opinion on manufacturers, a retailer 
declared that, all in all, manufacturers were good fel- 
lows. But he wondered why they continued to have 
firms which sold to the genuine stationer,..to..the 
manufacturer who used stationery and to the depart- 
ment stores. 


Look to Direct Business 


The chairman thought that there would be only a 
limited amount of such activity today. Sales were 
generally made to stores with a 12-month basis sta- 
tionery department. A representative thought that 
there was some business which stationers could not 
get, or had not been able or ready to get, in the past 
and this had to be got direct. He deplored the lack 
of enterprise in many towns where established sta- 
tioners made no attempt to get local business, such as 
town council business, which they could and should 
share. On education, an assistant opined that more 
could be done visually by visits to mills and stationery 
plants than by reading or other methods of instruc- 
tion. He urged a greater amount of educational work 
on these lines. The branch agreed, but the obvious 
difficulty, pointed out by the chairman, was that many 


| factories are still in wartime clothing and are any- 
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No. 200 (illustrated) GENERAL BUSINESS AND INCOME 
TAX RECORD A simplified record for all types of small 
businesses segregating taxable and nontaxable income and 
expenses. Complete summaries in back of book for record- 


ing monthly and yearly totals. Simplified payroll and earn- 
ings record for each employee included 


No. 201 INDIVIDUAL AND HOUSEHOLD EXPENSE REC- 
ORD A combined income tax and household expense record 
segregating taxable and nontaxable income and expense. 
A two-year record showing monthly and yearly summaries 
giving complete information for income tax purposes. 


No. 202 PROFESSIONAL BOOKKEEPING AND INCOME 
TAX RECORD A simplified record for the physician, dentist, 
lawyer, educator and other professional men. Segregates 
taxable and nontaxable income and expense. Complete 
summaries for two years in back of book including payroll 
and earnings record forms for employees. 


No. 203 RESTAURANT OR TAVERN BOOKKEEPING AND 
INCOME TAX RECORD A complete record segregating 
sources of income taxable and nontaxable for income tax 
returns. A breakdown of purchases is provided for reference 
purposes. Includes summaries and employee payroll and 
earnings records. 


No. 204 GARAGE AND SERVICE STATION BOOKKEEP- 
ING AND INCOME TAX RECORD A complete record of 
sources of taxable income and expenses for income tax pur- 
Poses. Provides breakdown of income, purchases and ex- 
Penses. Monthly and yearly summaries in back of book. 
Forms included for employees payroll and earnings records. 
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page of instructions clearly explaining the form 


and use of each column on the form. 


entries are shown on Specimen Pages illustrating 


the recording of common transactions for your type of 
business. 


Designed for the simplified cash basis method of report- 
ing your income tax. 


Summary pages illustrate schedule from Income Tax Form 
with simplified instructions for filling out form correctly. 


and green ruling on restful “Eye-Ease” Hammer- 


mill Ledger-paper for posting ease. 


Write us for a supply of S-2 folders illus- 
trating and describing the full series. 





...is designed to please more than 90% 
of all fountain pen buyers and users ? 
... offers the greatest variety of point 


styles? 


...instantly takes care of more than 85% 


of pen repairs—at a profit to you? 
... according to dealers is the choice of 
most people when they are buying a pen 


for their own use ? 


...gives you the greatest variety of 
point and holder combinations for the 
lowest investment ? 






the uame 


Gsterbrook 


RENEW-POINT FOUNTAIN PEN 





NUMBERED 
POINT 
STYLES 






TO SELECT OR 
RENEW HERE’S 
ALL YOU DO 










NO REPAIR DELAY... 
JUST UNSCREW IT... 
THEN “RENEW” IT 





THE ESTERBROOK PEN COMPANY, Cooper Street, Camden, N. J. 
IN CANADA: THE BROWN BROTHERS, LTD., TORONTO 
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thing but a credit to their owners. When washed 
down and brushed up, visits would undoubtedly be 
arranged. 

An employer urged that every shop, large or small, 
should have a weekly staff meeting to discuss common 
problems of management and selling. “I would whole- 
heartedly approve of this but I find that there is too 
little actual interest from assistants. Would assistants 
welcome a weekly meeting?” 

This led to a later agreement that such meetings 
should and could perform a very useful function and 
that most assistants would co-operate fully. The big 
stores did it and showed it paid handsomely. Discuss- 
ing window display, a manufacturer wondered why 
all other windows were more exciting than. the station- 
ers. A lot more could be done than was presently at- 
tempted. Stationers appeared to be very chary of dis- 
play materials which other retailers could obtain 
readily. There were, of course, some stationers’ shops, 
the windows of which never failed to attract. But these 
were isolated examples and merely emphasized the 
poverty of the bulk of displays. 

Members defended this poverty by pointing that 
shortage of goods limited very much the range of 
products available and that often they were forced to 
sell from the window before the display was completed. 


Printers Are Under Fire 


Last to come under fire were the commercial print- 
ers. A manufacturer opened the barrage by wonder- 
ing whether price-cutting was again rampant. The 
more he saw of commercial printing the more he was 
convinced that it must be based on price and low 
prices. Only one firm in ten had decent letterheads. 


He urged those dealing in print to sell PRINT and 
craft printing. This aroused several members to agree 
that no letterheads HAD pulled business. One mem- 
ber commented on the fact that a new letterhead 
had not merely brought compliments but had added 
new clients and £300 of new business within a month 
of introduction. 


Stationers, this maker urged, ought to look at their 
own printing since dozens of orders which were re- 
ceived were a positive disgrace. 

Printer’s representatives pointed to the effort which 
many firms were making to improve the standard of 
print in commercial use and indicated that some suc- 
cess was being achieved. 

Thus ended the “It’s My Opinion” for the evening. 
As a method of encouraging the ventilation of opinions 
and viewpoints, the night was a definite success and 
might with advantage be utilized in many other cen- 
ters —UTPS. 

te 
FACE SHIFT OF WORKING HOURS IN ENGLAND 


Office appliance manufacturers in Great Britain are 
now faced with the prospect of reorganizing their 
work, to involve night-shift operation, in an effort 
to avoid complete shut-down and to co-operate with 
the government, in their demand for a spread-over 
of electrical power. 

Whether the industry can adopt this policy and 
whether workers will co-operate remains to be de- 
termined, but there is presently a government proposal 
for night-shift working and a trade union proposal 
for double day-shift working. 

The Trade Union attitude, as expressed by the Trade 
Union Congress, on the subject of night-shift working, 
has been declared in a statement, which says: 

“The committee take the view that, in place of the 
emphasis on night working, it would appear to be de- 
Sirable that attention should be directed to working 
a double day-shift, this also being left to industries 
and localities to determine whether it should be done 
on the basis of a single firm working a double day- 
shift, or a group of firms arranging their day shifts 
so that the demand for power at a given time is ap- 
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Our Office Fasteners are 
available to dealers who 
can maintain our Retail 
Fair Trade Prices. 


Please write us for particulars on our plan for select 
distribution of Markwell Office Type Stapling Ma- 


chines and Staples. 


IMMEDIATE 
DELIVERY 


MARKWELE MEG. C0. 


Dealer Division 


Office Products Department 


200 HUDSON ST. NEW YORK 13, N. Y. 








proximately halved, as a result of some firms working, 
for example, from 6 a.m. to 2 p.m. and the remainder 
from 2 p.m. to 10 p.m. The actual arrangements of 
hours and conditions under which they will be worked 
will be a matter for settlement through the appro- 
priate joint negotiating machinery for the industry. 


—SATNA. 
ee 


FOUR VICE-PRESIDENTS ELECTED BY TODD CO. 

An executive vice-president and three new vice- 
presidents have been elected by the board of directors 
of The Todd Company, Rochester, N. Y., leading manu- 
facturers of fraud-preventing checks, Protectograph 
checkwriters and signers, and payroll systems, it was 
announced today by Walter L. Todd, chairman of the 
board. 

A. Richard Todd, formerly vice-president in charge 
of manufacturing, has been elevated to the executive 
vice-presidency, and the three new vice-presidents 











A. RICHARD TODD 


include: Lawrence S. Callaghan, treasurer and comp- 
troller; Charles E. Bradford, secretary; and Gilbert J. 
Owen, general sales manager. 

Three other officers have also been elected as fol- 
lows: John Mitchell, chief accountant, to assistant 
treasurer; Charles Watson, accounting supervisor, to 
assistant comptroller; and Raymond E. Bohrer, man- 
ager of the research department, to assistant secre- 
tary. 

In addition, Walter L. Todd and George L. Todd 
have been re-elected chairman of the board and presi- 
dent of the company, respectively. 

The new executive vice-president, A. R. Todd, is the 
son of L. M. Todd, co-founder of the company. In his 
new position, he will continue personal direction of 
all manufacturing in addition to the broader executive 
duties concerned with the company’s over-all opera- 
tions. Joining the company in 1931, Todd first served 
in varying capacities in the bank supply, order, routing 
and accounting departments and later became man- 
ager of the machine sales department. After becom- 
ing vice-president, he was loaned to the Commercial 
Controls Corporation as vice-president and general 
manager during the war. 

The three new vice-presidents are all veterans of 
nearly two decades or more with The Todd Company. © 
Callaghan joined the company in 1929 as a tax ac- 
countant and became head of the cost department in 
1930, office manager in 1935 and assistant treasurer © 
in 1936. He was elected a director of the company in ~ 
1941 and treasurer in 1946. Bradford has been with © 
the company since 1913 and became assistant secretary 
in 1915 and secretary in 1921, after having served 
previously as assistant to L. M. Todd. In addition = 
to his position as company secretary, he has served © 
as director of purchases since 1933. Owen, with the 
company for 24 years, served in order and advertising 
departments before becoming assistant to the general 
sales manager, head of the export department and 
director of the customer service department in suc-) 
cession. He became general sales manager in 1945. 
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Automatic feed. Post card to legal size. 
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In 1 lb. or 2 Ib. cans. Choice of 
wide or narrow mouth cans. 
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Berger Steel Filing Cabinets are just as useful as they are 
attractive in appearance. Drawers are full size and re- 
markably easy to open and close even when fully loaded, 
Hardware is sturdy and eye appealing. Cabinets are of 
all-welded construction—strong and rigid. And they’re 
made in three grades, and in popular sizes. 





Steel Filing Cabinets 
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Steel Storage Cabinets + Steel Transfer Cases + Steel Book Shelf Units + Steel Lockers + Steel Shelving « Special Steel Product 


BUILT for LONG LIFE 


Designed to fit every user’s needs—constructed for 
easy and efficient operation—built for long, trouble- 
free service—the Berger Line of Steel Office Equip- 
ment satisfies customers and makes profits for you. 


Sixty years of familiarity with your customers’ 
requirements—sixty years of engineering “know- 
how’’—are behind every product in the wide Berger 
Line. And, Berger craftsmen are exceptionally skilled 
at fabricating equipment to meet those requirements. 


Modern, good looking and sturdily constructed, 
Berger Steel Office Equipment gives your customers 
full dollar value—is a natural for attracting 
repeat business. 

Pian NOW to take full advantage of all the plus 
features of the Berger Line as it becomes more readily 
available. As your first step toward increased cus- 
tomer satisfaction—and profits—write for literature. 


BERGER MANUFACTURING DIVISION 


REPUBLIC STEEL CORPORATION 
CANTON 5, OHIO 









E 
STEEL 


% OFFICE EQUIPMENT 


The Double-Door Storage Cabinet serves 
an unlimited number of purposes in of- 
fices, stores, hospitals, schools and other in- 
stitutions. Regularly equipped with 4 plain 
shelves and adjustable. Sizes are 36” wide 
x 78” high and either 18” or 2514” deep. 
When fitted with hat shelf and coat rod, 
it becomes a wardrobe as shown at the left. 















OFFICE APPLIANCES, May, 194 





cla 
firr 
at. 
bus 


wit 








APPEAI 
clay st< 
green p 


feet. 1 
by Mor 
ments 
$100,00( 
United 
front, 1 
hew m 
Surface 
With 
and off 
Plans fi 


OFFIC 














MORGAN & BARCLAY CO. IN EXPANSION MOVE 

Ray Morgan and Bruce Barclay of Morgan & Bar- 
clay Company, office suppliers, announce that their 
firm has moved to its new and larger quarters situated 
at 531 Mission St., San Francisco, and is now open for 
business. 

Morgan started in the stationery business in 1933 
with a single desk and a capital investment of five 





INVITES THE PASSERSBY—A clear view of the interior can 
be had from the outside of the new Morgan & Barclay store, 


531 Mission St., San Francisco, Calif. Modern design, plus 
use of the new split brick for the exterior finish, attracts the 
passersby to “stop, look, and listen.” 


dollars. He opened his first retail store at 404. Market 
Street two weeks before the big general strike in 1933 
and, though he weathered it, claims no honors for 
foresight. In 1940 Morgan joined with Bruce T. Bar- 
clay, associated in the office supply business for the 
past 25 years, and together they formed the company 
as it is known today—Morgan & Barclay Co. 

The company’s new offices and display rooms are 
five times that of their former space, or 17,000 square 





APPEALING INTERIOR—Interior of the new Morgan & Bar- 
clay store is bright and appealing through the “eye-ease” 
green paint applied to walls and ceiling, fluorescent lighting 
and “open-face” displays. 

feet. This three-story building has been purchased 
by Morgan & Barclay Company and, when improve- 
ments have been completed, the total cost will be 
$100,000. Architect Victor Wandmayer, formerly with 
United Air Lines, planned and designed the new store 
front, using for the first time in San Francisco the 
new modern thin or split brick for the exterior 
surface. 

With the opening of Morgan & Barclay’s new store 
and office at 531 Mission St., Mr. Morgan announces 
Plans for expanding the company’s line of office sup- 





OFFICE APPLIANCES, May, 1947 























1-Balanced Tilting 


Assured by an Action Control 
with a low fulcrum that provides 
smoother, more comfortable tilt- 
ing — prevents danger of up- 
setting... 


2-Instant Response 
—to every movement of your 
body assures full freedom, pre- 
vents fatigue... 
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3-“‘At Ease’”’ 
Comfort 


that results from the scientific 
design of SENG Chair Action 
Control 


HIDDEN VALUES like these are 
of equal importance as ex- 
ternals in the office chairs you 
buy . . . And you can moke 
sure of getting them when 
you look for and find chairs 
equipped with SENG Action 
Controls. 


SENG Style “V" Low Fulcrum Chair Con- 
trol. Designed for plain or upholstered 
Allows natural, 
comfortable shifting of body weight. 


heavy swivel chairs. 





4-Trouble-Free 
Service 


— requiring a minimum of re- 


pair cost... 





1450 N. DAYTON STREET 
CHICAGO 22, 


ILLINOIS 
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Nerve Center.... 
OF EVERY BUSINESS OFFICE 


Every activity, every heart beat of a business 
institution is reflected on some office desk. The 
breadth and scope of the desk work are varied 
indeed, but no matter whether it be executive or 
clerical, it is indispensable. It is the desk worker 
who formulates company plans, supervises sales 
and promotion, watches production and carries 
on the administrative end of the business. Since 
desk work is so vital to a company's success, the 
desk itself becomes an invaluable adjunct to office 
efficiency. For that reason, JASPER DESKS are 
made with the ever present thought of increasing 
work efficiency. 





THE JASPER DESK COMPANY 


JASPER, INDIANA 
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plies to include office equipment and office machines, 
This move to their new building will permit them to 
maintain their place as one of San Francisco’s leading 
general office supply firms. They will continue to be 
distributors for the National Blank Book Company, 
Holyoke, Mass.; Copy-Right Manufacturing Company, 
New York; Superior Rubber Cement Company, Oak- 
land, Calif.; Reliance Pencil Company, Mt. Vernon, 
N. Y.; Speedry Products Company, and M. & B. Brand 
staples. 

Morgan, a veteran of World War II, was wounded 
during the battle of Leyte while serving with the 
96th division. He is a charter member of the San 
Francisco Breakfast Club, and a member of the Lions 
Club and Olympic Club. Bruce T. Barclay is a member 
of the Commonwealth Club, San Francisco’s Business- 
men’s League and the Olympic Club. 

P. G. Havers & Company, stapling machines special- 
ists, subsidiary of Morgan & Barclay, will occupy 
offices in the same building, but will have a separate 
entrance at 32 Minna St. 

The firm’s employees now number in excess of 30, 
and more will be added with the increased facilities. 

“The firm feels that the store has appearance and 
is in a good location,” says Mr. Barclay, “but above 
all will lend itself to good merchandising and insure 
improved service to the public.” 

oe 
MASO STEEL PRODUCTS TO NEW ADDRESS 


Maso Steel Products, located for the past six years 
at 418 S. Clinton St., recently moved to new, larger 
and more modern quarters at 500-532 S. Throop St., 
Chicago 7, Ill. In this new fireproof building, Maso 
will be better equipped than ever to supply the trade 
with the Maso quality line of office equipment and 
supplied. 

This new move was necessitated by the ever-increas- 
ing demand for Maso typewriter and utility stands, 
the Executive Rollaway file, “Add-A-Tray” steel stack 
desk trays and other office equipment items in Maso’s 
quality line, the company announced. Dealers are 
requested to make a note of the new Maso address 
which will be announced to the trade by a special an- 
nouncement card as well as in trade paper advertising. 
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NEW FILT-R-FAN DEMONSTRATOR DISPLAY—The glamor- 
ous young lady shown here is not.a part of the new Filt-R- 
Fan demonstrator display, but even without her the manu 
facturers believe it has a lot of eye-appeal and will be 
effective in promoting sales for the product. The display 
piece is three feet high and three feet wide, designed if 
four colors and sturdily built to carry the complete window 
fan, all ready to plug in for an actual demonstration. “Color 
ful and informative consumer booklets, envelope inserts, 

advertising mats for dealers are also available,” according 
to R. D. Stump, general manager of the ventilating divisio# 
of the Meier Electric & Machine Company, Inc., Indianapolié 

Ind., makers of Filt-R-Fan. 
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Cramer Profit Producing “WORK-FLOW” POSTURE CHAIRS 
for SEATED FACTORY WORKERS Lead the Way 1 to 


reba we 


“UNDISCOVERED 
“PROFITS.. 


washing 


IT’S 
They Profit NEW! 


the Employee 


They Profit 
the Employer 


By Increasing... 


@ WORKER ALERTNESS 
and SATISFACTION 


@ EFFICIENCY 


@ PRODUCTION-15to25% 
@ DIVIDENDS 


By Providing... 
@ CORRECT POSTURE 
@ HEALTH 

@ COMFORT 

@ ANTI-FATIGUE 











No Other Factory Equipment 
Produces SO MUCH for SO LITTLE! 
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The concealed 
safe unit is 
an Invincible 
EXCLUSIVE! 








THERE'S a new “lift” to file sales and profits. Value- 


wise office appliance dealers won't have to be 


told of the greater potential market for an “exclu- 
sive” feature file like Invincible’s. The picture tells 





the story. The concealed safe unit is a great mar- 
ket opener. It is outstanding for executive office 
and for home use. File Headquarters reports it as 
“something different’—with a proved profit flare. 


INVINCIBLE METAL FURNITURE COMPANY 


MANITOWOC, WISCONSIN 
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IBM NAMES MANAGERS FOR NEW DISTRICTS 


The establishment of four new sales districts, super- 
seding previous divisions, was announced recently by 
International Business Machines Corporation. Head- 
quarters of the divisions will be at Philadelphia, Pa., 
Dallas, Tex., Chicago and Kansas City, Mo. 

Oliver Walker, previously IBM electric accounting 
machine division manager in Philadelphia, has been 





OLIVER WALKER JESSE D. GAMEL 


appointed manager of the new Philadelphia district, 
principal cities of which are Baltimore, Wilmington, 
Pittsburgh and Youngstown. 

Jesse D. Gamel, previously a special executive in the 
IBM Pacific Coast division, has been appointed man- 
ager of the new Dallas district, principal cities of 


CHARLES E. CAMPBELL 


LAWRENCE P. PENNELL 


which are Fort Worth, Houston, Little Rock, New Or- 
leans, Oklahoma City and Tulsa. 

Charles E. Campbell, previously IBM electric ac- 
counting machine division manager in Providence, R. 
I, has been appointed manager of the new Chicago 
district, principal cities of which are Milwaukee, Cedar 
Rapids, Peoria and Rockford. 

Lawrence P. Pennell, previously assistant to the sales 
manager of the former IBM western division, has been 
appointed manager of the new Kansas City district, 
principal cities of which are Denver, Des Moines, Min- 
neapolis and St. Louis. 


—____»——¢ 


BARCO FIRM ACQUIRES NEW WAREHOUSE 


Space restrictions have forced Barco Office Equip- 
ment and Supply Company, Kansas City, Mo., to utilize 
part of their selling space in the retail store as storage 
room. This situation will now be much relieved by the 
acquisition of a six-story building with basement and 
warehouse at 14th and Central, Kansas City, Mo—RAL 


————6o—<— Pe —_— 
GEORGE KOPH OPENS SYRACUSE STORE 
George Kopp recently opened a new store at 3104 
James St., Syracuse, N. Y., featuring office supplies and 
equipment, and typewriter service and repairs.—GET. 
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Biekett — 
RESPIRATOR | 


Chair Cushions 





U.S. Patent 
No. 2,025,712 


A bit of very old advice 
is 
investigate the bottom 
of things. 


It is the bottom of a Respirator Cushion we want 
you to investigate, for then you will discover why 
the name RESPIRATOR is so appropriate. 


There is incorporated in Respirator Cushions a 
ventilating system that provides comfort and a de- 
gree of seating SATisfaction no other seat cushion 
can provide. 


When Respirator Cushiors were first placed on the 
market we coined the phrase “your customers will 
appreciate your calling Respirator Cvsbiors to their 
Now we claim “More Respirator Cushions 


(We will be glad 


attention.” 
have been purchased than sold.” 
to explain.) 


We are manufacturing Respirator Cushions as fast 
as our facilities will permit and your request for an 
allotment will be complied with promptly. 


Limit orders, and do not exceed six dozen for any 


one specified shipment. 


Cover materials are scarce and we request the 
We will endeavor to com- 
Stock Chart-Price List 


and Discount Schedule on request. 


privilege of substituting. 
ply with order specifications. 


Priority established by date of order. 


L. M. Biekett Co. 


Watertown, Wisconsin, U. 8. A. 
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ALUMINUM CHAIRS 


yer? 





ens* 
peat »ovt interest in Fine-Rest standard models or 
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jrorte®* 
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4 
som oy simplicity in de- 
sign of Lombard Fine-Rest Chairs 

adds new virtue to the accepted ad- 
vantages of such aluminum equipment. 
Here is ungarnished attractiveness that 
complements both modest and elaborate 
interiors alike . . . plus maximum durability 
accomplished through that same simplicity 
of construction, as well as through quality 
of materials. High in their equipment class 
from the standpoints of serviceability and 
appearance, Fine-Rest models have been 
brought within the moderate price range, 
thanks again to design efficiency. Standard 
production includes eight upholstery colors 
in modern, plastic-finished, simulated 
leathers, although complete color range is 
available. Unsurpassed, natural finish of 
aluminum frame achieved by long-experi- 
enced craftsmen. Bolted and welded con- 
struction. Write for literature, indicating 


eirer'® institutional line. 


LOMBARD INDUSTRIES 


Dept. 23, Empire Building 
Youngstown, Ohio 


LOMBARD 


@ 
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TEXAS TRAVELERS CLUB NOTES 





Virginia Leonard, Correspondent 





In answer to the many queries from all over the 
territory, G. S. Thorn, The Paul Anderson Company, 
San Antonio, is most happy to report that his son-in- 





ee 


os ey 


law, Leon Grobe, who was stricken with polio early % 
in February, is now able to be out of the iron lung 


about ten hours a day and is coming along fine. 
* * ” 


The Standard Printing & Lithographing Company, Tt 
Houston, has taken a 25-year lease on the two-story, — 


32,000-square-foot building at the corner of LaBranch 


2 / and Rusk and the rebuilding program was to start 


about May 1. The building will undergo a complete 


| transformation, shaped by the needs of the times, for 


most modern functional selling of office supplies and 
equipment. The name is to be changed to Maverick- 
Clarke Lithographing Company, Standard being a 
branch of that organization. 

* * * 

Dick Frazier, for a number of years connected with 
Hixson & Ellis, Tyler, Tex., as city salesman, resigned 
recently and has purchased a part interest in Dickson 
Hardware & Sporting Goods Store in Tyler. This is 
right down his alley as he has always been a fisherman 
and hunter. Drop by and get Dick to tell you about 
the big one that got away. 

* * * 

G. T. Spencer, with Hill Printing & Stationery Com- 
pany, Waco, since 1930 (except for a 314-year interval 
with Uncle Sam) joined the Maverick-Clarke organ- 
ization, Corpus Christi branch, on March 1. 

* * * 

Step lightly in that third floor furniture department 
at The Paul Anderson Company, San Antonio—it’s a 
new plant job. Spring has also affected the Maverick- 
Clarke organization in San Antonio. They’re busy re- 
building and rearranging display space in most mod- 
ern trend and freshening up in general. It really looks 
super! 

* * * 

P. D. (Nick) Shelfer, the Carter’s Ink Company en- 
voy, was making good use of his order book in April 
as he renewed friendships in eastern Texas. Nick has 
just been reassigned to this territory after 18 months 
in other parts. 

* * * 

Mr. Hixson, former partner in Hixson & Ellis, Inc, 
has retired from business. The new owners are 
C. J. Ellis, Roy Andrews and L. F. Hillis, who have all 
been connected with this organization for many years. 

x ~ * 


E. R. (Andy) Anderson, a former Burrough’s man, 
has accepted a position as store manager of Port 
Office Supply Company, Corpus Christi, according to 
Fred L. Cole, owner. Don H. Boyer is the new book- 
keeper and Tom Peddicord has returned to the organ- 
ization as outside salesman along with Bill McAdams. 

7 * * 


The newest office supply business in Amarillo is 
Baker-Rogers, opened May 1. A. Rogers was formerly 
with Hester’s Office Supply Company in Lubbock and 
Big Springs, Tex., and more recently with Russell's 
Stationery Company in Amarillo. Since his discharge 
from the Army, Mr. Baker has been a public account- 
ant in Amarillo. 

+ * * 

A new office equipment store in Houston is the Far- 
rell & LaGrew Company at 2024 Harold St. F. T. (Tim) 
Farrell was formerly connected with Clarke & Courts 


in Houston. 
* * 


Attending the Carter’s Ink Company district sales 


meeting conducted by W. M. (Bill) Fletcher, sales man 
ager, in Dallas, March 30 and 31, were J. L. (Jack); 
Donahue, district manager; George Tarrant, Jacks0l,” 
1947 
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A PHENOMENAL NEW DEVELOPMENT IN DESK LIGHTING! 
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Absolutely Glare-Free 
100% Useful Light! 


ny, 

ry, 

ee MODEL NO. 1010 THE AMAZING NEW 
- Uses two 15-watt 


fluorescent lamps 
For A. C. operation only 


for | All-metal Construction 


ry luxurious Bronze Finish 


a | Shatterproof POLAROID Filter 
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va) | A DRAMATIC LIGHTING STORY TO TELL! 


‘val 
- | 4 DRAMATIC LIGHTING PRODUCT TO SELL! ILLUMINATOR 
ent Here is a new, spectacular form of desk lighting FE ee *T. M. Reg. U. S. Pat. Off. 


S a shat sells on SIGHT—because it delivers a new \ | 
Ck- | kind of seeing light! The POLAROID Desk Illu- | 
an m‘nator, made exclusively by MITCHELL, com- : 
oks § bines for the first time the use of fluorescent light- 
ing with dramatic POLAROID glare-eliminating 


mate:ial. The result is a revelation—she on/y 


ol truly glareless, comfortable, 100% useful light ever 
eee made available for desk lighting! 
ths Asimple 2-minute demonstration of this amaz- 


ing new lighting does a dramatic selling job for 
you. You can show your customers, before their 
a very eyes, how the concealed POLAROID filter 
. all actually TRAPS and ELIMINATES the glare- 
ars. §| Producing light, delivering only the useful ‘‘ver- 
tical” rays to the desk surface. Under this glare- 
an, § less, even light, print, pictures and writing stand 


iy out plainly, clearly. Colors are enriched. Glare 
7 Ww 


0k- 
-an- | “mfortable through eventhe longest day's work. 


In the POLAROID Desk Illuminator E = 
ums. ’ 

MITCHELL presents an exclusive combination NO GLAR LL 
o is § % perfect desk illumination with magnificent with the MITCHE 
erly § styling—offers you the most dramatic “‘sellin esk 


and § package” in lighting hi 
, ghting history. Get the full details P 1 
ell’s F today! |Iluminator 


7 Just SEE the DIFFERENCE 
in these actual unretouched photographs! 


is gone—entirely! Eyes stay clear, unstrained, 
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Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
FOR ALL V/HO READ OR WORK AT DESKS In Canada: Mitchell Manufacturing Company, Ltd., Toronto, Canada 
becutives Accountants Doctors Engineers Far West: Complete Modern Plant and Sales Office at Los Angeles 
ries Bookkeepers Lawyers Draftsmen Serves the Entire Pacific Coast Area 
Clerks Students Teachers Artists, etc. 1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 
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THE MEN 
WHO BUILD 
THEM! 








For inside inforrnation—for the real ''‘low- 
down" on a product, never underestimate 
the opinion of the men who play a vital role 
in the manufacturing process. If the prod- 
uct is "tops,"' the workers know it; if im- 
provements need to be made, they don't 
hesitate to make their ideas known. At 
least that's the way we work at Jasper 
Office Furniture Company and maybe 
that's the reason JACKSON DESKS are 


JASPER, INDIANA 








—JASPER OFFILE FURNITURE LO.— 





enjoying such widespread popularity. We 
are indeed proud to stress the fact that 
every JACKSON DESK carries an unwrit- 
ten endorsement from every worker in our 
factory. Their "know-how'' — their high 
standard of workmanship are reflected in 
JACKSON DESKS with the result that 
dealers everywhere are acclaiming this line 


of office furniture. 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion V. Follin, 220 Fairbanks Road, Riverside, Ill. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio 
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L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 
Ralph A. Bender, 813 Bona Allen Bidg., Atlante, Ga. 
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Miss.; P. D. (Nick) Shelter, UKianoma City; Jack Grant, 
Memphis, Tenn. and two new salesmen added to the 
force January 1, Bob Henderson and Larry Roark, both 
at present living in Dallas. Mesdames Donahue, Shel- 
fer and Tarrant were along to enjoy a shopping spree 
in the Dallas stores. 

* * Oo 

Dick Wagner, R. A. (Dick) Wagner Office Supply, 
San Angelo, Tex., attended the Rotary Club convention 
in Corpus Christi in mid-April. 

* * * 

The Firmin Printing & Stationery Company in Tex- 
arkana has moved from 218 Main to 323 W. Broadway. 
ok ok + 

Our deepest sympathy to Ivor M. Howells, vice-presi- 
dent of The Clegg Company, San Antonio, whose wife 
passed away March 30. 

* * * 

Claude Walker has been able to return to The Paul 
Anderson Company after a six-months’ leave of ab- 
sence due to illness. Before coming to The Paul Ander- 
son Company three years ago, Claude was for many 
years with Wilson Stationery & Printing Company 
in Houston. 

* * * 

Harrison Taylor, owner of Taylor’s Book Shop in 
Houston, opened a new store in Beaumont on March 
26 at 552 Orleans. It will also be known as Taylor’s 
Book Shop. 

ok * a 

Fred L. Wadley, advertising and sales promotion 
director for Wilson Stationery & Printing Company in 
Houston for the past 15 years, has organized his own 
company, dealing in Houston real estate. Mr. Wadley 
has been active in the stationery, printing and office 
furniture field in Houston for more than 25 years. 

as * * 

Bob Stampp, manager of Fulton Stationery Com- 
pany, Houston, is really kept busy now that remodel- 
ing is underway. The firm recently acquired the ad- 
joining building and the entire structure is under- 
going extensive remodeling. Modern individual busi- 
ness Offices are being set up, shelving is being installed 
in the supply and storage department and more ade- 
quate furniture display space is being made available. 

* * * 


The Ft. Worth Drug & Notion Company has been 
opened at 402 W. Richmond in Ft. Worth by Jim 
Naham, and will handle a complete line of school sup- 
plies. Mr. Naham has been connected with the John 
Dieb Company in Ft. Worth for the past 37 years. 

*” * * 


The offer for a new bumper is withdrawn by Ray 
Howard (Esterbrook Pen Company). He finally lo- 
cated one. 

& ok * 

The Globe Stationery & Supply Company in Deni- 
son, Tex., owned by W. K. (Bill) Hilliard, has been 
moved one block west and across the street to a larger 
and better location. Bill reports that business is good! 

oe * * 

Mrs. Lucille Adams, buyer for McWilliams Stationery 
Company, Texarkana, is fully recovered from her re- 
cent operation and is feeling fine again. It was sort 
of a family affair as Lucille’s daughter, Frances, had 
to have an emergency appendectomy while Lucille was 
still in the hospital. Both are in good shape once again. 

* * ok 

Joe Johnson of Johnson Brothers, Chickasha, Okla., 
has purchased his brother Dave’s interest in the busi- 
hess and has formed a partnership with Jess Stott. 
Joe and Jess have in turn bought the office supply and 
printing equipment of Ray Nunnery, located on Chick- 
asaw Ave., in Chickasha, where they have combined 
the office supply, furniture and printing equipment 
and will operate under the name of Johnson Printing 
& Office Supply Company. Dave Johnson has joined 
the Houston division of Carpenter Paper Company as 
4 Salesman. 
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Above is a beautiful Executive Swivel Office Chair, No. 


1421-0 


Something new with 
striking lines. Heavily 
padded back and seat 
suitable for an ideal 
secretary chair. Uphol- 
stered in Duran. 


We sell only 
to 


Furniture Dealers 


1427-0 upholstered in Dixie Leather or Duran. 


Chair No. 1421-0 is 
also a masterful con- 
struction, beautifully 
designed. Modernistic 
Executive Chair—cov- 
erings in Dixie Leather 
or Duran. 





1461-0 


See our Display 
SPACE 1512—OPEN DAILY 
AMERICAN FURNITURE MART 


MURPHY- MILLER 


iINCORP 
OWENSBORO, 


ORATEDO 
KENTUCKY 
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“Porfact.” 


FOAM OR SPONGE RUBBER 
CHAIR CUSHIONS 


for 


IMMEDIATE DELIVERY 





De Luxe EXECUTIVE STYLE 


A thick pile VELOUR covered executive cushion filled with 
long-life resilient foam-rubber . . . 2" or I'/2" Boxed edges. 
. . . Durable and Luxurious. 


CONVERTIBLE STYLE 


One side covered with rich 
pile corduroy for cool seasons, 
the other side with woven fibre 
for hot weather. 

Filled with new live rubber 
having thousands of air cells 
that breathe with every move. 
; Colors: Brown, Green. Sizes: 
“S 17" x 18'—I5" x 17°—I14/," 
x 15!/,"". 


THE So/sead STOOL CUSHION 


Transforms Hard Stools Into 
Soft Seats 





Elastic grip holds 
on stool firmly. Cush- 
ion is instantly 
slipped on to give 
soft comfort to 
those who use stools 
constantly. Made 
of resilient one- 
piece sponge rub- 
ber and covered 
with sturdy mate- 
rial. Available in 
13-14-15 inch diame- 
ters. 





WRITE FOR NEW ILLUSTRATED FOLDER 
GIVING COMPLETE INFORMATION 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


1412 UNITY STREET, PHILADELPHIA 24, PA. 
EA STE ATT 
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MOODY’S MOVES TO MODERN NEW HOME 
Moody’s Office Outfitters of Palo Alto, Calif—home 
of Stanford University—have moved from 435 Univer- 
sity Ave., to their new and ultra-modern location at 
463 University. This new site incorporates the latest 
in modern design, displaying late style office furniture 
and equipment. 


The front of the store is fitted with a small 


sliding shelf, which is used as a display counter. 
On the outside, to the right of the entrance, is a dis- 
play case for the merchandising of spot goods. The 
whole front of Moody’s is finished in green tile. 
Upon looking through the large pane windows which 
dominate the front approach, one can see the entire 





MOODY'S OFFICE OUTFITTERS NEW HOME 


| store, 95 feet in length and 25 feet in width. The large 
| pane windows are 17 feet high, placed at a ten-degree 
| angle parallel to the sidewalk. This eliminates any 


| 


reflected light from the street, and allows glare-free 
vision at all times. 

The store was designed with the purpose of facilitat- 
ing accessibility to all merchandise. Each item han- 


| dled by Moody’s is within sight and easy reach. The 


sides are lined with cabinets, on which clever displays 
are featured. Display cases are placed in pairs at 
30-degree angles to each other, facing the entrance 
from the front to the rear of the store. 
Fluorescent lighting is used throughout the store. 
The very high ceiling with suspended lights adds ex- 
tremely brilliant illumination. The modern lighting 
features of the new location are the fluorescent-lighted 
cabinets set on either side. They remain lighted 24 
hours a day, and offer a unique display at night. 
The location of Moody’s—across from one of the two 
theaters in town—necessitated the creation of this 
attractive illumination. Early evening show crowds 
1947 
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ANNOUNCING 


L remained for Monroe to achieve this 
outstanding engineering triumph—a radically NEW 
full automatic calculating machine whose modern 
design, remarkable flexibility and amazing speed 
establish standards of performance heretofore un- 
heard of and introduce unbelievable new economies 
in business figuring. 





ONROE 


MACHINE S 


THE NEW MONRO-MATIC 


on Pere 
Conse 
Pi Ludwig to 
Ft 6 Rett 


The MONRO-MATIC occupies only the space of 
a letterhead; is so light a girl can carry it from desk 
to desk. It has instant appeal because of its easy 
operation . . . “Velvet Touch” that never tires... 
so quiet it can be used alongside a telephone. 


These advantages combined with new automatic 
operating features, make the MONRO-MATIC far 
and away the fastest producer of figures ever offered 
to business. Now, more than ever, “Operators Who 
Know Prefer Monroe.” 


See and compare—then decide. Call the nearby 
Monroe-owned branch, or write to Monroe Calculat- 
ing Machine Co., Inc., Orange, New Jersey. 


FOR BUSINES S 


CALCULATING e ADDING e ACCOUNTING MACHINES 
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Your Every Customer Is 


FOR MASO’S— 





teed wea" AM 


No. 1519 


Patents Pending 


$950 


Without Folders 
List Price — 
West of Rockies 


Bash 
as) 











SPECIFICATIONS 


FINISH: Olive green or gray, Ham- 
merloid baked enamel. 

TOP: Welded, heavy gauge steel; 
roller bearing. 

SIDES AND BOTTOM: Heavy gauge 
steel, slotted and grooved for hang- 
ing folders; follower block and 
guide rod for regular folders, file 
guides. 

LEGS: Steel; smooth, rolled edges; 
snagproof. 

CASTERS: Strong, sturdy, wide, free 
and easy rolling. 

SIZE: 15° x 18” x 27” high, 934” 
deep. 

SHIPPING WEIGHT: 30 Ibs. 
PACKED: 1 to carton. K. D. only 4 
legs to attach 

PRICES: F.O.B. Chicago. 




















SELLING FEATURES! 


. All Steel Construction . 
. Beautiful Hammer- 


Roller Bearing Top . . 
Dust Proof .. . Fire Resistant. . 
loid Baked Enamel Finish .. . 
Gray . . . Meticulously Built for Lifetime Service. 


Choice of Green or 


Your sales possibilities are enormous. Every office, 
school, factory, industry, home is a live prospect 
for the Executive File. 


Top lifts up and rolls back out of the way when 
used; closed, it protects records and serves as table 
top. Wide, free rolling casters assure easy porta- 
bility. Has built-in slides for hanging folders, guide 
rod and spring controlled follower block for file 
guides and regular folders. Graces any office. 
Demonstrate it and you sell it. Start this profit 
maker working for you. Newspaper mats and en- 
velope stuffers available. 


MASO STEEL PRODUCTS 


MASO MAKES THE BETTER ONE 
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Takes All Folders! 

@ Requires No Change in Filing 
System! 

@ Clinches All the Time and En- 
ergy Saving Advantages of 
Bringing the Work to the 
Worker! 

@ Rolls Out of the Way When 
Not in Use! 


HAS 40 “Jhese Profitable 


Live Prospect 








































TAKES ALL FOLDERS 


Your customer uses any type 
folder, the Executive takes 
them all, and requires no 
change in his filing system. 
This is an exclusive feature 
that triples the usefulness and 
salability. 








PLACE YOUR ORDER TODAY wore new appress 


pyre A 
500-32 S. THROOP ST. 
ILLINOIS 


CHICAGO 7, 
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are always attracted by this attention-getting lighting 
display. The outside neon sign is placed parallel to 
the store. It features the name, “Moody’s,” in neat 
ribbon-type, lower case lettering lighted by white 
neon light, on a maroon background. From the word, 
“Moody’s,” is a suspended skeleton featuring the words, 
“Office Outfitters,” and lighted by orange neon light. 

Moody’s is the only office outfitter in the immediate 
vicinity offering office furniture, officé machines, 
office equipment and commercial stationery, as well as 
complete office machine repair service. 


no 
ROYAL ANNOUNCES NEW BRANCHES, MANAGERS 
The Royal Typewriter Company recently announced 
the opening of three new branches at Wichita, Kan.. 
Chattanooga, Tenn., and Flint, Mich., and the ap- 
pointment of four men to managerships. R. O. Shelby 
will manage the Wichita office; J. L. Wesley, the Chat- 
tanooga office; and V. E. Voss, the Flint office. N. M. 

Quist will direct Royal operations in Fort Wayne. 
In his earlier days a cattle foreman, R. O. Shelby, 
saw the opportunity presented by the typewriter busi- 


ness and has now had wide typewriter selling experi- | 


ence. He came to Royal as a salesman at Tulsa in 
April, 1945, and assumed his new Wichita post on 
March 1. 

Following through for Royal in Chattanooga is J. O. 
Wesley, who served as a Jacksonville, Fla., salesman 


during his first three years with the company. Wesley | 


went to Jacksonville in 1925 to serve as principal of | 


the Massey Business College and later became vice- 


president and manager. From 1931 until 1937, he was | 
associated with several firms in the real estate and | 


insurance field. He served in World War II. 

Effective April 1, V. E. Voss took charge of the new 
Flint branch. From 1937 through 1941, he served as a 
typing instructor, and also did advertising and pro- 
motional work for the N. M. Voss Business College in 
Chicago. He joined the Army and for the next four 
years served as a battalion and regimental adjutant. 
In 1945 Voss started with Royal as a salesman. 

N. M. Quist, a member of the Royal organization 
since 1939 and a former Cleveland salesman, stepped 
up to head the Fort Wayne office on March 1. 

—————--—o—____ 

COMPLETE NEW ACORN EMBOSSING FACTORY 

Completion of the Acorn Embossing Company’s new 
factory building located at West Frankfort, IIl., was 
recently announced by Mrs. H. F. Zinter, president of 
the company which came to that city from Chicago 
several months ago. Machinery is now being moved 
into the building preparatory to starting of produc- 
tion soon. Mrs. Zinter said that the company, which 
manufactures embossed articles such as waste paper 
baskets, desk sets and other similar articles, expects 
to employ about 300 employees by the end of the 
year.— PJP. 


I heteett. 
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FOR SPEEDIER SERVICE—Manhattan Office Equipment Com- | 
pany, 639 New York Ave., N.W., Washington, D. C., has pur- | 
chased a new delivery truck especially designed to handle 
office furniture. The firm operates seven warehouses and | 
buys, sells and rents new and used office equipment. 
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DESKS 


AND 


TABLES 


Among educational institutions 
ALMA desks and tables have 
proven popular in administrative 
offices, classrooms and dormito- 
ries. They give the same depend- 
able service in schools as they do 
in offices, for all ALMA numbers 
are sturdy and sound in construc- 


tion. 


ALMA school desks and tables 
have been designed for the special 
requirements of educational insti- 


tutions. 


Many ALMA dealers have experi- 
enced very profitable business in 
this school market. 


ALMA DESK company 


HIGH POINT, N. C. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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No. 530-A 





No. 53012-R 


Quality of materials, workmanship and 
thinking, fortified by breadth and depth of 
factory experience, produces a line ex- 
emplary in chaste beauty and general de- 
pendability. As actual emissaries of good- 


will, these chairs belong in your seliing plan. 


IMMEDIATE DELIVERY! 


We are now in position to give you 
immediate delivery on all our stock 
numbers ... and we offer quick service 


on specials. 


MiLo 


LEATHER CHAIR CO., INC. 


ORchard 4-6644 GRamercy 5-5528 


WESTERN REPRESENTATIVE 

C. J. Schubert, Jr., 333 E. Third St. 
Los Angeles 13, California 
Telephone MADISON 1536 





203-5 WOOSTER ST., NEW YORK 12, N. Y. 




















166 


PENN-MAR-VA TRAVELERS CLUB NOTES 

The Penn-Mar-Va Travelers Club annual business 
meeting and election of officers has been set for June 
18 at 5:30 p.m. at the Brighton Hotel, Atlantic City, 
N. J., and will be followed by the eighteenth anniver- 
sary dinner. This affair is being sponsored, with all 
banquet dinner expenses paid, by the club. The 1947 
dues card is the only admittance fee required. 

Those planning to attend are to notify the enter- 
tainment chairman, George Leonard, Hotel Essex, 13th 
& Filbert Sts., Philadelphia, Pa. 

The annual meeting and dinner will provide a tip- 
off for the NSA regional meeting following for the 
next three days. 

oa * * 

Frank Schaefer, buyer for Unz & Company, one of 
New York City’s oldest established stationers, was re- 
cently gifted by the owners of his company with a 
solid silver service set in token of his twenty-fifth wed- 
ding anniversary. 


* * a 


Harold Chase of the Joseph Dixon Crucible Com- 
pany, is now traveling the state of Indiana, a new 
territory. 


* * * 


A pencil forum highlighted the March meeting of 
the Washington Stationers Association. This was con- 
ducted by Maxton Lee, Eagle Pencil Company, assisted 
by Mark Kenna, American Lead Pencil Company; 
Millard Jackson, Joseph Dixon Crucible Company, and 
Charles M. Jaffer, Eberhard Faber Company. At the 
April 10 meeting of the group, Miss Rose Cushman 
of NSA and treasurer of the Penn-Mar-Va Association, 
was elected an honorary member of the Association 
by a unanimous vote. The guest speaker was Leo 
Downey, vice-president in charge of sales of Boorum 
& Pease Company. The May 12 guest speaker is to be 
Congressman Richard B. Vail, a member of the in- 


dustry from Chicago. 
* * * 


E. H. Pitcher of the American Lead Pencil Company, 
dean of all pencil representatives in Washington, D. C., 
died on Sunday, April 6. Mr. Pitcher was 80 years 


of age. 
* cs * 


These items are taken from the club’s “Chit Chat of 

the Road,” edited by J. Kip Edwards. 
en 

BLUFFTON, IND., FIRM CHANGES LOCATION 

Kenneth Julian, owner of the Julian Office Supply 
Company, Buffton, Ind., is moving his office to South 
Johnston St., a building formerly occupied by the 
City Barber Shop.—AK. 


oe 

















aii 


NEW WALL TREATMENT—Service Products Division of 

Woodall Industries, Inc., 2035 S. Calumet Ave., Chicago 16, 

Ill., is introducing the new Service wall panels for living 

room, library or den. Although the production at present is 

for home use only, it is planned later to make these wood 
panels available for office installations. 
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No. 3560 F - Cxecatine Dork 
f @ Made in modern dimensions, 29 inches high, 
i actually easier for all heights of men or women 
; to work on. 32 inches deep, making the entire 
d ‘ales No. 3860 L 
top accessible even to short arms. 60 inches . 
\ 
n wide, with Corry’s exclusive island-type pon- S y 
: Desk 
é toon bases, knee space at the back and toe 
“ room all around. @ Double-pedestal type, with three roomy 
e storage drawers and recessed knee space 
“ at the back. Corry grey, non-glare Corro- 
leum top, as on all “3000” line desks. For 
y: desks with the mechanism on the right 
rs side, specify 3860 R. 
of 
ly 
th 
he 


No. 3960 - Quniliiany Table 


@ A second desk, for the person who needs 





plenty of work space; a perfect place for blue- 
prints, layouts, production plans, reference 
material . . . anything that should be easily at 


hand but not ona regular desk. 60x 29 x 32 





inches with a roomy center drawer. 


CORRY-JAMESTOWN 
MANUFACTURING CORP. 
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QUICK ACCESSIBILITY. 


Heretofore acclaimed by dealers and consumers alike, HANG-A-FILE 
now offers something extra to meet the most exacting filing require- 
ments—a METAL COVER. Remember too—HANG-A-FILE is always 
sold as a complete filing unit with 25 Hang-A-File folders and inserts. 
These folders are supported by full length chrome finish metal hangers 
which rest on two guide rails. 


NO. 31 HANG-A-FILE WITH COVER 
@ All Metal file, finished in olive green enamel. Caster 
equipped. Width 13!/4,", depth 18", height 27". 


@ Furnished complete with 25-Hang-A-File folders A-Z 
Inserts. Folders | to 31 or Blank Inserts optional. 

@ Hang-A-File COVERS are engineered for easy at- 
tachment. 

@ Shipping weight 38 Ibs. Packed 2 to carton. Shipped 


K.D., easily assembled. Sp 


NO. 30 HANG-A-FILE Without Cover also Avail- 
able FOR IMMEDIATE DELIVERY 





OFFICE FURNITURE e 
31 EAST CONGRESS STREET 
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QUICK ACCESSIBILITY 


IMMEDIATE 
DELIVERY 


oe 


Farber 


SCHOOL EQUIPMENT 
CHICAGO 5, ILLINOIS 
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VIRGINIA NEWS NOTES 





J. F. Howison, Correspondent 





The time is rapidly approaching when the Southern 
Stamp and Stationery Company, (Sam _ Rosedorf) 
Richmond, Va., who have been located for nearly 50 
years on Main Street, will move into their newly-ac- 
quired store location on Broad Street, a much more 
convenient and progressive location. They are already 
prepared for an extensive development of their busi- 
ness and have employed many young men as salesmen. 

> * a 


B. W. Ward, manager of the typewriter division 
of Remington Rand, Inc., is now back at his office 
here in Richmond, after a very protracted and uncer- 
tain illness for many months this year. He looks better 
and better each day. The company’s Richmond office 
has long been the busiest branch in Virginia. 

* * * 

A most interesting “reunion” of the immediate fam- 
ily of Howisons is being arranged for a few days in 
the beautiful grottoes of the Shenandoah near Staun- 
ton, Va., and J. F. Howison’s eightieth birthday will be 
celebrated at Ingleside Country Club on June 14 and 
15. About 30 guests and visitors will attend. 

* * * 

Kenneth W. Thomas of Newport News, Va., one 
of the aggresive and alert partners of the firm of 
Thompson and Thomas (The Newport News Office 
Equipment Company) was an interesting visitor to the 
Richmond office the latter part of Aprii. Though only 
a few years established, the firm has a growing busi- 
ness, and is constantly adding new features to its line. 

* * * 


H. L. Gibb, who recently took over the full Rem- 
ington line, has a rapidly growing business at Peters- 
burg, Va. 


i 


Woodson Waddy, Richmond, Va., head of the firm of 
Everett Waddey Company, has now completely re- 
covered from a long and major surgical experience. 
He looks better and is very active again. 

* * * 

The National Association of Cost Accountants held 
a special meeting and business show, April 24-26, at 
Norfolk, Va. A most interesting exhibit of many obso- 
lete and curious looking mechanical devices was fea- 
tured. This business show was Norfolk’s first. 

———ae- oe 
GUNLOCKE APPOINTS GEORGE F. ROCKER 

W. H. Gunlocke Chair Company, Wayland, N. Y., 
recently announced the appointment of George F. 
Rocker to take over the territory comprising the states 

















GEORGE F. ROCKER 


of Minnesota, North Dakota, South Dakota, Nebraska, 
Iowa, Kansas, Missouri, Wisconsin, and Illinois west 
of Milwaukee, Wis., and Chicago. 

Mr. Rocker is a native of Wayland, where he worked 
in the factory before serving two years overseas with 
First Army Engineers. 
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BANDES UPS 
PRODUCTION ON 








METAL TRAY 
SUPPORTS 


Yes, we've increased our production on 
Metal Tray Supports to meet the avalanche of 
orders for this new, improved post-war quality 
product. 


For the past 3 months we've been concen- 
trating on these brand new metal tray supports. 
We tooled up early and with our own source 
of supply for metal have gone to town on this 
sure-fire profit item. 


Here’s Why They’re Selling! 


(1) Increased width of support at bend 


of prong. 
(2) A stronger tempered, hard spring 
steel stock . . . genuine brass plating. 


(3) Will fit securely on the thinnest or 
thickest trays without forcing the 
the prongs out of shape. 


Right now, we have substantial inventories 
and can make immediate delivery on any quan- 
tity desired. Write, wire or phone for com- 
plete information and prices on these mod- 
ernized, streamlined Metal Tray Supports. 


Packaged: Each set individually wrapped in 
tissue, one dozen sets packed in an attractive 
folding box. 


JULIUS BANDES & CO., Inc. 


126 West 22nd Street New York II, N. Y. 
“OFFICE ACCESSORIES OF QUALITY” 
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© Display the 
attention-getting 
KIL-KLATTER 
box in windows 
and counters 
and take ad- 
vantage of the 
KIL-KLATTER 
advertising that 
is boosting sales 
from coast 

to coast. 


to put up with typing 
ck or, worst of all, jangled 
type: 
TER Pad makes any 
<}L-KLATTER #5 
‘cer really quiet For KIL-KLA ene 
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} STATIONER'S OF LT CO 
OFFICE SUPPLY AMERICAN van © poten 54, Mm. 
DEALER The Merchendive : 





in U-S-A- 


IL: 


' 
THE scrEnTiFic TYPEWR 


{ Dealers: attach this coupon to your letterhead} 
AMERICAN HAIR & FELT COMPANY 
Dept. 7B-5, Merchandise Mart, Chicago $4, Ill. 


( ) Send 3 doz. KIL-KLATTER bay, ee oe Pads individually boxed 
with free card and enclosures. Our check for $18.00 is enclosed. 


(In U.S.A. only) or 
( ) Send FREE sample KIL-KLATTER Pad and full information about 
quantity prices and discounts. 


PUP TEE, 5 cs annodaesenies ene hes NE bie GA Seine oe soy 


GOLF STAR JOINS WICHITA, KANS., FIRM 
An amateur golfer with a national rating is a 
recent addition to the staff of Bauman Office Equip- 
ment Company, Inc., Wichita, Kans. 
He is Matt Palacio, Jr., formerly state champion of 
California, in 1936, while a resident of San Francisco. 











MATT PALACIO, JR. 


Mr. Palacio served at Lincoln, Nebr. air base during 
the war as a captain and liked the Midwest so much 
that he decided to stay in that section of the nation. 
During the war he played and won the Broadmoor, 
Calif., invitational golf meet in 1943 and in 1945. His 
best showing nationally was in 1941 when he reached 
the finals of the Pacific Northwest tournament at 
Spokane, Wash., and then lost to Bud Ward, who 
went on to win the national amateur title. 

With Bauman’s, Mr. Palacio will be in the office 
equipment department of the firm, which also handles 
golf clubs and equipment, states Earl H. Scott, vice- 
president. 


9 

ANNOUNCE NEW FYBRGLASS DEALER POLICY 

The Eraser Company, Inc., Syracuse, N. Y., in a re- 
cent announcement to dealers issued information re- 
garding several unique new policies on Rush FybRglass 
Eraser refunds, return of erasers and exchange of 
soiled merchandise for new items. 

Dealers are reimbursed for any amounts refunded 
under the unconditional guarantee policy and are also 
allowed to keep their profit on the original sale. 

Any worn-out or defective Rush FybRglass eraser 
brought in can be returned to The Eraser Company 
and the dealer will be issued a check for $.50. 

Urging retailers to keep the stock of erasers or re- 
fills in top-notch condition, the company invites re- 
turn of any soiled or shopworn merchandise in ex- 
change for new items. This is done without charge. 

ee 
ANNOUNCE SALE OF FIRM IN TEXAS 

Sale of the Marshall Stationery Company, 107 E. 
Austin St., Marshall, Tex., to the Demmer Company, 
was recently announced. The new owners will continue 
the business under the same name, as a division of the 
Demmer Company, with Charles Adams, an employee 
of Demmer Company, as manager. The new owners 
announced that the present facilities of the company 
would be greatly expanded, and that the firm would 
feature books, gifts, party goods and other lines. 

It was announced that the former owner of the 
Marshall Stationery Company, Hugh Lane, would con- 
tinue his typewriter sales and service business, which 
he has operated for a number of years.—EEG. 


64° S| -o° 33 7 oe 


The third generation of Ginsburgs in the office 
furniture business recently arrived in the person of 4 
son, Jordan Howard Ginsburg, born to Mr. and MIs. 
Norman Ginsburg, April 9. The father directs the 
activities of Jos. Ginsburg, Inc., Chicago. 
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ats PERFECTS ) 


PRECISION COSTUMERS 


The fruit of long experience and constant improvement. 
Kiln dry cabinet hardwoods made and finished as fine 


furniture... not just costumers. 





ii Se ne 





*No. 100 No. 300 
List each, $9.50 List each, $12.50 List each, $13.50 List each, $15.50 
Legs 22" x 4/4" x Il," Legs 22" x 4/2" x IY" Legs 22" x 5" x 2" Legs 22° 56° «2° 
Post 2°. x 2" Post 2" x 2" Post 2'/," x 2!/," Post 2'/2" x 2//," 


Above list prices subject to liberal trade discounts 


Overall height of all models, 70”. Made in all finishes. 


Fitted with brass-plated hooks of genuine cold rolled steel. 
*Limited quantities of No. 100 and No. 200 available in genuine oak at no extra cost. 


~~ DELIVERIES, REASONABLY PROMPT. 


ZF 
o Manufactured by 
ld FURNITURE COMPANY 
1197 McCarter Highway * Newark 4, N. J. 
Makers of famous Fairfoam, foam rubber chair cushions. 
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* Pat. No. 0144,677, Other Pats. Pending 


172 


Seeking new office furniture? These 
luxuriously styled arm chairs, swivel ¥ 


available fér immediate delivery, 
Also, love seat to match sofa. All in 
genuine leather or in Blanche | 
Deco-Plastic, produced by Bakelite — 
Corp. : 2 
Write for prices and samples of material 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





Arthur F. White, president and a director of the 
Brompton Pulp and Paper Company, Montreal, Que., 
was recently dropped from the board of directors at 
a special meeting of the shareholders held recently 
in that city. 

The directors elected included P. M. Fox, A. H. 
Campbell, Aubrey Davis and H. C. Flocd, to fill the 
vacancies caused by the resignation of R. W. Steele, 
vice-president, and other directors. 

* * * 

Following upon a substantial increase in pulp prices 
at the beginning of the year. a number of Canadian 
pulp producers announced advances of $10 a ton. effec- 
tive April 1. While Canadian pulp prices are still sub- 
ject to a “ceiling”, it is anticipated that, as in the 
case of newsprint, now unrestricted, prices for Cana- 
dian consumers are likely to reflect the new prices. 
These will include practically all the pulp exported, 
running well over 1,100,000 tons per annum. 

Among the increases will be an advance in bleached 
sulphite pulp from $115 to $125 a ton, in unbleached 
sulphite, from $105 to $115 a ton, and in unbleached 
sulphite for kraft pulp, from $100 to $110 a ton. 

+ * ok 

George Carruthers, president and general manager, 
Interlake Tissue Mills, Ltd., of Toronto and Merritton, 
Ont., recently died after a prolonged illness. 

During the years of his activity as a paper manu- 
facturer, Mr. Carruthers has held many important 
offices in connection with the pulp and paper industry, 
as well as on public service bodies. 

Mr. Carruthers was born at Avening, Ont.. in 1869. 
After serving an apprenticeship as a machinist in 
Buffalo, he worked at this trade until he became gen- 
eral foreman of the plant, after which he joined the 
International Correspondence Schools, returning to 
Canada in 1899 as organizer of agencies. Shortly after- 
ward he became superintendent of agencies for 
Canada, which post he held until 1911. He then or- 
ganized the Interlake Tissue Mills Company, Ltd., 
becoming president and general manager. 

He is survived by his widow, formerly Edith Lewis; 
one daughter, Mrs. George W. Peters of Toronto, and 
four sons. Geo. L. and William R. of Toronto, John E. 
of St. Catharines and Hugh D. of Burlington, Ont. 


* * * 


The Ottawa brarch of the Stationers’ Association, 
meeting recently in Ottawa, Ont., decided to start an 
aggressive membership drive. President Arnold Powis 
declared that a strong membership of active stationers 
with high ethics was needed to make the association 
branch a complete success. 

It was decided at the next meeting to entertain 
guests brought in by members. Prospective members 
and guests will be invited to express their opiniors 
on matters of interests to the trade and a discussion 
will be held with the regular members. 

* * * 


The Moore Push-Pin Company, Philadelphia, Pa., 
has announced the appointment of Frank E. P. Arnctt 
as their Canadian representative. He will cover 
Canada from coast to coast, with the exception of 
Toronto, Ottawa, Hamilton and Montreal. These cities 
will be looked after, as in the past, by H. C. Hooks, 
Sales manager of Moore Push-Pin Company. 

* * 


George A. Stephenson of Toronto was recently ap- 
pointed northern representative for the firm of Stain- 
ton & Evis, wholesalers and retailers of stationery and 
Office supplies, Toronto. He will cover Quebec, Ontario 
and Manitoba. Mr. Stephenson has had 16 years’ ex- 
perience in the printing and stationery industry, and 
was formerly sales manager for the Northern Miner 
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COMFORT- 
CONTROLLED 
MOTION 








“Free and easy” is one way to 
describe the-feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls. . . 
carefully constructed for long-wearing 
satisfaction . . . ultra modern in design... 


buy Collier-Keyworth! 





LR Ek 
ge a a | a 


COLLIER-KEYWORTH CO. 


CARDNER, MASSACHUSETTS 
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IMMEDIATE DELIVERY 
QUALITY ALUMINUM 
ACCESSORIES 


CREATED TO HARMONIZE WITH METAL 
OFFICE FURNITURE ENSEMBLES 


ASH STANDS 


No. 223 
29" high . . . Base 10" 
diameter heavily weight- 
os cx Bee pet... 
8" amber glass tray. 


No. 224 
27'/2" high... Base 10" 
diameter heavily weight- 
Mean te pet... 
8" amber glass tray. 


LIST $17.00 


SHIPPING WEIGHT " 
No. 224 


COSTUMERS 


Made of I!/" aluminum tube. Height 72", 
Base 12" diameter with heavy iron loader 
under spun aluminum base. 


SHIPPING WEIGHT 20 LBS. 


LIST $21.00 










SAND URN 


19/7," high . . . Base 
10" diameter, Top II" 


diameter . . . 2!/2" tube. 


SHIPPING WEIGHT 
10 LBS. 


LIST $15.00 





No. 220 





No. 229 


All are highly polished and buffed . . . permanent finish. 


Packed set up...one to a carton... shipped F.O.B. Factory. 
USUAL DEALERS DISCOUNT 


Order samples and send for illustrations of costumers, ash 
stands, sand urn and lamps in aluminum. 


GLaro MacHINE Propucts COMPANY 


LEWIS R. LEVI 
SALES MANAGER 
3711 EDGEMERE AVE. FAR ROCKAWAY, N. Y. 
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Press, Toronto. He is secretary of the Stationers’ Guild 
Club of Toronto, and a member of the Commercial 
Travelers Association of Canada. 

aa * *” 

J. C. Wilson, Ltd., Lachute, Que., and 1061 St. Alex- 
ander St., Montreal, recently awarded the contract 
for improvements to its paper machine building at the 
Lachute plant of the firm. Cost of the work is es- 
timated at $75,000. 

* * * 

Charles Alfred Fitch, consultant in the Ontario 
criminal justice department at the parliament build- 
ings in Toronto, who began his seventieth year re- 
cently as a civil servant, reports that he has witnessed 
many improvements in office equipment. He began 
with the government as a lad of 13 years. When he 
started, the typewriter was still on probation. It had 
to prove its worth and instructions were issued that 
it was not to be used for documents of record for fear 
the writing would fade. There were only two women 
on the staff when he was a green office boy. 

* * * 

Construction was recently completed of the new 
office for Moore Business Forms, Ltd., being erected 
at the firm’s plant on Industry St., in Mount Dennis, 
a suburb of Toronto. Cost of the building is estimated 
at $45,000. Work is going ahead also on the extension 
to the main factory of the firm. 

* » * 


R. O. Pennington, president of Parker Pen Company, 
University Ave., Toronto, expects that this year will 
be the greatest one in the firm’s history. The firm 
plans the most extensive advertising campaign in its 
history. The easing of the material supply is enabling 
the company to accelerate its productive capacity to 
a much greater level than was possible during the war 
years. 

* « al 

Stationers in the city of Hamilton, Ont., at their 
recent meeting enjoyed a sound film through the 
courtesy of S. J. R. Saunders & Company, Toronto, 
Ont. It was titled “It’s The Little Things That Count”, 
and told in decisive manner the technique as applied 
to many items of the Bates line of office equipment. 

One of the most enjoyable contests yet held at the 
meetings was staged during the evening. It was 
staged by the membership divided into two teams, 
H. P. Nichols, assisted by George Bossence and Robert 
Larrett, conducting same. Team members filled in 
verbally “blanks” in a story concerning a small-town 
stationer on a visit to a large city. The Clip team 
won the contest. 

Secretary Jack Cloke was presented with a hand- 
some gift on behalf of the Hamilton association in 
honor of his approaching marriage. J. S. Luckett, of 
the Luckett Loose Leaf, Ltd., Toronto, had charge of 
the presentation. 

fd . » 

MacKenzie & Company, a new concern, recently 
opened a well-stocked general and office stationery 
store in Building No. 33, First Avenue, Army Camp, 
Simcoe, Ont. The firm will also carry a complete line 
of office equipment and machinery. 

” ~ * 

John B. Hay recently resumed complete charge of 
purchasing for the Hay Stationery Company, Ltd. 
London, Ont., of which his father, J. B. Hay, is presi- 
dent. The company has been in business for over a 
quarter of a century in London. Mr. Hay, who has 
had more than five years’ service in Canada’s army, 
returned recently. The firm has announced an expan- 
sion program which includes increased staff and aug- 
mented stocks of modern office furniture and supplies. 


* +o 
Plans are being prepared for a proposed extension 
to the bleachery at the paper mill of E. B. Eddy 
Company, Ltd., Bridge St., Hull, Que. Estimated cost, 
equipped, is approximately $700,000. The building 
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The “Y and E” Executive Suite is a 
balanced group of modernly de- 
signed office furniture—finished in 
Warm Neutra-Tone Gray for color 
harmony and objectively modeled 
for the prestige, comfort and ef- 
ficiency of top management. 

The modern Executive Steel Book- 


case is one of the matching pieces 





of the above group. 





Send for 4-color brochure. ‘‘Color—Design—Function.” 


YAWMAN AND ERBE MFG. CO., 1015 . 


The Franchise That Means Quality Me 
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WOODSTOCK 


TYPEWRITER 





WOODSTOCK TYPEWRITER COMPANY 
WOODSTOCK ILLINOIS 
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will be of irreguiar dimensions, and of structural steel 
and tile. 
s — * 

Appleford Paper Products, Ltd., 78 Sirton St., Hamil- 
ton, Ont., recently purchased a property on the west 
side of Parkdale Ave. N., Hamilton, for the construc- 
tion of an office building. The structure is estimated 
to cost $350,000, and is to be of the most modern con- 
struction. 

- * « 

Work is well under way on the 1,000-family town 
for employees of the Long Lac Pulp & Paper Company, 
Ltd., with Canadian offices in Toronto, Ont. The new 
company town is at Terrace Bay, near Schreiber, in 
northern Ontario. Already roads and services for the 
community, which will comprise 5,000 people, are com- 
pleted and 80 houses are ready for occupation. Be- 
tween 300 and 400 families will be able to move in by 
autumn, Dr. E. F. Faludi, noted town planner and 
head of Town Planning Consultants Ltd.; Toronto, 
Ont., reported. 

+ ok * 

Hinde & Dauch Paper Company, Toronto, reports 
share profits of $3.67 for 1946, against $2.01 for 1945. 
Net income was $1,749,877 compared with 1945’s $999,- 
067. Although the firm’s production was much greater 
than in 1945, demand for its products continues to 
exceed supply, Sidney Frohman, president, states. 

Outlook for the immediate future, according to Mr. 
Frohman, indicates that demand will continue to exist 
for the available supply of container board. 

~ * * 


Fifty-three booths were set up by the 32 exhibitors 
at the highly successful exhibition of office equipment 
and accessories, presented recently by the Toronto and 
Hamilton chapters of the National Office Management 
Association, in the large auditorium of the T. Eaton 
Company departmental store, Toronto. 

Among the highly interesting exhibits of equipment 
was the first typewriter built on this continent. It 
was manufactured by a sewing machine company in 
1873 and is still working. Present also was Cortez 
Peters, who, blindfolded and wearing wool mittens, 
typed 186 words a minute on one of the newest models 
of a noiseless machine. Erma Wright, Toronto, aver- 
aged about 180 words a minute on a new electric 
machine. 

Also on exhibition was a multiplier and divider 
machine made by the International Business Machines 
Corporation, which performs four arithmetic calcula- 
tions in one operation. Only four of these machines 
exist, the first being used for computations in atomic 
research at Oak ridge, Tenn. Its use is under consider- 
ation by the Department of Applied Mathematics, 


University of Toronto. 
———7~—= > —__- 


KANSAS FIRM LEASES STORAGE BUILDING 
The Roberts Printing and Stationery Company, 26 
S. Main, Hutchinson, Kans., owned by Leonard Wilcox 


and William T. Bond, who became partners in the | O “I mY 
business 16 years ago, recently leased a building at 9 | require. utput we step up as quickly as more 
| steel is to be obtained. 

is connected with this move, for the Roberts firm | 


was started 62 years ago in that same building on | 


East A St. for storage purposes. A human interest story 


East A St. 
The building, until recently, housed a woodcraft 


shop.—GMH. 
————— = 


ARTISTIC DESK PAD IN NEW LOCATION 
The Artistic Desk Pad and Novelty Company re- 


cently relocated in new quarters at 2703 Bailey Ave., | 
Bronx 63, N. Y. The company now occupies 40,000 | 


square feet of manufacturing space, and has installed 
complete modern equipment and machinery. 


Establishd in 1920, the Artistic Desk Pad and Novelty | 
Company produces the Artco Quality Lines of desk | 


blotters, linoleum pads, desk accessories, index boxes 
and cabinets, letter trays, costumers, photo albums, 
scrap books, and clip and arch board files. 
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FISHING 


IN THE EARLY DAYS of the West the Nootka 
Indians at Puget Sound were blessed with an 
ample supply of all the real necessities of life. 
Every spring they found the silver horde of 
salmon charging up the streams almost to the 
doors of their cedarwood houses on Vancouver 
Island. The braves dipped the fishes with nets or 
speared them below the waterfalls. A year's sup- 
ply could be laid away in a few weeks. 


FISHING was serious business to those Indians, 
but today's angler fishes for sport and relaxation. 
Fishing, they say, replenishes man's soul and 
brings him contentment. 


THERE IS ANOTHER WAY of finding content- 
ment. That is buying from firms whose goods and 
services are dependable. Our customers know 
that we meet their requirements to the best of 
our ability, and as opportunity is presented throw 
in that extra bit of service which distributors find 


so important. Many dealers are fishing in the 
Cardinal pool because they are sure of tops in 


service without having to rely upon luck. Only 
the scarcity of materials prevents us from supply- 
ing all the steel equipment our many customers 


Sole Distributors for Anderson-Hickey Co. 


5631 W. Madison Street ” 
Chicago 44, Illinois 
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THERE'S A 
BIG DEMAND 





It's surprising the number of calls dealers every- 
where are having for the AICO Binder Markers. 
These handy, time-saving Markers are needed in 
every office . . . save much valuable time wasted 
in pulling out ledgers to make titles visible. 
They're easy to sell. The best way is a counter 
display, or we will provide you with a FREE 
sample to send your customers. 


Order 12 boxes now of these fast-selling 
AICO Binder Markers. Each box contains 
one dozen markers—only $3.00 list. 


With each order we will send you a 
i sample box containing one dozen 
gw AICO Binder Markers for distribution. 


For identification cards, 
passes...dozens of uses. 


There's a ready market for these transparent card holders. 
They're made of clear, non-inflammable cellulose. 









Club Membership Card 
Union Card 


Hotel Credit 





Trade Association Card 

















AICO GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS 
CELLULOSE SPECIALTIES 
PROTECTIVE HOLDERS 


"PRODUCTS 











WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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POTLATCHING WITH OREGON TRAIL TRAVELERS 





F. C. “Chet” Williams, Correspondent 





Tom Pelly and Bob Young of Lowman and Hanford 
Company, Seattle, Wash., spent April 21 and 22 in 
Spokane, Wash. They were meeting with Shaw-Borden 
officials and discussing future plans, following Lowman 
and Hanford’s recent acquisition of stock in the pio- 


| neer Spokane institution. 


* * * 


Norman Lincoln was unable to attend the Seattle 


| Stationers meeting with NSA’s Paul Burbank on Paul’s 
_April 7 flying (and we do mean flying) trip to the 


Pacific Northwest. Norm was suffering from a “strep” 

throat so Paul went to see Norm. They are old friends, 

neighbors and business associates from Pittsfield, Mass. 
* + * 

Vic Shea is the new purchasing agent for Lowman 
and Hanford Company. Charlie Easton is taking a 
short vacation and rest and will return to the store 
in another capacity. 

on oa ~ 

Much modesty among Oregon Trail Travelers—a 
recent discussion in Portland, Ore., disclosed great re- 
luctance to part with such vital statistics as birth 


| dates. 


* * * 


The Bert Graingers, long-time Olympia, Wash., sta- 
tioners, took quite a motor trip this spring. They went 
down the coast to San Diego, over to New Orleans 
in time for the Mardi Gras, then on to Daytona Beach, 
Fla. They returned via Nashville, Tenn., Bert’s birth- 
place. The entire trip required a couple of months. 

* * * 

The Oregon Trail Travelers treasurer recently re- 
ported the purchase of a pair of twin beds, BUT with 
his own money, however. 

* * * 

The former Harbord Rogers Company of Portland, 
Ore., is now entirely owned by Harry Rogers and will 
be operated under that name. The store, located at 


| 1025 S. W. Washington St., is really beautiful. 
oa . * 


Paul Burbank met with Portland, Ore., stationers 
between planes April 9. It was a brief but enthusiastic 
meeting. Earlier at breakfast it became necessary to 
straighten Paul out on a technical point. He now 
knows that when he crosses the Rockies heading west, 
he has just left a section of the country where they 
call “butterhorns” cinnamon rolls. 

* a * 

Down in Aberdeen, Wash., Hale Porter of Benson 
Office Supply Company is busy with plans for a new 
beach cottage. 


* * * 


Francis J. Fowlks of Pacific Stationery and Print- 
ing Company in Portland must now be addressed as 
“Mister”. He recently was elevated to post of vice- 
president of that organization. 

oe * 7 

National’s Ed Moore, E. Faber’s George Simmons and 
Speed’s Earl Howe were playing dominoes recently in 
the Placer Hotel in Helena, Mont. It was a warm 
evening and the boys ordered a pitcher of ice water. 
When the bell hop delivered it, he was instructed 
to serve the water. After he had supplied the three 
players with the H.O, he watched the game for a 
moment. Finally he shook his head and as he left, 
said, “Now I’ve seen everything. Three traveling sales- 
men playing dominoes and drinking ice water.” 

* *” * 
Out where the hand clasp’s a little stronger. 
————————“—<—-—__ 
REM-RAND TO NEW JACKSON, MISS., LOCATION 


Remington Rand, Inc., recently announced the tak- 
ing of new and larger quarters at 113 W. Peark St. 
in Jackson, Miss.—EEG 
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Model No. 4— Retractable, 
INCONEL throughout with 
14-kt. gold-filled clip. 


|50 


(NO EXCISE TAX) 


Model No. 2— Similar 
Retractable pen, |4-kt. 
gold-filled throughout, 
$25.00 plus tax. 


Reasons why EBERHARD FABER 
writinc BALL* POINT PENS 

command SALES TURNOVER in 

the Profitable Quality Market... 






__ Regal-styling enhances the eye-appeal of friction cap models 
“retailing for as little as $8.75. 


Retractable model in gleaming INCONEL is studded with 
14-kt. gold-filled clip —a pen that looks like a much greater 
value than its $12.50 excise-tax-free price. 


And for the sometimes needed sales-clincher—the brand new 
Eberhard Faber Capillary Action Balle Pen at just $6.95. 


New, improved 1947 Marine Blue ink cartridge insures instant, 
tip-touch response — writes, writes, writes! 












(NO EXCISE —— 
_ Current headliners in the Eberhard Faber line of modern 
q perfected writing instruments range from $30. (excise-tax 
included) to $6.95 (tax free) — all guaranteed by the 97 year 
reputation of Eberhard Faber. 






Model No. 7—Friction- 
fit satin-finish chrome 
cap with brightly pol- 
ished clip. Six colors. 





Model No. 3 (illustrated) — 
Friction-fit INCONEL Cap 15 
with 14-kt. gold-filled clip. 
Five colors. 


Model No. ! — Similar, with (NO EXCISE 
14-kt. gold-filled cap and TAX) 


trim. $15.00 plus tax. \ 


— BBERMARD FABER 


<< LAE e- VN FINE WRITING INSTRUMENTS SINCE 1849 
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SALESMAKERS 


ARE TRULY PROFITABLE 


Giving Your Office Dignity, 
Beauty and a true example 
of tine 
Craftsmanship 





No. 104-1 








Massive chair in Duran, reminiscent of the beloved leather 
chair for Office or studio. Double-cushioned seat for twice 
the comfort and attractiveness you will find in an ordinary 
chair. Antique nail trim is used generously. Available with 
or without ottoman. 


de de ge st st OR 


















chairs and suite on the market and three of 
NATIONAL of Evansville's line with the most 
actual sales possibilities. Adaptable for studios 
or for executive offices. Precision tailored in 
Duran with spring construction throughout. 






No. 370-1 


Conservative style adaptable to many at- 
tractive interiors with comfort designated in 
spring construction of large back, seat and 
base, and broad armrests. 






We sell to 
dealers only 





No. 1023-1 


Handsome Lawson-type two-piece suite with full spring construction in 
cushion, base and back. Made of hardwood, double dowelled, glued and 


corner blocked. 


Ylational FURNITURE MANUFACTURING CO. 


EVANSVILLE, INDIANA .... 
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DIEBOLD ELECTS DIRECTORS, OFFICERS 


At the eighty-eighth annual meeting of the stock- 
holders of Diebold, Inc., held at the executive offices in 
Canton, Ohio, April 7, one new member was elected 
to the board of directors and eight members were re- 
elected. The new member is Arthur C. Knight of 
Cleveland. The nine men elected to the board of 
directors are: 


John R. Barry, New York City, president, Corroon | 


& Reynolds, Inc., and vice-president, American Equit- 
able Assurance Company of New York. 

George H. Bockius, Canton, president, Diebold, Inc. 

Orville H. Foster, Jr., Detroit, attorney-at-law, secre- 
tary-director, Koestlin Tool & Die Corporation, and 
president, Ask Mr. Foster Travel Service, Inc. 

James C. Greuner, Cleveland, Cull, Gruener & 
Stearns, Cleveland. 

Arthur C. Knight, Cleveland, vice-president, Central 
National Bank of Cleveland. 

William C. Knorr, Cleveland, manager, Cleveland 
Trust Company, and Hough-Crawford road office, 
Cleveland. 

Daniel Maggin, New York City, vice-president, Die- 
bold, Inc., and director, American Window Glass Com- 
pany, Pittsburgh. 

Eliot Ness, Cleveland, chairman of the board, Die- 
bold, Inc. 

Loren E. Souers, Black, McCuskey, Souers & Arbaugh, 
lawyers, and vice-president and general counsel, Con- 
tinental Steel Corporation, Kokomo. 

At the session of the new board of directors imme- 
diately following the annual stockholders meeting 
the following executive officers were elected to lead 
the company through the ensuing year: Eliot Ness, 
chairman of the board of directors; George H. Bockius, 
president; Daniel Maggin, vice-president; R. Wyer, 
treasurer; and Loren E. Souers, secretary. 

In addition to the executive officers the following 
officers were appointed: A. W. Jackson, vice-president 
in charge of sales, and Dwain A. Crawford, assistant 
secretary. 

President Bockius reported that the first quarter 
shipments have substantially exceeded a million dollars 
a month. This evidence of the increasing acceptance 
of Diebold products is reflected in the employment of 
2,300 people, an increase of 31 per cent during the 
past year. Mr. Bockius looked ahead to even further 
increases in volume and employment, pending the 
prospective relief in sight for the easier procurement 
of materials. He explained that all signs point to 1947 
as the best year ever experienced by the company. 
o—=e  — 

STORE MODERNIZATION SHOW TO BE HELD AT 
GRAND CENTRAL PALACE, NEW YORK, JULY 7-12 


Modernization of office equipment and stationery 
stores will be among the features of the first annual 
Store Modernization Show to be held at Grand Central 
Palace, New York, July 7-12, it was announced by 
John W. H. Evans, managing director of the exposi- 
tion. 

Retailers of office equipment and stationery will have 
the opportunity to see and compare for the first time 
under one roof competing systems of store moderniza- 
tion. In addition to many exhibits, all phases of store 
modernization will be considered in six days of dis- 
cussions, reading of papers and question clinics. 

On exhibition will be displays of the latest tech- 





niques ‘of store exteriors, interiors and all the furnish- | 


ings and decorations that make the modern store. 
Lighting fixtures, floorings, wall coverings, ceilings, 
paints, display cases, escalators, air conditioning, re- 
frigeration and heating equipment, business machines, 
cash registers, mechanical and merchandising equip- 
ment, fixtures and all other related modern methods 
of winning and keeping customers will be shown. 
“With materials for modernization and building be- 
coming available for the first time since the beginning 
ef the war,” said Mr. Evans, “many stationers and 
owners of office equipment stores are making plans 
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4200 Series 


MIDCO the Perfectlite’s rich, iridescent tones of 
English Antique Bronze and Metallescent Gray fin- 
ishes are the “crowning glory” for the smooth, flowing 
lines that have created a portable lamp of exquisite 
beauty and distinction. 

MIDCO’s beautiful, metallic finishes harmonize per- 
fectly in offices of fine appointments and are doing 
their part in winning the approval and acceptance of 
discriminating buyers. 

The warm soft color of the English Antique Bronze 
blends perfectly with walnut or mahogany furniture, 
while the Metallescent Gray was created especially 
for use with the modern gray steel desk. Both Eng- 
lish Antique Bronze and Metallescent Gray are in the 
preferred smooth finish and have the quality of per- 
manence that insures lasting beauty. 





| MIDCO’s acknowledged superiority in lighting effi- 
| ciency, trouble-free operation and choice of beautiful 
| finishes have made it the fastest selling portable desk 
| lamp in the better quality field. 





Important Notice: During the current shortage 
of fluorescent tubes, we will undertake, when 
requested, to supply a tube with each lamp 
shipped. Present stocks are not sufficient for 
excess requirements. 











Descriptive literature on request. 


MIDWEST NATURLITE COMPANY 


228 West Kinzie St. Chicago 10, Illinois 
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CARBON PAPERS 





Profits with WRITE 


Write Carbon Papers and Typewriter 
Ribbons give satisfaction in service. 
Customers who buy Write products at 
your store will return—again and again 
—for these quality items that turn out 
clear, clean copies . . . give longer wear. 
Stock and display Write Carbon Papers 
and Typewriter Ribbons. Get your 


share of profits from these fast-selling 





items. 





Immediate Deliveries 





Write for samples and discounts 
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W R i T F ° 420 Lexington Ave., 





now to rebuild or refit. This show is designed to give 
them the opportunity to speak to leading manufac- 
turers and designers in the field, compare styles, ma- 
terials and prices, and actually do the necessary 
‘shopping’ in a few days which otherwise might take 
months of inquiry.” 

Registration cards of admission may be obtained by 
writing Store Modernization Show, 20 East 55th Street, 


New York 17, N. Y. 
teas tS er 


PARKER PLANS SUPERCHROME MERCHANDISING 

The Parker Pen Company, Janesville, Wis., will 
shortly launch widespread distribution of its new dry- 
writing ink, Superchrome, to its retail outlets. In re- 
porting on the marketing plans for the ink, James N. 











THE MOST BRILLIANT INK EVER CREATED 


yy ; oy 
n Fading Ding Whiting 





PARKER SUPERCHROME INK DISPLAY—The Parker Pen 
Company has provided these displays to help retail outlets 
in their sales of the new Parker Superchrome ink. Top pic- 
ture is a window display. Center picture shows the counter 
display which features a gold metal container for five bottles 
of the dry-writing ink. Bottom picture is of a counter display 
with a whirl-cleaner which cleans the pen by centrifugal 
force so that customers may try a penful of Superchrome. 


Black, general sales manager, said that the introduc- 
tory program is nationwide but “based on a careful 
selection of outlets.” : 

“In addition to $352,000 which is being spent on ad- 
vertising and promotion, Parker has provided materials 
for window and counter display and a unique Whirl- 
Cleaner which empties a ‘51’ pen by centrifugal force 


” 


so that customers may try a penful of Superchrome; 
he said. . 

The bottles containing Superchrome are perma- 
nently set in a protective jacket of bright aluminum 
striped with the color of the contained ink. The five 
colors of Superchrome featured are Carib blue, Rio 
red, Jungle green, Condor blue-black, and Mantilla 


black. 
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Your Orders 

Have Foreed Us to Move 
After 29 years at the old stand we’ve moved to 
larger quarters. Our sincere thanks to old friends 
in the trade whose orders have made this move 
necessary. To them and to newer firms we pledge 
to maintain the quality and value of our products 
and the integrity of our good name. You are all 


cordially invited to visit us as soon as you can. 


BANKERS BOX COMPANY 


720 SOUTH DEARBORN STREET 
CHICAGO 5, ILLINOIS 
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WRITE up Sales and 
Profits with WRITE 


Write Carbon Papers and Typewriter 





Ribbons give satisfaction in service. 





Customers who buy Write products at 
your store will return—again and again 
—for these quality items that turn out 4 
clear, clean copies .. . give longer wear. 4 


Stock and display Write Carbon Papers 





and Typewriter Ribbons. Get your is 
share of profits from these fast-selling 


items. 


Immediate Deliveries 





| ‘ Write for samples and discounts 
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now to rebuild or refit. This show is designed to give 
them the opportunity to speak to leading manufac- 
turers and designers in the field, compare styles, ma- 
terials and prices, and actually do the necessary 
‘shopping’ in a few days which otherwise might take 
months of inquiry.” 

Registration cards of admission may be obtained by 
writing Store Modernization Show, 20 East 55th Street, 


New York 17, N. Y. 
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PARKER PLANS SUPERCHROME MERCHANDISING 

The Parker Pen Company, Janesville, Wis., will 
shortly launch widespread distribution of its new dry- 
writing ink, Superchrome, to its retail outlets. In re- 
porting on the marketing plans for the ink, James N. 
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PARKER SUPERCHROME INK DISPLAY—The Parker Pen 
Company has provided these displays to help retail outlets 
in their sales of the new Parker Superchrome ink. Top pic- 
ture is a window display. Center picture shows the counter 
display which features a gold metal container for five bottles 


| of the dry-writing ink. Bottom picture is of a counter display 


with a whirl-cleaner which cleans the pen by centrifugal 
force so that customers may try a penful of Superchrome. 


Black, general sales manager, said that the introduc- 
tory program is nationwide but “based on a careful 
selection of outlets.” E 

“In addition to $352,000 which is being spent on ad- 
vertising and promotion, Parker has provided materials 
for window and counter display and a unique Whitl- 
Cleaner which empties a ‘51’ pen by centrifugal force 
so that customers may try a penful of Superchrome;” 
he said. ; 

The bottles containing Superchrome are perma- 
nently set in a protective jacket of bright aluminum 
striped with the color of the contained ink. The five 
colors of Superchrome featured are Carib blue, Rio 
red, Jungle green, Condor blue-black, and Mantilla 


black. 
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Have Foreed Us to Move 
After 29 years at the old stand we’ve moved to 
larger quarters. Our sincere thanks to old friends 
in the trade whose orders have made this move 
necessary. To them and to newer firms we pledge 
to maintain the quality and value of our products 
and the integrity of our good name. You are all 


cordially invited to visit us as soon as you can. 


BANKERS BOX COMPANY 


720 SOUTH DEARBORN STREET 
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Canlay plies Clana 


in leather furniture 
...and emphasizes value too! 





Style 4000 Sofa 
84” long 





CENTURY pioneers a new sales-easy path for office furniture 
dealers. Styled with luxurious handsomeness... fashioned with 
singular craftmanship... constructed with the finest materials... 
CENTURY leather furniture is built and priced to stimulate sales. 
Be certain you send for additional information...including out 
illustrated catalog and price list. Exclusive dealerships in cer- 


tain areas still available. 





& 





Style 600 Barrel Chair Style 70-R Chair Style 70-A Chair 


leather furniture co. 


the manufacturer with the dealer's viewpoint 
213 greene st. + new york 12,An. y. 
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NEWS NOTES FROM NSA DISTRICT NO. 7 





Merrill D. Hasty, Correspondent 


Ed Kuschbert just returned from Florida where he 
spent a very restful vacation. Ed seems to know how 
to avoid the two-foot blizzards. He has it timed. 


* * * 
Any live wire would be dead without connections. 


* * * 


Edward H. Mundt is to retire from the stationery 


business. He was with Siekert & Baum Company for | 


18 years as floor manager and was in charge of the 


window trimming also. He was a master at lettering, | 


having taught many a class of students his skill. He 
was also an old-timer at The H. H. West Company 
of Milwaukee. For the last five years he has been 
with E. W. Spangenberg Company, the first all serve- 


yourself store in Milwaukee. Ed, we N. W. Travelers | 


thank you for all your fine fellowship and co-orera- 
tive window and general display helps. 


* * * 


Bill G. Jarchow is celebrating 25 years with the 
H. H. West Company. He has been in the purchasing 
department most of this long period. It was his 
pleasure to co-operate in buying with our good friend, 
August Hunn, whom all travelers seemed to enjoy 
calling on. The Northwest Travelers wish to congratu- 
late you, Bill. They always say the first 25 years are 
the hardest. We hope it’s true, Bill, and we travelers 
will help and assist in making the next 25 years a 
pleasure. 


OK ok *x 

Jack Guntrum, formerly with The Carter’s Ink Com- 
pany, in the ribbons and carbon division under the 
grand supervision of our friend, Karl Kiesel has 
made a major change and in the new adventure be- 
comes a manufacturers’ agent, joining the firm of 
Harold P. Reinke & Associates. It is understood he 
is to work here in the Northwest, so it will be a 








pleasure for Jack to call on his many friends. Jack | 
has always believed the way to avoid competitors is | 


to out-talk them. 


ae we 


S. J. Olsen, of the firm of the same name, is coming | 


along fine. It is understood he is standing on his | 
crutches. You fellows knew he broke his hip early | 
last fall. His address is 625 N. Second, Milwaukee, Wis. 


* * * 


Mr. and Mrs. Emery H. Wegner of Wegner Office 


Supply, Fond Du Lac, Wisc., have been touring the 


South this winter in the vicinity of Texas and Mexico. | 


* * — 


Mr. and Mrs. R. H. Colvin of The Broadcaster at | 


Vermillion, S. Dak., just recently returned from a trip 
to Colorado. They baptized a new car on the trip 
and it was really christened when they returned. They 
decided golf is still a game to be played in the summer. 
They had a bit of spring winter weather but it was a 
grand trip end vacation. 


* * * 


Keep your eyes on Eastman’s Stationery & Office | 


Equipment of Yankton, S. Dak. They are about to 
move into their new building. The new address is 
312 Douglas. 

* Sa * 

George Hanson (Boorum & Pease Company) by the 
waters of Oconomowoc, Wis., had the pleasure while 
in Chicago of entertaining the president of his com- 
pany, John Tamany, who was en route to the West 
Coast. 

. * * 

The Parker Company of Madison, Wis., just re- 
cently remodeled and redecorated their store. It cer- 
tainly looks very nice. 
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© Send for details on ALL Numbérs « 


- - - WHERE WASTE ACCUMULATES - - - 
SELL FIBRCAN 


Gatubridge Fibrcau 


“THE BASKET KNOWN TO A CONTINENT" 
DISTRIBUTED BY 


BAINBRIDGE * KIMPTON & HAUPT, Inc. 


218 GREENWICH ST. 





NEW YORK 8, N. Y 
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LATEX FOAM RUBBER UNIT 


EXECUTIVE 118x163, STENO 15x14 


$5.00 | 


No. 22—1""—List $5.70 No. 20—I"—List 
32—1!/." 6.50 30—11/," 5.50 | 
42—2' 7.30 40—2" 6.00 | 


CASING—In brown or green corduroy. 
In brown or green sail cloth. 
In brown or maroon leatherette. 
Fibre matting backs. Leatherette welted all around and vented. | 


50% SHREDDED LATEX FOAM RUBBER, 50% WHITE COTTON | 


No. 76—!"—List $3.70 No. 56—I!""—List $3.20 | 
714" _ 4.30 57—1//," 3.70 | 














BUILT LIKE FINE UPHOLSTERED FURNITURE. 
OUR SPRING UNIT, WHITE COTTON FILLER. 


CASING—In brown or maroon leatherette. 
Fibre matting backs. 
Leatherette welted all around and vented. 


No. 17—18x16x2—List $5.40 
No. 18—19x17x2 $5.80 


All cushions carried IN STOCK. Liberal dealer discounts and terms. 
May we have the pleasure of a trial order. 


CUSHIONS 
BY 






jSHEE 





MFG. CO., 


inc. 


92 Montgomery St. Jersey City 2, N. J. 
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BUSINESS WEEK ARTICLE COMPLIMENTS JESSUP 

How Edgar B. Jessup, president of the Marchant 
Calculating Machine Company, Emeryville, Calif., has 
turned the company into a money-maker in the 14 
years he has been at its helm is the subject of an 
article in Business Week for April 5. 

The article points out how President Jessup in his 
annual report recently to stockholders listed the high- 





EDGAR B. JESSUP 


est net income (after taxes) since the corporation was 


| chartered in 1913—$1,716,000, equal to $7.57 a common 


share. 

It is related how Mr. Jessup, given a free hand at 
Marchant, “concentrated on production, sales and 
development. ... By taking all the salesmen off the 
payroll and sweetening their commissions, he dammed 
one heavy drain on finances and at the same time 
boosted sales. Of the 40 models then in the Marchant 


| catalog, he eliminated all but two, thereby cutting 
| production costs. Finally, he stepped up development 
| of the ‘creep-and-crawl’ type mechanism, the founda- 
| tion of Marchant’s present Silent-Speed machine.” 


Business Week relates that since Edgar B. Jessup 


| has been at the helm, Marchant has paid nearly $20 
| a Share dividend in 11 years, retired all the pre- 


ferred stock and paid $258,000 accumulated dividends. 
Since Jan. 1, 1936, Marchant has accumulated an 
earned surplus of $3,572,890. In addition, the article 
points out, Marchant’s sales volume may be estimated 
from the $9,600,000 the company reported as gross 
profit from sales, service and rentals in 1946. 





STATIONERS 12:30 CLUB NOTES 
Nat J. Rich and M. George Rich are moving their 
Standard Stationery Company of Newark, N. J., from 
229 Halsey St. to their own two-story building at 554 
Broad St. 


* * * 
Joe J. Macek of National Blank Book Company is 


7 leaving on an extended trip in July to visit relatives 


and friends in Czechoslovakia. He plans to return to 


| New York City in September. 
* * % 


Leon Myers, Premier Supply Corporation, and Miss 

Rose Levit were married on February 22. 
* ok ak 

Rudolf Behr, member of the 12:30 Club, was ap- 
pointed sales manager for William Prym, Inc., Dayville, 
Conn., on March 1. 

* * * 

Milton Adelmann has started his own organization, 
the President Stationery Service, at Suite 250, Hotel 
Imperial, Broadway and 32nd St., New York City. 

* * * 


Recent deaths include those of Paritz Lipschutz on 
February 26 and Isaac S. Goldsmith on March 22. Both 
were prominent in the stationery industry in New 
York. 


* * * 


(These notes are taken from Gerard D. White’s “Sta- 
tionery Whitems” for April.) 
1947 
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The Machine that made NEVA-CLOG Famous 


MODEL S-100 STAPLING PLIER 


Back in the early 20's the first Neva-Clog stapling Plier was introduced 
to the trade. It made history in the field of fastening devices as it offered 
a machine that was more than a mere paper fastener. 
The reason for its success was its flexibility of use and its portability. 
It found favor because it could be taken anywhere and fasten anything in 
NEVA-CLOG A-1000 STAPLES any position limited only to the capacity of the machine. 

The S-100 machine of today is outwardly much the same as the original 
but contains many added features and refinements that, from years of 
experience, make for better performance and durability. 

This is a real production machine made to stand hard usage. We know, 
because we service machines that have stood the test for daily use for 10 
years and more without failure. It is undoubtedly the most flexible for 
various fastening uses—stands up in the shipping room, the bakery, or in 
the field or forest. Slips into the pocket, always handy to use. 

For a heavier staple for fastening thicker and tougher material specify 
Neva-Clog B-100 Machine. 


Made to fit S-100 Machine—100 to a strip 
—IM per box—I0OM per carton, 


NEVA-CLOG DJ-340 STAPLES 


These NEVA-CLOG Staples are especially 
made for use in J-30, J-60 machines. Made 
with greatest care and precision. 5 M per box. 


NEVA-CLOG PRODUCTS, INC., BRIDGEPORT 1, CONN. 
IN CANADA—CANADIAN STAPLES LTD., MONTREAL 
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BACK AGAIN 
IN LIMITED 
SUPPLY! 


Age RRS, er 


Use THE PENCIL OFTHE XPETS 7m 


sion’ 





TRADEMARK ; REGISTERED U.S PAT. OFF 


Made only by 3 


DIXON RITE -RLTE < 


@ The super-thin stainless steel tubular tip holds and protects 
“Threadline” lead like a vise—makes Viewpoint the sharpest pencil 
ever made! The perfect pencil where clean, clear writing is a 
must—figures, shorthand, drafting! Truly the pencil of the experts. 








% Rite-Rite Trade Mark Reg. U. S. Pat. Off 
* Pencil covered by many patents including 
No. 2,170,734—covering special tip 











Subsidiary of JOSEPH DIXON Crucible Company .. 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





E. J. Mitchell, Correspondent 





Those travelers and stationers who missed the 1947 
meeting of the 8th Region at Kansas City March 28 
and 29 have something to regret. The business pro- 
gram was outstanding and Governor Moreland has 
earned the sincere thanks of everyone for his untiring 
efforts to bring us a most successful and interesting 
meeting. The entertainment sponsored by the Mid- 
west Travelers Club and the Kansas City Stationers 
Association was superb. A new and progressive idea 
fostered at that meeting was the nomination and elec- 
tion of one lieutenant governor from each of the five 
states comprising the 8th Region. They were: for 
Arkansas—Cecil Moses, Democrat Printing & Litho- 
graphing Co., Little Rock; Kansas—Earl Scott, Bauman 
Office Equipment Company, Wichita; Missouri—Paul 
S. Baird, George E. Baird & Son, Kansas City; Nebras- 
ka—F. A. (Art) Reed, Latsch Brothers, Inc., Lincoln; 
Oklahoma—J. L. Wren, The House of Wren, Okla- 
homa City. The new governor, who will take office at 
the NSA convention this fall, is Ed J. Shelpman, Shelp- 
man’s Office Supplies & Equipment, Springfield, Mo. 

Ok * ok 


The new officers of the Midwest Travelers Club are: 
W. B. (Bill) Bohart, Eberhard Faber Pencil Company, 
president; Peter C. Masterson, Acco Products, Inc.; 
first vice-president; Izzy Voda, Wallace Pencil Com- 
pany, second vice-president; Roy Wood, Esterbrook 
Pen Company, auditor; R. C. Moore, Columbia Ribbon 
& Carbon Company, secretary-treasurer. 

7 * * 

The Monday morning following the regional meeting 
brought real tragedy into our midst, especially for 
those who had not yet left Kansas City. Word reached 
us early that morning of the sudden passing, in his 


hotel room, of our dear friend and brother traveler, | 
E. J. Charles Hick of Art Metal Construction Company. | 
While Charlie’s home was in Kansas City, he stayed | 
downtown during the meeting and remained in his | 


hotel over Sunday to be with his sales manager, Ed 


Keeling. The deepest sympathies of the entire travel- | 
ing and dealer organizations is extended to the be- 


reaved family. Our loss is a great one. 
* * * 


Another old friend of many Midwest Travelers, | 
William (Bill) Elliot of the Texas Travelers, died in | 


Dallas on January 26. Bill is an old friend of the 


writer from his early Conklin pen days in St. Louis. | 


Our sympathies to his family and associates. 
* ea * 

Recent visitors in St. Louis were Mr. & Mrs. Jack 
Kennedy of the Trussell 
Stopping off in the metropolis following their attend- 
ance at the Kansas City regional, they were enter- 
tained by Mrs. Mitchell, Mr. and Mrs. F. K. Adams 
and your correspondent. 

* * ea 

My whisperers also inform me that one Paul S. Baird 
of Kansas City sneaked into St. Louis for a stopover 
early in April. He honored Bill Schmiederer and Wal- 
ter Ruedy by taking several minutes of their time, but 
fought shy of the traveling fraternity. 

x + * 

If you haven’t heard about that snappy new sta- 
tioner in Springfield, Mo., look up Shelpman’s Office 
Supplies & Equipment, 308 E. McDaniel St., and get 
acquainted. Ed Shelpman is a fine fellow, a live wire 
and a good businessman, the next governor of the 8th 
Region and a real friend of the travelers. Mrs. Ed 
is a honey, too. 

* oe co 

The Kansas City regional welcomed quite a few 
“foreigners” to their meetings, among whom were 
Governor Floyd Kongsvik and his wife, Gert, of the 


Ith Region. Floyd is merchandise manager for Curtis | 


OFFICE APPLIANCES, May, 1947 





Manufacturing Company. | 





of a Great 


our Fine 





~*~ SUPPLY LINE 
BARKLEY Mastic 





Barkley Tabs always give a 
"stand-out" performance. 
That's why they're Tops in 
filing supplies. Their crystal 
clear colors, smooth contour 
surfaces and Magnified Visi- 


" 
new 


Patent No. 
2248355 and D 128118 








BARKLEY TAB ae : z 
bility give business a 


slant on filing,” . . . one that 
contributes towards faster fil- 
ing and finding. Since it al- 





ways takes coordination to 





DURATEX VERTICAL 
FILE FOLDERS 


: Barkley Tab accompanied by 


achieve filing efficiency, the 











al DURATEX FOLDERS helps 
to get a full measure of work 
= eaten done easily and smoothly in 
the filing department. 
VERTICAL 
FILE GUIDES VA aN 


Established 1921 ( 


C. L. BARBLEY & CU. 


Manufacturers of Filing Supplies 


1220 W. Van Buren St. Chicago 7, Ill 
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FILL THEMSELVE 


NO MESSY 
FILLING 











Full line of gift sets that 


sell every day. 





Fount-O-Ink Writing Sets have that 
scientific action that insures instant 
starting, capillary filling, clean pens, 


clean ink, and no messy well-filling 
ever. They make satisfied customers 


aie 





i and build business for you. 





K Writing Sete 





FULL COLOR CATALOG FREE TO WEALERS. 


GREGORY FOUNT-O-INK COMPANY 


Los Angeles 41, California 
Copr. Gregory Fount-0-Ink Co,, 1947 
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1000 at St. Paul, Minn., and his visit to our convention 
was greatly appreciated by the officers of the 8th Re- 
gion, Also in attendance were Mr. and Mrs. Jay Par- 
rott, Waterloo Office Supply Company, Waterloo, Iowa; 
Ercel Dunn, Southwest Stationery & Bank Supply, 
Amarillo, Tex.; George Janner, Albuquerque Station- 
ery Company, Albuquerque, N. Mex.; H. F. Noe, Des 
Moines Stationery Company, Des Moines, Iowa, and 
C. A. Netzhammer, Northwestern Furniture Company, 
Milwaukee, Wis. 
x * * 

Among the idle rich who enjoyed vacations amongst 
the Florida palms and warm waters of the south, were 
Mr. and Mrs. F. K. Adams, S. G. Adams Company, and 
Mr. and Mrs. A. J. Bartens, Shallcross Printing & Sta- 
tionery Company, St. Louis. The list of those with 
similar vacations is too long to note, but we who re- 
mained in the winter clime envied every minute of 
their pleasures. 

* * * 

Rudy Johnson of Omaha Stationery Company, 
Omaha, Nebr., is one of those good dealers who re- 
turned to the region meeting after an absence of sey- 
eral years. Welcome back, Rudy. 

* * * 


Another old friend of many dealers and travelers, 
Frank George Miller, died on April 16 in Dallas, Tex. 
Frank spent over 25 years representing Wallace Pencil 
Company, of St. Louis, covering the 7th, 8th and 9th 
Region territories, was a member, at one time or 
another, of the Northwest, Midwest and Texas travelers 
clubs, and was known in the trade from Canada to 
Mexico and Ohio to Colorado. He was stricken ill at 
the Monroe, La., convention in March and was hurried 
to the Medical Arts Hospital in Dallas where he died. 
Services were held on April 19 at his old family home 
in Tip City, Ohio, where the remains were met by 
Mrs. Conrad, a sister; Mr. and Mrs. Eddie McCully of 
New York, N. Y., vice-president of the Wallace Pencil 
Company; and Izzy Voda of the St. Louis office. 


* * * 


Johnnie Pydlek, representing several manufacturers 
in the trade, was seen cavorting around Springfield 
and Peoria, Ill., in mid-April writing orders and 
spreading good will. 

* * * 

Our sincere sympathies to Mrs. Roy S. Moreland, 
wife of the governor of the 8th Region, whose father, 
Oscar F. Ewing, died on April 7 in Kansas City from 
infirmities of age. 

ok ok * 

The many old friends of that marvelous good will 
ambassador and salesman, Fred Pitt, would welcome a 
visit with him again. Drop around, Fred, and say 
hello to your old friends. 

* * * 


Dan MacDougall of Stationers Loose Leaf Company, 
is really behind the new “Surplus Stock” exchange 
sponsored by the 8th Region dealers and the Midwest 
Travelers. The co-operation of all concerned will make 
this project profitable and successful. Leonard Wilcox, 
Roberts Printing & Stationery Company, Hutchinson, 
Kans., also asks your 100 per cent co-operation. 

Any dealer or traveler who is not thoroughly familiar 
with this plan for the sale or exchange of surplus 
stocks, contact Dan MacDougall, 7316 Main St., Kansas ~ 


| City 5, Mo., or Leonard Wilcox for complete informa=_ 4 
| tion. This vitally concerns travelers as well as dealers. 3 


* * * 


Among those “regulars” who were missing from th 
Kansas City regional, and who we hope will never 
it happen again, were: Walter C. Guy, president, Ark 
ansas Printing & Lithograph Company, Little Roc 


-John Wachtler, Omaha Printing Company; Jim Bro 


Carpenter Paper Company, Omaha; and Frank Me 


Clure, Inland Printing Company, Springfield, Mo. How-~ 


ever, we were gratified to have in attendance Mrs. Her- 
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THE DIXIE COLONEL... welcoming pair 
for waiting-room or living room. All-steel 
coil or no sag springs featured in seat and 
back construction. In 2 or 3 place settings. 


shining examples of a profitable line 


Dixie Chrome Products sell on sight to housewives, business 


and professional men, hospital and hotel managers and beauty 





shop operators. Built for beauty and durability, they’re per- 
fect for your customers. All surfaces of Dixie Chrome 


THE DIXIE BELLE... grace note for ; : 
Ssbdulr, atice er chy ceom: BOGAN Products, including rear of back, are covered with heavy-duty 
PLASTIC covering. All-steel coil or No-Sag 
type springs. In 1 or 2 place settings. 


a 
| THE DIXIELANDER ... for executive office, ners, they’re in demand by many. Made by the largest chrome- 
hotel lobby, den or waiting room. Web- : 
_ Seated construction. Covered in DURAN or plating plant in the South, DIXIE CHROME PRODUCTS 
DUPONT PLASTIC. Available in units of age . 
, to or more. are shining examples of a profitable line for you. 


Masland Duran or DuPont Plastic available in many popular 


colors. They’re perfect for you... fast movers, profit win- 









~~ geruane , 
This label assures you of the 


finest in quality and workmanship 


DIXIE CHPOME PRODUCTS 4 


ee DALLAS 





For complete dealer information write to... 


ED Se Se ee a 


2509 Oakland Ave., Dallas, Texas 
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SO VITAL FOR VOLUME 





the exciting. new 


16” Deep, 24” Wide, 40” High 








EXTRA-DEPTH e 
Sixteen inches deep, the Combinette neatly holds over-sized books . . . it doubles in 
utility! (12 inch record albums fit in easily . . . UPRIGHT! and the extra-large top 
is sized to hold a combination radio-phonograph. ) 








SECTIONAL e¢ 
Designed to fit flush, the COMBINETTE triples in versatility. The doors come as 
ordered . . . either opening Right or Left. Adding another COMBINETTE quickly 


solves space problems. 


a ll 











BEAUTY and STRENGTH e 
Double-lined lovely brass-grill and 





strong glass covered doors make for $49.95 each 

. : list — usual dealer discount 
beauty plus protection. Sturdily con- tien Sh ten, oe 
structed in a rich Walnut or Ma- days. F.O.B. our Grand Rap- 


; : ids Factory. Specify finish 
hogany veneer hand-rubbed and a aw a a a 


waxed to a satiny lustre. Right hand doors wanted. 


GRACEFUL MAHOGANY VENEER DOUBLE-DOOR BOOKCASE No. 546 






Durably constructed for lasting utility of fine selected Mahogany 
veneer . . . hand-rubbed and wax polished to a satin lustre. The 
heavy frame doors and strong clear glass combine to make this 
bookcase extra-strong with a maximum of protection. An ideal 
combination of beauty, strength and service. 36 inches wide and 
44 inches high. 

$74.95 each Terms: Net 10 days. F.O.B. our Louisville Factory. 


List—usual dealer discount. 


FOR ADDITIONAL INFORMATION, WRITE 


MORTON 


56 Lake Shore Drive - Chicago 11, Illtr 









- 4 2" : si ok , & 
ae eos 


SHOWROOMS: American Furniture Mart, Chicago; Western Furniture Mart, San Francisco; Furniture Mfrs. Bldg., Jamestown, N. Y. 
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man Cast and Mrs. Dorothy McDonald of Cast Office 
Supplies, Wichita, both newcomers. 
* * * 

All applications for membership in Midwest Travel- 
ers Club should be handed to any member for submis- 
sion to R. C. Moore, secretary, 204 Dwight Building, 
Kansas City, Mo. Each traveler covering any or all 
states of the 8th Region should be a member. Dues 
are $2.00 per year. One new member for every pres- 


ent member is Bill Bohart’s ambition this year. Let’s | 


help Bill accomplish this. Dealers are welcome to aid 
this drive. 


———2—___ 
VAN’S BUSINESS EXPANDS AT PEORIA 
An expanding office machine business is that of 
Van’s Typewriter Company, operated by Van W. Hav- 
erton at 407 Liberty St., Peoria 2, Ill. 
Started on January 1, 1944, with a one-man shop 
represented by Mr. Haverton himself for the first nine 


months, Van’s Typewriter Company has now increased | 





Bete ra 


VAN’S FIRM AT PEORIA—Standing in front of Van's Type- 
writer Company at Peoria, Ill., are (left to right) the propri- 
etor, Van W. Haverton, and George W. Seward, Herschel 
Blemmer, Oscar Yoder, Allene Schultz, Dorothy Payae, Henry 
Walters, Robert Brown, and James L. Tatum. 


in business to the extent that there are nine persons 
connected with the organization. These are the owner, 
Mr. Haverton; George W. Seward and Herschel Blem- 
mer, salesmen; Oscar Yoder, accountant; Allene 
Schultz and Dorothy Payne, office assistants; Henry 
Walters, Robert Brown, and James L. Tatum, service 
employees. 

Van’s Typewriter Company has the exclusive dealer- 
Ship in Peoria for L. C. Smith & Corona typewriters, 
Victor adding machines, Rex-O-graph duplicators, 
Columbia Ribbon & Carbon Manufacturing Company 
products, Shepherd posture chairs, and Master-Craft 
Corporation products. 


: cae 
WATERMAN RADIO PROGRAM RANKS EIGHTH 
“Gang Busters,” the Saturday night ABC network 

show sponsored by the L. E. Waterman Company, 

ranks eighth among all national broadcasts in the 

Metropolitan New York area, according to the Neilson 

report published recently. 

According to Charles S. Kernaghan, sales manager 
for Waterman’s, the report shows that only seven pro- 
grams enjoy higher ratings than “Gang Busters.” 
These are Walter Winchell, The Shadow, Charlie Mc- 
Carthy, Lux Radio Theatre, the Fitch Bandwagon, 
Jack Benny and Fred Allen, in that order. The popular 
“Crime-Does-Not-Pay” broadcast outranks such coun- 
trywide favorites as Fibber McGee and Molly, Take It 
Or Leave It, Bob Hope, Duffy’s Tavern, Red Skelton 
and Bing Crosby. 


SEEK CHARTER FOR CINCINNATI FIRM 
Shipping Room Supplies, Inc., has applied for a 
charter for the company, located at Cincinnati, Ohio, 
and formerly owned individually by Travis M. Sasser. 
The capital is listed at 250 shares of no par value stock. 
Incorporators are Mr. Sasser, Sol N. Wolfson and 
Carolyn Degenhart.—PJP. 
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PROVEN DEMAND! 


~ ADVANCO (Adjustable) Steel Frame * 
for use with Suspend-O-Folders 






‘(Patent Pending) 


Ss 
s 

















This folder is made of strong, et Me 
durable 25 point Green Press- Suspend O Folder 
board and hangs gracefully. 
The cloth gusset allows for 
expansion to its full 1 inch 
<S capacity. Each folder is 
2 equipped with four metal 
hooks that are securely at- 
tached. Each folder is equip- 
ped with a permanent insert- 
able angular metal tab that 
allows for quick visibility. 
SUSPEND-O-FOLDERS are made in 1/3 and 
1/5 position tabs, both in letter and legal sizes. 
SUSPEND-O-FOLDERS fit all types of files that use 
suspension folders and can be used to replace your 
customers’ worn out hanging folders. 

















Suspend-O-Folder 
PERSONAL DESK FILE 


The improved SUSPEND-O-FOLDER 
PERSONAL DESK FILE is a com- 
plete, compact filing unit and is 
made in both letter and legal sizes. 
An olive green, heavy gauge steel ; 
cabinet with 25 SUSPEND-O-.[ 
FOLDERS and an assortment of 
easy-to-insert headings, such 
os A to Z, Days, Weeks, he 
Special Classifications and | 
blanks are included. 
Designed to fit most mod- 
ern desk drawers. 
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ADVANCO PRINTED INSERTS <t, 
A large variety of designations, including A to Z in 25, 40 and 80 a 


sub-divisions; Months, Days, Weeks, States, etc 
ADVANCO PRINTED INSERTS are legibly printed in a bold face type, per 
readable at a glance and well perforated for easy detaching. Wey he 

















Write for Illustrated Price List $4 


A DVANC 6) 


ADVANCO PRODUCTS 


eivis! Ofte AOWAnRCEeE SALESBOO HK 


MANUFACTURERS OF Suspend-O-Folder AND FILING 
148 WEST 24TH STREET, NEW YORK 11. WN Y Telephone CHe 
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No. 705—7/,” diameter 








* TRADE MARK 


Eureka gummed labels and seals add rocket speed to your 
direct mail programs. Eliminate costly stencils or other in- 
flexible methods of addressing! Save time, labor and money 
whether you use spot mailings, repeat lists, lists requiring 
frequent changes, or small select lists! Order these economical 
Eureka mailing items now from your regular supplier, or 
write direct. 


DUPLISTICKERS for duplicate mailings to 


a small list. No. 69. Gummed, perforated, 
letter-size sheets—provide for sharp dup- 
lication of addressings, with as many as 
3 carbons, in one operation. Package con- 
tains 825 stickers in 25 sheets of 33 each 
—enough for 4 mailings to 206 prospects. 
Colors, packed solid: Pink, Blue, Green, 
Canary or White. 50¢ per pkg. 








ENCLOSURE SEALS Gummed seals that go on in a twinkling and 
stay on—for sipping postcards, sealing circulars, fastening 
samples, etc. More seals for your money plus a choice of 3 
sizes of round, white, die-cut seals—packed 1,000 to the box. 


40¢ per box 
No. 706—1” diameter 

40¢ per box 
No. 707—1'/,” diameter 

40¢ per box 





Big users of these popular Eureka 
mailing items are: large manufactur- 
ers, retailers, advertising agencies, 

addressing firms, etc. Write now 

for dealer discounts. 








COMMERCIAL STATIONERS—NOTE! 


EUREKA SPECIALTY PRINTING CO- 
Stationery Division, Dept. OA 
Scranton 9, Penn. 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


There seems to be no lack of confidence in the future 
among office appliance and stationery dealers in 
southern California regardless of rumors of interna- 
tional misunderstandings, and what-have-you. 

One company, which started as a small concern 
only a few years ago, is right now in the process of 
investing $50,000 in a revamping and modernization 
program in its commercial printing department. In- 
cidentally also, a few new stores, with modern appear- 
ance, dressed up for business in a nice way, have re- 
cently opened in the suburban business sections. 

Generally speaking, merchandise is coming in better 
all the time, and this is true of steel equipment as 
well as that made of other materials. This does not 
mean that things are back on the old Johnny-on-the- 
spot basis that they were before Hitler upset the world, 
but it does mean a steady, definitely accelerated, 
movement of merchandise is taking place. A tremen- 
dous growth in bank clearings from month to month 
throughout the area seems to mean that people still 
have money to use and are using it, international 
troubles to the contrary notwithstanding. 

a * *” 

The Hollywood Office Furniture Company, affiliated 
with the Office Appliance Company, 5820 Hollywood 
Blvd., has recently changed the location of its Santa 
Monica store from 201 Santa Monica Blvd., to 1441 
Second St. W. A. Harnden, the proprietor, has ap- 
pointed Tom Miller manager of the new store. 

The Santa Monica store now carries office furniture 
as well as typewriters and adding machines. D. E, 
O’Hern is manager of the Hollywood store. 

* *~ * 


Ben Rau, formerly district auditor for the Royal 


Typewriter Company in the Midwest and with head- 
quarters at Kansas City, Mo., has joined the Los 
Angeles staff in the same capacity. Mr. Rau has been 
with the company for about 27 years. 

G. G. Ralls, manager of the Los Angeles office, 1034 
S. Broadway, states that there has been a steady 
increase in sales each month and that he feels that 
the outlook for the future is very promising. 

* * x 

R. C. Allison, manager of the Atlas Typewriter and 
Supply Company, 7830 Santa Monica Blvd., reports 
that, for the first time in five years, the company has 
adding machines for immediate delivery. 

Earl Gagon of Flandreau, S. Dak., was recently ap- 
pointed manager of the Atlas Typewriter and Supply 
Company’s store at 9513 Santa Monica Blvd., Beverly 
Hills. Mr. Gagon was formerly with this company prior 
to establishing his own business in South Dakota. 

* * * 

G. F. Trefzger, proprietor of the Crown City Type- 
writer Company, 349 E. Green St., Pasadena, states 
that the demand for portable typewriters is still 
greater by far than the supply. Pasadena has an 
exceptionally large student population and the demand 
for portables, for both home and school use, is tre- 
mendous, according to Mr. Trefzger..The volume of 
rentals and service work also continues to be very 
large. 

Mr. Trefzger’s son, Gus, is attending school and 
working part time at the store. 

* * * 

H. W. Scott, proprietor of the Beverly Hills Type- 
writer Shop, 433 N. Canon Drive, is opening a new 
1947 
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NEW, DURABLE PLASTIC TUFIDE . 
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nat Men, Materials and Experience Synchronized 
a to Bring You the Ultimate in VALUE... 


rts 


“|A GREAT ACHIEVEMENT IN MERCHANDISING 
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PATENT 


Gud feller 


THE HANGING FOLDER WITH 
ADJUSTABLE METAL TAB 


PENDING 





When Guide-O-folders are used, files are al- 
ways in a clean, orderly, workable condition. 
They always maintain a vertical position be- 
cause THEY HANG. No pulling and tugging 
necessary for Guide-O-folders, they just glide 
along on the all steel drawer frame. 

A new and unique ADJUSTABLE METAL 
TAB is furnished with every Guide-O-folder. 
The tabs fasten into place quickly and securely. 
They slant at a 45 degree angle for better vis- 












Guide-O-frames are  ad- 
justable to fit snugly in 
standard file drawers. No 
cutting of frame is neces- 






ibility. 


STEEL DESK DRAWER 
UNIT 


Made to fit the lower deep drawer of all 
standard desks. Using this unit, the desk 
worker always has important and vital 
data at the finger tips—always in an 
upright position, instantly available and 
instantly replaced. The unit consists of 
a metal tray and 25 Guide-O-folders 
complete with adjustable metal tabs and 
an assortment of inserts for tab headings. 








| Guide.O. feb, 


With SLID-O-MATIC Disappearing Top 


Here's a unique unit which cap- 
tivates the fancy of all office 
workers—a personal file where 
information may be kept in- 
stantly available. The Slid-O- 
Matic top completely disap- 
pears at a slight push of the 
finger. It slides back into place 
with equal ease. 

The Guide-O-file is equipped 
with 25 Guide-O-folders com- 
plete with adjustable metal tabs 
and an assortment of inserts for 
tab headings. 

Smartly fashioned of steel. 
Gray finish. The sturdy metal 
stand is just the right height 
for easy reference. Mounted 
on rollers, the Guide-O-file can 
be moved about as required. 

Guide-O file is also available 
without the stand. 


WRITE FOR FULL DETAILS TODAY 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
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store May 15 at 253 N. Canon Drive. The name of the 
new store is to be Beverly Hills Desk Company. 

The Beverly Hills Typewriter Shop was established 
in 1928 by G. A. Goerlich and was purchased about 
three years ago by Mr. Scott, who was then proprietor 
of Scctt’s Typewriter Company, Beverly Hills. Mr. 
Scott combined the two stores retaining the name and 
location of the Beverly Hills Typewriter Shop. 

» * * 

The Henley Typewriter Company, 6771 Hollywood 
Blvd., is participating in the penny gum machine 
drive, sponsored nationally by the Kiwanis Clubs for 
the benefit of the underprivileged children’s work, a 
work which is carried on regularly by Kiwanis clubs 
everywhere. Paul R. Reed, proprietor of the company, 
has given over a whole window for the display of the 
gum machines. 

* 7 * 

Mrs. L. E. Walrath, manager of Vroman’s Office 
Furniture and Equipment Company, 1271 E. Colorado 
St., is scheduled at this writing to leave May 10 with 
friends on a six-weeks’ auto trip through the South. 
They will go by the way of New Orleans, through 
Kentucky and the Carolinas and up the East Coast 
to Washington, D .C. On the return trip, stops will be 


made in South Dakota and Yellowstone Park. 
* * * 


Don Rosen of the Hygrade Office Machine Company, | 


1634 N. Cahuenga Blvd., Hollywood, has found it neces- 
sary to increase the force in the repair department 
due to greater volume of work. Mr. Rosen has just 
received a substantial shipment of machines from the 
War Assets Administration. 


* * * 


Matthew (Scotty) Gemmill, sales representative for | 
the Burroughs Adding Machine Company, 747 S. Hill | 
St., Los Angeles, left April 6 on a business trip to | 


Detroit, Mich. 


* * ae 


The Beverly Hills Typewriter Company, 1649 N. Wil- | 
cox Ave., expected at this writing to be established in | 


new quarters at 6611 Sunset Blvd. by April 20. This 
company was organized in 1930 and has enjoyed a 
gradual expansion of business, according to R. A. 
Maddox, the manager. The new quarters include a 


modern service department and an attractive show | 
room with two large modern windows. Marr electric | 
duplicating machines, filing cabinets and a limited | 


amount of office furniture will be added to the present 
stock. 


 « @ 


Malcolm Campbell, manager of the Underwood Type- | 


writer Company’s branch office in Los Angeles from 


1907 to 1925, died March 11 at his home in Manhattan | 


Beach, Calif. Mr. Campbell was born in Dundroon, 
Ontario, Canada, in 1874. After completing his educa- 
tion, he taught in the Canadian schools for several 


years. In 1900 he came to Los Angeles and was ap- | 


pointed head of the typewriter department of the 
Fowler Book Store, where he handled the Fay Sholes 
typewriter. Later, when the Underwood typewriter 
came on the market, Fowler Brothers took over the 
agency and Mr. Campbell was made sales manager 
for the Underwood. Then in 1907, when the Underwood 
Typewriter Company opened a branch office in Los 
Angeles, Mr. Campbell was appointed manager. 


In 1925 he left the Underwood Company to go into | 


the real estate business and was associated with the 
Roy C. Seeley Company of Los Angeles until the time 
of his death. During the war, Mr. Campbell was in- 
strumental in securing properties for the government. 

Mr. Campbell leaves his wife, Nettie; and three sons, 
Ronald of Manhattan Beach, James and John of 
northern California. 


* * * 


J. R. James, manager of the Los Angeles office of 
the Friden Calculating Machine Company, reports 
that prospects for deliveries are improving. 
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Built in Yale 


is what makes 


GENERALS 


CARBO-WELD PENCILS 
Always the outstanding 











economical pencil buy. 


SEMI-HEX Office Pencil 
SEMI-HEX Thin Colored Insoluble 
KIMBERLY Drawing Pencil 
KIMBERLY Thin Colored Indelible 
KIMBERLY Hectograph Multi-Copy 
WET PROOF Outdoor Pencil 











General Pencil Company 
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rom S healt of Shel 
wescos ADD-A-FILE 


[IN LETTER 
AND LEGAL 
WIDTHS 







THE 

FILING CABINET 
WHICH EXPANDS 
WITH FILING 
REQUIREMENTS 





] Corners acetylene welded and ground smooth for 
* greater rigidity and beauty. 


Reinforced case uprights for greater strength when 
* stacking more than one or two units. 


Rolled drawer edge gives strength and beauty 
* when drawer is extended. 


Positive center locking follower block and guide rod 


2 
3 
4. in each drawer. 
5 


Cabinet outside is a full 20'' deep giving more 
* filing capacity per drawer. 


For illustrative circulars and dealers price list write 


ESTERN MFG. op 


AURDRA, ILL. 


WESTERN MANUFACTURING COMPANY 
=D AURORA, ILLINOIS @& 


EASTERN AND EXPORT OFFICE: 50 CHURCH ST., NEW YORK 7 
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and Leslie Hiller, who has been in the factory at San 
Leandro, arrived April 1 to join the force in the service 
department. 

Douglas Holman, proprietor of the Los Angeles Desk 
Company, has completed remodeling of his offices and 
display room at 944 S. Main St., Los Angeles. Floor 
space has practically been doubled and the force has 
been increased by five people. The personnel increase 
has been due quite largely to the fact that the Los 





Be 


LOS ANGELES DESK CO. REMODELED QUARTERS—A sec- 

tion of the safe department (top) in the remodeled quarters 

of the Los Angeles Desk Co. pictured with display of private 

office furniture suites (center) and main floor of furniture 
department (bottom). 


Angeles Desk Company has bought out the Shealy Safe 
Company, a firm that has occupied space in the same 
building for nearly 20 years. 

D. E. Carmichael, formerly proprietor of the Shealy 
Safe Company, is staying on as manager of the safe 


| department for the Los Angeles Desk Company. Mr. 


Carmichael has been in the safe business for the last 


| 34 years, part of which time he was Pacific Coast man- 


ager for the Herring-Hall-Marvin Safe Company, with 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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Precise -- The Sensational NEW, LOW PRICED Adding Machine! 


It’s the NEW /2eci4e Adding Machine 


When you see... and operate... the new Precise, chances are you will feel, 
as so many do, here's a popular-priced Adding Machine that is really practical. 

There is no claim that Precise is a revolutionary idea. But it does embody 
mechanical features never before found in a stylus-operated Adding Machine. 
In fact, features so ingenious and original that patents have recently been 
issued covering them. 

You will marvel at its operating efficiency .. . its simplicity and speed. Engi- 
neering skill makes Precise fully automatic, accurate and dependable. 

Let's emphasize that Precise is not designed as a competitor to higher priced 
Adding Machines . . . but, tests show it does have a very definite place in 
many varied types of business establishments and offices. 

No need fo tell you the possibilities for sales if Precise does the job... and 
it stands ready to prove to you that it does an outstanding job. 


Priced to retail, 
including Federal Tax ... . $21.50 


(Slightly higher west of Rockies) 


PATENTED 
No, 2,402,549 


A Few Quick Facts 
about /ecise 


It is a 7-Column Machine 
Precision-built 
Adds—Subtracts 

Magnified totals always visible 
Press handle to clear total 
Die-Cast case, two-tone tan finish 


Compact... 4!” wide, 4%” high, 
7" deep. 


Lightweight . . . less than 5 pounds 


PRECISE DEVELOPMENTS COMPANY 


1100 West Washington Blvd. - Chicago 7, Illinois - Telephone MONroe 6646 
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headquarters in San Francisco. He came to Los Angeles 
in 1929 to open his own business. 


Mr. Holman has been in business in Los Angeles | 
since 1913, coming from Winnipeg, Manitoba, where he | 
had been with the Library Bureau of Winnipeg for | 


four years. 


him to several factories. 
Holman will visit in Winnipeg, and 
Alberta. They plan also to stop for a little fishing at 
certain points. 
and partly by train. 

ok os * 

Rosalie Skolnick, daughter of Harry Skolnick, pro- 
prietor of the Alan Desk and Safe Company, 916 S. 
Main St., Los Angeles, is now acting as assistant at 
the store. 

oo i 

Bailey’s Stationery, 7959 Santa Monica Blvd., Los 
Angeles, is gradually adding smaller office furnishings 
to its other stocks. E. N. Bailey opened this store one 
and one-half years ago after returning from four 
years service in the Navy, a service that took him 
into the Mediterranean theater of war. Prior to going 
into the Navy Mr. Bailey had been 


Accompanied by his wife, Mr. Holman | 
plans to leave about June 1 on a trip which will take | 
On their return Mr. and Mrs. | 
in Lethbridge, | 


The trip will be made partly by plane | 





in the office | 


supply business for 16 years, serving most of this time | 


with the Savel Commercial Stationery Company, 1216 
Maple St., Los Angeles. 
* on co 
The Aldine Printing Company, 232 S. Spring St., will 
soon have one of the finest commercial printing plants 
in the city, a revamping program now in progress 
involving the installation of four presses and an ex- 


-penditure of $50,000. Harold Feinstein, proprietor, re- | 


ports that business is continuing good and that steel 
cabinets and other steel office equipment are coming 
in much better than formerly. The revamped plant 
will be ready for business in June. All old equipment 
is being replaced. 

* oa 

Fred Morein, manager of the stationery department 
for Fowler Brothers, 414 W. Sixth St., Los Angeles, has 
recovered from an operation that kept him away from 
the store for one month. 

Incidentally, Fowler Brothers, one of the oldest book 
stores and stationery establishments in the city, will 
have been in business 65 years later this year. 

————— 9 —-o 
AMA PUBLISHES OFFICES METHODS PAMPHLET 

“Streamlining Office Methods and Layouts” is the 
title of a new pamphlet in the American Management 
Association series, No. 114. The new release deals 
with office space administration, simplified office meth- 





ods, and reducing paper work and printed forms. Price | 
of the publication is $1.00 and it may be obtained from 
the American Management Association, 330 W. 42nd 


St., New York 18, N. Y. 
Articles featured are: “Common Sense in the Office,” 


by Joseph M. Robins, president of The Robert Com- | 


pany, Norwalk, Conn.; “Office Space Administration,” by 
Kenneth H. Ripnen, president and treasurer of Ken- 
neth H. Ripnen Company, Inc., New York, N. Y.; “Work 
Simplification to Overcome Personnel and Space Limi- 
tations,” by Joseph S. Covell, systems manager of In- 
ternational Resistance Company, Philadelphia, Pa., 
and “A Working Plan for Reducing Paper Work and 
Printed Forms,” by Barrett B. Klopper, office man- 
ager of the Standard Register Co., Dayton, Ohio. 
—--—__ 


DICTAPHONE MOVES COLUMBUS BRANCH 

The Dictaphone Corporation, which in January of 
1944 opened a direct factory branch at 51 N. High St., 
Columbus, Ohio, has transferred its operations to 5 E. 
Long St., W. T. MacCartney, branch manager, recently 
announced. 

Plans for increasing its stock of machines, acces- 
Sories and parts, as well as expanding the firm’s serv- 
ice department, were revealed by Manager MacCart- 
ney. 
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When you sell Cesco Visible Record Equipment 
you gain satisfied customerss and continuing 


sources of profit. Here are some of the reasons 
why it is so popular with both large and small 
users: 


» 
» 


SIMPLICITY—complete freedom from 
gadgety mechanisms and highly s~ecial 
supplies. 


SPEED — maximum visibility, legibility 
and ease of posting. There are no “up- 
hill” nor backhanded writing positions to 


slow the work. 


SECURITY—a misplaced or lost record 
leaves a conspicuous gap in the sequence 
of records. 


FLEXIBILITY—the same basic system 
fits all business needs. Expands or com- 
presses if, when, and as needed to meet 


> 


Now is a good time to concentrate on Visible 


changing conditions. 


Books, while all business is acutely record-mind- 
ed. There are a number of exclusive territories 
open for development by established dealers. 
Take the first step by writing for Catalog “G.” 


THE C.E. SHEPPARD CO. 


4407 Twenty-First St. Long Island City 1, N. Y. 
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LITTLE Quality Carbons 
and Ribbons build dealer 


PRESTIGE — guarantees a 
maximum service and satis- me 
n” 
faction to the user. ee 
cc 
ed 
Wy 
LITTLE Dealer protection ae 
. * *,? > > 
eliminates competitive ef- in 
fort. oS 
ene 
LITTLE Factory Coopera- ee 
At Se 


tion really helps the dealer 
to obtain a _ satisfactory 
share of the best customer 
requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


Write for details 
and samples. 


“QUALITY EXCLUSIVELY SINCE 1888”’’ 


oA 


ITTLE- 


* 
MANUFACTURERS INC. 
Factory, Rochester, N. Y. EY 
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NOVELTY GETS ’EM 


By C. M. Litteljohn 








Newness and novelty ever intrigues in the office sup- 
ply field—items such as the little typewriter accessory 
or business “time-saver” introduced winningly to office 
managers and steno-customers of the stationer. These 
gedgets are ever the “opening wedge” of the clever 
office-to-office salesman who takes a tall office build- 
ing daily in his stride. 

Customers are always marks or targets for worthy 
little items that not only save a moment of time but 
add a bit of color to the day. 

Whether for the drop-in trade of the commercial 
stationer or designed for sale by the outside salesman, 
it’s the new item that gets prime interest. 

Novelty-hungry, thirsting for the intriguingly new 
are the post-war people. Therefore, introduction of 
new lines is a “natural” for maximum interest in the 
stationery store or the office supply house as repre- 
sented by its outside salesman calling on office man- 
agers in the larger companies or the stenos and secre- 
taries in the smaller or professional offig¢es he visits. 

Since interest, without a doubt, is sure to mount in 
the months ahead, it will pay to put in worthy new 
lines, stock the best items, and place them to the 
fore ... way out in front in window displays and upon 
the counters, and aisle or island-tables forming part 
and parcel of the interior fixtures of the well-ap- 
pointed commercial stationery store. 

In such position they can make sales by the thou- 
sands and by themselves. Progressive retailers know 


that pent-up post-war lines will sell in heavy volume 


during the next few years ... that the demand will 
pyramid upwards, and there will be ever greater vol- 
ume to such worthy new lines. 

It’s new lines that keep the commercial stationery 
store humming—alive and alert. They give it an 
attractive air and a means of aggressive selling— 
quite different from the store in the doldrums, that 
is dull and dismal and suffering mightily from “lack 
of change.” 

The interest and the business of even old and valued 
customers cannot be held without forever keeping 
abreast of progress in the field—even to the smallest 
accessory or gadget that is a “sure-fire” means of 
kindling interest in the cold canvass throughout an 
office building. 

ee 


TYTELL IS KEY MAN IN TYPEWRITER TALK 


Martin Tytell, 123 Fulton St., New York, N. Y., is 
pointed out in a New York World Telegram recent 
article as a man who can take an ordinary typewriter 
and change it to write 140 languages and dialects. 
“There is probably no other shop in the world like his 
typographical menagerie,” states the New York writer. 

During the war Mr. Tytell made polygot typewriters 
which wrote 16 languages and were delivered by para- 
chute to resistance and underground fighters. 

“A girl came in and wanted male and female in- 
sects on her typewriter,” Mr. Tytell explained. “I 
thought she was ribbing me and said so. She gave me 
a cold stare and said put on the bugs, male and 
female. I discovered there are such things and put 
them on. She works for the Museum of Natural His- 
tory.” 

It is a common occurrence where the customer does 
not speak English, and Mr. Tytell does not speak the 
customer’s language. Such interviews are conducted 

| by pointing, sketching and searching through type 
| books. 

“A business like this must be a man’s hobby, other- 
wise he couldn’t take it,’ Mr. Tytell states. “I’m here 
until midnight three nights a week, filing type faces. 
| I spent my vacations each year visiting typewriter fac- 
tories. That’s recreation enough for me.” 


OFFICE APPLIANCES, May, 1947 

















OFFI 





l- 


1e- 


ll 
|- 


t= 
re 
es. 
ic- 


47 











Oxford 


PENDAFLEX* 
Steel 


UTILITY DESK 


A NEW PROFIT MAKER! Every office needs this unique 
two-in-one desk and 24” capacity Pendaflex filing unit. 
It’s more than a file with a working surface attached. 
It’s a new kind of desk that provides usable, active 
filing space instead of inactive, wasted drawer space. 


Clerical work and orderly arrangement of papers for 
quick selection or reference go together. They get 
together with utmost efficiency in the Utility Desk to 
save time and effort on all clerical work, filed papers, 
or for any desk work requiring constant, speedy ref- 
erence to filed material. 


And that’s no ordinary file, but PENDAFLEX, the 
original hanging folder file. 


Your customers are everywhere, and your profits im- 
mediate. Large offices will want them in quantities. 
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All shipments subject to strikes and embargoes. 





Any small business will find the Utility Desk a triple 
miracle: desk, file and typewriter-stand for the price 
of one! 


THIS IS “RIGHT NOW PROFIT” MERCHANDISE. Your 
order placed today will be shipped from merchandise 
we have in stock. You can sell actual merchandise, 
instead of delivery promises, and make an immediate 
profit on orders you place today. 


NATIONALLY ADVERTISED — Oxford ‘'Pendaflexers” and 
Utility Desks are now being advertised in “Nation's 
Business,"’ ‘United States News’ and “Purchasing” 
magazines. Inquiries and orders are coming in fast — 
these new Pendaflex steel equipment items are going 
to be the sales sensation of 1947! 


Or if you want the file alone — “OXFORD PENDAFLEXER” Here it is without the 
desk. Mounted on casters, it rolls anywhere. Sell it for desk-side use. lt keeps 
needed file information always at the finger tips, easily and quickly found in 
quick-reference Pendaflex filing folders. 


Packed in individual cartons — no troublesome assembly, ready for immediate use. 
Finished in Olive green only, available in letter and legal sizes. Place an or- 
der today for ‘‘Pendaflexers’’ and Utility Desks...for RIGHT NOW profits! 


OXFORD FILING SUPPLY CO., INC. 


125 South 8th Street 
St. Louis 2, Mo. 


340 Morgan Avenue 
Brooklyn 6, N. Y. 
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MARR Electric Model "E" 


In the field of 
Duplicating Machines 
and supplies 
MARR enjoys a prestige 
well earned by long 
and faithful service to 
American industry. 


As pioneers in this 
field, we have produced 
many of the outstanding 

improvements ... 

and are constantly de- 
veloping new refine- 
ments in both machines 
and supplies... 


MARR DUPLICATOR CO., Inc. 


53 Park Place, New York City, 7 
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CUSTOMERS LIKE NARCUS SALES METHODS 

One of the most widely known and successful sta- 
tionery stores in central Massachusetts is that of 
Narcus Brothers, Worcester, Mass. While a great deal 
of the customer respect and good will to the store 
arises through attentive service and regular, well- 
planned newspaper advertising, much can and should 
be said of the store’s well-rounded promotional policy 
in respect to co-ordinating merchandise. 

Worcester shoppers and the neighbors from adja- 
cent, out-of-town communities who regard Worcester 
as their main source of supply have come to rate Nar- 
cus Brothers high on their must visit list for several 
very important reasons. Among these is the fact that 








is "AT YOUR SERVICE" is a phrase we've 


| heard far too seldom during the past years. 








HOW SIMPLIFIED SELLING BUILDS NARCUS SALES.—Top Because we realize that the industry ap- 
picture shows stationery selections priced from 59c up, while 

desk sets are featured on the counter surfaces of these fix- | preciates all that the words imply, we're 
tures at the Narcus Brothers store in Worcester, Mass. Below, | Z 3 fs " 

a view of the well-lighted gift section, featuring such items | trying to give them more meaning with 
as billfolds, key cases, picture frames, albums, clocks, elec- | h ° th. Alth h 

tric shavers and brief bags, in addition to an extensive pen eacn passing month. ougn manpower 
and pencil line. Customers in for a pen purchage or repair and material shortages may continue to in- 
usually look over the array for an additional purchase. | c x é é 

this wide-awake concern has elected to build a follow- | terfere with our plans, Vail will remain 
ing for itself among both business and school folk and "SERVICE-CONSCIOUS." Rest assured 
the whole wide range of home lovers. Narcus Brothers ss a fi 

has, in a remarkably harmonized effort, effectively es- | that the Vail standard of quality will re- 
tablished itself as a center for those who seek fine | ; 4 
Stationery, office supplies, and equipment, presonal ess constant Sa, we feel keenly our obli- 
leather goods, greeting cards, and home accessories. | gation to provide our trade with the max- 


To appropriately segregate these specific classes of | . . . 
merchandise and yet maintain a whole store unity, | imum supply possible, under present condi- 
separate store entrances and settings have been ac- tions, of the highest quality paper fasten- 
corded to each of the general themes of stationery and 
gifts. A curve of united displays at the inner extrem- 
ity, however, invites a through flow of customer traffic 
from one section into the other. 

Simplified selling layout makes the selection of mer- | V A I L 
chandise extremely easy for the patrons and tends to 


build up the opportunities for multiple sales. Just in- | MANUFACTURING 


ing devices on the market. 


Side the stationery store entrance stands a fixture 
offering sectionalized displays of stationery, sorted ac- | COMPANY 
cording to quality and price in a range from $.59 up. 900 East 95th Street Chicago 19, Illinois 





Open boxes, tilted slightly backward at about eye- 
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Line Daters and Numberers, Die 

Plate Daters, Self-Inking Stamps, 

Time Stamps, Stamp Pads and Inks, 

Notary Seals, Stamp Racks, Stencils, 

Rubber Type Sets, Sign Markers, 

Brass and Fibre Checks, Corrugated 
Box Dies, Badges, etc. 


PLACE YOUR NAME ON OUR MAILING 
LIST FOR LATEST CATALOGUES. 


CONSOLIDATED STAMP Mec. CO., INC. 


MAIN OFFICE AND EXPORT DEPT. 
15 DEY STREET, NEW YORK 7, N. Y. 
FACTORIES IN 
SPRING VALLEY, N.Y. . NORWOOD,NJ. . CHICAGO, ILL. 
PHILADELPHIA, PA. - NEW YORK, WN. Y. 
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level, occupy the top shelves here to attract customer 
attention. This shelf area is recessed. The lower space, 


| at waist level, holds stock piles. A front counter sur- 


face extends out at this point to support complete desk 
pads and sets. Out-of-sight fluorescent lamps show 
up all displays clearly. 

Another impressive display area lies opposite this 
stationery fixture. It is a section that includes a new 
pen case and a large showing of personal leather 
goods. The gift angle is stressed here and suggested 
items are Eversharp, Waterman and Sheaffer pen and 


pencil sets and others in a range from $6.50 to around 
| $42.00. Gift items for boys and girls include pencil 
| sharpeners, dictionaries, flashlights, and photo albums. 


One interest-exciting display which attracts consid- 
erable attention is the paper home accessory group 
which may be personalized through printing. This in- 


| cludes napkins for luncheons or cocktails, coasters, 


match packages, poker chips, and stationery. 
Just between the stationery store and the gift center 


| at Narcus Brothers are exiciting floor pyramids of of- 


ferings from both shops. Colorful greeting card dis- 
plays start along the wall and lead folks right into the 
gift center. A double sales clincher in this respect is 
the full shelf stretch of gift and picture items form- 
ing an enticing panorama of display immediately 
above the greeting card fixtures. 

The Narcus Brothers gift center offers many varied 
open tables of merchandise in addition to a complete 
wall border of recessed merchandise niches graciously 
lighted by hidden fluorescent installations. To offer 
complete service, a wrapping section occupies the spot 
on the border between the stationery and gift areas. 
Shown here are 15 different types of wrapping with a 
beautiful range of ribbons to add to each package an 
additional note of individuality—ACS. 

RR I ae 
“HAVE YOU FORGOTTEN ANYTHING” CARD 
MAKES ADDITIONAL SALES 

A clever means of reminding office managers and 

office supply purchasers of the small items which they 


_ may have overlooked is a card inside the entrance to 


Stationer’s Corporation, Hollywood, Calif., which is 
lettered, “Have you forgotten anything?” 

Below this intriguing question are listed the items 
which the office uses most frequently, and which are 
most frequently forgotten by purchasers. Included 
are typewriter paper, carbon paper, index tags, loose 
leaf folder sheets, stamps, memo books, daily record 
forms, personal file, list finders, ink, pencils, paper 
clips, rubber bands, typewriter brushes and typewriter 
oil. 

While salespeople make every attempt to suggest the 
items which a customer needs in his business, the 
chances are that frequently some item will be over- 
looked—and every customer hates to make a return 
trip for one single item which he has forgotten to 
buy. The presence of the sign spotted where every 
customer sees it as he leaves the store has done away 
with this altogether for the Hollywood stationery store. 


—RAL 
ee 

NEW OFFICERS FOR MONROE CALCULATING 

Directors of the Monroe Calculating Machine Com- 
pany, Inc., recently elected William G. Zaenglein presi- 
dent to succeed E. F. Britten, Jr. Mr. Zaenglein will 
continue as president of the sales subsidiary, which 
bears the same name as the parent company. He has 
been with the company since 1921, when he started 
as a service man in the office in Rochester, N. Y. 

Hubert W. Ryan was promoted to the new post of 
executive vice-president and was elected a director. 
Andrew Anderson was made vice-president in charge 
of production, and Malcolm Monroe, secretary. 

Alfred B. Connable, Jr., was elected chairman of the 
executive committee of the board and H. P. Connable 
was elected to succeed his father, A. B. Connable, who 
resigned after 35 years on the board to devote his 
time to other interests. 
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The BROWNE-MORSE z 
Glider File 


MES LITIYIY AL) performer 





\\ 


outstanding features 
greater durability 
increased F. Q. 


What's the F. Q. (filing quotient) of your filing 
operation? It can be measured by the efficiency, 
accuracy and capacity of your filing clerks. It's an 
important part of your business and a measurable 
cost of your business operation. 

Browne-Morse Glider Files help to increase the 
F. Q. of your filing department. Only a 5% ounce 
pull is required to open the drawer of a Browne- 
Morse Glider File. This factor alone greatly reduces the fatigue factor in 
filing . . . permits your filing clerks to file more accurately . . . increases 
their capacity. This plus the many other outstanding features of a 
Browne-Morse Glider File cuts this measurable cost of your business 
operation. The smooth performance, durability and dependability of 
Browne-Morse Glider Files make them the best designed, best engi- 
neered and biggest value on the market today. Check the features below: 


The extension arms on Browne-Morse files carry a fully loaded drawer swiftly, silently 
and easily on six case-hardened steel balls strategically fitted into the extension arms 


Key to BROWNE-MORSE with engineered ball running ratios. No lubrication required. 


* Je * Bearing Type Raceways. The contour of the balls exactly fits the contour of the 
gliding action raceways of the extension arm. This scientific bearing feature eliminates the possibility 
of excessive wear... prevents the drawer from sticking or jamming. 


Just a slight movement 
of the handle up or 
down releases the 
drawer catch. No j; 
buttons or lever: 
pinching, no cl 
oko G Lob +B Behe Mm o) do) [-Teit Coder 
The new hardware i: 

The extension arm supports the beautifully designed 

drawer every inch of the way ‘ with aluminum satin 

whether the drawer is fully finish 

opened or at any point during 

its inward or outward travel 

Drawer is supported at the bot 

tom corner, the point of greatest 

rigidity on the entire drawer 


Re He 
os “2 See 


Patented channels and extension 
slides permit the installation of 
inserts in all openings by any- 
one without the use of tools. 
Automatic locks may also be in- 
stalled in the field. 


; Ci ica’ i Write for the com- 
Architects of Efficiency for America’s Office sat eam Balen 
on the Browne-Morse 

Glider File. Learn 

ow you can in- 


MUSKEGON R rowne- bi OP'S EC MICHIGAN crore lth sling avs 


your filing operation. 


2 MANUFACTURERS OF STEEL OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 38 YEARS 
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Plan and Prepare NOW! 








The 39th 


NEW YORK 


NATIONAL 
BUSINESS 
SHOW 


America’s Efficiency Exposition 
Since 1904 








GRAND CENTRAL PALACE, NEW YORK 
SEPT. 29 TO OCT. 4, 1947 


To qualified firms and organizations desiring to participate in this National 
Business Show, a cordial invitation is extended to send for full particulars 


NATIONAL BUSINESS SHOW COMPANY, 30 Vesey St., New York 7, N. Y. 


Frank E. Tupper, President Telephone CO 7-1392 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





Rolston’s Pen Shop, 1615 Westlake Ave., Seattle, 
Wash,. has installed a new sign in the form of a huge 
replica of a fountain pen with the point turned to the 
store entrance. The pen is brightly outlined in neon 
lighting. 

a * * 

A successful autograph party was recently staged 
by the J. K. Gill Company at 5th and Stark Sts., Port- 
land, Ore. Robert Ormond Case, Portland writer, was 
secured by the large stationery and book house to 
autograph his new book, “The Empire Builders.” 

* * a 

Finding an extensive market for the new ball-point 

fountain pens in Seattle, the Foster Pen Shop of 1410 


Fourth Ave., flew in a large quantity recently by air 


express. 
en ae 


The Baker Co., Inc., office equipment house at 214 


Blanchard St., Seattle, recently joined the Seattle 
Chamber of Commerce. Both A. W. Peterson, general 
manager, and L. W. May, office manager of the cor- 
poration, were proposed by Fred C. Becker. 

ok oa os 


Offering $50,000 worth of office machines, type- 
writers and other supplies to vets of World War II, the 


War Assets Administration held a big April sale at | 


the naval supply depot on Seattle’s waterfront. Cash 
registers, calculating machines, time stamps, adding 
machines, copyholders, and other business office equip- 
ment was sold. 


* * * 


Thomas M. Pelly, president of Lowman & Hanford 


Company, Seattle, has been elected to the board of 
trustees of the Seattle Chamber of Commerce for the 
term expiring in 1948. He also has been appointed 
one of a special three-man committee of the Com- 
munity Chest and Council of Seattle, Wash., and King 
County. 
* * ok 
Eddie Vine, well-known pen and card shop proprietor 
and angler of Seattle, has been named as chairman for 
the new hobby course in salt water fishing at Seattle’s 
YMCA. He and his competent committee of veteran 
fishermen, who have long taken the big salmon from 
Puget Sound, will give the instruction to the adults 
enrolled in this special hobby class. 
* * * 
Ernest B. Rolston, owner of the Rolston Pen Shops 
located in strategic downtown spots of Seattle, Wash., 


has recently been chosen a member of the Seattle | 


Chamber of Commerce. 
* * * 
Sprague’s book and gift shop at 4708 California 
Ave., West Seattle, Wash., has recently expanded with 








a large office supply and commercial stationery de- | 


partment. 
» + ca 


Carl K. Wilson and John N. Wilson, partners in the 
Carl K. Wilson Company stationers and book sellers 
of the Republic Building, Seattle, Wash., have been 
elected to membership in the Seattle Chamber of 
Commerce. 

Ok * * 

Visiting dealers in office furniture throughout the 
Pacific Northwest region is Herman Matin, sales rep- 
resentative for the Royal Metal Manufacturing Com- 
pany, Chicago, manufacturers of Royalchrome furni- 
ture, steel folding chairs and industrial seating. Mak- 
ing his headquarters at 1921 Lakeview Boulevard, 
Seattle 2, Wash., he covers the states of Oregon, Wash- 
ington, Idaho and Montana. Although coming to the 
Pacific Northwest after three years in the U. S. Army, 
he has had more than ten years service with Royal 


Metal, having held administrative and sales promo- 


OFFICE APPLIANCES, May, 1947 





i Go Ogethe,f 


and good separately too! 


The Exclusive MERCURY feature of “Removable Head" 
eliminates jamming. Channel completely open from front 

to rear for removal of defective staples or foreign sub- 
stances. Instantly converted to tacker by flip of fingers. 
Three way anvil for stapling, pinning and temporary 
stapling. Heavy duty construction for longevity. Loads 

full strip of 210 MERCURY or similar standard staples. 

For best results recommend high quality, high luster, pre- 
cision made and carefully inspected MERCURY Staples. 
Packed 5,000 per box, 2/0 staples per strip. 


CONSOLIDATED WIRE PRODUCTS CO. 


145 SPRING STREET . NEW YORK 12, N. Y. 
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+ ~ # 
America S Outstanding 


CASH BOXES 





No. 923 


Size 1144 x 6 x 4% 











Hammered SILVER-GRAY Finish 





From coast to coast hundreds of dealers are now 
featuring these cash boxes in window and store 
displays—in newspaper advertising. The beauty 
and the structural superiorities have instant ap- 
peal to your customers. Display them—you'll be 
reordering quickly! 


If you have not already experienced the profit 
possibilities of this line, write us at once for price 
list and full details. 


3a \ba-@-Vaer-¥, mere). -y-N, Bf 
2415 West 19th Street CHICAGO 


: *@r Th trade-mark is @ symbol of top quality and 


expert craftsmanship in metal. 












210 


| 


tion positions in the executive offices of the company. 
* * * 

The Portland, Ore., office of the Dictaphone Cor- 
poration has been designated as a district office 
covering the southern Washington region as well as 
Oregon. Harold Parkerson, present branch manager, 
has been appointed district office manager of the com- 
pany, effective with the turn of May. New offices for 
the district headquarters will be located at 209 South- 
west Ninth Ave.. where, besides additional space, there 


| will be a doubling in size of the staff. 


* * * 


Commander August Dvorak, USN, college professor 
and inventor of the speedy Dvorak keyboard for the 
typewriter, is winding up his last few months of war 
service and attachment to the Navy by devoting at- 
tention to artificial hands and better appliances for 
men who have lost their hands in battle. Commander 
Dvorak, whose Dvorak simplified typewriter keyboard 
through rearrangement of the letters has reduced 


| typing instruction time in high schools as much as 





two-thirds, beside permitting the winning of speed 
championships, has been an earnest student of finger 
manipulations. Before the war he was on the faculty 
of the University of Washineton at Seattle, Wash.. 
where he furthered simplified fingering of the business 
machine and engaged in work of the college of educa- 
tion. Now he. with a crew of highlv skilled svecialists 
under his surervision. is developing a man-made 
hand that will be much more than just a hook, the 
disfiguring equipment now used by veterans returned 
from battlefronts. 

After spending some leave recently with his family 
in Seattle, Dr. Dvorak returned in uniform to the 
University of California at Los Angeles, where he is 
continuing his research in the use of artificial limbs. 
He is on lend-lease officially from the Navy to the 
Veterans’ Administration and the Army as well. the 
organizations which are sponsoring his noted research 
in better manipulation through new artificial hands. 

Inasmuch as his terminal leave has now started, he 


| expects that the study on which he is currently en- 
| gaged will wind uv about the end of June. Towards 
| the close of the war he was credited with another 
| achievement—the design of a “one-handed typewriter”, 
| an instrument which he invented and carried through 


for Robert C. Allen, the nationallv-famous newsnaper 
man who gave his arm to the cause in the recent war 
and who types on the special machine which Com- 


| mander Dvorak invented for a single hand. 


ec 


ARNOTT WILL MANAGE OFFICE SUPPLY FIRM 
Clark Arnott, secretary of the Redwood Falls, Minn., 


| utility company and assistant to the city clerk since 


September 1, has resigned, effective April 15, when 
he became manager of the Clark Office Supply Com- 


| pany, Redwood Falls branch of the newly-organized 


Office Supplies, Inc. 
Office Supplies, Inc., was formed recently with the 


incorporation of the Clark Office Supply Company 
and the Wilmar Office Supply Company. Kenneth 


| Clark is president and treasurer of the corporation. 


2 —e— 


ROY A. THAYER RECEIVES APPOINTMENT 
Roy A. Thayer, former secretary-treasurer of the 


| Security Steel Equipment Corporation, has been ap- 


pointed state supervisor of business education for 
private business schools in New York State. He now is 
proprietor of the Kelley Business Institute in Niagara 
Falls, N. Y.—GET 
2 

LANDERS OPENS FIRM IN SHEFFIELD, ALA. 

The Landers Office Supply Company was recently 
opened by Floyd Landers at 303 Raleigh Ave., Sheffield, 
Ala., in the Mussel Shoals district. The firm carries a 
complete line of office supplies and fixtures and offers 
a delivery service, something new for smaller cities in 
that section—RRV. 
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Each Office TAILORED TO FIT 


The Individual Business 


Yes, Leopold dealers are completely equipped to plan your entire office in every detail. 
They have the experience and training to suggest just the design and arrangement that 
will give each office beauty, comfort, convenience and efficiency. Leopold designers and 
craftsmen are planning ahead, too . . . developing new techniques of construction, per- 


fecting new, exclusive designs and planning new methods of production. 


Leopold desks are outstanding because of their unusual comfort and greater utility . . . 
rounded, protective corners, clear mirror grain finishes, adjustable to either 29 or 30” 
height, especially made to make floor cleaning easy. Leopold desks are designed for 


consumer convenience. They radiate a spirit of welcome to the office visitor. 





—Jhe —feonotd 





Leopold is continuing its policy of handcrafting fine 


woods into articles of beauty and utility. These days we 


cannot guarantee immediate shipment, but we continue 


C 0 4 P A hs Y to maintain our standards of craftsmanship and quality. 


This has been our policy since 1876. 


BURLINGTON 1 OWA 
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PeriLkE FURNITURE 
("omfort 







No. 3000—Executive Seat 23" x 
21"; Height 3141/2"; No-Sag Spring 
Seat and Back; Reversible Spring 
Filled Cushion. 





No. 1000-A—Arm Chair Seat 
18/." x 17"; Seat 3" thick; Back 
9" high x 14'/." wide; Height of 
Back Over Seat 15"; No-Sag 
Spring Seat—Padded Back. 


2 9, We have been serving the entire 


OF DISTINCTION 
Quality 


Available for 
Prompt Delivery! 


“Beauty 


West with phenomenal success 
f —Now are ready to satisfy the 


entire country. 
No. 66-WPH—Gharles of London 


Chair; Outside Arm to Outside 
Arm 36"; Height of Back 3534"; 
Webb and Coil Spring Seat and 
Back; Reversible Spring Filled 
Cushion 


Sold Exclusively 
Through 


Authorized Dealers 


CHROME—triple plated, mirror finish. 
FRAMES—selected dried hardwood, with double- 


doweled construction, specially reenforced in the 


important spots. 


UPHOLSTERING includes selected moss filling, 
padded with highest quality cotton felt. Extra- 
heavily padded arms. 


COVERS in assorted colors: red, blue, eggshell, 
green, tan, brown, with fabrics such as Nauga- 


hyde mfd. by U. S. Rubber Co. 





No. 2000-S—Straight Chair; Seat 
18!/." x 1534"; Back 12" high x 
13!/." wide; Height of Back Over 
Seat 15"; No Sag Spring Seat— 
Padded Back. 


DESIGN—the best of modern styling. All uphol- 
stered models smoothly tailored with welt trim. 


Franchises Now Open 


£ (). MANUFACTURING CO. 


480 BROADWAY 


212 


ST. PAUL, MINN. 
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FRANCIS B. IRWIN 

Francis B. Irwin, chairman of the James Hogan 
Company, Ltd., a stationery firm of Philadelphia, Pa., 
died March 24 at his home in suburban Lansdowne. 
He was 73 years old. 

Mr. Irwin started as an office boy with the James 
Hogan Company, Ltd., when he was 15 years old and 
worked himself up to the chairmanship. 

An active member of the Philadelphia Stationers 
Association for many years, Mr. Irwin was second sec- 
retary of the group and served in that office for a long 
tenure. He was past president of the Association and 
was nominated for president of the national Associa- 
tion but refused the nomination. He also served as 
regional governor of the NSA. 

The decedent was a Past Master of the Masons and 
a former member of the Union League and the Vet- 
erans Corps of the First Regiment. 

bo + 
E. J. CHARLES HICK 

Death came March 31 to E. J. Charles Hick, 48, of 
1603 Linwood Ave., Kansas City, Mo., following a heart 
attack suffered in a room at the Hotel Phillips in 
Kansas City while he was attending sessions of the 
National Stationers Association regional convention. 

Mr. Hick had been employed by the Art Metal Con- 
struction Company, Jamestown, N. Y., for many years. 
The last six years of his life were in the capacity of 
district manager, with headquarters in Kansas City, 
Mo. 

Surviving are the widow, Mrs. Marguerite Hick; 
a son, Charles Hick, Jr.; and his mother, Mrs. Anna 
Hick, all of the home. 

- - -- 
BENJAMIN W. BASSFORD, JR. 


Branch manager of the accounting machine division 
of Remington Rand, Inc., in Buffalo, N. Y., Benjamin 





W. Bassford, Jr., 50, died at his home April 5. He | 
suffered a heart attack a few weeks ago while on a 


trip to Warren, Pa. 


Mr. Bassford, who was born in Baltimore, was 


employed by Remington Rand for more than 30 
years. He came to Buffalo as branch manager 18 years 
ago. He was a member of the Buffalo Athletic Club, 
the Brookfield County Club and the American Legion. 


Surviving are his widow, a daughter and his mother. | 


—GET. 
+ } *} 
FRANK W. McGRINLEY 


Frank W. McGrinley, 70, former manager of the | 
wholesale department of Scrantom’s Book & Stationery | 


Store, Rochester, N. Y., died March 31. He joined | 
Scrantom’s staff in 1907 and for many years was a| ; 


buyer for the company’s wholesale department before | 
becoming department manager. Illness forced him to | 


retire two years ago.—GET. 


— 
WILLIAM T. GRAVES 


William T. Graves, 72, employed for 42 years by the | 


Rochester Ribbon and Carbon Company, Rochester, 


N. Y., died of a heart attack April 15 at the plant. His | 


wife and two sisters survive—GET. 


ey 
MRS. ROSE STUPP BUEHLER 


Death came to Mrs. Rose Stupp Buehler, 75, widow | 


of Carl Buehler, former president of Victor Adding | 
Machine Company, April 15, in Michael Reese Hospital, 
Chicago. 


Her son, Albert C. Buehler, is now president of the | 


company. 


Mrs. Buehler had lived in the Edgewater Beach Ho- | 


tel, Chicago, for 15 years. 
Civic bequests by Mrs. Buehler included the giving | 
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your business 
with Berkshire 


Eaton’s Berkshire Typewriter 
Paper line includes a fine paper 
for every office use! Carry a 
complete selection, take care of 
every demand, watch customers 
come back for more! 


¢hTON RS 


*ryPewRITER* 
* PAPERS 


.) y 
“Rxsni* 


EATON PAPER CORPORATION 


Pittsfield, Massachusetts 


o 


Fine papers for business and social use 
































The” OFFICIAL” 


PaTEnmTte£o 


OF DIES BOCK K ET SEAL 


15,"-134"-2 
DIAMETERS gs 
“ae ‘ 


FOR SALE BY LEADING STATIONERY AND 
MARKING DEVICE JOBBERS EVERYWHERE 


MEYER & WENTHE, INC. 


30 SOUTH JEFFERSON ST. + CHICAGO 6 
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e § O,iginal 
NORTA 


Plastic 
TYPE CLEANER 


ON DISPLAY! 


On counters of leading stationers 
from coast to coast, this attractive 
NORTA display container occupies 
a prominent place. 



















Its remarkable qualities make 
NORTA the ideal cleaner because 
it does a remarkable job in a jiffy. 
No dirty, inky hands, no soiled 
clothing, no scrubbing or rubbing. 

NORTA supplies the demand for 
a clean, efficient cleaner for type- 


writer type, stamps, “ete. 


ORDER TODAY 
REORDER TOMORROW 


NORTA 
DISTRIBUTING 
Co. 


1123 Broadway 
New York 10, N. Y. 








SELLS ON SIGHT 


You'll find your customers just can't leave it alone! 
| That's why we're so often told that the Lightning “sells 
itself.” This Desk Model Portable adds and subtracts os 


to take constant use, 
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of the Uhlrich Orphan home its present site at 3730 
N. California. She also donated the land for St. Paul’s 
House, 3800 N. California. 

Surviving are four sons, Albert C., Christian, Her- 
man, and Robert; and a sister, Mrs. Emeline Siebel. 
+ 
NATE RUBENSTEIN 
Nate Rubenstein, in the office machine field for the 
past 30 years, died March 23 after a long illness. Mr. 
Rubenstein had resided in Philadelphia, Pa., for the 
past ten years and represented the Addressing Ma- 
chine & Equipment Company, New York, N. Y., in 

Philadelphia. 
Surviving are the widow and a ten-year-old son. 


- - + 
ROBERT ENDERS LINN 

Robert Enders Linn, 61, manager of the Office Fur- 
niture department of S. C. Toof & Company, Memphis, 
Tenn., died at his home on April 3, following an illness 
of three weeks’ duration. He had been associated with 
the printing and office supply firm for 35 years. He 
was active in church and lodge affairs.—PJP. 


+ - - 
MAX E. SABLE 
Max E. Sable, president of Sable’s, Inc., complete 
office outfitters at 322 W. Lafayette Blvd., Detroit, 
Mich., died March 21 at the age of 63. 
The decedent had been in the office equipment 
business since 1915. Surviving are his widow and a 


brother. 
+ - | 
LORETTA BLAZIER GIBBONS 

Loretta Blazier, widow of the late Samuel F. Gib- 
bons, died on April 6 at the age of 93. She was the 
mother of Archer Gibbons of A. Gibbons & Company, 
Newark, N. J., and of H. Ralston Gibbons. Funeral 
services were held at Orange, N. J., on April 9. 

—————e— 0 
LETTER WRITING WEEK SET OCTOBER 12-18 

Ten years ago the leading stationery manufacturers 
of the country organized and sponsored National Letter 
Writing Week for the purpose of reminding the mil- 
lions of Americans who can read and write that letter- 
writing should be a daily habit, and that the avail- 
ability of correspondence papers and excellent postal 
facilities make such a habit easy to acquire. During 
each succeeding year, Stationery dealers from coast 
to coast have been encouraged to display stationery 
in October and to promote its widespread sale for 
the purpose of impressing upon all consumers the 
variety and value of writing papers as gift items, and 
for their personal and habitual use. 

The tenth annual National Letter Writing Week will 
be observed October 12 to 18. Successful promotional 
projects developed in previous years will be repeated, 
and new ones are being devised to make this 1947 event 
the most effective ever observed, and the most bene- 
ficial to the industry and the retailers it serves. 

One hundred thousand new posters shortly will be 
sent to sponsoring manufacturers, who will distribute 
them for use during National Letter Writing Week. 
They are strong posters, in three colors, illustrating the 
theme, “Letters Are Links to Friendship.” The posters 
must be displayed in windows entered in the nation- 
wide window display contest sponsored concurrently 
with National Letter Writing Week. The contest, open 
to four groups of retail outlets so that they can com- 
pete within their own classification, is in itself an im- 
portant stimulant to correspondence paper sales. De- 
tails of the contest are printed on announcement 
sheets which manufacturers will provide for retailers 

Through these approaches alone, a large proportion 
of the public will see, during or in advance of the pro- 
motional event, reminders of letter-writing, the rea- 
sons for keeping up correspondence and its effects 
upon the maintenance of friendships, plus the effect 
of creating personal satisfaction through sending and 
receiving personal letters. 
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PENNANT-WINNING TEAM -—Swingline’s 
the perfect stapling team for office, factory, school, 
home, studio, laboratory, drafting room, shop. 


POWERFUL LINE-UP -— Strong, big-space 
ads one after the other in The Saturday Evening Post, 
Collier’s, Time, Newsweek, Purchasing, New York 
Times Magazine. 


STAR PITCHERS-—Complete Swingline pro- 
motion plan helps you pitch in with sales-building 
ideas. You get displays, mats, leaflets, ideas galore 
to help you sell. 


FAN APPEAL—o07/) Swingline gives your cus- 
tomers these features that make sales: 

Swingline Staplers with the famous open channel for 
easier, faster loading, easier operation. Chromium 
body protects the channel against grit and dust... 
insures smooth flow of staples, clog-free, speedy per- 
formance. Swingline Staples, the only 100% round- 
wire staples, pre-tested for hardness, tensile strength 
to insure greater, easier penetration, prevent buckling. 


BIG GATE RECEIPTS-— Stock Swingline, pro- 


mote Swingline, for extra volume, extra profit! 


THE ONLY 100% “a Kfg = THE ONLY 
ROUND-WIRE STAPLES ae ea “OPEN CHANNEL” STAPLER 


SPEED PRODUCTS COMPANY, INC., sf LONG ISLAND CITY 1, NEW YORK 
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GENUINE 


Oak Desk 


with 


Chair to Match 


FOR HOME OR OFFICE 
Tudor or Light Oak Finish 


Attractively designed, nicely finished and 
well machined throughout. 





Delivery—10 days to 2 weeks 
No. 1305 CHAIR 
Width 181%”, Depth 16”, Height 3414” 





No. 1300 DESK 
Top 22” x 48”, Height 30” 


MICHIGAN DESK COMPANY 


MANUFACTURERS 
GRAND RAPIDS 1, MICHIGAN 
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NOVEL ADVERTISING IDEA 





By William Henry Morrison 





UCCESSFUL OFFICE EQUIPMENT dealers have | 


found that it pays to advertise to their public— 
their customers—because advertising produces busi- 
ness. As a result, these successful retailers make 
liberal use of newspapers, the radio and direct mail 
literature to promote sales. But in Toledo, Ohio, there 
is a most successful office equipment firm that has 
put a new twist to this whole advertising proposition 
by advertising to the manufacturers and suppliers of 
the merchandise that this firm sells. Naturally Erik- 
sen’s, Inc., which is the name of this firm, doesn’t 
sell a thing to the manufacturers and suppliers. On 
the contrary Eriksen’s, Inc., buys from these people. 
“If it is important for a retailer in the office supply 
field to advertise to the public in order to keep his 
name before the public who buys his wares, why isn’t 
it just as important for an office equipment firm to 
advertise to the manufacturer and supplier of the 
merchandise he sells, and so keep his name before 
those suppliers?,” says Ed Eriksen of the firm of 
Eriksen’s, Inc. 


Pays Out for Eriksen’s, Inc. 


That is really the $64.00 question which no one has 
been able to answer so far. Until somebody can show 
Ed Eriksen why he is wrong, he is going right ahead 
full blast to keep the name of Eriksen’s, Inc., before 
all of the manufacturers and suppliers with which 
his firm does business. 

This firm publicizes by means of purchase orders, 
postal cards, letters, phone calls and telegrams. Natur- 
ally when the firm sends in a purchase order, the 
name of Eriksen’s, Inc., comes before the manufac- 
turer. But this firm doesn’t let it go at that. After 
the purchase order is sent in, a postal card is written 
calling attention to the order that has been sent in 
and expressing the hope that the goods will be. avail- 
able without too much delay. 

If the goods do not come through in a reasonable 
length of time then this firm writes a friendly little 
letter, calling attention to the purchase order that 
was sent in, and indicating a desire to obtain the 
goods ordered because the firm’s customers like that 
particular brand of merchandise so well. If there is 
still no response from the manufacturer or supplier, 
a phone call is made which results in a friendly little 
chat and an inquiry about the goods. As a last follow- 
up, the firm sends a telegram of inquiry. When this 
lengthy follow-up to a purchase order has been gone 
through, two things have happened. In the first place 
the manufacturer or supplier knows full well that 
Eriksen’s, Inc., are on the job and interested in get- 
ting the goods that were ordered. The supplier knows 
that Eriksen’s, Inc., have customers who just won’t 
take any other kind of merchandise than that on 
order. In the second place, the supplier is well aware 
of this firm and must know its name forward and 
backward. 


Publicity Doesn’t End Here 


When the goods have been received, Eriksen’s, Inc., | 
do not let the matter rest until more goods are needed. | 
A friendly letter goes out promptly after arrival of | 
the goods, and saying something like this, “this is a | 


different sort of letter than many of ours and different 
from many that you receive. This letter is not asking 
you for more merchandise but it is written solely to 
tell you how well pleased we were to receive your order, 
which arrived in perfect condition and completely 
correct. We thank you for your prompt service in 
Supplying with us merchandise that our customers 
want and need.” 

When a letter like that comes in to a manufacturer’s 
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ANOTHER GOOD NUMBER | 







LEADER AMONG 
POPULAR-PRICED 
NUMBERING 
MACHINES 


Over a million in use in all parts 
of the world! Accurate, reliable, 
easy to handle. 3 movements: 
consecutive, duplicate, and repeat. 
Triplicate and quadruplicate may 
be substituted for duplicate at no 
extra charge. Choice of 4 styles 
of figures. Unconditionally guar- 
anteed. Roberts No. 49 is THE 
number to feature as a popular 
machine at a popular price! 


IMMEDIATE DELIVERIES 


Western ASSOCIATED STATIONERS SUPPLY CO. 
Distributor 229 S. Jefferson St., Chicago 6, IIl. 


ROBERTS'NUMBERING MACHINE CO. 


706 JAMAICA AVENUE BROOKLYN 8, NEW YORK 


























CLAR-0-TYPE CONTAINS || 
The Right Combination | 


Clarotype is a combination of active ingredients 
that clean typewriter type instantly, thoroughly, 
economically. It is non-inflammable. A national 
leader for 27 years. More than 4500 progressive 
dealers sell Clarotype profitably. Write for liberal 
discounts. Imprinted advertising supplied free. 
Order Clarotype from your jobber or direct from 














The Clarotype Company, Inc., 261 F Broadway, New York 7 
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FLUORESCENT AT ITS BEST! 
“ADJUSTA-LITE” CLAMP-ON 








No. 1201 Single 18” tube 
Patented flexible arm, 
adjustable height. 
Finished in Morocco 
Brown, Baked Old Eng- 
lish and Desk Grey. 


All Metal 
“ADJUSTA-LITE” offers patented flex- 
ible arm features that are exclusive with 
Van Dyke. Positive position at any de- 


sired height. 


INQUIRIES INVITED—PROMPT DELIVERY 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 





























Cabinets—Wardrobes—Counter high cabinets 
—Combination Cabinets—Wardrobe and Stor- 
age Cabinets. 


Specialty items for office and industry. 


KEYSTONE STEEL EQuipMeENT Co. 


2608-28 SO. FRONT ST. - PHILA. 48, PA. | 
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| or supplier’s office, he just naturally looks twice at the 
name of the firm that sent it. That name sticks in 
his business memory. On the average, this firm con- 
tacts manufacturers and suppliers once a week in 
the case of the principal suppliers and once a month 
in the case of firms from whom it buys only occa- 
sionally. If there is no valid reason to write to a 
supplier, a friendly letter will go out teling the sup- 
plier how well his merchandise sells and asking that 
Eriksen’s, Inc., be kept posted whenever new items 
make their appearance. It is surprising how many 
things can be thought of to form the basis for a letter 
| that will serve to keep the name of Eriksen’s, Inc., 
before its suppliers. 
This is regular, month-in and month-out, year-in 
| and year-out advertising. From time to time some- 
thing special is done that really makes an impression. 
Such a thing was recenty done when Eriksen’s, Inc., 
moved from its old former location to larger and much 
better location at 323-27 Erie St. When this new and 
' modern store had been completely put in shape, a 
| series of five photographs were taken—three interior 
views and two exterior views. Fifty or more complete 
sets of these photographs were made, a set being sent 
to each of the principal suppliers together with a 
friendly letter telling that the firm had moved to 
better and larger quarters, and that, because of the 
move it would have vital need of materially-increased 
supplies of merchandise. To more than 300 suppliers, 
from whom the firm buys less or only occasionally, 
| such a form letter was sent without the photographs. 


The Merchandise Comes In 


What happened? Merchandise began to come in 
in bigger quantities than it had for many a moon. 
Manufacturers were quick to see that a firm so alive 
and enterprising as Eriksen’s, Inc., deserved to have all 
the goods that were possible to ship their way. The 
result was that the larger quarters were stocked with 
more merchandise in greater variety than was true of 
many a larger store. 

With more merchandise and a much better assort- 
ment than before, Eriksen’s, Inc., was able to profit 
in advertising the business to its customers. And what 
a ledger story the results told. 

The firm moved into the new store on June 15, 1946, 
ready to open for business. Taking a balance sheet 
as of June 30 of 1946, 15 days after the firm moved, 
it was revealed that business was 20 per cent better 
than it was for the previous year, ending on June 30, 
1945. But the firm had already sent out the photo- 
graphs of its new place of business and written letters 
telling its suppliers that more merchandise was needed 
to make the new location look right. The merchandise 
came as has been said. Taking another balance at the 
end of December, 1946, showed that the firm had 
finished the year 1946 with a gross business of better 
| than. 50 per cent more than it had done in 1945. In 
| short, advertising to the manufacturer and the sup- 
| plier had not only kept the name of this firm before 

its suppliers but had also brought in enough merchan- 
| dise to enable the firm to increase its business by more 

than 50 per cent over the previous year. 

“We definitely believe in advertising to the manu- 
facturers and suppliers who serve us with the goods 
we sell. After all, unless they furnish us with their 
merchandise, we cannot hope to satisfy the needs of 
our customers. Advertising pays, both advertising to 
the customer who buys from you and also advertising 
to the supplier who furnishes what you sell,” says Ed 
Eriksen, in closing his argument that the manufacturer 
and suvplier is just as important as the customer. 

; oui 

OREGON TRAIL TRAVELERS ISSUE NEW ROSTER 

The new 1946-47 roster of the Oregon Trail Travelers 
Club has just been issued. Copies may be obtained 
by addressing the secretary, F. C. (Chet) Williams, 
Box 1888, Seattle 1, Wash. 
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When "CHAIRS by HIGH POINT" is 
specified on the bid, chair buyers and 
users know they are assured of years of 
satisfactory chair performance. They 
have learned HIGH POINT Chairs can 
really stand up under the gruelling 
strain of every day use. They say 
"when you can get so much chair value 
from HIGH POINT, why should we buy 


elsewhere." 


This sterling record of performance 
is the direct result of the "know how" 
we have acquired through our more 
than forty years of chair making. The 
styling, durability, comfort and good 
appearance is a direct result. 


The dealer who specifies "CHAIRS 
by HIGH POINT" is certain his cus- 
tomers will get excellent chair value and 
performance and a mighty fine profit 
for himself. 


HIGH POINT BENDING & CHAIR CO. 


SILER CITY, NORTH CAROLINA 
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YPLICATOR LIKE IT. 
a use| Prints on Anything! 





STENCIL DUPLICATOR 


MANUFACTURED ONLY BY THE MULTISTAMP CO., INC. NORFOLK, VIRGINIA 





Does printing, marking, labeling, ad- 
dressing jobs that no other duplicator 
can do! Prints anywhere, on practically 
any surface. No type to set—just type, 
write or draw on stencil, snap it on, and 
print! Every MULTISTAMP Outfit is guar- 
anteed five years. 


No. 3 MULTISTAMP OUTFIT. 


Prints up to postcard size— 
as many as 19 lines of type 
5%" wide. 40 to 60 clean, 


sharp copies per minute. 
F.O.B. Factory 


Complete Outfit 


How TO USE THe 


ULTISTAM 


RES US Bat OFFICE 


Established 1921 


ocket-ly pe 
Ths #3 Kon LD on 
D yperedlor PB. 
SHIPPING TAGS 
LABELS 
POST CARDS 
oars: Sn AV SO) \ he 
call BOXES 


profitable LETTERS 


Dealer Plan 


- OFFICE FORMS 


Other MULTISTAMP outfits from 
$7.50 to $82.50. Write for illustrated folder. 


Reg. U. S. Pot Off. 








Dozens of other uses! 
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NEW PUNCH FOR ADS 


By James Clyde Porter 








ADIO ADVERTISING is used successfully by many 
office supply firms to further their business. But 
it has remained for Clyde S. Holt Company, 313 Adams 


St., Fairmont, W. Va., to put a new punch into this | 


kind of advertising as applied to typewriters. This 
firm, owned and operated by F. L. 


Charles Jenkins as manager, regularly uses the locally- 


Forrest, with | 


owned radio station for advertising various lines car- | 


ried by the firm, among them typewriters. This new 
punch in radio advertising was used to promote noise- 
less typewriters and has gone over unusually well. 

The advertising consists of first announcing the 
name of the firm followed by the single word—“Listen.” 
There then follows a few seconds of complete silence, 
a period, which on the radio seems much longer than 
it really is. 

“Did you hear it?” begins the announcer after this 


brief silence. “Of course you didn’t—it was a noiseless | 


typewriter,” he continues. There then follows a brief 
announcement about the noiseless typewriter and 
often other items sold by this firm. The invitation to 
listen gets attention. 

This firm is preparing to make a typewriter survey 
of Fairmont to be followed by surveys of other office 
equipment with the idea of knowing definitely what 
equipment is owned, its age and condition, and what 
can reasonably be expected to be sold. The personnel 
to be used in making these surveys is obtained from 
an outside source and is not comprised of regular em- 
ployees of the firm. 

Fairmont State College is located in Fairmont. One 
of the courses is known as Distributive Education, 
which consists of classes in salesmanship and mer- 
chandising. Their purpose is to train young people 
for careers in selling. Besides the regular classes held 
at the college, the students in these classes work a 
few hours a day in various stores in Fairmont getting 
practical experience in applying the theory learned 
in the classes. Some of the students work in the Holt 
store. These students will be used in making the type- 
writer survey, and later the other surveys, which will 
give them some valuable experience in charting of 
selling opportunities. On the other hand, it will enable 
the Holt firm to make the surveys with a minimum of 


expense. 
—_—__e—= > 


EVANSVILLE OFFICE SUPPLY HOUSE CELEBRATES 

Although 81 years old, the Smith and Butterfield 
store, dealers in office supplies, 305 Main St., Evans- 
ville, Ind., had its first real birthday party on Monday, 
April 21. 

The business was opened by George Smith at 8 
Southeast Second St. on April 21, 1866. In celebration 
of the anniversary, the company had a huge birthday 
cake baked and all customers who visited the store 
on this day enjoyed a slice of the cake. 

Date for the establishment of the firm came to light 
in research for material for the city’s centennial ob- 
Servance, according to Sidney Butterfield, a partner 
in the present firm. Heretofore it was believed the 
Store had opened in 1868. Mr. Butterfield announced 
that the firm is making elaborate preparations for 
participation in the city’s centennial. The Smith and 
Butterfield store is the oldest of its kind in Evansville 
and southern Indiana.—_WBC 

>= —____ 


INCORPORATE FIRM AT FORT WAYNE, IND. 

Lehman Book Store, Inc., has been incorporated in 
Fort Wayne, Ind., to engage in the general book and 
office supply business. Capitalization is comprised of 
1,000 shares of no par stock. Allen McMahon, 128 E. 





Berry St., is the resident agent. He and Viola McMahon | 


and O. L. Fawley are the incorporators.—AK. 
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NOW MORE THAN EVER! 
COLORED ROLL LABELS 








7 PASTEL Supply the ever-increasing demand for 
COLORS efficient filing and finding ... 
* SUPERDEX colored roll labels are constant- 

BUFF ly in demand for use on file folders, guides, 
GREEN mailing lists, etc. 

PINK 
CANARY They are reliably made by WARSHAW 
MANILA on fully automatic machinery assuring 
nam uniform perforations and smooth, even 

gumming. 








FAST SELLING .. . PROFITABLE TOO! 
ORDER A SUPPLY TODAY. 


THE WARSHAW MFG. CO., INC. 
1 MAIN STREET, BROOKLYN 1, N. Y. 


GUIDES INDEX CARDS FOLDERS 
PROTEX STICKONS MENDING TAPE GUMMED INDEX TABS 

















Masonite Floor Mats 


IMMEDIATE 


DELIVERY ! 
COLORS 
MAROON, BROWN, GREEN 


PACKED 
SIX TO A CARTON 
F. 0. B. NEW YORK 


REGULAR 
DEALERS 
DISCOUNT 


EXTRA DISCOUNT 
IN LARGE LOTS 


Size 36” x 48” } 
Size 48” x 54” § 








Prices on Request 





Many other office items 
available to dealers 


OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
NEW YORK 4, N. Y. 
BOwling Green 9-8231 











74 BROAD ST. 
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DEALERS! 


Here’s the copy-cat 
that will make your 
cash register “purr” 





REPRODUCES ANYTHING! Letters, graphs, drawings, 
the pages of books and magazines. As many copies as 
desired, as fast as desired. Mistakes are impossible. 
A JACKPOT FOR DEALERS! A low-priced, high profit de- 
vice for use in offices everywhere. The greatest office 
efficiency increaser since invention of the typewriter. 
WRITE FOR DEALER INFORMATION! A few distributor- 
ships are still open. 


FAIRCHILD AERIAL SURVEYS, INC. 
COPY-ROLL DIVISION 


53 West Union Street ¢ Pasadena 1, Calif. 











STEEL WASTE BASKETS 


USUAL DEALER DISCOUNTS 










e Improved 
top bead. 


¢ 26 quart 
capacity. 


e Varnish finish 


e Green-Walnut- 
Mahogany Steel 
Baskets. 


LIST 
¢ 28 gauge steel. cael $7.50 


OHIO Distubuting (o. 


319 WATER STREET e¢ AKRON 8, OHIO 
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MODERNIZING FOR EFFICIENCY 


By Charles Phillips 








HY MODERNIZE your building? So that it will 
serve your particular needs more efficiently, of 


| course. Yet many who remodel these days lose sight 


completely of this basic purpose, and modernize simply 


| to improve appearance. A good-looking building is 


important, to be sure. But today’s building should be 
modernized to provide maximum service and efficiency 
as well! Only by this means can one be assured of 
obtaining maximum returns from remodeling dollars. 

Put differently, modernization’s goal should be to 
permit utilization of building space in the most ef- 


| fective manner possible. Consequently, every in- 


dividual building is at once a special modernization 


| problem in itself. What are ways to modernize your 


building for greater efficiency? Keep the following 
tips in mind when you make your remodeing plans: 

—l. Give first consideration to the matter of space. 
Avoid modernization activities which result in the 
creation of odd-shaped areas. Rectangular and square 
areas permit most economical use of building space. 
Rooms which are triangular, oval, round, and so forth, 
may be novel, but they are extremely wasteful of 
space. For efficiency’s sake, stick to the more con- 
ventional shapes. 


Don’t Be Too Crowded 
When considering space, give thought. to the prob- 


| able number of people who will be housed within it 


—and allot area accordingly. Human efficiency slips 
when too many are crowded into too little space. 
—2. Is there adequate lighting in your building? 
Chances are nine in ten it is not adequate in all 
instances. Intensity and type of lighting should always 
be governed by the job to be done. Some jobs require 


| strong light, others not so much. 


Topnotch efficiency cannot be maintained in in- 


| adequate light. Hence, for best results consult a good 
| engineer on your illumination problem. Remember, 
| too, that lighting intensity can often be bettered or 
| increased by keeping fixtures and bulbs dust-free (a 
| few days’ accumulation of dust can cut out as much 
| aS one-third of the light!) by relocating fixtures, by 
| adding additional fixtures in “blind” or dim spots, by 
| creating better wall and ceiling reflecting (not glaring) 
| surfaces, and lowering fixtures an additional distance 
| from the ceiling. 


Often experimentation with existing lighting fixtures 


| will point the way toward more effective illumination. 
| Once satisfactory lighting has been attained, it should 
| be kept that way by periodic cleaning, immediate re- 
| pair of faulty fixtures, and by prompt replacement of 
; dim bulbs. 


Glare Reduces Efficiency 
—3. Excessive glare reduces human efficiency. If a 


| glare problem exists anywhere in your building, solve 


it by reducing surface polish on furniture and walls 
and ceiling. Avoid high floor polish, and consider the 
advisability of installing indirect lighting. Remember, 
glare can cause excessive fatigue and result in expen- 
sive human errors. 

—4. The importance of providing adequate employee 
toilet, washing, and locker facilities cannot be over- 
emphasized. Adequate facilities will result in increased 
employee neatness, and in turn the matter of employee 
public relations will be furthered. Seemingly small 
matters like this cannot be overlooked where relations 
with the public are concerned. 

—5. Does the air within your building permit top- 
notch human efficiency? No person works his best 
unless the air which surrounds him is fresh and pure, 
dust-free, smoke-free, and circulating at the proper 
temperature. 


OFFICE APPLIANCES, May, 1947 

















OFFI 








we PS Ser SE 6 


CAs ae 

















| Traveling al the right 





rete 3 @ lime-tivtng ~rome lsdéte Fecovd Spite 
_— a 





SPEED? 


‘Bey department of your business nat- 
urally cannot move at exactly the same 
pace ... but the operation of every de- 
partment from purchase of raw material 
to sale of finished product must be coordi- 
nated for smoothness and efficiency. Mod- 
ern visible record systems afford the 
control—so necessary and desirable—to 


—.__ achieve that coordination. 


Let us show you how an Acme Visible 
Record System can help you save time and 
money through greater efficiency in your 


record keeping. 





fe every tecotd « and we by Aeisit2edd 


ACME VISIBLE RECORDS, INC. 


122 SOUTH MICHIGAN AVENUE ¢ CHICAGO 3, ILLINOIS 


Copyright 1947 Acme Visible Recoras, Inc. 


Representatives in Principal Cities 


Reprint of Our Message in National Magazines 
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" sealing the business wow” 


Is the Business of Jasper Chair Co! 






JASPER, 


REPRESENTATIVES: 
Geo. A. Litchfield, Sales Mer. 


Fred Deutsch (Southwest) 
3525 Southwestern Blvd. 
Dallas 5, Texas 


YASPER. ine 


asper Chair7 
Company 




















INDIANA 


James S. Fowls, (Southern) 
327 Sunset Drive, North 
St. Petersburg, Florida 


S. H. MacDonald, (West) 
511 Orpheum Bldg. 
Seattle, Wash. 


W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
6708 Glenwood Ave., Chicago 26 383 Madison Ave. 
(Phone ROgers Park 3644) New York, N. Y. 
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If there is question that bad air in your building 
is cutting human efficiency, consult a reliable engineer 
on the problem. Foul air can cut efficiency in two, 
and cause the “sick rate’ to jump as much as one- 
fourth or more. Stuffiness, drafts, and impurities all 
take their toll of human productivity. Provide for ade- 
quate air and you, at the same time, go a long way 
toward aiding the cause of efficiency. 

—6. Modernize to keep the noise factor reduced to 
an absolute minimum. Provide for any needed wall 
insulation. Try to isolate any existing noisy machin- 
ery. Deaden floor noise by adequate carpeting or other 
covering. 

Install non-nerve-jangling buzzer systems. Musical 
tones are less nerve-janglmg and pleasanter ‘to hear 
than shrieking whistles and clanging bells. 

Seek out noise sources within the building and place 
sound-absorbing materials near by. Also, make it a 
point to see that noise-making machines are kept well 
oiled and greased. 

To conclude, don’t modernize merely to be impres- 
sive. Modernize for use. Your building will present 
individual problems. But when modernizing for ef- 
me ficiency, make the best of what you have. Remember, 
it is important to modernize for appearance’s sake, 
of course. But modernizing for maximum efficiency is 
what pays off in dollars and cents. 
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for accountants, architects and other itinerant 


users ... and for occasional users because the 
ROYAL SUPPLIES DIVISION NAMES MANAGERS aan ere the first Geoolt for 
The Royal Typewriter Company’s supplies division, ee ee en ey ee tee 
the Roytype division, recently held a sales meeting ,in everybody who wants the finest non-staining, 
New York City and another in Denver, Colo. At the non-wrinkling paper cement money can buy. 30¢. 
meetings, Roytype Sales Manager James Vreeland 
made announcement of the promotion of nine men to Western States: R. L. Smith, 604 Mission St., San Francisco 5 
district Roytype managerships. Canada: McFARLANE SON & HODGSON (LTD), Montreal 


Promoted were: R. H. Hammill, Chicago Roytype 
manager, to district Roytype manager in charge of HARRIMAN-WELTS, INC., HAVERHILL, MASS. 
Chicago, Rockford, Ill., and Davenport, Iowa; T. W. 
) Kayser, St. Louis Roytype manager, to district Roytype 





manager in charge of St. Louis, Mo., Springfield, I11., 
and Little Rock, Ark.; W. J. Taylor, Kansas City, Mo., 
Roytype manager, to district Roytype manager in 
charge of Kansas City, Mo., Tulsa, Okla., Oklahoma 
City, Okla.; and Wichita, Kans.; J. A. Herauf, Milwau- 
kee, Wis., Roytype manager, to district Roytype man- 
ager in charge of Milwaukee, Minneapolis and St. Paul, | 
Minn.; M. B. Graham, Omaha, Nebr., Roytype sales- | 
man, to district Roytype manager in charge of Omaha, 
Des Moines, Sioux City and Cedar Rapids, Iowa; R. A. 
Locke, Denver, Colo., supervisor, to district Roytype 
manager in charge of San Francisco and Oakland, 
Calif.; William P. C. Jordan, Philadelphia Roytype | 
manager, to district Roytype manager in charge of 
Philadelphia, Scranton, and Harrisburg, Pa.; Joseph 
Bergen, New York, N. Y., salesman, to district Roytype 
manager in charge of Detroit and Grand Rapids, Mich.; 
and C. W. Smith, Denver, Colo., district representative, 
who will assume supervision of Denver and Salt Lake 
City, Utah. 


from COAST to COAST “RED SEAL” Papers \ 
are sold through DEALERS ONLY! 


HYMAN offers for petivery 


USONA Rag Bond TYPEWRITER PAPERS 
BLOTTING desk sizes & hand blotters 

e FOLDERS AND REPORT COVERS 
HEADQUARTERS FOR ENVELOPES 


¢ GOVERNMENT SURPLUS! 


4 CARLOADS 5 x 8—45 SHEETS 
SERVICE WRITING TABLETS 
e FINE WHITE TABLET STOCK 
e TAKES PEN AND INK 
e BANDED IN DOZENS 

Write or Wire for Sample & Price 
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Visit Us.at the New York Stationery Show 
JUNE 16th to 20th 
HOTEL NEW YORKER e ROOM 837 


TL HYMAN & SONS 


| , |, 44 

PARKER'S INK PLANT—This new Parker Pen Co. plant in | p apner Me 

Menomonie, Wis., 51,000 square feet of space on three floors, | : 

was purchased recently by Parker to house all of its facilities | 102 Prince St. New York 12, N. Y. 

for production of ink in the United States. All Parker inks— 

including Quink, “51” and the new Superchrome—are now 
manufactured under one roof. 

















— 





49th Year of Dependable Service 
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ORIGINATORS OF 


Homogenized Inks 


CANODE TAKES 
ANOTHER STEP 
FORWARD 


e 
NO OIL 
SEPARATION 
HIGHEST QUALITY 


FOR 45 YEARS THE 
LEADERS IN THE 
MANUFACTURE 
OF DUPLICATING Peem ius 

INKS ace 


a 
TRY THIS NEWLY . “GD 
PROCESSED 
CANODE 
HOMOGENIZED 
DUPLICATING INK 


“The best ink is the cheapest ink” 


INK SPECIALTIES C0., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 
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PENCIL SHARPENERS 


Look to BOSTON 


For Distinguished Service 
All through the war and now 
in peace time—the BOSTON 
Pencil Sharpeners are in the 
Front line of service to business. 


HUNT PEN CO. 


CAMDEN, N. J. 











226 





SMALL CITY BUSINESS 





By Stephen Porter Lathrop 





LYRIA, OHIO, is a city of some 30,000 population. 
There are many Elyrias in these United States, 
known by other names but essentially the same in 
every way. In this particular Elyria there are some 
industries, some businesses, some organizations, some 
churches, some duplicates of practically everything 
found in other cities of the same size. There are also 
some office supply firms, which means that not only 
are there concerns to Satisfy the needs of the rest of 
the community in this field but it means, too, that 
there is competition in the furnishing of such supplies. 
The Elyria Office Equipment Company, located on 
the ground floor of the Masonic Temple Building in 
this Elyria, has worked out a plan that enables the 
firm to get big business in office supplies in this small 
city and at the same time make competition less effec- 
tive. The idea is the work of Bob Elzey, president of 


| the firm. The plan has been used since the founding 


of this firm and has worked out to a tremendous 
success. 

Mr. Elzey visits the factories, the churches, the busi- 
ness houses with the idea of selling office supplies. 
However, instead of talking turkey to the tune of the 
supplies that are needed at the moment, Mr. Elzey 
shows by quotations of prices how money can be saved 


| by buying in much larger quantities than are needed 


at the moment. For instance, in talking with the 


| authorities of a church that needs duplicating sten- 
| cils for printing of the regular Sunday church bulletin, 


Mr. Elzey shows the purchasing authority how much 
money can be saved by buying in much larger quanti- 
ties. In talking with the purchasing manager of a local 


| factory that uses carbon paper, bookkeeping books, 


loose leaves for various systems, pencils, erasers and 
a long list of office supplies, Mr. Elzey again shows 
by the quotation of prices, how that factory can save 
by buying for as long a period as a year or 18 months. 


Solves Storage Problems 


To anyone with even a grain of business sense, this 
is appealing talk. But the question of storage of the 


| additional supplies comes to the fore. Often there is 
| not sufficient space to store the additional supplies 








that would have to be purchased in order to obtain 
the lower price. It is at that point that Mr. Elzey trots 
out the nub of his selling plan. If the supplies are 
purchased in the larger quantities, the Elyria Office 


| Equipment Company will warehouse the entire pur- 


chase and release such quantities to the purchaser as 
are needed from time to time. In other words, a church 
can buy two years’ supply of stencils and get a box 
delivered when previous supply is exhausted. A fac- 
tory can buy two years’ supply of all of its office sup- 
plies under the same plan. 

The plan entails, of course, paying for the entire 
purchase at one time and according to the regular 
terms used by the Elyria Office Equipment Company. 
But while the purchaser pays for a long-term supply 
at one time he saves in lower price much more than 
the money would be worth to him for that period. 

From every angle the plan works out successfully. 
The purchaser gets his needed supplies much cheaper 
than he would if purchased in smaller quantities. He 
is assured of supplies by simply sending a requisition 


to the office equipment firm with the positive knowl- 


edge that his needed supplies will be forthcoming at 
once. 


Beats Out Competition 


From the viewpoint of the office equipment firm the 
idea is equally valuable. The firm sews up the busl- 
ness of a firm for anywhere from one year to as much 
as two years, during which time no competitor has 
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what is a CUSTOMER? 


A customer is the most important person ever in this office 
—in person, by mail, or by telephone. 


A customer is not dependent on us—we are dependent on 
him. 
A customer is not an interruption of our work—he is the pur- 


pose of it. We are not doing him a favor by serving him— 
he is doing us a favor by giving us the opportunity to do so. 


A customer is not an outsider to our business—he is a part 
of it. 


A customer is not a cold statistic—he is a flesh-and-blood 
human being with feelings and emotions like our own, and 
with biases and prejudices. 


A customer is not someone to argue or match wits with. 
Nobody ever won an argument with a customer. 


A customer is a person who brings us his wants. It is our job 
to handle them profitably to him and to ourselves. 


That is what a customer is—in your business or in any busi- 
ness. Some people seem to have forgotten a few of these 
basic truths in recent years, but it is high time to be remem- 
bering them again. Tomorrow may be too late! 


Reprinted with the permission of 
PAUL TALBOT, United Business Service 
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(Pustom “Built 
OFFICE FURNITURE 


— COPYRIGHT U.S. — 


IFFY TYPE DESK 
: Made to Your Order and Measure be had in any finish listed below. 


Made of miscellaneous woods. 
REMOVABLE LEGS 


COVERED WITH PRESSWOOD) 





RECESSED 4” 









LIBRARY TABLES 


Size 26x48”—$50.00 List. 
In walnut finish, Oak. 

In mahogany finish, birch. 
Or from your own sample. 







LEGS HAVE 
STEEL BRACES 
(CONCEALED) 












THROW-ON TABLE 
Can be furnished with either square or tapered legs in 
any size listed. Shipped knocked down and easily as- 
bolts. 





$50.00 List 
Size 24x21” 
over all. 
$60.00 List for 
size 30x24” 









sembled with four 











Crating charge 
$5.00 






















W ARDROBE- 
STATIONERY 
CABINET 
COMBINATION 


Wardrobe section 32” 
wide, 66" high, 24” 
deep on 4” base, with 





With fir top, 
with birch top, 

with black marbleized 
inlaid linoleum top, 





cupboard space _ above. 
Over all size 7 ft. high. 


Comes with 5 adjustable 





with presswood top: 
From 24x48” to 


shelves, so closet can 
quickly be converted into 


82 " . . 
M _ 2 a stationery cabinet. Can 
List price from $50.00 be had in any finish over 
7. birch, walnut, oak, etc. 


List from $170.00 up. 
COSTUMER 


List $8.00 and up 

for 6 ft. high. 
Comes in walnut, birch, 
mahogany, oak, pine, fir lg 

and other woods. 


OFFICE BENCH 


in oak, walnut, birch and mahogany finish, 
5 ft. wide, 12” deep, $95.00 list and up. 








We also manufacture directors tables and other office furniture. If you 


ee ” 
The BEAUTY UTILITY DESK have a special item you want made, send sketch or photo. Delivery on 


Walnut, light oak and mahogany finish, all items, two to eight weeks. Terms 50% down, balance on completion. 
$190.00 List, size 24x42” Extra charge for crating. All items shipped f.o.b. Chicago. 


FINISHES WARRANTY 
Walnut, Mahogany, Oak, School Brown, Our assurance to you covers workmanship 
a by the very best craftsmen, and use of 


Blond, Bleached Mahogany, Maple, or from 
properly dried material. 
MANUFACTURER 


your own sample. 
Exclusive—modernistic and period furniture 























Factory 2631 LEHMANN COURT . CHICAGO 14, ILL. 
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much of a chance to sell the firm anything. Compe- 
tition is materially reduced. In addition, this plan en- 
ables the office equipment firm to know definitely the 
extent of a customer’s supplies. Thus, in advance of | 
a competitor’s call, the customer can be approached 
for a new order. The plan also accustoms the cus- | 
tomers of the firm to think of the office equipment 
firm oftener since the quantities requisitioned are gen- 
erally small. Consequently, if some new need arises it | 
is only natural to think of the firm which is doing such | 
an excellent job in supplying other office supplies. 
The office equipment firm doesn’t have to warehouse 
the entire quantity that each customer orders. In 
many instances, the firm can buy in quantities and 
have supplies shipped in at stated intervals, just so 
that its warehouse stock is always sufficient to meet 
current demands. 
From a bookkeeping angle the plan presents a big It’s the brush... the pat- 
saving to the office equipment firm. The sale is billed 
at one time instead of possibly ten or more billings | 


The 


RIGHT ANGLE 
On Type Cleaning 





ented brush with the right- 


during a year. Shipping out stated quantities by | angle that really gets down 

means of requisitions is a very simple matter that into dirty typewriter keys. 

entails no great amount of book work. nae : 
By means of this simple system of selling, the Elyria | It’s the brush...that 


Office Equipment Company has sewed up plenty of big 

business in a small city with profit to itself and with 

complete satisfaction to its many customers. 
I 


H. WISNER MILLER, JR. APPOINTED BY IBM 

International Business Machines Corporation re- 
cently announced the appointment of H. Wisner 
Miller, Jr. as sales manager of its electric typewriter | ¢ General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 
621-623. CHERRY STREET 
PHILA. 6, PENNA. 
Established 1595 


BERNARD 


H. WISNER MILLER, JR. Wy 
division, with headquarters in New York, N. Y. He Le Say 


was previously assistant manager of the electric type- 
writer division for the New York territory. 

Mr. Miller joined IBM in 1937 at Rochester, N. Y., 
after attending Princeton University and was made a 
senior sales representative in the New York office. 
He later became manager of the electric typwriter 
division in Detroit, Mich. As a member of the U. S. 
Naval Reserve he went into active service in 1942 and 
was discharged with the rank of lieutenant com- 
mander in 1945, returning to IBM to assume the post 
from which he has just been promoted. 

a -o___— 


INDIANA DESK WORKERS RECEIVE BONUS 


Employees of the Indiana Desk Company, Jasper, 
Ind., recently received bonus checks averaging $100 
for each worker. 

The bonus, representing the workers’ extra earnings 
under an incentive plan, incorporated into a contract 
signed last December 7, is for the first quarter of 1947. 

In a contract signed by the company and Local 331, For complete catalogue 
United Furniture Workers (CIO), the company guar- of BERNARD stationery tools address 
anteed the employees a share of the company’s earn- 
ings. It is the first contract signed in Jasper to con- — 
tain the bonus clause. 

M. F. Sonderman, manager of the plant, stated that wm. CHOLLHORN COMPANY 
during the first quarter of this year the company had ead ‘ : 


makes KLEEN KEY an 


easy item to sell...and 


once sold it sells itself! 





Liberal Dealer Discount 





























“it’s handy, well balanced” 


No.150—5” “‘Easy to hold” 










“Fits all staples” 

“‘Loosens even thick files” 
“‘Never fears paper” 

And the trade knows that it’s 
BERNARD quality through 


and through—the kind of depend- 
able merchandise they like to sell. 
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“FAVORITE” 
DUBL-FRONT File Pocket 





77 YEARS 





Giving values without sacrificing quality, 
supplying fast selling stationery specialties 
has been and is our aim. The number of 
years we have been in business is your 
assurance that we have done a good job 
and will continue to do so. 


THE COOKE & COBB COMPANY 





Cc rigin ators of Expa nding Spe ctaltles 


57 NINTH AVE. NEW YORK 11, N. Y. 











BUCKEYE 
RIBBONS 
per 
e All Typewriters 
Billing Machines 





The BUCKEYE “Office Special” lines of 


carbon papers and typewriter ribbons are e Adding Machines 
easy to sell and quickly establish customer e Hectographs 
acceptance....This means more profits it 

.. and quicker repeat business. Write e Multiliths 

today for the BUCKEYE sales plan and © Photostats 







free display samples. 
e Time Clocks 


e Blue Prints 


[A | 
un DUKYE RIBBON & CARBON CO. 


7209 ST. CLAIR AVENUE e CLEVELAND 3, OHIO 
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an average of 115 men employed. They worked a total 
of 64,108 hours and earned a bonus in excess of 19 
cents per hour on the average. This will amount to 
$12,300 for the quarter. 

Bonus checks are to be paid before the 10th of the 
month following the end of any quarter. 

“We are well pleased with the co-operation the em- 
ployees have given us,” said Mr. Sonderman. “We had 
no idea at the time the contract was signed as to just 
how the bonus system would work out, but we find it 
is satisfactory to all concerned.”—-WBC. 


——_—_—_9— > —____ 


UNDERWOOD ANNOUNCES THREE APPOINTMENTS 


Three appointments were recently announced by . 


L. C. Stowell, president of Underwood Corporation, and 
W. F. Arnold, vice-president. 

Chester A. Dundore has been appointed manager 
at the Bridgeport, Conn., works of Underwood. A 
graduate of the University of Pennsylvania, he joined 























CHESTER A. DUNDORE 
Underwood in 1921 and during the past 26 years has 
served as development engineer, tool designer, chief 
tool designer, tool supervisor, Supervisor of Bendix 
division, and assistant superintendent of Underwood’s 
Bridgeport works. 

Donald S. Sammis has been appointed vice-president 


and general manager at the Hartford, Conn., works 
of Underwood. Mr. Sammis is a mechanical engineer- 








DONALD S. SAMMIS 

















JAMES LEES 


ing graduate of Sheffield Scientific School, Yale Uni- 
versity, and served as an officer with the Army Engi- 
neer Corps during World War I. Following his return 
to civilian life, he joined the New Haven Sand Blast 
Company and, in 1931, became town manager of 
Stratford. He joined Underwood in 1935 as superin- 
tendent of the Underwood Bridgeport works and in 
1936 became works manager there. 

James Lees has been appointed branch manager of 
Underwood at Akron, Ohio, according to an announce- 
ment by W. F. Arnold, vice-president in New York City. 
Mr. Lees joined Underwood in Youngstown in 1940 and 
during the war served as a lieutenant commander in 
the Navy. 
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LARPENTER PAPER COMPANY 


STATIONERY DIVISIONS 


OKLAHOMA CITY - FORT WORTH~- HOUSTON 
Whierale te the trade Exclmivey 


THESE MEN ARE AT YOUR SERVICE 





. 


gJohn Chowning R. R. Moser 
Vice- President & Gener ral Mgr. 


COLORADO 


iouenome 


OKLAHOMA |: 


E. R. Evans:: 


Lae 


ae 
LOUISIANA 


Houston ) : 
f Lloyd Birdwell 


LA ’ 


Vonley O. McGaughy 5 ii Norman Snider 
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BY TOP 
STORES 








with Safe Manufacturers Natl. Assn. Label 


Allens Stationery 
» Providence, R. I. 

7 é& Hartford, Conn. 

H. Baum G Co. 
x | j Wash., D. C. 
Cash Register 
Importers 
Mont., Canada 


FAIR TRADE PRICED [iim 


Cooper Typewr. Co. 


Slightly Higher in Central and West Zones Memphis, Tenn. 


Crown Office Supply 
Chicago, III. 


Federal Safe Co. 
New Brunswick, N.J. 


Jacobs Office Supply 
Syracuse, N.Y. 


Lucas Bros. 
Baltimore, Md. 


Maryland Office Sup 
Baltimore, Md. 


National Stationers 
Phila., Pa. 


Garfield Co. 
New York City 


Professional Printing 
New York City 


Stern Office Equipt. 
Wash., D. C. 

Southard 

Bangor, Me. 

Us S. Safe & Vault 
Baltimore, Md. 

Utility Supply Co. 
Chicago, Ill. 


Yale Automatic 


cect CERTIFIED PROTECTION | Deiive,, 


It's self locking A gainst Fire and Theft! 2 to gS 








The hottest little customer-puller you've ever seen for smart 
WEIGHT 16 Ibs. appearance and features! Certified by Safe Manufacturers’ 
Inside 10%x3% 065%" National Association. Streamlined inside and out. No welded 
Outside 12”x5¥2"x8%"| mitered corners. Deep tongue and groove closure. Fabri- 

- cated of special steel. Packed 6 to the carton. It's a winner!!! 
Newspaper mats and displays available. 


Phone, Wire or Airmail Your Order Now! 
PROTECTALL MFG. CORP., 922-948 S. Salina St., Syracuse, N. Y. 
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PROTECTION FROM FIRE 





By Leslie Lincoln 





RE YOU SURE your fire protection is adequate? 

Or has no thought been given to it for years, dur- 

ing which equipment may have become outmoded cr 

worn out, and your building old and worn, and pos- 

sibly in spots grease-soaked, constituting additional 
fire hazards? 

Fire protection logically falls under two headings: 


(1) training and (2) equipment. Both must be ade- 


quate. A fire fighting outfit may be the best trained 
one in the world, but without sufficient equipment it 
can do little against a real blaze. On the other hand, 
an untrained outfit no matter how much equipment it 
has, is equally helpless against a fire. 

Every office appliance store, no matter what its size 
or activity, should provide its employees with some 
sort of information regarding what to do in case of 
fire. In case of the very small establishment, employees 
may merely be informed of the whereabouts of the 
telephone, the fire extinguishers, and the exits. In the 
larger store, however, much more extensive training 
and preparation are in order. 


Make One Person Responsible 


The large organization should elect one individual 
whose responsibility it is to provide adequate fire pro- 
tection. It is the duty of this person to inform him- 
self as to the needs of his particular situation. Through 
study, he must determine what he requires in the way 
of fire fighting equipment. In addition, it is up to him 
to train in greater or lesser degree everyone in the 
building to act and act right in case of fire. 

Such a training program should include: 

1. What each individual is to do when a fire alarm 
is given. Various duties include: Walk to the nearest 
exit. Supervise evacuation of building. If possible, 
protect certain records or equipment. Check to see 
that certain doors and windows are shut. See to it 
that certain electrical equipment is on or off, depend- 
ing on the circumstances. Take an active part in the 
fire fighting. 

2. Instruction in the use of fire fighting equipment. 
Certain individuals, sometimes both men and women, 
should be thoroughly familiar with the operation of 
fire extinguishers and fire alarm devices. Take no 
chances on an individual standing in front of a fire 
box, the building burning behind him, and he not able 
to work the box. In a similar plight is the man who 
doesn’t know how to run the fire extinguisher which 
he is pointing at a blaze. 


How to Fight Fires 


3. Instruction in methods of fire prevention. Such 
instruction should include “good housekeeping,” and 
fire safety rules. 

4. Individuals should be informed concerning the 
various sorts of fires that might occur in your estab- 
lishment. In general, firemen classify fires as (1) or- 
dinary fires—those occurring in wood, paper, and trash, 
(2) fires in inflammable liquids—oils, lighter fluid, 
gasoline and cleaning fluids, and (3) fires occurring in 
electrical devices—motors and generators. 

Employees should realize the difference in types of 
fires, the type or types most likely to occur in your 








building, and the specific methods of fighting these | 


different types of fires. 


5. A good training program should provide periodic | 


practice where everyone acts just as he would in the 


event of a genuine blaze. Drills should be unscheduled | 


—presented without warning. Once the drill alarm is 
sounded, everyone (under the supervision of the offi- 
cial in charge) should immediately carry out whatever 
duties have been previously assigned to him. Good 
1947 
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A New PREMIER 
CUTTING BOARD 


With Permanent Steel 
- Top Square and Guide Slide 


Premier Boards 
are made from 


ROCK 















>» - Guaranteed 
Against Warp- 
ing or Spreading 
at Glue Joints 


Photo Mictorials Co. 


55-59 E. 26th St. .... CHICAGO 16, ILL. 


rep gg 


Fred Deutsch, Texas, Okla., La rk. Milton Stone, 320 Broadway, Room 625 
3525 Southwestern Bivd., Dallas. fox. New York City, covering New York. 
Harry Henkel, 1 Second St., San §S. Lichenhtein, 1228 ocust Ave., 


Francisco, Calif. Philadelphia a. : 
. Mitchell, 5540 Deimar Bivd. Nate Goldstein, 3145 Ewald Circle, 
St. Louis, Mo Detroit, Mic 


NOT ORDINARY 
Carbon Paper 


Typists and cost-minded office 
managers alike recognize 
Nev-R-Kurl superiority. Typists 
like the way this plastic- 
backed carbon paper stays 
flat. Even in hot muggy 
weather Nev-R-Kurl won't 
curl or wrinkle, slip or slide. 
Office managers learn that 
Nev-R-Kurl produces up to 
50% more clean, sharp copies 
per sheet, gets better work 
done quicker. 


NEV-FR-KURL 


has more body but no greater thickness. It is easier 
to handle in any size, in bookkeeping and billing 
machines, too. Make a one-sheet trial of Nev-R-Kurl. 
You'll quickly agree it's no ordinary carbon paper. 





























PROCESS CO., INC. 


192 MILL ST., ROCHESTER 4 
* PROTYPE 
TYPEWRITER 
RIBBON 


CLEAR -PRHNT 
WOOD STAMP — 





CARBON PAPER 
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KEY CABINETS 


Protect the Duplicate Keys. 
Find them instantly. 


Index and tag the keys with name” or number. 
Steel key cabinets save time, money and lives because keys | 
can be located and identified immediately. 

Cabinets are designed for hanging on wall and as floor 
models. Made in sizes and capacities to accommodate 1|5 
keys up to 1900 keys. 

High grade metal furniture steel used in all cabinets. Con- 
struction includes welded corners, smooth edges, sturdy | 
hinges on doors and reinforced key hooks. Doors have chrome | 
plated cylinder locks. Cabinets are finished in olive green 
baked on enamel. 
Cabinets are designed for use in public buildings, office | 
buildings, industrial plants, schools, libraries, hospitals, and | 
| for the home. 


IMMEDIATE DELIVERY | 


Write for catalog. price list and dealer proposition. 


LUND EQUIPMENT CO. 














P. O. BOX 127 BRECKSVILLE, OHIO | 





















HOW 








“Make Files Talk’ 


SIGNAL vital facts with these automatic remind- 
ers. With a choice of 12 non-chipping enamel 
colors, data of every kind can be segregated, 
classified, indexed. This brings order out of chaos, 
saves thousands of hours that would otherwise be 
wasted “chasing” information! 


Cook's Stainless Steel File Signals are easy to 
attach to the edges of visible records, file cards, 
ledger sheets. Easy to shift—easy to remove. 
Equip your salesmen with sample cards and carry 
the story wherever you go! 


THE H. C. COOK CO., ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION’ 
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practice drills can save much in the way of lives and 
property by paving the way for action when a real 
fire occurs. 

6. An adequate training program should provide 
basic information about the type of alarm equipment 
installed in the building, and the type of extinguish- 
ing equipment. In addition, personnel should know 
the general location of every fire exit, manual extin- 
iguisher, telephone, and alarm box, and the exact loca- 
tion of the extinguisher and manual alarm device 
nearest him. Periodical tests should determine this 
knowledge. Remember, a fire box is useless if those 
nearby do not realize its existence; an extinguisher is 
wasted if those at hand do not know its whereabouts. 


Good Transportation Needed 


7. Persons charged with the inspection and mainte- 
nance of fire equipment should know their work thor- 
oughly and be of dependable character. Good con- 
iscientious inspection and maintenance work can pre- 
vent equipment failures. 

So much for the matter of training. Next comes 
‘equipment: 
| 1. The type of equipment you install should be de- 
'termined by the type of building you have, the amount 
‘and type of stock you carry, your location in relation 
to municipal fire fighting equipment, the type of busi- 
‘ness you do, and various other factors. Thus, if your 
‘building is something of a tinderbox, it is only sensible 
‘that you require more fire fighting equipment than 
if you were operating in a fireproof building. On the 
other hand, the relative combustible qualities of the 
stock you typically carry will also help determine the 
amount and type of equipment you need. If you are 
close to the city equipment and it is adequate, then 
you will not need such elaborate private equipment 
las you would if operating far from public facilities. 
Similarly, if your business operations constitute some- 
ithing of a fire hazard, then you will once again have 
to go heavy on the equipment. 

2. Select your alarm equipment with your individ- 
ual requirements in mind. For many, the telephone 
may be all that is necessary. Others may find manual 
fire boxes best. Still others will require automatic 
alarm devices which are touched off by excessive heat 
or the presence of smoke. Many will find that their 
needs are satisfied only by installing all three types 
of fire warnings. In any event, let your choice of 
devices be guided by your individual situation. 


Equipment Needs Vary 


3. Similarly, select extinguishing devices with the 
individual setup in mind. For one, a supply of manual 
extinguishers may be the thing. Another may require 
extensive hose lines. Still another will need auto- 
matic sprinkler systems. (If automatic sprinkler sys- 
tems are chosen, it is nearly always a good idea to 
install an automatic warning system at the same time. 


‘Then if the sprinkler system is accidentally set off, 


the warning system can operate before excessive dam- 


age is done by water.) 


4. When installing manual alarm equipment, pains 
should be taken to locate it where it is readily acces- 


‘sible in the event of fire. All too often, it is placed 


in obscure or hard to reach places. Alarm devices are 
best placed where they can be reached as an individual 
makes his exit from the building. Avoid locating them 
where they are cut off from ready access by logical 
fire hazards. Avoid, too, placing benches, coatracks 
and other hindrances in front of alarm devices. 

5. Manual fire extinguishers should also be located 
close at hand, so employees need not travel far 
to obtain one. They should be located close to logical 
fire hazards, but should not be so placed that a fire 
would likely cut off access to them. A fire extinguisher 
usually should be located near the exit of a room— 


‘thus, if a fire occurs, one may go for the fire extin- 
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MERCURY-LITH ROLLERS & BLANKETS 
FOR MULTILITH PRINTING MACHINES 
a 


Here Are Products That Sell! 


To help you sell these products, Mercury Rollers and Blankets are heavily 
advertised in trade magazines serving the direct-mail industry and many 
other important users of duplicating machines. That is ome reason why the 
demand for these products keeps growing among your customers. But that 
is not the BIGGEST reason! Preference for Mercury Products keeps in- 
creasing because of the amazing new features. Imagine rollers and blankets 
that enable users of duplicating machines to rival the reproductions ob- 
tained on large printing presses! This is readily accomplished with Mercury 
accessories — because they are built of the REVOLUTIONARY NEW 
MATERIALS developed especially for the latest high-speed multi-color print- 
ing and lithograph presses! 







RAPID ROLLER COMPANY 


D. M. RAPPORT, Pres. Federal at 26th Street CHICAGO 
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TYPEWRITER 
COVERS 


THE CHOICE OF 
THE TRADE 

© WATER-PROOF 

@ DUST-PROOF 


e TOUGH & 
DURABLE 


e WILL NOT 
CRACK 
OR PEEL 


PALM SIZE 


















WHEN FOLDED 




















“BELLE-VUE” 
typewriter cov- 
IMPRINTING ers are avyail- 
YOU MAY NOW HAVE able in FOUR 
YOUR NAME AND popular sizes. 
ADDRESS IMPRINTED 
ON "BELLE-VUE" TYPE- 
WRITER COVERS IN 
oe a LARGE, BOLD, DIS- 
aged individually TINCTIVE, WHITE 
in a sealed LETTERS. 14 inch_...$1.20 
Liberal Trade 


"Glassine" bag. Discount 


MANUFACTURED AND DISTRIBUTED BY 


BUDLEW PRODUCTS CO. csiccce S"iiin 
YOUR BEST BET, YET! 


This attractive 
looking durable 
cover has been 
thoroughly tried 
and tested, and 
has proven itself 
to be SUPERIOR. 


Each comes pack- 


SIZE 
CARRIAGE LIST 
Portable $ .75 
11 inch....$1.00 
12 inch....$1.10 


























MODEL 
No. 100W 


That's your new KOL Air-Age Office Machine 
Stand. Available now and look at these features. 
Shipped Assembled! No Bolts, No Braces! Heavy 
Gauge Steel Top! 2" Ball-Bearing Swivel Casters! 
Rust Proofed Baked enamel finishes in four colors! 
Write for samples today. 








SALES DIVISION 
220 SOUTH 107 STREET 
MINNEAPOLIS 2-AT.2728 
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there’s 
your market for Snap-on Phone Index 
Tel-Eze can’t be lost . . . can’t be misplaced . . . can’t 


clutter up a desk. Because Tel-Eze is right on the 
phone—where you want it, when you want it! No 
wonder this convenient phone index makes such a 
hit with customers! 

Sturdy black plastic, complete with alphabetized 
index cards. Accommodates over 600 names. Two 
styles—for round and square base phones. Refills 
available. 

FREE DUMMY TELEPHONE 
shows how TEL-EZE works. 
Boosts sales sky high! 
Stock it! Show it! Sell it! 

See the TEL-EZE at the N. Y. Stationery Show, Hotel 

New Yorker, June 16-20, Room 638. 


LESHORE CORP. 2.20.07 ec. oN’ y. 


Retails $1.50 
complete with 
alphabetized cards. 

















government 
urpluds 


= BRAND NEW 
}) REMINGTON 
J LINE-A-TIME 


UNITS 
IN ORIGINAL CARTONS 


12'' SIZE—ORIGINAL PRICE $27.50 
OUR PRICE $16.00 EACH LIST 


16"' SIZE—ORIGINAL PRICE $30.00 
OUR PRICE $19.50 EACH LIST 


30'' SIZE—ORIGINAL PRICE $39.60 
OUR PRICE $30.00 EACH LIST 


GENEROUS DEALER DISCOUNTS—QUANTITY PRICES AVAILABLE 


INTERNATIONAL OFFICE APPLIANCES Inc. 


326-330 Broadway WOrth 2-5337 New York 7, N. Y. 
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guisher without endangering his chances of escape. 


Both fire alarm devices and extinguishers should be | TYPE A | Té 4 AY A TTA C fad © D 


placed at convenient heights from the floor. Both 
should be located to afford protection from an ab- | nae ” 

normal amount of jostling and jarring. As with the | THE els BASE VE  f 
alarm devices, the extinguisher should not be obscured Permits Quiet Operation and Provides Security 
behind pieces of furniture, which hinder access to it. | ‘ 

6. Both manual alarm devices and extinguishers | patented FITS ALL OFFICE 
should have their whereabouts clearly indicated by TYPEWRITERS 
pertinent markings. Plenty of red paint, red pointing | 
arrows and red lights, is the answer here. See to it 
that your manual fire equipment fairly shouts its | 
presence in red color. Equipment thus designated will | 
be more valuable to you than equipment which is un- 
marked. 

Possibly, because of the long period when new build- | 
ing or remodeling has been impossible, your business 
is housed in a building which is a tinderbox. One of 
the best things you can do is to insist on good house- 
keeping. You can insure frequent and periodic trash 
removal, and prevent the accumulation of inflam- 
mable waste materials. 

You can see that all fire exits are kept clear, that 
all fire doors are not so locked as to prevent exit from 
the inside, that all exit doors open outward. 

If you are handling highly combustible materials, The new ‘QUIET TYPEWRITER BASE’ reduces noise by isolating machine vibra- 
see to it that adequate precautions are taken for stor- 












: * ons . e inates need for drilling holes desk vermits 2 ow d easier 
ing, or that fireproof containers are used. In serious ae ee ee ee ee 
cases of fire hazard, it may be necessary to have one method for attaching any make typewriter permits easier and smoother finger 

key action permits easy removal for cleaning, servicing or use elsewhere in 


or more fire watchmen to patrol the building after 
operating hours. Trained watchmen can (if really 
needed) pay their way in dollars saved through pre- 
vented or minimized fires. 

In all instances when attempting to provide ade- 
quate fire protection, first analyze your particular sit- 
uation. Then provide for the necessary training and 
equipment. Such measures taken today will prevent 
tomorrow’s fire. 


the office is adjustable for typing position 


GR UT EASE 





eB 
RIM AROUND DISPLAY CASES MAKES POSSIBLE 
OPEN DISPLAY OF SMALL ITEMS 

Shallcross Printing & Stationery Company, St. Louis, HOUSEHOLD NECESSITY FOR VALUABLE PAPERS 
Mo., retail stationers, have expedited sales of such 
small items as punches, drills, staplers, daters, stamps, 
and so forth, by “getting them out in the open” on new 
self-service counters which are equipped with a 3-inch 
rim running entirely around the edges. 

With the old-style flat-top counter cases, open dis- 
play of such small items was a near impossibility, 
according to Rich Lucke, store manager. “Customers 
looking at one type of small office appliances were 
likely to knock another off the counter, resulting in 
breakage or other losses,’ he pointed out. “At the 
same time, customers were afraid to experiment with 
various forms of equipment such as wire-reel staple- 
making staplers, paper drills, and so forth, for fear 











of just such damage.” 6 
The solution has been installation of blonde wood wi 

cases, with a felt top, and the 3-inch rim which pre- | Lock oth Tel Man 

vents anything from being knocked to the floor, or | 7 REASONS Recessed Print Ace 


otherwise carelessly damaged. Thus the store is able Why the . Two Complete Steel 
to display upwards of 20 small items on each of the | Walls. 

tables, with invitations to customers to test out any | PROTECTO ee ee 
item at random. Pads of paper are kept in each of | Papers. Fits ‘in Bu. 


the drop-top display units for punching holes, testing Fire-Resistant see od Dresser 


staplers, and so forth, and turnover on such specific | SECURITY BOX : 5. Extra Protective Lip 


— wn 


items as daters and stamp pads, stapler removers, offers more end better protection for Under Hinge. 
and check protectors has risen substantially —RAL your valuable papers 6. Quarter Inch Treated 
sbestos insulation 





= | 
BEATTY APPOINTED TO ESTERBROOK STAFF | eee cusses ioner | 7 Neigietel, Contec 
R. N. Wood, vice-president in charge of sales with 9 List IN WEST and Inside Walls. 
the Esterbrook Pen Company, recently announced the 
appointment of Richard A. Beatty to the Esterbrook tacitly Semensions Sys & 1305. x 85) Wee Cape 
sales staff. Familiar with the retail business, Mr. Ee a ee 
Beatty will represent Esterbrook in Manhattan below SEND A TRIAL ORDER TODAY 





om St., and Nassau and Suffolk counties, including S 
amaica and Flushing, Long Island. Mr. Beatty will 

work under the supervision of R. W. Mueller, Ester- BI: ON BD! ST R | B U TING £0. 
brook’s New York sales manager. ’ aE 
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ASK ADIRONDACK! 


FOLDING 
CHAIRS 


TABLET ARMCHAIRS 
AND FOLDING TABLES 


Many Styles 


Don’t Turn Down 
Chair Inquiries! 


All styles Folding Chairs; 
Tablet Armchairs—ideal for 
classrooms, cafeterias, sales 


meetings, etc. 
’ IMMEDIATE SHIPMENT 
FROM N. Y. STOCK OR FACTORY 
CHAIR COMPANY 
Dept. No. 15-1 
1140 BROADWAY 
NEW YORK 1, N. Y. 
Corner 26th Street 
Telephone: Ashland 4-1385 


VALET 


END ALL WRAPS PROBLEMS 




















SUCCESSFUL PROMOTIONS 





By R. C. Travers 





NUMBER of office appliance retailers throughout 
the middlewestern area have developed several 
business-obtaining promotional activities that, with 
infinite variations, can be utilized successfully by fellow 
office retailers throughout the United States. 

Perhaps Hoover Brothers of 922 Oak St., Kansas 
City, Mo., have one of the most unusual merchandis- 
ing departments—the electronics division. This divi- 
sion contains wire, tape and conventional recorders 
for office usage, intercommunication systems, hard-of- 
hearing devices (electronic) for office executives, Talk- 
a-Letter recorders and electric eye burglar alarms for 
office installation. 

Many office executives are interested in desk recorder 
installations—recording mechanisms which can be 
tucked away in a desk and used to record important 
conversations without the other party to the discus- 
sion being aware that his or her voice is being cap- 
tured for posterity. 

Many other office executives are interested in piping 
music throughout their office on a twice-daily basis, 
for ten minutes in mid-morning and for a like period 
during mid-afternoon. Executives have discovered, ac- 
cording to Hoover Brothers, that music helps to ban- 
ish that “bored, fed up with it all” feeling so common 
to office forces at midpoints in the day’s activities. 


At the same time a number of executives have evi- 
denced interest in complete sound projection office 


| units complete with projector and screen, so that they 
| may show films of a business nature to office workers 


and films of a personal nature (such as the big fish 
that almost got away) to follow executives and busi- 


| ness callers. 


Office VALET Wardrobe Racks | 




















and Costumers end “wraps” | 


problems, keep clothing “in 


ers; provide ventilated spaces 
for hats, overshoes and um- 
brellas. Save floor space, ac- 
commodate 
square-foot. Fit in anywhere. 
Lifetime welded construction. 


place non-tipping costumers— 
12 and 24-place 4-foot racks. 
Endorsed by top office plan- 
ers—in industry—institutions— 
municipal buildings—schools— 
professional use. 





VOGEL-PETERSON CO. 


WRITE FOR “The Coat Rack People” 
BULLETIN 624 South Michigan Ave. 
No. H-13 Chicago 5, U.S.A. 
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press," aired on spaced hang- | 


Modern lines and colors. 6- | 


Hoover Brothers has a special film rental library 
comprising films dealing with office routine and with 
various aspects of business and commerce. This film 
library is constantly expanded until in a few short 
months it has more than doubled the space originally 


| allocated to it. 


This office retailer has found it desirable to publi- 
cize his office electronics division by placing floor 
displays of such equipment in a local bank. Banks are 
almost universally happy to furnish floor space for 
displays of a nature interesting to their depositors. 


Promotes Vacation Kits 


Security Office Equipment Company of 215 S. Per- 
shing Blvd., Kansas City, Mo., is especially interested 


3 persons per | in the vacation-minded executive, or the executive 


who travels a great deal in the interests of his or her 
business. With such clients in mind Security is cur- 
rently offering vacationeers’ or businessmen’s kits, 
comprising a portable typewriter of the noiseless 
variety, a brief case, pen and pencil combination, dairy 
and an assortment of stationery. 

This office equipment retailer is currently offering 
small prizes for the best epistles written by office 
executives or office workers on the subject “My Dream 
Vacation.” Letters may be factual, humorous, or highly 
imaginary—the content is the all-important basis for 
judging the prize-winning letters submitted. Such 
epistles will be blended together in a special interior 
display at a very early date. 

In this connection, this office dealer is now issuing 
identification cards of a rather unusual nature to ALL 
its clients. On one side of the card is space for the 
holder’s name, business and home address, phone, 
occupation, name of nearest relation and a SIGNA- 
TURE. On the reverse is the notation that the card 
holder is a customer of Security Office Equipment in 
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Filo will repeat! 


A file folder partitioner and supporter 
that every office needs and wants 


al 


EXAMPLE—One dealer 
reports “I sold 12 sets of 
FILO to one customer 
and when my salesman 
made the ‘second all, 
the same customer or- 
dered 214 sets of FILO.” 

FILO is made of 2 to 4 
partitions of oxydized 
steel plates (smooth 
edges) operating on a 
grooved runner. Sets in 
desk or file drawer. Par- 
titions and supports file 
folders. Keeps index tabs 
visible. 

FILO SELLS WHEREVER DEMONSTRATED 


FILO has sales repeat because it saves time and money. 





12 sets 3 sets 
per set per set 
4 plates and runner, per set....... .... $4.65 $4.95 
2 plates and runner, per set.................. 2.65 2.95 


Regular dealers discount—minimum shipment 3 sets 


Weber Office Specialty Co. 


1328 W. 6th St. Los Angeles 14, Cal. 
















See That 
CORNER 
Molded plastic 
Corner (Patented) 
binds tray together 
with vise-like grip. 


Distinctive, ractical, 
amazingly dense, these 
handsome trays are made 
of a beautifully grained 

lastic material that com- 
Lino extreme lightness 
with exceptional strength. 
Material actually improves 
with use. 


No. 915—tLegal Size 


No. 912—Letter Size | 
(10”% x 15” x 23%”, inside) 


(10%x 1244" x 2%", inside) 





WooDALL [NDUSTRIES [NC. 


2035 So. Calumet Ave. °* Chicago 16, Ill. 


OFFICE APPLIANCES, May, 1947 





LES 4, Midwest 


an all-metal beauty of simple 
design-durable-strong-easily as- 
sembled- heavy gauge-35”" over- 
all length -14" wide-26" high- 
baked enamel, green and white. 


METAL MANUFACTURING CO. 
1818 N. 18th ST. « ST. LOUIS 6, MO. 


MIDWES 












CHALLENGE CLIP BOARDS | 


l or 1000 READY TO SHIP! 


Modernistic 
in Design 





CLIP HEADS 


Clip Heads Only 
$3.60 Doz. 





The Line That Makes Things Easy to Find 


i | 
Item to a taion ones App er ag 
No. 275 Note size 2 Doz. $6.40 12 Ibs. 
No. 276 Letter size 3 Doz. 6.40 14 lbs. 
No. 277 Legal size 2 Doz. 7.60 i. eats 


Cartons unbroken. 


hedges Manufacturing Company 
MAKERS OF FILES AND FILING EQUIPMENT 
2931 WENTWORTH AVE. CHICAGO 16, ILLINOIS 
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BIG VALUE 
SALE LEADERS 


Profit makers for every stationery counter 


1—PRESTO Stapler 


World's Fastest Selling "Desk 
Stapler Complete with 500 
Staples 


2—PRESTO Staples 
Build steady repeat business. 
om 3—Amazing PRESTO 
* ta Staple Remover 
Quickly, easily removes 
staples from checks, docu- 


ments, and other impor- 
tant papers. 











4—PRESTO 

Personal Paper Punch 
Makes instant ring-binder pages 
of all papers. Punches standard 


V4" hole. 





Write for prices on these “‘sell on sight’’ values. 


Metal Specialties Mfg. Co. 


3200 Carroll Ave. Chicago 24, Ill 



























yp THE 
Z egc0RdS 


a 
¥ 


: feo products are in- 
creasingly important to 
dealers who carry the best 
in office supplies. Graffco 
signals and maptacks never 
forget..A reminder to check 
your stock. 


GEORGE B. GRAFF 


COMPANY 
~54 Washburn Avenue 
Cambridge 40, Mass. 
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Mistakes in typing, 

ink or pencil vanish 
cleanly under 
KLENZO’S sharp point. 


Sifaisde// 


BUY IT FROM 
YOUR STATIONER 


ee eo nD) 


ERASER 


No. 533-T *Reg. U. S. Pat. Off. 


Seeeneceeead 















When You're Asked 
for FACTS 





CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

“The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain intormation, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 w. Jackson Bivd., Chicago 
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good standing for the month of ——. New cards are 
issued on the first of every month and are good only 
for the month in question. Executives and office work- 
ers alike may make use of such an identification. card 
in an emergency or when it is desired to cash a check 
in a strange locale, inasmuch as the signature makes 
positive identification relatively easy. Store clients 
must personally request monthly identification cards 
at the Security store. New cards issued monthly make 
it possible to discard cards which are frayed, lost, 
strayed or stolen. 

This office equipment retailer believes that virtually 
all executives are air-minded in the extreme. In close 
co-operation with several local airlines, a special win- 
dow display has been designed, consisting of photo- 
graphs of vacation and business spots reachable by 
airline. In addition, on the wall in the establishment 
of this office equipment dealer may be found a con- 
stantly revised timetable of all important airlines and 
their destinations. 


Security Office Equipment has a | 


special counter labeled “For the Air Traveler,” at | 


which may be found such items as leakproof fountain 
pens, bantam typewriters, ultra lightweight radios— 
everything for the busy business executive who is an 
air jaunter on a habitual basis. 

Harry Tibbs of 548 Minnesota Ave., Kansas City, 
Kans., believes that springtime is office cleaning as 
well as housecleaning time. With this thought in 
mind this office retailer has issued a cordial invitation 
to every office executive to draw up sketches for a 
remodernized “dream office.” For the most interest- 
ing sketches, considering the originality, awards are 
issued. And every executive receives a highly person- 
alized estimate of the amount necessary to provide 
such a “dream office establishment,” with no obliga- 
tion, of course. 

Because this Kansas City, Kans., office equipment 
retailer feels that office workers have their own con- 
ception of an “office ideal,” a similar contest offering 
small awards for the best suggestions as to a desirable 
office setup is being provided for the exclusive benefit 
of office toilers. Such suggestions and sketches will 
be woven into an interior display which is virtually 
certain to interest both executive and office employee. 


A Break for the Housewife 


Demaree Stationery and Office Supplies of 908 Wal- 
nut St., Kansas City, Mo., believes that the housewife 
is an excellent prospective purchaser of office equip- 
ment. This retailer has prepared a special “house- 
wives’ combination unit consisting of a desk, type- 
writer, pen and pencil set, blotters, social stationery 
and a complete set of journals for keeping track of 
daily household expenses. Demaree realizes that many 
housewives hold positions with social organizations 
such, as secretary or treasurer—occupations which 
require considerable correspondence. 

For this reason, Demaree is currently requesting 
local organizations such as the DAR, Monday Evening 
Bridge Club, Eastern Star and others catering to fem- 
inists to submit photographs of their club officials. 
Moreover each such feminine group is requested to 
submit each and every month a list of the three mem- 
bers who have accomplished the most for their group 
during the month in question. Demaree forwards each 
individual so named a voucher worth ten per cent on 
the purchase of a “housewife’s business combination.” 

Demaree also pr2sents a special weekly — radio 
program heard every Friday evening known as “RX- 
Prescription for Marriage.” On this program one hus- 
band and one wife appear and give their recipe for 
a happy marriage. Voices are disguised through the 
use of a filter microphone and anyone may volunteer 
to appear on this program. 

This office retailer plans commercials on this pro- 
gram to hammer home the message to husband and 
wife alike that a happy marriage depends in part 
upon a carefully worked out financial budget and the 
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CROWN TIP 


TRANSPARENT INDEX TABS 








CELS:DEX 


EIGHT COLORS 


GREEN 
AMBER 
PINK 
RED 


CLEAR 
e)-7-) (61 2 
Mavie. 
BLUE 





A Better TAB at a Better Price 
CEL-U-DEX CORPORATION 
1 MAIN STREET BROOKLYN 1, N. Y. 











Beautiful Wood 


COSTUMERS 


with 4 Husky Brass Hooks 


Oak, Wal. or Mah. Finish . 


$Q 75 


each 


Liberal Dealer Discount 


Packed 6 per carton— 
Shipped K.D. f.o.b. factory 
Weight 10 Ilb.— 

13%” x 1%” x 70” 


Base 20 inches 


ORDER NOW 


Terms C.O.D. if not rated. 


A. C. REPKE & CO. 


2129 Grand River Avenue Detroit 1, Michigan 
Phone CHerry 1923 
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Calculator 
Equipment Corp. 


ORANGE, NEW JERSEY, U.S. A. 


ADDING MACHINES 


¢ 
CALCULATING MACHINES 
te 
BOOKKEEPING MACHINES 
& 


Select Rough and Rebuilt 













































ROTARY 


For speed and accuracy it’s the 
new Speedograph Rotary. 


and automatic feed. 





DEALERS 


The New and Improvd | 


Where efficiency is required in | 
reproduction up to 100 copies | 
the Speedograph Rotary has | 
no equal. Now available for | 
immediate delivery in hand | 





TODAY—Write for 
= fi 
i 
a QJ 











free color brochure 
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keeping of accurate records on the part of both hus- 
band and wife. 

Demaree through the local newspaper secures names 
and addresses of all recently-married couples. Such 
couples receive an epistle from this office equipment 
dealer suggesting that their abode will be complete 
with the addition of a desk, typewriter and other es- 
sentials—so that the marriage may continue through 
the years on a business, as well as a romantic, basis. 

Every now and then this office equipment merchan- 
diser mails a group of personally-dictated, typewritten 
epistles to businessmen suggesting that an _ ideal 
anniversary present—both pleasurable and practical 
in the extreme—might well be the home housewife’s 
business combination unit, which not only the little 
woman but the businessman may utilize as well. 

This Kansas City, Mo., office retailer realizes too that 
many businessmen wish an “office of their own” at 
home, a combination of den and home-office head- 
quarters all rolled into one. In a recent community 
survey this retailer discovered that nearly 70 per cent 
of all businessmen queried were interested in a min- 
iature office “for the home” where on occasion they 
could conduct business transactions. Naturally such 
an office included as its prerequisites a typewriter, 
desk, recorder, pen and pencil desk set, and other 
items of this nature. Demaree believes that the “home 
office” field is well worth delving into. 


Provides Jobs for Preps 


Finally, the Cramer Office Supply Company of 1419 
McGee St., Kansas City, Mo., has established a bulletin 
board on its premises where merchants needing the 
services of high schoolers on a part-time basis may 
insert advertisements outlining the opportunities avail- 
able and the requirements for the position or positions 
in question. Cramer accepts no responsibility for 
any insertions “on the board”, but invites any business- 
man or businesswoman to use the facilities with no 
obligation. 

This naturally promotes student store traffic. Cramer 
is currently suggesting that high schoolers purchase 
a typewriter and desk set for their very own room, 
using their weekly earnings from part-time work 
activity to meet the costs of such equipment. Cramer 
sponsors, every other month, a special office equip- 
ment show consisting of typewriters, desks, and allied 
items which students may desire for their very own 
room. Parents are almost invariably pleased to have 
their offsprings interested in typing and business pur- 
suits of one type or another. 

Such are the merchandising ideas which Kansas 
City, Kans., and Kansas City, Mo., office equipment 
retailers are currently utilizing with conspicuous 
success. 


2 
CONTRACT AWARDED FOR NEW G-F PLANT 

General Fireproofing Company, Youngstown, Ohio, 
has awarded a contract for erecting a million dollar 
addition, 180x110 feet, of modern concrete and steel, 
to its plant on Logan Ave. The addition will be erected 
at the south end of the plant and will contain four 
stories and basement, adding 100,000 square feet to 
the plant’s area. 

Walter Bender, president of General Fireproofing 
Company, said the construction work would be done 
by the Joseph Bucheit and Sons Company, with work 
to begin as soon as the Civilian Production Adminis- 
tration grants authority, possibly within a few weeks. 

Although the specific amount involved in the Bu- 
cheit contract was not disclosed, the whole job, includ- 
ing cost of the building, equipment and fixtures, is 
estimated at somewhere between $1,000,000 and $1,500,- 
000. 

The plant is expected to be finished by fall and will 
be occupied before the end of the year. The addition 
will enable the company to boost output of its present 
products, and to begin producing a new line of prod- 
ucts, details of which have not been revealed.—AK. 
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More Real Value 
Greater Sales Appeal 


a . The worth and utility value rounded edges, strong, rigid 
APERS of this all-metal Toledo Of- bracing, infra-red baked 
fice Table are obvious when green. encciel Gehl Part 


the shopper sees it on the No. 1005. Shipped K.D., 


salesroom floor. Self-locking hi ear 
wings supported by new-type Individual Carton. Shipping 


bracket which prevents acci- weight 14 Ibs. Work area 
dental falling. Channel legs, 34 x 15". Height 261/44" 


PAWATHA 


ed TYPEWRITER P 









Are Recognized 
Standard for 





IMMEDIATE 
DELIVERY 


@ Every opera- 
tion in the pro- 
duction of these 
tables is carried 
out in our own 
Toledo factories 
and wholly under 
our control. Qual- 
ity and value are 
unfailingly as- 
sured, 


over 30 years 


Consistently high quality 
...Up-to-the-minute packag- 
ing...a profit-and-prestige 
line you'll sell with pride. 
Inquire about our Franchise 


Sales Plan—the short cut 





to bigger and better sales. 


WANSCO 


PAPER PRODUCTS CO., 
409-411-413 PEARL ST., NEW oe : 


aeaceones 











“tae Cull Producto Sue 


515 MADISON AVENUE . OHIO 
American Furniture Mart, yo V1, m. 

















Saved-- 
24% 


Onder this complete pachage 














Tusutar Coin WraPrPers 1. One Doz. 4” Protractors .080 Thick, Transparent 
Stationers! It's your Line—Exclusively! 2. One Doz. 6” Protractors .060 Thick, Transparent 
” ’ 
“Steel-Strong” Products are sold through 3. One Daz. 6 Architects’ Scales .080 Beveled Edge Transparent 
Stationers and Office Supply Dealers only. 4. One Doz. 6 Engineers Scales .080 Beveled Edge Transparent 
We have no retail salesmen to pizate your 9. One Doz. 6” 45 90 Triangles .060 Thick, Transparent 
customers and cash in on your missionary 6. One Doz. 8” 30 60 Triangles .060 Thick, Transparent 
work. 7. Three Doz. Stainless Steel Erasing Shields 
Write for liberal discounts and sales help on: Choice of one dozen Lettering Gui den ep- tee 
Bill Stops Seal Presses dozen large INK-OUT (Erado) eradicator. 
Coin Bags eller’s Moisteners 

urrency Bags anual Coin Counters 
Draw Sting Bags Currency Racks : Write for Special Dealer Net Price. 
Bas Setar he a eggs it 

i en nf shies a Coin Storage Trays s offer is lim 
binen Shipping "°Bowney Change Trays so ORDER NOW on your letterhead. 








CARDINELL CORPORATION MONTCLAIR NEW JERSEY 
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Carry Your Own State 
and Surrounding States 
in Stock..... 


COLORPRINT 


FOLDED POCKET MAPS 
SHOWING 
ROADS—RAILROADS—WATERWAYS 





SS 


SS 


THIS HANDY DISPLAY RACK SUPPLIED 
FREE WITH ORDER FOR SIX DOZEN MAPS 


MAPS 


OF EVERY DESCRIPTION AND 
FOR EVER¥ PURPOSE 


: er . 
Write For Catalogue and Dealers Discounts 


AMERICAN MAP CO., INC. 


16 EAST 42nd ST., N. Y. 17, N. Y. © MU 2-7581 


SELLS EASIER ... FASTER 


ALLOWS MORE WORK IN LESS TIME 


















CUTS SECRETARIAL FATIGUE; 
IN DEMAND IN ALL OFFICES 


Just what customers want. Boosts 
office efficiency by correct pos- 
ture. Seat and back-rest cushioned 
for proper body support. Comfort- 
able posture almost automatic. 
A secretarial “must.” Cuts 
down physical strain. In- 
creases output of work. A 
lifetime of use. Welded 
steel construction. Easily 
adjusted. Write for free 
catalog showing full line. , 


; "Rite -Hite'' Stools SELLI 
Still few dealer openings.] Exclusive “finger-tip” 





Write for details today! sentrel moves steol up 


and down to any height. 
MADE BY 


DEPENDABLE MFG. CO. 


1908 CALIFORNIA ST. OMAHA 2, NEBR, 
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Revolutionary NEW 
Dictating Machine 








@ No records or needles to buy 
@ Wire may be re-used indefinitely 
@ 1 unit plays back, records, erases 


@ Transcriptions last indefinitly 


W: ‘t, 7 FOR FREE 
DESCRIPTIVE BROCHURE 


STANDARD BUSINESS MACHINES CO. 
720 S. DEARBORN STREET * CHICAGO 5, ILLINOIS 





TECHNYGRAPH RAINBOW STYLI 


_@ A REMARKABLE 
NEW LINE of plastic 
handle styli in trans- 


- 


parent containers. 


@ 29 DIFFERENT 
STYLI, including ball 
points, loop, wheel, 
and shading. 


@e FEATHER- 
WEIGHT, bright-hued, 
non-breakable, non- 
fading Lumarith. 


@ PLEASING TO THE 
EYES, smooth to the 
touch, easy to clean 


N 9A Style ettenng < s * . 400 
ae 
~~ IRR 
N 4 oll Surte $0 
— 
ps age S ES fe iaw. 


and keep clean. 


@ THE SOFT, NEU- 
TRAL TONE beige- 
mottled Lumarith at 
the leading end of the 
handle averts eye-fa- 


Sac ( 


tigue. Knurling near 
the tip gives the index 


LAOS —— 
€, 
af (fat be 


finger a firm grip. 
@ MADE IN U. §. A. 


@ DEALERS: Write 
us today for the four 
page broadside show- 
ing the styli in actual 
size and color. 


TECHNYGRAPH COMPANY 
TECHNY, ILL. 


STYL! TIPS ARE ts” 
CADMIUM-PLATED 
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LET HIS EYES “FEEL” IT 


By Frank Trabin 


EFORE HIS RECENT RETIREMENT, “Doc” was 

was a successful seller for over two decades. Hun- 
dreds of southeastern Massachusetts buyers knew and 
still know him by his nickname, which, needless to say, 
is testimony enough of his success. But this article is 
not devoted to the truth of “sell yourself to sell your 
product.” 

Rather, it is based upon “Doc’s” proved theory of how 
to sell your product after you’ve failed somewhat to 
sell yourself. How yoti can sell your stationery items 
by employing a bit of tried and proved seller psy- 
chology. 

“Doc” was something of a psychologist. One day 
when I returned dejected and with a folio full of his 
display placards and calendars, he pushed me into a 
chair in his New Bedford, Mass., office. His old wrinkled 
features smiled at my sulky excuses and he said. 

“You know, man hasn’t changed much since pre- 
historic days. Selling for over 20 years has impressed 
me with that truth.” 

Hearing this, I thought for certain that A. J. was 
correct about one of his previously stated opinions— 
that he should retire soon. However, I was inclined 
to listen further. 

“We've still got the old animal instinct in us,” he 
continued. “Just enough of it to make selling a good 
line.” 


Customer’s Eyes and Hands Are Salesmen 


“There’s only one thing that sells an item faster 
than any scheme ever devised,” old A. J. divulged 
cagily, digging into his bulging bag of experience. “And 
you know it as well as I—if you'll pause over it for a 
moment. Actually, you aren’t the salesman. The best 
salesmen in the world are the customer’s own pair of 
eyes and hands.” 

He smiled. “When an animal smells a thing and 
sees it, he doesn’t care who owns it.” 

“That’s what you mean by animal instinct, then.” 

“Right. The animal is going to try his darnedest to 
grab that bone or piece of meat for himself, even if 
it does belong to some other.” 

“Let’s be frank about it,” wise “Doc” went on. “We 
humans date back to animals. Remember the ape and 
the prehistoric man? They fought and killed each 
other for the other’s rightful property. Of course, our 
case is different. But here’s my tip to you and any 
others in the selling business. Make sure you get the 
potential buyer to wrap his fingers around your article. 

“Get both his eyes and hands to feel the item at the 
same time! That done, you’ve got him half licked. The 
word ‘No’ sticks in his throat. He’s wide open, and 
that’s your signal to follow up with dried-ink sales 
ability. Joe Louis knows when to follow up with his 
Sunday punch, and isn’t that why he’s still on top?” 

His lesson is obviously and simply a deduction 
of common sense. And conclusively, I wonder how 
many stationery dealers and sales clerks are day by 
day and in many ways overlooking the common- 
sensical method of approach in informality and sim- 
plicity. 

Don’t rely. mainly on your words to sell your poten- 
tial customer something in which he’s shown slight 
interest. Let him touch, feel your item—‘feel” and 
“taste” with his eyes the fine quality and strength of 
that product. 

Get hep—and sell more! 
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Eliminates guessing | Patent Applied For 
atendofletien  ° 
EXCLUSIVELY FOR DEALERS 
and STATIONERS 
Write for Samples... 


ALLEN & COMPANY 


Manufacturers 


CARBON PAPERS INKED RIBBONS 
11-15 Vandewater St., Dept. M, New York 7, N. Y. 








RITE-LINE 


Reg. U. S. Pat. Off 


COPYHOLDER 


The Rite-Line All Metal Copyholder is portable, 
compact, efficient and attractive. Dealers $1 R75 
and stationers find it a ready seller at 15 


Price includes 10" eye guide. Tax extra. 


Extra for 15” extension eye guide 1.10 
Extra for 20” extension eye guide 1.25 
Write for Full Particulars 


RITE-LINE SALES COMPANY, INC. 


15 Maiden Lane, New York 7, N. ¥. « 407 So. Dearborn St., Chicago 5, tl. 
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NEW Fox Cushions 
RUBBER FOAM FILLER 


Panama Fiber 


And Gabardine 


Covering 
Material 
3 SIZES 
A 17x18!/," 
B 15x17" 
C 14l/x15" 





STYLE 401/, 1/," RUBBER FILLER 
A $5.00. B $4.00 C $3.50 


STYLE 402!/, 2" RUBBER FILLER 
A $7.00 B $6.50 C $6.00 


FLAKED LATEX RUBBER FILLER 
STYLE 115!/. 1" Thick 
$2.50 Large Or Small Size 


STYLE 602!/, 2" Thick 
A BC $5.00 


REGULAR DISCOUNT 


Geo. E. Fox & Company 


320 N. La Salle St. + Chicago 10, Ill. 











Visible Record 


Any meee Easy 500 Cards 
frie gue, 900 Car $345 





Credit Portable 
Cost Saves Time Complete 


Use Handifax Cards only. Join together. 
File sheets of Cards on edge like paper in 
correspondence folders. Visible Facts In- 
spire Profitable Acts. Use half-inch Visible 
Margin for Indexing—Color Signaling— 
Visible Tabulation of vital information. 
Ten years national use. 500 Cards one side 
Blank, one side Ruled: 6x4 in., $3.45; 8x4 
in., $4.40; 10x4 in., $5.30. Order now. Send 
Sheets of Cards = 4 money. Satisfaction guaranteed. 

Write for Catalog. 


& 
Handifax x51: st.Louts 





sce 474 NEW BACK 
Oricinart pOHINER TRANSFER DEVICE 





“THE MACHINE TO COUNT ON” 


Speeds Up Calculations 


HERE’S THE AN-.- 
SWER to manage- 
ment’s demand for a 
low priced, fast cal- 
culator. Entirely 
portable. Unexcelled 


A Handy Calculator for sturdy construc- 
tion. 


IVAN SORVALL USE MORE MACHINES 


210 Fifth Ave., New York 10, N. Y. TO SERVE MORE 
Ask for Bulletin RO-53 PEOPLE AT LESS COST 











FOR THE FIRST TIME 
STATIONERY STORES CAN NOW SELL 


GENERAL MOTORS, CHRYSLER AND FORD 
ACCOUNTING SYSTEMS 


Used by General Motors, Chrysler, Ford and 
Many other Automobile Dealers 
200 EXCLUSIVE AGENCIES FROM COAST TO COAST 
WRITE FOR SAMPLES AND EXCLUSIVE AGENCY TERMS 


Lewis N. Pemberton Printing Company 


Manufacturers & Distributors : 
719 W. Olympic Blvd. Los Angeles 15, Calif. 












| Social Engraving Sample Book mailed for deposit of $1.00 which is refunded 


SF a sail 


WEDDING | 
ANNOUNCEMENTS | 
| 


No Investment | 
Simplified Price List | 
America's Lowest Prices | 





after receiving $10.00 net of engraving or return of sample book. | 





| NATIONAL ENGRAVING COMPANY 


BIRMINGHAM 5, ALABAMA 











MEILICKE RRECELATORS 


Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card ' 

and save time—worry and mistakes. Meilicke Calculators 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 











Meilicke Systems, Inc. pict ts, tins 





Have You 


a Friend—or business acquaint- 

ance who might like to keep in touch 

with office equipment by reading 

Office Appliances? If so, send us the 

name, address and business and we will 

send a sample copy with our com- 
pliments. 


THE OFFICE APPLIANCE COMPANY 














600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A. 
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MAGIC 
FLOW 


is the best buy 
in Duplicating Inks 


MAGIC 
STENCILS 


are the best buy 
in Stencils. 
Let us prove it. 


CONTINENTAL INK CO. 
3142 S. Austin Bivd., Cicero 50, lil. 
Products that make friends. 











TYPEWRITER & SUPPLY aa 


{ 


SALESMEN 


MAKE 


"EXTRA MONEY" 


Sell spring keys for typewriters; a 
reliable product of exceptional 
value. Add this product to your 
present line for extra profit. Easily sold from a sample key. 


MASTER SPEED KEYS 


Write for Full Information 


SPEED KEY CORPORATION 
343 Columbus Place Brooklyn 33, N. Y. 

















Stock Tae Line Taat’s Most ComPLete 
MOORE METLHED MAPTACKS 


No other maptack line provides these advantages—all sizes, 
shapes and colors. Plain, numbered, lettered or special 
‘markings. Over 3,000 different combinations. Sturdily made 
with sharp steel points. Nationally advertised. And further 
proof that Moore Metlheds are tops is that map companies 
sell them—EXCLUSTVELY. 


Use Moore Marking Tacks for price boards, 


bin markers, counter and window displays. 
MAKERS OF FAMOUS MOORE PUSH-PINS AND PUSH-LESS HANGERS 


MOORE PUSH-PIN CO. 


113-25 BERKLEY STREET - PHILADELPHIA 44, PA. 








LOOK TO DACO — for these 
items—also for Machine Record 
Ledger Cards and forms. 


For over a quarter of a century 
Daco has manufactured a com- 
plete line of filing supplies, 
forms, cards and guides for 
every office and industrial use. 
Competitive in price and quality, 
Daco supplies are regular busi- 
ness builders. 





Write Dept.O for information 
or quotations. 


DACO CARD. & INDEX CO. 


9 Federal Court : Boston, Mass. 




































of 


AND 
LEATHER 


MAIL 
BAGS 


FREE DESCRIPTIVE 

CIRCULAR ... X 

CANVAS PRODUCTS CO. 
Corner Marquette 
& McWilliams Sts. 
FOND DU LAC, WIS. 
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there's this 
to be said 





Aayd. 
for 
DRI-KWIK 


It is one rubber stamp ink that 





dries instantaneously in normal 
weather ... dries as fast as any 
hygroscopic ink made. Your cus- 


tomers will like DRI-KWIK! 












Used on our famous 
DRI-KWIK Pad, 
it affords flawless 


teamwork! 


FULTON SPECIALTY CO. 


200 FIFTH AV... NEW VORK CITY 10.N_Y. 
FACTORY AT ELIZABETH 1. WU. 
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SOMETHING 
BRAND NEW! 
The Modern 


Photo-File 


Holds 192 pictures and nega 


nent 


Accordion-style page binding, oo 
padded, rich brown Premoid cover and 
beautifully hand-tooled ack gold 
ornamented. Overlap ping celluloid 
poe ket-c —— accommodate Sie" 
512” photos. Equipped with 2 re- 
me »vable slide- trays etiminatin 1 nui 
sance of having to ” one yunt pc ets on 


Le ages. Extra trays av atente in lots 
1 dozen. Photo-File ks ld in 
minim um lots of 1 donen. 











y Handsome—Durabie—Sells on Sight 


| MODERN 
S|] DESK PAD MFG. CO. 
~ 420 N. Cl 
. Clark St., Chicago 10, III 



































Acme No. 1 Saddle back h 


STAPLES FLAT 





OR SADDLE WORE 
{ 


Zs 
BN 
Adjusted instantly 


ACME 





seit for offices or small binderies—uses 


S TA p L FE ka? 5/16, % and '/.” leg length staples 
without ‘mechanical change and has 1|2” 


reach. Saddle back and flat interchange- 
able tables are standard equipment. Com- 
pare the Acme Silverstreak Line of standard 

1648 Haddon Ave. and special capacity staplers, as shown 
CAMDEN, N. J. in the Silverstreak Folder. 


Also Mfr. ACME No. 1—No. 2—SURESHOT—MIDGET—SIMPLEX 


COMPANY 




















Changeable Letter 
Bulletin and 
Menu Board Signs 
for all purposes 


SPECIAL 


TO DAY 
FRESH ROAST HAM 
RED CABBAGE 
SWEET POTATOE 


APPLE sAUCE 
BREAD [rn ROLLS & BUTTER ACME 


DESSERT Bulletin Board Corp. 
COFFEE TEA OR MILK 37 East 12th St 


35¢ f New York i eee i 


Send for illustrated 
literature showing 
large variety of uses. 

















MARKILO 
CELLULO/O PRODOCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 
Write us for details. 

Mfrs. 


Markile Company, 


8633 S. Racine Ave. Chicago 9, U.S. A. 









ws oe 8 oe “oe oC ee Ce eo” o" eo oo bey 










® $ 
. SELLS FAST because it gai, . 
’ 
" WORKS FAST P- 
* Thousands of Uses The Only ° 
. ® 
c Millions of : Genuine d 
ig LUBASPRAY * 
@ Users : : e 
Easiest, most effective | 
. method of graphitoid lubrication ° 
bed —clean, quick, convenient! Colorful ® 
* displays sell for you. Order today. CO 


PANEF iniiwavsce wisconsin 


A Snappy Salesman 


of fifty years ago looked like this. To- 
day he has doffed the checks, the high 
hat and the walrus mustache, but he 
still depends upon his 


Beach’s : Ki 
“Common Sense” 
Expense Book 


to give him a quick, accurate record of 
his traveling expenses. 


BEACH PUBLISHING CO. 
7338 Woodward Ave., Detroit 2 



































ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





Uend for Folder 
and prices. 








Manutactured by 








I. D. COTTERMAN “"isicxco'so 
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ia LOOSELEAF 
TABINCERT 


PROBLEMS? 


Quickest, easiest, most effective way of binding 
any document folders, legal papers, maps, blue- 
prints and photographs—in loose leaf binders— 
without defacing them. 





Write for illustrated folder 
giving complete information. 


STAUNCH SALES COMPANY 


343 E. 34th St., New York 16 MU 7-6930 
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ARMENIA BEL. 


a IR LS 





SCRAPBOOKS 


for 
IMMEDIATE DELIVERY 
& 
Bound in beautiful black Fabrikoid 
with black loose leaf sheets. 
ae cs 
e 6 Popular Sizes 


e Extra fillers available 
¢ Loose leaf metal binding posts 


* 
Circular on request 
wire—write or phone 


CONSOLIDATED LOOSE LEAF INC. 


"For the trade only" 


536 PEARL ST. NEW YORK 7, N. Y. 
COrtlandt 7-9688 








PRECISION. MANUFACTURED 


TO ASSURE SATISFACTION 


Perfect for Home, School or Office 


TACKING HANDY 
MOUNTING ——— LONG-LASTING 
REPAIRING STURDY 


the UNIVERSAL FASTENER 


for Every Fastening Purpose 
SIMPLEST TO LOAD ° EASY OPERATION 
Retails for $1.95 


Ps IRE. SON STAPLE CORPORATION 


— — GRamercy™ 5372 





C39 Fourth Avenue-New York 3; N. Y. 








DAYTON STENCIL 
WORKS CO. "chic" 





$5,000 IN SALES 


FROM ONE AD 


This dealer has learned that inasmuch as nobody wants to do 
without a phone—they also don't want fo do without a device 
that gives added value to the phone. 


That’s the Hush-A-Phone 


1. Safeguards privacy. 

2. Prevents phone talk annoyance. 

3. Improves phone hearing in noisy 
places. 

Above dealer's name on request; also 

copy "Who buys and Why” and cata- 

log; and Dealer proposition. 


Hush-A-Phone Corp., 43 W. 16th St.,N.Y.C. 11 














MARTENS 
TYPE CLEANER 

















THE 
PERFECT FLUID 
PAREN ee AND NEW 
PE PATENTED 
—_— APPLICATOR 
him IwGra| Request mabe and 
naw vor city full details on your 
ed letterhead 





THE MARTENS TYPE CLEANER CO. 
DIAMOND POINT 2, N. Y. 














Stop Potty Thefts 


No. 10 WONDER [OCK does everything the or- 
} = dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely 
lock every kind of a drawer, file or 
door, (See illustration). Also made 
to protect the contents of show cases. 
No holes to drill—no nails or screws, 
no tools required. Two drawers may 


be secured with one WONDER [OCK 


List Price $2.50 by the use of brace plate furnished. 
Every store, office, factory and home a prospect. Used by U. S. 
government. Write at once for price and full particulars. 


WONDER SOLK sw. santa” ea 








BANK PASSBOOKS 

POCKET CHECK CASES 

3-ON CHECK BINDERS 

CREDIT PAYMENT BOOKS 
TAB - CUT LEDGER CARDS 

VV:NG alin | Obi Cam-101 01,6 

THUMB - CUT PASSBOOK ENVELOPES 


We make them all... for the TRADE ONLY 


ATIONAL PASSBOOK & SUPPLY CO. 


112 Hamilton Avenue (onr-a'7-10- tal: mn Semele) 


* 
* 
* 
* 
* 
* 
* 


OFFICE APPLIANCES, May, 1947 











The “MITE” Postal Scale 
One Pound Capacity 


ACCURATE—DURABLE 


RETAIL 
Slightly Higher on West Coast 


Now Delivering 
Limited Quantities 
To Dealers and Jobbers 


B-T COMPANY INC. 
277 East Erie St. 
Milwaukee 2, Wisconsin 


a 
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The 
Ideal Typewriter 
Support 









Sharp eyes, nimble fiugers and 
clear brains are essential to con- 
stant speed and accuracy in business 
service. KARLO, the Ideal typewriter 
support, is unique in this service. No 
other Stand is so rigid, so free from 
wobble and vibration—no other so easily 
moved or adjusted—no other so nearly 
indestructible. “Proven high- 
ly satisfactory,” says one user, 
“Most indispensible piece of 
furniture in the office,” says 
another. “Most practical stand 
on the market,” etc. Typists 
prefer it because they can do 
more work with less fatigue 
by having their typewriters at just the right height. Their 
increased output and greater accuracy soon ‘pay the cost. 


METAL 
WITH woop 
» TOP 

? ADJUSTABLE 
FROM 

26 TO 38 
INCHES 





Patent 
*D90848”" 


DEALERS: Every business furniture display should include 
this business producer. Write for information and prices. 


MANUFACTURING 


au “COMPANY 
32 lonia Ave., SW., GRAND RAPIDS, MICH 


Kegalrite 


STENCILS 
CARBON PAPERS 
TYPEWRITER RIBBONS 
ADDING MACHINE RIBBONS 
BOOKKEEPING MACHINE RIBBONS 


HEADQUARTERS FOR 
ROYAL TYPEWRITER PARTS 
FOR DEALERS 


REVIVO PLATEN RESTORER AND TYPE CLEANER 


With the acceleration in new typewriter production, 
trade-ins will become available in increasing num- 


bers. List your needs with us now. 


REGAL TYPEWRITER CO., INC. 


200 Hudson St., New York 13, N. Y. 
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For Immediate Delivery 


No. 2 METAL WASTE BASKETS, Green and 
Brown Finish 


IMITATION WALNUT LETTER TRAYS, Letter 
and Legal Size 


METAL BRASS TRAY SUPPORTS 


TICKET PUNCHES, 1%" round hole and as- 
sorted designs 


CANVAS BINDERS, 2”, 12" and 1”, metal 
rings, 11x8% 


LEDGER SHEETS, complete line, all rulings 

ORDER BOOKS, duplicating and triplicating 

AMBER SCRATCH PADS, all sizes 

PYRAMID PINS 

PAPER TRIMMERS, all sizes 

FAULTLESS PENCIL CLIPS 

STEEL-GRIP, Jr. and Sr. Clips 

FILES, stick and harp 

ARCHES, ARCH BOARDS and CLIP BOARDS, 
all sizes 


UNLIMITED QUANTITIES ON ALL LISTED ITEMS 


Complete Line of Wholesale Commercial 
Stationery Items 


WESTERN WHOLESALE STATIONERS, LTD. 


Los Angeles 13, Calif. 


333 East Third Street 
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Single—c 
Easily B 
Drawer | 
Four Rol! 
Construct 
Brass C 

Pull, 


hice 


OFFI 
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“Thor it no Compromise with Quality” 


DESK PADS 


STIFF — FLEXIBLE — 
LINOLEUM 


A wide variety of styles designed to 
meet increasing consumer demand for 
better quality at moderate cost.... 
Illustrated is style No. 1240, a corner 
pad unequalled for beauty and dura- 
bility. Corners are heavy top-grain furni- 
ture cowhide tooled with wide 24 kt. 
gold Florentine border. Colors: brown, 
maroon, green, blue and black. Sizes: 
19x24, 16x21, 12x19. 


LIST PRICE $1.92 in all sizes 
LIBERAL TRADE DISCOUNT 


List prices slightly higher west of 
the Rockies. 

Effectively displayed to speed sales in 

new 3 division metal display rack. 

FREE RACK—Rack holds total of 36 

desk pads and is available free with 

minimum order of 3 dozen. 


SAINBERG & C0., INC. 


37 W. 26th St., New York 10, N. Y. 























42'' x 36"' x 18" 
Double Door 
Counter High 






CABINET 
LEGAL & LETTER 
Steel Transfer 
FILES 
30'//."" x 24" x 18" 
Desk High 
CABINET 





42" x 26" x 18" 
Counter High 
Single Door 

CABINET 





WRITE FOR PRICES & DEALER 
Single—Drawer Transfer Files DISCOUNTS. 


Easily Built Up to a Four 
Drawer Unit. Manufactured By 
PARKER STEEL PRODUCTS INC. 


a con Bearings. Sturdily 
“gone 54-60 COLUMBIA STREET 
BROOKLYN 31, N. Y. 


Brass Card Holder and Drawer 
Pull, 
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a Le 
CAPITALI2© 


on the vast 


SCHOOL MARKET 


r) 
for 


wooD 
FOLDING 
CHAIRS 


AUDITORIUMS 
GYMNASIUMS 
ASSEMBLY HALLS 
SCHOOL OFFICES 
CAFETERIAS 

REST ROOMS 
LIBRARIES 

CLASS ROOMS 


Dealer Inquiries 
invited. 


No. 4317-W 
Plywood Seat 


Write 


CLARIN MFG. CO. 


4654 W. Harrison Street, CHICAGO 44, ILL. 


The Chair with the 
AUTOMATIC 
POSITIVE LOCK 








251 





FAULTLESS 


EXCELLO 


ideal for all 
DAILY TIME SHEETS 
SHIPPING RECORDS 
PAYROLL RECORDS 
INVOICE COPIES 
ORDER BLANKS 
ETC. 


STATIONERS 
LOOSE LEAF CO 


MILWAUKEE 1, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 


+ 


BUILT TO TAKE IT 


22 
SIZES 








ny 
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SPENCER 


SNAPPY-PACS 


A FAST 10¢ SELLER WITH A 
SELF DISPENSING PACKAGE 


Developed by Spencer for the Sta- 
tionery trade only, Snappy-Pacs are 
individual % oz. cellophane wrapped 
bags of assorted rubber bands that 
will “Walk out” of the attractive 
dispenser package that comes with 


them. Ready for immediate delivery, . 


so send in your order now for a 
REAL 10c SELLER. 








PENCER RUBBER PRODUCTS COMPANY 


OFFICE APPLIANCES, 


May, 
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HOW TO WIN FRIENDS | 
INCREASE PROFITS 


Copy-RIGHT 
feature 


(FRONT-VISION, LINE BY LINE) 
co PY HOLDERS The CORRECT Line for Reading 
The RIGHT Line to Sell 
x Demand greater now than ever account shortage of personnel and type- 
writers. Dealers thruout U. S. and many foreign countries have been selling 
_Copy-RIGHTs steadily year after year, but this business is expanding tremen- 
dously. There are hundreds of new prospects in various territories where we never 
had an active Dealer. Enormous replacement market also exists. 
i! Use of Copy-RIGHT line-indicating Copy Holder eliminates awkward nerve- 
** wracking, time-consuming, uncomfortable side-reading; permits Typist to relax, 
compels correct posture. Result: saves eyes, effort, errors and up to 50%, in 
typing time according to certifications by leading users during past 21 years. 


If you are not selling Copy-RIGHT Copy Holders, get started in this 
lucrative field today. Mail Coupon for sample and Catalog, sales material, efc. 


















Se SSS STS SSBB TF SB Seeeeeeg 
Six Models: 4 & 
rz Model oe s Copy-RIGHT Mfg. Corporation Dept. D-2 . 
most popular ‘ 
20" Aan left), 25". g 53 Park Place, New York 7, N. Y., U. S.A. ® 
1 30", 36". : () Send us a sample Copy-RIGHT on reguler terms, - 
# also Catalog, sales materials, etc. a 
TO PRESENT USERS OF LINE-BY-LINE COPY HOLDERS: oe. ' 
Write for name of nearest Dealer . . . get the facts on the latest a Signed 5 
Copy-RIGHT which brings new ease, speed and comfort to typists. : (Attach letterhead please) a 


In any case... 


a NATIONAL 


is the best choice! 


Student or salesman . . . business or professional 














man... there's a National Brief Case especially 
designed to meet the specific needs of eachl 


Catalog cases, zipper envelopes, ring binders, 


sample cases . . . all of them constructed by the 


exacting National Brief Case Company standards 
which guarantee long wear and handsome appear- 


ance. A wide selection of fine leathers to choose 


" " - a J 
ccna eee papataerases(ssvTzen ttt, 
sulpesadupas rye rvearers® aretii,, 


from. Our new catalog will be sent promptly on 


request, 


NATIONAL BRIEF CASE MFG. CO. 


512 S. Peoria St., Chicago 7 
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A few of the many styles. in ee 
America’s finest quality erasers — 
—for every erasing requirement. 


WELDON ROBERTS RUBBER COMPANY 
Newark 7, New Jersey 











hb wu shovtey STAAL 


_in trying our best to satisfy the heavy demand for our 
products. Every effort is being made to ship as rapidly as 
the maintenance of "PEERLESS" quality will permit. 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS... PHILADELPHIA 11, PA. 
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THE LARGEST AND OLDEST 


TYPEWRITER SUPPLY HOUSE 
IN THE WORLD 


Have established branches and agents in the leading cities throughout the United States 
to better serve our customers. If you, the customer, need typewriter parts, platens, tools 
or accessories, contact your nearest office machine dealer for the AMES True-Mark 


platens and accessories. 


THE AMEs SuppLy CoMPANY can only serve you through your dealer as we have never 
entered into competition with him.— We are proud of our slogan to the office machine 


dealers throughout the world. 


“Always Your Friend— 
NEVER YOUR COMPETITOR” 


AMES SUPPLY COMPANY 


564 West Randolph Street 
Chicago 6, Illinois 


191 Cain St. 19131. Commerce St. 37 Murray St. 583 Market St. 417 Wali St. 
Atlanta 3, Ga. Dallas 1, Texas New York 7, N. Y. San Francisco 5, Calif. Los Angeles 13, Calif. 


Agents In The Principal Cities 
















Th el ldaae 
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The 
WRIGHT 
SPIRIT : 
DUPLICATOR © 


The only one with a Handy Fluid Drain and Paper 


Moistener enclosed within the fluid receptacle—a L 

brand new idea that completely eliminates seepage 3 y 

and leakage, saves fluid and keeps machine ready for instant y$ 50 

use. The WRIGHT is a sturdy, full-size Duplicator handling cue 49 Mi} Re spctns: oe 


paper up to 9” x 15”. Ball bearing roller makes operation 
easy. SATISFACTION GUARANTEED. 


[): MANUFACTURING COMPANY: - D<cR 


Write today for additional information 
about the ‘Wright’ liberal trade discounts. 


1330 Quincy St. N. E., Minneapolis 13, Minn. 
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STEEL OFFICE BQUIPMENT 





@ HEAVY GAUGE STEEL 

@ WELDED OR KNOCKDOWN 

@ 72 X 34 X 18 

@ BAKED FINISH — ADJUSTABLE SHELVES 
@ THREE WAY LOCKING DEVICE 





Write for Illustrated Literature 











| ALLOW STEEL EQUIPMENT Corp. 


948 Broadway @ New York 10,N. Y. @ Algonquin 4-6446 





the mark of quality 


DOPP-g) LY Boil Cases of 





It means the best in leather goods Fun Fan Topp Grain” 
CHARLES DOPPELT & COMPANY Coie 
2024 S. Wabash Ave. Chicago 16, Ill. CT : 


A full line of ring binders—in split cowhide 
and top grain cowhide. 


All size rings 
from one to two inches 












es 
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Elliott Fisher Machines 
é Do Better Work Faster 
” » » « with Old Dutch 
Carbon Rolls 
















You want crisp, clean-cut carbon copies that 
retain their legibility longer—that's your cue to 
order Old Dutch carbon rolls. Their efficient 
performance on the Elliott Fisher machine saves 


you time, money and “‘‘do-over”’ jobs. 


STYLES FOR EVERY NEED 


e Available in single and multi-ply rolls. 
e Correct weights and finishes for every requirement. 


@ Choice of colors, including hectograph carbon. 


WATERS & WATERS BRANCH 


511 LOCUST STREET, ST. LOUIS 
LOS ANGELES, CALIF. SAN FRANCISCO, CALIF. 





















HIGGINS sear 


Serer 608 ARR aR RIN SAIS 
Be 
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Build YOUR Salvs 


with this HIGGINS bottle base that carries your imprint 


Your name is right in front of your market in the You'll put a big plus in your profits with this practical 
art and drafting fields—for this attractive bottle _ sales-builder. Order your Higgins bottle bases today. Two 
base is combined with the famous Higgins color dollars per hundred* includes your imprint. 


card—has a natural place of its own right on the 
drawing board. Artists and draftsmen everywhere 
use this helpful, convenient 18-color card. THE INTERNATIONAL STANDARD OF EXCELLENCE — SINCE 1880 


AMI Oe 


*Net “Share the Cost Price” to all Dealers 





HIGGINS LNh COLIC. roasts xy Se 
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Euur- NO Line-by-Line 


COPYHOLDER 


Error-No, like removal 
Y of the key log in a jam, 
releases the pressure in 
offices choked up by 
volumes of transcribing. 
Tests show Error-No has 
increased typing effi- 
ciency as much as 40%. 


BILLFORM 
PROCESSED BACK 
CARBON PAPERS 


/ 


+ SPEEDRITE CHECKWRITER 


EMAND for Speedrite mechanical checkwriters pro- 
vides the ‘“‘open sesame”’ for office equipment dealers 
in countless offices, large and small, throughout the 
land. 


Speedrite’s absolute protection of checks extends to 
amount, payee’s name and signature. Speedrite’s 
protection is so positive that every purchaser is issued 
a $10,000 forgery policy by a leading insurance 
company. 

Many dealers looking for greater sales and profits 
may find their territories open to exclusive franchises 
for Speedrite. Why not check with us regarding yours? 


Wakk Welicy 


wae CWS TES 7, N.-¥ 








COMPANY, INC 


K 
STORMS PROCESSED BACK CARBON PAPERS are 
free from curl, easy to handle, and durable. MAY NOW 


BE OBTAINED WITH ATTRACTIVE IMPRINT DESIGN 
ON BACK AT NO ADDED COST. 





Na 





IMMACULATE 
“SUPER CLEAN” 
CARBON PAPERS 
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Another “Different” TYPEWRITER CARBON 


CLEAN TO HANDLE, CLEAN 
TO ERASE, FREEDOM FROM 
FEED ROLL OFFSET. 


4 


561 GRAND AVENUE 
BROOKLYN 16, N. Y. 
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Hundreds. of dealers have already trued our now 


STEEL TRANSFER CASES 
FOR IMMEDIATE DELIVERY 


F.0.B. Chicago, Ill. 


* Constructed of Heavy Gauge Steel. 

* Can be securely stacked as high as desired. 

* Easy sliding Pull-Out Drawer. 

* Mail your order today for immediate shipment. 


Letter Size No. 100 Legal Size No. 200 


13x12x24 16x12x24 
os 9 
List Price List Price 
$9.60 each $11.60 each 
Less usual dealer's Less usual dealer's 
discount discount 





Office Industries of America 
162 West Monroe Street, Chicago 3 Telephone STAte 3609 




















Get Your Free Copies—NOW! 


Every Office Machine Dealer really needs our Catalogs 
of parts, Platens and Supplies for Every Make of 
Typewriter. Whatever the part, we can supply it. 


Satisfaction Guaranteed on Every Order 
Recognized as “the Dealers’ Quality Supply House” ever since 1892 





When You Next Come to Chicago 


be sure to visit our plant and actually see how carefully 
and scientifically we rebuild typewriters, recover platens, 
and handle orders. 


SHIPMAN-WARD MFG. CO. 


325 North Wells Street CHICAGO 10, ILL. 
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New Capillary-Action Handi-Pen Desk Sets 
by Sengbusch 


. . . with new inking principle — new writing ease — new beauty that 
pleases everyone — 3 big sales-building features all in one standard line. 


Here is a desk set with unsurpassed per- 
formance features, heretofore unknown in 
any inverted-bottle type unit. It has the style, 
efiiciency, simplicity, economy, cleanliness, 
and safety from spillage that appeals to 
every one, 

Those who have used the new Handi-pen 
desk set call it the writing champion. They 
like the smooth, effortless, instantaneous writ- 
ing with fresh ink—and the wide variety of 
pen-points that permits selection for indi- 


wi’ y we 
are 2 an 


vidual writing styles. These points are irid- 
ium-tipped, too — for long life. The set 
itself holds a long-lasting supply of fresh” 
ink — there is no waste or deterioration. 


Put these outstanding performance fea- 
tures to work for you. Stock up with popular- 
priced Handi-pen desk sets, to take care of 
your regular customers and attract new 
buyers, Reap the rewards of fast turnover 
and large volume sales. 


Y 


4, f; 
4 
HA Pe 
. Li 
zs CO 


Illustrated here in this cross-section view 
is the latest scientific inking principle. 
Fresh ink travels by capillary action di- 
rectly to the pen-point. 


RU 
Wy, 


This eliminates the large shallow dip- 
compartment which, as commonly used 
to feed pen-points, causes deterioration 
and waste of ink. This new way; the 
last drop of ink in the container — as 
fresh as the first — is fed directly to 
the pen-point, and there is no waste. 


ed 
no? 


Sengbhusch Handi-pen desk sets are sup- 
plied in pleasing two-color combinations. 
Sets retail from $3.25 up. 


Sengbusch Self-Closing Inkstand Co. 
357 Sengbusch Bidg. * Milwaukee 3, Wisconsin 


\*"~ PLYMOUTH RUBBER COMPANY, INC. 


FOUNDED 1896 The Largest Rubberizers of Cloth in the World cANTON, MASS. 
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BRIGHT 


LEATHER 
FURNITURE 


BRIGHT creations give a wealth of charm and No. 1900 Sofa 
distinction to every business establishment. 


They enable an executive to express his own 
individuality in his daily surroundings. Rich, 
luxurious, comfortable and durable, all 
BRIGHT numbers are within the reach of the 
buyer’s purse. 

Though the material situation remains some- 
what unreliable, we are now able to resume 
some of the services you used to find so con- 
venient and profitable in your operations. 

BRIGHT CHAIR CO., INC. 
No. 28 AC No. 28 RC 
127-133 BLEECKER ST. NEW YORK, N. Y. 











“SPIN—-DEX™ 


NEW— MODERN — EFFICIENT 
ROTARY-—TYPE FILE 


DEALERSHIP 
may be still open in 
your territory. 


WRITE for 
information. 





This is a wheel type unit accomodating approximately 6000 cards of 
standard sizes. Here is the amazing thing about our "SPIN-DEX"— 
NO SLOT—NO HOOKS—NO SPECIAL GUIDES—NO RE-WRITING 
OF CARDS—simply take your present cards from the regular drawer 
type unit—DROP them in the "SPIN-DEX" unit and Spin. The cards 
are properly housed and without any fear of disturbance, ready for 
Free Instant Active use. 


10 minutes after receiving your "SPIN-DEX" unit, your new system 


BUSINESS EFFICIENCY AIDS 


7916 LINCOLN AVE., SKOKIE, ILLINOIS 
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vstinctiocn...in EVERY GRACEFUL LINE 


oo s THAT'S Koyatbione! 


The first glance tells you, here is simple, beautiful 
design. Look again—and you see how carefully the upholstery is tailored. 
Note, too, how the chrome frame is free of protruding bolts and 


nuts—indeed, the seat and back section seem to float on it! 





Yes, there’s true distinction in well-designed, long-wearing 


Royalchrome! Ask your dealer about it today. 


ROYAL METAL MFG. 7 Chicago 1...New York 10... Preston, Ont. 
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HEYER helps you sell the School Field! 


This full-page advertisement ®P 


ment News Nation’s 


ing DUPLICATORS aed 


No matter if yo 
higher quality 


it their business fo 


supplies 


of make oF 
produ 


backed by almost half-a-century of experience, CO 
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HER OGRAPH 


ETE) 
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tye 


THE 
911 West jJackso 


you can d 


e. School Equip 
School Journal 


y in School Executv 
and Catholic 


SUPPLIES? 


HEYER* for everything! 


pears current! 


Schools, S¢ hool Management 


epend on 


u use Stencil, Gelatin or Spirit machines, you can get 


for all under one recognized name. Heyer has made 


produce @ complete and integrated line of 


for every type and every make duplicator. Regardless 


model, you Il find Heyer supplies consistently 


ce better quality work because Heyer Products are 


nstant 


research and refinement. Ask your dealer for full 


information about Heyer Duplicators and Supplies. 


Sold by better School Supply Dealers Everywhere 


This is the famous 
RGRAPH model C made by 
the greatest efficiency, 
n Stencil Duplicating. 


LETTE 
Heyer to give you 


dependability and economy i 


Higher quality and dependability are the reasons for continu- 


ally increased preference for Heyer Duplicator Products. Heye’ 


Stencil, 


n the 


supplies are available for all duplicating processes — 
Gelatin (Hektograph ) and Spirit. Let 
completeness of the Heyer line. Next ti 


your dealer explai 


me you order Duplica- 


tors oF Supplies think of Heyer—the line that has everything! 
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Leader! < 





loa bolter... 


It’s personal skill . . . rhythm in action, 
coordination . . . relaxation. It’s experience... 
know-how, practice, constant improvement 
...attention to details. And it’s determination... 
to win... to be a leader. 


sities - la a Yypewrirer... 


Cilelacelere| 
SS ~ s . ° 
ei ah ml 4 ; It’s manufacturing skill . . . that gives you 
rs rhythm in action, coordinated key stroke, per- 


¢ b 
fectly balanced for accurate, speedy performance. 


It’s manufacturing experience . . . seasoned 
know-how gained during more than fifty years 
in making more than six million Underwood 
Typewriters . . . and understanding the 
typewriting problems of business in general, 
and secretaries in particular. 


It’s manufacturing determination to 
excel . . . to give you the best typewriter that 
engineering science can conceive and 
produce . . . the Underwood. 





Underwood has them all . . . the qualifications 
that make today’s Underwood Typewriters 
masterpieces of typewriter engineering ... a 
treasure to own and a pleasure to use. The things 
that make today’s Underwood “Typewriter 
Leader of the World.” 







bhoose the New Post-War Underwood 






Underwood Corporation 











“It’s got rhythm” . . . Rhythm Touch! an im- 
portant Underwood feature, made possible by Typewriters . . . Adding Machines . . . Accounting Ma- 
a brand-new typing mechanism. Fast, feather- chines .. . Carbon Paper . . . Ribbons and other Supplies 
. : / . One Park Avenue New York 16, N. Y 
2 ; sw atu- , N. Y. 
light, delightful . . . your fingers ee Underwood Limited, 135 Victoria St., Toronto 1, Canada 
rally into effortless ty p- Sales and Service Everywhere 






ing rhythm on this per- 
fectly balanced, smooth- 


running post-war Under- 

wood. Now availabie... i) p f W 0 0 

as well as the popular eee 
Underwood Noiseless 

and treasured Under- hyoewr iver Leader of the World 


wood Portable. 













